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Have You Ever Wished For a Machine 
that Would Add Two Columns at Once? 


BURROUGHS DUPLEX will do it and also 
carry totals from one column to the other. 
For instance, it will give you separately each 
clerk’s sales for the day (or week) and then auto- 
matically “re-cap” them, all in one operation. It 
will add debits and credits separately at same time 
and, in fact, carry on any two ordinary adding- 
machine operations at the same time. Today there 
are 160,000 people operating adding machines in 
this country who could save 20°4 more time than 
they are saving if they used the machine “that 
almost thinks”— 


Burroughs Duplex 
Bookkeeping Machine 


This “two-in-one” machine in a little more than a year 
has made a big “hit.” 2,600 out of the 20,000 Burroughs 
machines sold last year were Burroughs Duplexes and we 
were behind on our orders nearly all of the last six months. 


We are giving it more factory room now and can supply 
you more promptly. 


This month we are making a special demonstration of 
the Duplex machine so that you may try it (gratis) in 
your business. Our representatives have machines for 
this purpose. We can’t call on every one, but if you want 
tu see if it will save you time, work and worry, write us 
so we may show you a Duplex. It will cost you nothing 
and put you under no obligation. Ask for Duplex Folder. 


BURROUGHS ADDING MACHINE COMPANY 


. P ° European Office: 76 Cannon Street 
§9 Burroughs Block, Detroit, Michigan London, E. C., England 
Makers of adding and listing machines; listing and non-listing calculating 
machines; low-keyboard, visible-printing adding machines s6 different 
models in 492 combinations of Jeatures—$g150 tu 8950; eas payments, Uf desired 











A boy can learn to operate 
it in twenty minutes. 





This lever 
operates 
the two 
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Service ? Looks? Both? 


If you as a dealer have realized that there is an ever increasing 
number of people who are using not—mind you—“second- 
hand” but ‘‘remanufactured”’ typewriters, then our proposition 
will be of interest to you. If you have not recognized that 
this demand exists, it behooves you to look about you. 


Ramer Remanufactured Typewriters 


fulfill all the requirements of typewriter usage. That is why they find so 
ready a sale with the dealers who carry them. The conditions in your town 
are those of every other typewriter-using community. Other dealers are 
turning into cash the demand for genuine remanufactured typewriters and 
it is ‘‘up to’’ you to investigate the intrinsic merits of Ramer Remanufac- 
tured Typewriters as a basis for bigger business. 


S v1 9? You and your customers may rest assured that a typewriter which has 
ervice: been tested by actual service provides a basis for intelligent recon- 
struction. After we have stripped a machine to its component parts, 
thrown out those which are even slightly worn, and substituted for 
them absolutely new material, you may be sure that the typewriter 
will stand many years of service. 
F oks? When every part of this machine has been re-enameled, revarnished, 
Oo ° nickelplated, accordingly as it was originally treated, it looks as nearly 
like a new machine as it could without being one. This fact has 
been demonstrated by public tests. 


Both ? The combination of serviceability and appearance make 
es 


Ramer Remanufactured Typewriters 


a constant source of profit to thousands of other dealers. How about 
you? Let’s get acquainted. A word from you will serve the purpose. 


Wholesale Typewriter Company 


314-316 Broadway, New York, N. Y. 
London, 136-137 Long Acre, W. C. 
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Improved Double Metal Clasp Envelope 
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i Cesture These Envelopes 


and get in line for your share of the profits resulting from their ex- 
tensive sale in all parts of the country. No up-to-date commercial 
stationer can afford to be without them. If you do not carry a supply 


your competitor will jump in ahead of you and you will be the lose 


The Open End Tension 
is a leader in every respect. It is being sold by the 
thousands every day. It is made in Jute, Kraft 
and Manila with a patent washer covering the eye- 
let inside of envelope to protect the contents. 


The Improved Double Metal Clasp 
is a favorite everywhere. This envelope is made 
with re-inforced washers on both sides of the flap 
which makes it much stronger than the old style 
with metal eyelet, and gives correspondingly better 
service. 

Our complete line includes the best of everything in 
Tension Envelopes, Mailing Boxes, Document Envelopes, 
Clasp Envelopes, Filing Envelopes, Photo Mailing Enve- 
lopes, etc. 

Write at once for your copy of our catalog, “Envelope 
Specialties.”’ 


THE TENSION ENVELOPE COMPANY 


Salesroom: 296 Broadway, NEW YORK 
Selling Agents in Principal Cities 





PIONEERS AND ORIGINATORS : 


Factory: Bush a" « 
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Open End Tension Envelope 

















Today Every CORONA Typewriter is Sold 


before it is manufactured. 


Yet the output of the 
Standard Typewriter Company 
has increased nearly threefold 


in the past year. 


Why? 


If you need a machine 
for personal use— 


investigate the CORONA, 
it has advantages possible only 


to a folding typewriter. 


Standard Typewriter Co. 
GROTON, N. Y., U. S. A. 
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The Remington 
The Beg of To-day 











RemingtonTypewriter Co.-NewYork8 Everywhere 


(Incorporated ) 
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THE CIRCLE 


is the emblem of completeness and permanence. That 
describes any and all of the ‘‘LITTLE” products. 

SATIN FINISH TYPEWRITER RIBBONS 
GOLD SEAL TYPEWRITER RIBBONS 


SATIN FINISH CARBON PAPERS 
COBWEB CARBON PAPERS 


The worth of carbon papers and type- 
























writer ribbons is measured by the per- 
manence of letters and carbon copies 
produced with them. Records made 
with any one of the “LITTLE” car- 
bons or ribbons hold their color as 
permanently as our little colored friend 
holds his 
If samples and terms could be gotten to 
you as readily as this advertisement, 
convincing you would be a compara- 
tively simple matter. 
As an indication of the fact that you 
are interested in increasing your profits, 
we shall need only your name and address 
to send you tangible proofs of the superior 
quality of our lines. Write us today. 
Perhaps the best proof of the worth of our prod- 
ucts lies in the fact that our business has grown 
until today our New York office at 287 Broadway, 
corner Reade Street, is among offices devoted to type- 
writer supplies the largest and best equipped in the world 


A. P. LITTLE, Main Office and Factory, ROCHESTER, NEW YORK 


Branch Offices: NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, WASHINGTON, D. C, 
Distributing Offices for Chicago and the West: ROCKWELL-BARNES CO., CHICAGO 
For London and the Continent: WM. HOARE & CO., 28 Basinghall Street, London, E. C 











For Australia: SCOTT & HOARE, 426 Collins Street, Melbourne 





j******)HE business man, banker, professional man or official--the man who buy 
3 office chairs. This man is too busy to go into all of the little details that 
distinguish the well made, serviceable chair from the unsatisfactory one. 
This man—your customer and perhaps your friend, trusts a good deal to 
your judgment and experience in the selection of his chairs. 


Here is the test of the successful merchant:—-Have you got the best to give him 
for his money? Will his confidence in your judgment be misplaced? If you've built 
up your business thru your satisfied customers, you have studied the different makes 
of chairs and sell those which you can conscientiously recommend to give the most 





— re 





No. 1417) satisfaction. 
B. L. Marble Chairs are made as near perfect as it is possible to make them. The 
entire efforts of those connected with the B. L. Marble Chair Company are devoted 


exclusively to Office Chairs and how to make them better. 
Write for 1913 Catalog. 


THE B. L. MARBLE CHAIR COMPANY, Bedford, Ohio 


Makers of Office Chairs Exclusively. 
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UNDERWOOD 


“The Machine You Will Eventually Buy” 
Holder of Every International Record 
for 
Speed and Accuracy 


UNDERWOOD TYPEWRITER CO. (iwcorroraten) Underwood Building’, New York BRANCHES IN ALL PRINCIPAL CITIES 
. | 
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Skippin¢ a 
Contuny 


Why run your office by 1813 methods? 


Over in your factory, you are manufac- 
turing by 1913 methods. For years ago, you 
recognized the importance of speed p/us 
accuracy—and established the policy of 
replacing slow, tiring hands with swift, untiring 
wheels. Yet today, in your office, much of the 


work is done by 1813 methods—by hand. 


Why not skip that century —come up to 
date with the Addressograph ? 


For after all, your office work is nothing 
but a “manufacturing” of records. And like 
any other manufacturing, its success depends 
on its speed, its accuracy and its economy. 

In 244 lines of business—yours among 
them—the Addressograph is doing that office 

“manufacturing '—giving 


Speed Plus Accuracy 


Speed that cuts cost and increases 
profits. And accuracy that insures no errors 
and no waste effort. 





The Addressograph Service extends into every cor- 
ner of your businsss—wherever names are used. In the 
mailing room, it enables you to simplify your lists and 
follow up your customers more often and more accur- 

ately—get New business at less cost. 


From the bookkeeper, it takes the labor of ad- 
dressing monthly statements, bills, invoices, vouchers, 
ledger pages, etc. From the paymaster, the task of 
filling in names on pay envelopes, time clock cards 
time tickets, receipts, lists, etc. And it quickens 
the work of the shipping clerk by addressing tags, 
labels, freight bills, bills of lading, etc. 


In every angle of your business, the-Addresso- 
graph cuts down time and costs—and increases 
efhciency. For with it, one of your office boys 
can do the work that now falls on high-priced 

clerks in a twentieth of the time. And do it 
better, too. It is a Service as necessary to 
business as the typewriter, the telephone and 
the telegraph. And there is room for it in 
your office. Will you let us tell you 
where and why? Write u 


The Addressograph Co. 


903 W. Van Buren Street 
CHICAGO, ILL. 
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Why It Is Easy To Sell 
The NEW MODEL Hammond Typewriter 


—_— 


= q Ghe 
Hlultiplex 
Kemmond 









“MANY TYPEWRITERS IN ONE” 


Business Men and Professional Men Prefer It 


Just consider the appeal the NEW MODEL Hammond makes 
to business men, alone—aside from its appeal to professional men— 
and you will understand why dealers everywhere are finding it so 
profitable to handle. 

The NEW MODEL Multiplex Hammond lends the emphasis 
of speech to the business man’s letters without adding to his sten- 
ographer’s work through underlining. 


Two sets of type are always on machine. Just a turn of the wrist 
—and you type in italics the phrases or sentences to be emphasized. 
No shifting of carriage. No double manipulation of keys. 


The professional man prefers the Multiplex Hammond because 
thirty languages can be written on the same machine, and 350 sets of 
type can be used. 

Write for latest catalog showing the many points of superiority 
of the NEW MODEL Hammond over other typewriters; also get 
our exclusive territory proposition at once. 


The Hammond Typewriter Co. 


Established 1880 Factory and General Offices: 538 E. 69th Street, New York 
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Not an expense 
but a dividend-paying investment 


THE 


-@ Commercial Duplicator 


The only practical, mechanically operated 
quick process duplicating machine made. 





The Commercial Duplicator pays for itself in hort while throug 

yney and sup »plie ssaved It produces 1 to 100 clean, legible copies fr 
riginal of any kind of office form, whether a small shipping tag or an 18 
inch inventory or cost sheet. Simple and rapid in operation 


The Dealers’ peraty 


Png. are receiving valuable re s constantly ym all parts of 
is the result of our well directed :; Gravion campaign. 
“We want capable men evagywhere to follow up these business leads ar 
| to push our proposition. 
The Commercial Duplic or fills an actual need in an acceptable manne 
It offers handsome profits to wide-awake salesm 


Duplicator Manufacturing Co. 


1171 MONON BUILDING, CHICAGO, ILLINOIS 
New York Office, 51 Church Street 


. St. Louis Los ANGELES SAN FRANCISCO BALTIMOR! Boston MILWAUKI 
— : —— CLEVELAND PITTSBURG CINCINNATI BUFFALO KANSAS CITY MINNEAPOLIS DETR 




















QUALITY, SATISFACTION, 
SERVICE, EQUALIZED PRICES 


oe 99 stands for all of this and more. We help you to 
ee en we iu 


successfully. put our personality into 
OUR business and into YOUR business. We are ONE WITH YOU for success. 
Money cannot buy some things in this world; this helpfulness we give every 
customer FREE. Have you ever tried to DO THINGS with OUR assistance? 
Don’t you think it might be to your advantage to give us a chance? 


Consider—Think—Act 


Every inquiry receives careful consideration. 














George A. Baldwin, President 


REBUILT TYPEWRITER COMPANY 
Plymouth Building Chicago 



































100 ROYAL TYPEWRITERS were bought 
by the Great MAILCRAFT SERVICE 
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Royalize their equipments « 


after another. 





150,000 Royals in the strenuous 
grind of “Big Business” point to a 


new standard set by the Royal in 


thei i ra 


typewriter service and quality 


Royal Typewriter Company 
Pag age ° Royal Typewriter Building 


LA 
7) Catting 364 BROADWAY New 
‘ > 2 Branc hes and Agencies the World O 
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Nine 
Banks in Chicago 


use, including 
orders in our files, 


110 Moon- Hopkins 
Machines 


For Bookkeeping, City State- 
ments, Country Statements, 
Transit and other work 


MOON-HOPKINS BILLING MACHINE CO. 
Main Office and Factory, 2235 O’Fallon Street, St. Louis 


New York Boston Cleveland Cincinnati Philadelphia Chicago 
35) Broadway Oliver Bldg. Rose Bldg. Lincotn Inn Court Bldg. Lafayette Bldg. 29 So. La Salle St. 























OFFIC] APPLIANCES 























ONE OF THE 


YOU ARE A 
LIVE DEALER BEST PROOFS 
of our claim that we can 


we assume, or you would- APEX 
help you to bigger profits 


n’t be reading this adver- ' 
is our new modern factory 
which was built to meetthe 








tisement. And the fact 





that you are on the look- CYCLO demands of a constantly in- 
out for means by which | creasing business with deal- 
you may increase vour . ers like you. We have the 
profits is the basis of our facilities for manufacturing 
little talk with you. Be- | SUMMIT the best products, and we 
cause our interests are mu- 


know that there are in the 














oe BRANDS : ; 

tual we want you to be- Summit, Apex and Cyclo 

come acquainted with the Brands of Ribbons and Car- 

medium through which | bon Papers great possibili- 

sands of ot! Jealers The Door a 

thousands of other dealers iy ties for you. 

are making money. posmgnent, Praipte Seats fend we Se 
Western Office: Main Office and Factory: 

417 South Dearborn St., Chicago, III. Front and Laurel Streets, Philadelphia 

















JUST EIGHT POUND a ae 


More and better letters per day for the Business | 


/ srasieeE Man and a@ larger salary for the Stenotypist 
-~pyz, Lhe Stenotype Increases 


SPEED —a word at a stroke—using 


both hands. 


ACCURACY~—records dictation by 
simple code—word for word. 

LEGIBILITY—prints plain type let- 
ters—-not arbitrary characters. 
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MAIL THIS COUPON TODAY 


The Peenate pe Co., Owensboro, Ky. 


GEN sME I am interested in Stenotypy. Please send me Free 
Reading Less Keyt ard ( hart as used by Stenotypists 


Easy te Learn TRY IT ami Van 


Easy to Read AT OUR EXPENSE Sai ee REE 





























CARRIES INSURANCE against 
bad alignment and all other type- 
writer troubles, by reason of its 
carefully designed and constructed 
mechanism. 


It Can Be Depended On 


and its SPEED AND EASY 
ACTION are unrivalled. 


Applications for agencies are 
invited. 





Catalogues sent on request. 


THE VISIGRAPH TYPEWRITER C0., Lenox Ave. and 116 St., New York City 


NEW YORK BRANCH OFFICE: 203 Broadway 














Adds, Multiplies, Divides, Subtracts 


The Most Convincing Evidence for 


The Ensign 


Electric Calculating Machine is this 








The American Express Co. purchased ten En- 





sign machines for their pro-rating department 
after a ten months’ test open to all makers 01 
machines. 
The N. Y. Life Insurance Co. purchased 
twenty Ensign machines after an exhaustive test 
of every type of calculating machine. 

The City of New York has purchased 
Ensign machines, in 1 


1é} 

he use of which all clerk 

ire equally proficient because the operation 
1achine is so simple. 





We solicit inspection of the mechant- 
ul construction of our machine and 


guarantee it for three vears. 


Ensign Manufacturing Co. 














Faneuil, - Boston, Mass. 
Some territory open in central states. NY Tate 
* 7 617 International Trust Bldg. Real Estate Trust Bldg 
Correspondence invited NEW YORK PITTSBURGH 
261 Broadway 


1201 Park Building 
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The Bookesping: Machine 
Will Do Your Bookkeeping 


The Bookkeeping Machine is experienced 
on accounts like yours. 










The Bookkeeping Machine posts to a 
standard loose leaf ledger without removing 
the pages from the binder, or to any 
weight card in a card ledger. 





The Bookkeeping Machine auto- 
matically balances every account to 
which it posts as the entries are made. 


The Bookkeeping Machine checks 
the work of the human element and 
proves all its own work as it goes along 


Increases 
Business 


Efficiency — 
and at the same operation automatical- re 
ly prepares a proof sheet of all entries Human 


Energy. 
—written evidence of correct work. 3 


The Bookkeeping Machine makes the monthly bill or statement at 
the one operation of posting the ledger, if desired. 


The Bookkeeping Machine does all of today’s work today and 
proves that it does that work correctly; thus eliminating extra work 
balancing accounts and hunting for mistakes at the end of the month. 


The Bookkeeping Machine pays for itself in the saving of time, 
worry and work, and provides better results as a bonus. 


Send today for full information about The Bookkeeping Machine 
and sample copy of that new magazine of efficiency — “Bookkeeping 


To-day” 


Elhiott-Fisher Company 


62 Cedar Street, Harrisburg, Pa. 75 Canon Street, London, E. C. 
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Valuable time of the busy executive 
is conserved by the wonderful 


DICTOGRAPH 


TURNER TELEPHONE SYSTEM 





Write for booklet 
describing the 
Dictograph and 
any information 


Used by Railroads, 
Banks, Manufact- 
urers, Wholesalers, 
Department Stores, 
Government Of- 
fices, Restaurants, 
Hotels, Publishers, 
Schools, Lawyers, 
Etc. 


we may have on 
hand concerning 
its use in your 
business. 








Instant, direct, secret communication afforded 
with every department 


Every officer, department head and employe is at’ the depends. And valuable time is lost to the various department 
fnger’s tip of the executive—by the pressure of a key on the heads who must leave their work to attend these conference 
Dictograph Master in front of him, which gives him instant 


and direct speaking connection with the individual he wants. The Dictograph allows the busy manager to have as man 


ia : ; ; conferences as he desires with the different members of hi 

[he time consumed in an ordinary business in conferences ae , : ; 

: ; 7 ee : E “t] organization without the necessity of a single person leavin 
occupies a large part of the days program tven with an . ; 1 
F I : Be | : ~S 4% his desk, or, he can speak with callers in the outer office with- 
interior telephone system, and an assistant to call different a ; ,; : se ray om 
Cow ’ , ‘ out receiving them into his presence. Conversation 1s carried 
individuals together, the time lost in making connections, ; ; is ; 
fa =a ; : on in the natural voice with no more effort than would be used 
‘“‘busy signal,’ waiting for others, etc., is a serious item, and. ; , ie Rs i 

lai nga . ,. In speaking with a person standing in front of vou 
does not al'ow the time the executive should have for “‘creative 


work, upon which the proper conduct of a progressive business The Dictograph can help your business 


GENERAL ACOUSTIC COMPANY, 220 West 42nd St., New York City 


Factory, Jamaica, Long Island. Offices in all principal cities 
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[ THE AMERICAN ASSOCIATION OF PROFITS 
Department of Sales and Promotion 


any City, dure 1, 1918. 


a 

urge you & iavestignte the Mult igraph—— 
| not solely beceuse it saved money for ar (though it 
| 2ié eure more thar ite oes gost in the firet few 
months! bet fore far tigger resson. 


ange it because it ie the greatest 


The Multigraph “Puts You Next” to the Man 


And that’s half the battle, in selling goods. The other half*is to 
know your man before you go after him. 


These facts explain the wonderful success of Multigraph System in 
producing new business. 


Put the following three elements together and you make a sale: 


e well-planned, persuasive form-letter typewritten on the Multigraph. 





2. e attractive little two-color folder, printed on the Multigraph. 


Ne edits ul alle alr ll ee Co ee ee ee ee ET US TELL YOU 
ie man to whom they are addressed — not some unknown reader of an advertisemen but a definite I conan of in aeteaidie 
ndividual whom you know you want. ing things Multigraph 
System has done for others 


The Prompt and Ready Multigraph may ty 





With the machine in your office, you are free from printers’ delays. 
When your ideas come to you, you can get them into type (any face of type) 








before inspiration grows cold. What Uses Are You 
Whatever it is—typewritten or printed—folder, booklet, house organ, bul- Most Interested In? 
letin or letter—turn it over to the Multigraph. caclowe it with your requet tt 
The Multigraph opportunity in your business is limited only by your own wistothenanddag 
originality —plus the free co-operation of our Business Aid Department. Sa 
1830 E. Fortieth St., Cleveland 
THE, 







~__|Letter-Heade 


Bill- Heads and Statements 
™ Receipts, ks, etc. 


Label Im; 
Produces real printing and form-typewriting. rapidly Letter Heade 
economically, privately, in your own establishment 


ULTIGRAP |= 


Env 
Typewriting: 


THE AMERICAN MULTIGRAPH SALES COMPANY | ssi 


| ~~ En velope-Stuffers 


EXECUTIVE OFFICES BRANCHES IN SIXTY CITIES—LOOK ___ Price-lists 
1830 East Fortieth Street ( leveland IN YOUR TELEPHONE DIRECTORY. . Notices 
; Six od ; : — tins to E 
European Representatives: The International Multigraph Company, 59 Holborn Viaduct, London, England; —| inside io Saar 
Berlin, W-8 Krausenstr., 70 Ecke Freidrichstr. -Paris. 24 Boulevard des Capucines. 















































Eaton, 


Mass. 








Pittsfield, 





Bringing Customers 
Into Your Store 


AONTH after month we are 

educating the people in your 
vicinity to a higher ideal in writing 
We telling them in 


our magazine advertisements that 


papers. are 
the paper used in social correspond- 
ence is just as truly representative 
as the words that are written on it. 
And we are explaining that the way 
to secure a writing paper that is of 
high quality and in the best taste, 
at a very moderate price, is to go 
to your store for 


IGHILAND 

LIN BN 
You will profit by just carrying 
Highland Linen the 
Eaton, Crane & Pike writing papers. 
But you will profit far more if you 
will show these papers continually 
vour. coun- 


and other 


in your windows and on 
them locally and 
confidently to 


advertise 
them 


ters, 
recommend 
every customer who comes into your 


store 


Crane & Pike Co. 


New York 
©; W 























SHAFT No. 5 





“Co-operation” 


Che old time salesmanship consisted in “‘do- 
ing’’ your customer for as much as possibl 
You probably would never see him again, so 
didn’t matter. Business men have long ag 
seen the fallacy in this line of reasoning. Firms 
with a reputation have been built on a prin- 
ciple directly to the contrary: Co-operation 
We have attained the position which we hold 
in the typewriter world because we hav 
recognized that our business must be built 
That means, 


on a triple partnership 
the purchasers 


work with vou and you wit! 


General Rebuilts 


to supply vou at mini 
and, if vou wish thet 
f highest quality, and 


Our facilities enable u 
mum cost with rebuilt 
repaired—ty pewriters 
vou in turn may sell vour customers machin 
the oreatest possible valu 


which represent 


for the money. 
an indication of vou 


Send us your address a 
to tell vou mor 


interest and we'll be p 
our plan. 


eased 


about 


General Typewriter Exchange, Inc. 


70 Washington Street 
Brooklyn, N. Y. 


Wholesale Distributors for Continental Europe 


LIEBERT & MEYERHOF, Hamburg, Germany 





























June, 1913 OFFICE APPLIANCES 19 
e ‘‘HUMMER’’—a perfect, adjustable punch e ‘‘MARVEL’’—a real office punch 





PATENT APPLIED FOR 
PATENT APPLIED FOR 


e © OG Remarkably simple in construction. 
Truly a marvel in operation. 


FOR POSTS FOR POSTS For punching round holes, fixed centres. 
3 Most effective pape: punch made. 


Cc 3 inc 
: SeMnrEn gin suman * nch Distances between centres 2} and 4} inches. 
High in quality, moderate in price. Bela ! 
Adjustable to any distance between centres to 13} inches. Ask for catalogue and descriptive circular 
Unusually strong and easy to operate. telling more about these new punches as well 
Punches either round or slotted holes. f 
Can be fitted with extra heads for additional holes. as many other items of equal interest. 


THE RESULT OF 54 YEARS OF KNOWING HOW—MAKE US PROVE IT 


THE SAM’L C. TATUM COMPANY 


New York Office: 
180 FULTON STREET 


Main Office and Factory: 
CINCINNATI, OHIO 











TRADE MARK Rew 


TRADE MARK REG. 
IN U. &S. PAT. OFF. 


IN U. S. PAT. OFF. 





N.V ¥. WATERPROOF DRAWING INKS N.V¥. 


The Coming Standard—Made in Black, White and 12 Colors 


Free Special Offer 


(Good for 60 Days only) 


Arnold’s Waterproof Ink 


has been tested by the most well 
known University in the U. S., and 
declared by experts to be superior 


To more thoroughly introduce Arnold’s 
Drawing Ink in the U. S., one doz. 1 oz. 
bottles assorted colors will be furnished 
Absolutely Free with every order for three 
doz. 1 oz. bottles black Arnold’s Drawing 
Ink at $1.80 per doz. All we ask you to 
furnish us, is a list of the Architects, En- 
gineers, Draughtsmen, etc., in your town, who 
use drawing ink, so we can send them advertis- 
ing matter direct and create a demand for you. 


in every respect to any waterproof 
drawing ink on the market. 


Guaranteed to be Superior 


and what is more 


COSTS LESS 





TRADE MARK REG. Try our 24 hour service—-We can furnish from one bottle to a carload at once TRACE MARK AEG. 
IN U. S. PAT. OFF IN U. S&S. PAT. OFF. 


If you haven’t our 1913 catalog, write for it 


TOWER MANUFACTURING & NOVELTY CO. 


Largest Manufacturing and Distributing Stationers in the World 


N. ¥ 326-8-30 Broadway - - - - - - - - New York City — N. Y. 
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Every Manufacturer 


of Office Equipment 
or Supplies should be in this list 


These are the progressive firms who have made con- 

tracts for space in the Chicago or New York Business 
Shows, or both. They will bave their experts demonstrate 
to thousands of buyers how office efficiency can be 
increased. 3 
Acme Staple Co. Kalamazoo Loose Leaf Binder Co. 
Adder Machine Co. Library Bureau 
Addressograph Co. Monroe Calculating Machine Co. 
Amberg File & Index Co. Moon-Hopkinhs Billing Machine Co. 


Barrett Adding Machine Co. National Lettergraph Co. 
Burroughs Adding Machine Co. Newton-Rotherick Mfg. Co. 
Columbia Phonograph Co. Office Appliance Co. 

A. B. Dick Co. O. K. Mfg. Co. 

Dictaphone Protectograph Co. 


Safe Cabinet Sales Co. 


Dictograph 
Edison Dictating Machine Steel-tye Expanding Envelope Co. 
Thos. A. Edison, Inc. Tagograph Co. 


Elliott-Fisher Co. G. W Todd Co. 


General Acoustic Co. Tower Mfg. & Novelty Co. 
Geyer’s Stationer Underwood Typewriter Co. 
Geo. B. Graff Co. Vise Clip & Signal Co. 
Gregg Publishing Co. Wales Adding Machine Co. 
Gregg School, Inc. John B. Wiggins Co. 

Ideal Stencil Machine Co. Writerpress-Lettergraph Co. 


These two big National Business Shows 


are but a few short months away 


Manufacturers who do not exhibit and meet the dealers 
and users face to face will miss a great opportunity. 


Chicago 16th National Business Show 
September 8th to 13th, inclusive 


New York—17th National Business Show 
October 20th to 25th, inclusive 


ANNUAL BUSINESS SHOW COMPANY 


150 Nassau Street, New York 


417 S. Dearborn Street, Chicago 
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Has Your Typist Got \ x / A 
the Pounding Habit? | 


Does she tire herself out—and 1 


wear the machine out—by the 


way she pounds the keys? 9 


A sure cure for this habit is the 
typewriter which requires | 








NO POUNDING 
the 


LIGHT TOUCH | 3 


WONARC Gals 
| eines SELF-CLOSING INKSTANDS 


The public is growing rapidly convinced that 
there is no other inkstand on the market that wil 
absolutely prevent evaporation. 

Inkstands that are not closed airtight will allow 
Hyd, ink to evaporate almost as quickly as an open well, 

“ and besides will admit dust and dirt to settle right 
es at the point where the pen is inserted. 


SENGBUSCH Self-Closing Inkstands are closed 
airtight and absolutely keep the ink fresh at all times 


SORQ Umer pw 





























HE light, elastic touch of and once a customer has tried a SENGBUSCH no 
the Monarch makes the other inkstand will interest him. 
machine last longer. It also The live dealers sell SENGBUSCH Inkstands 
makes the operatorlast longer. chiefly. Why? Because they know by doing so 
they gain a satisfied customer. 
Release from fatigue means They also know that they will get future and 
a better day’s work—and more larger orders invariably for a complete equipment, 
of them—day after day—vear thus causing other inkstands to be discarded. 
f y = yn SENGBUSCH Inkstands are sold strictly on their 
alter year. merits, if not satisfactory money refunded. Sales 
or” ee are more than doubling year after year. Are you 
we ae eed ae Pe getting your share of the business? 
oe DOSE — It by the Mon- Think it over. Get our latest catalog at once 
arch Light Louch. and equip your stock with our complete line. 


SENGBUSCH SELF-CLOSING 
331 Broadway, New York INKSTAND CO. 


STROH BLDG., MILWAUKEE, WIS. 
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Your Summer Business Will Be Good 
If You Brighten Up Your Stock With 


pe[uxe ine, 
LEDGER OUTFITS 


HERE is an outfit here for every 
purse and every preference and 
EC every outfit is full 100 cents value for 

74x104—$4.00 sixtli-$4.50 every dollar it costs. 








E LUXE line outfits are not cheap, 
altho they are low in price. The 
bindings are as good as our most ex- 
perienced workmen can produce. We 
use no buffing, keratol or imitation 
leather. Our covers are bound in gen- 
uine cross-grained Russia and seal- 
grain cowhide. 





HE leaves are genuine linen ledger 
paper, made especially for these 
outfits by the American Writing Paper 
Co. They are treated on specially 
built machines to make them flat open- 
ing and are neatly ruled and printed 
from new plates. 


THE JEWEL—Khaki and Russia 


74x10}-—$5.00 9} x11] —$6.00 


HE indexes are made on Weston’s 

Flexo Linen Ledger Paper, 

vowel ruled, with red leather tabs em- 
bossed in gold. ° 





THE JEWEL—Russia and Cordutr 


7§x10} $7.50 OlxIL] —$8.50 
ACH of the outfits shown in this 
ad has 250 sheets, index and 
binder, and is put up in an individual 
dustproof box, 


E have an interesting plan of sales 
co-operation to go with these 
outfits, consisting of advertising matter 
printed in three colors, and attractive 
window display features. Write us 
sooo about it. 





THE MIDWAY 


4x10} —$9.50 yixll, 


Cc. S. & R. B. CO., CHICAGO and NEW YORK 


























June, 1913 





OFFICE Lf PLAANCES 


With or Without Our Invisible Hinge 


Brown's Linen Ledger Paper 


BROWN ’S costs more than most other ledger papers. It costs more 
because it’s worth more. But it gives better service, longer service, 


and more satisfactory service, than any other ledger paper made. 


You know when you recommend the use of Brown’s Linen Ledger Paper to a 
customer that you are recommending the best. You know that the customer 
will be satisfied. Chances are your customer knows he will be satisfied, 
because Brown’s Linen Ledger has been recognized as standard since 1850. 


It pays to recommend Brown’s because it pays your customers to use it. 
Brown’s Linen Ledger Paper never grows yellow or deteriorates with age. It 
stands hard usage without signs of wear. Its great strength makes it ideal for 
loose leaf systems. And it makes up into books that open flat and lie smooth 
on the desk. These are reasons why Brown’s Linen Ledger Paper is Uncle 


Sam’s standard. 
We also make Alf Linen and Bond Papers of the better grades. Write for Sample Books. 


Facsimile « Water mark 


L. L. BROWN PAPER COMPANY : 
Adams, Berkshire County, Mass., U.S. A. IPAP EIR Co. 


ESTABLISHED 1850 LINEN LEDGER 


Write for Write for 
our Sample me - Sample of 


Book, Today . a, Invisible Hinge © 
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AMERICAN FACTORY 
REBUILTS 













Are NOT EFFICIENCY! 






Built ogo of 
Down Standard 
toa the Highest 

Special But UP to 


Price 


YOU can make a LARGER PROFIT if you sell them than if you do not. 

Your customers WANT American Factory Rebuilts, and they are GOING TO GET THEM 
somewhere. Why not from YOU? 

Our three-factory distribution combines perfect service with unvarying quality. 


24-hour Platen Service at all three plants. 


Send in your orders NOW 


AMERICAN WRITING MACHINE COMPANY 


345 Broadway, NEW YORK 


FACTORIES: 369 Mulberry Street, Newark 1214-1222 W. Madison Street, Chicago, 641 Sante Fe Avenue, Los Angeles 








il 











oem ‘Typewriter Ribbon and each sheet of 

Carbon Paper shipped out from the Ault 
& Wiborg factory has been made with the 
definite intention of causing the person who 
may use that article to want more just like it. 








Youll like Prompt Service too 











The Ault & Wiborg Company 


Factory: Cincinnati, Ohio 
CHICAGO, 705-707 S. Fifth Ave. NEW YORK, Cor. Pearl and Elm Sts. 
TORONTO, CANADA, 19-23 Charlotte St. 


ST. LOUIS, 322 No. Third St. 


BUFFALO, 145-147 Ellicott St. 

PHILADELPHIA, 1217 Cherry St. MONTREAL, CAN., 302 Lagauchetiere St., West 

MINNEAPOLIS, 729 Fourth St. South WINNIPEG, CANADA, 259-261 Fort St. 

SAN FRANCISCO, 545-547 Mission St. HAVANA, CUBA, Calle Galiano 69 

BOSTON, MASS., 394 Atlantic Ave. BUENOS AIRES, S. A., 535 Calle Bolivar 

CLEVELAND, 121 St. Clair Ave., N. W. PARIS, FRANCE, 82 Quai de Jemmapes _ 
LONDON, E. C., ENGLAND, 4-5 St. John’s Square 


ATLANTA, 127-129 Central Ave. 
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Best and Only Practical Plan 


While we have equipped a large number of our Licencees with 
this machine, ALL DEALERS who have plants should install an 
outfit. Why? Because Leaves of any size and any make of 
Ledger Paper can be Flexibly Treated at any time, thus giving 
all customers promptly the color and kind of Ledger Paper they 
have been using. NO CARRYING OF LARGE INVESTMENT 
in Mill-Made Loose Leaf Ream Sheet Paper, which is thinned 
in the pulp and seriously weakened, difficult and expensive to 
rule and print. Such Ledger Paper is of one make, color and 
quality, can not be used for Blank Books, Sizes become Ex- 
hausted, causing long and serious delays on important orders. 


Jones Improved 


Eureka Flexing 


Leaf Machine 





Our Leaf surpasses all others in Flexibility, Writing Surface 
and Appearance. The treated area is not Thickened, Thinned 
nor Weakened. 








Up-To-Date New and Valuable Features 


to be added to our line 


Fully Described in July Number 




















Write for our Proposition—Leaf Machine and 
High Grade Binders— Standard Everywhere. 


Jones Improved Loose Leaf Specialty Co., - - - Chicago 
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Adds, Lists 


Calculates 


Touch 
Operating 









“The Machine 
That Does Things” 


multiplies cross- foots extends bills | 
divides computes interest verifies trial balances 
subtracts figures payrolls checks postings 
handles fractions pro-rates determines discounts 


monthly statements deposit slips figures percentages 


ing in handling its details must be looked 


With its ten-key keyboard, making touch 
upon as a distinct, money-saving gain. 


operation practical and easy, it performs 
all of the above accounting problems and 7 oP 
many others, as quickly as the ordinary he Dalton is a visible writer. Like the 
adder can add and list. There is no best typewriters it prints in plain sight. 
limit to the uses to which the Dalton Prints without adding; adds without 


can be put*in shortcutting the way to printing. Has a designating key. 


increased efficiency in the accounting FREE: “Half a Hundred Reasons.” 
department —no end to-the time and | Pere jis a booklet that points out specific- 
inaccuracies it Saves. ally the many money making, time- 


Touch operation makes the Dalton 25 to saving features of the Dalton and its 
40 per cent faster than any of the old practical adaptability to your business or 
style machines. As the accounting end any bookkeeping need. Yours if you'll 
must be figured a dead loss any time sav- ask forit. Sosend for it--now—TODAY. 


DALTON ADDING MACHINE Co. 





406 WATER STREET 


POPLAR BLUFF, MISSOURI 
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The Chicago Business Show. 


OR the first time 
a business show 
1 Se] 


seum on ttember 


Chicago is have 
held at the Coli- 
held under 
New 
Square 


in more than two years 


This exposition will be 
& to  % F 


Annual 


inclusive It will be 


Business Show Company of 
the 


Regiment 


the direction of the 
York, 
Garden 
that 


Chicago 


whose auspices big shows at Madison 


the 


under 


and Sixty-ninth Armory have been held in 


city will be importance of 


United 


and worthy in every way of the 


as the commercial and manufacturing center of the 


States 
man- 


This event furnishes a real and profitable opportunity to 


whose interest 


No 


ufacturers to exhibit 
and 


their products to an audience 


buying power are second to none in the world manu- 
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ULLAL (AS; 


Founded by Geo. H. Patterson 


Covering the manufacture and dis- 
tribution of the machinery, devices 
supplies, furniture and commercial 
stationery which constitute the im- 
perial industry of office appliances. 
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NUMBER 1 


POINT OF -¥4a- 


facturer of oftice appliances who does business with the dealers 
of the West whose goods are among the necessities daily 
employed in the offices of business men and large industrial and 
concerns, should miss this opportunity to show 
lines and their latest products and improvements to 
audience which will throng the aisles of the Coli- 
this exhibition. 

Dealers in the entire West and Central West are interested in 
Chicago Business Show and many of them will make special 
present during the entire week, examining new lines, 


and 


manufacturing 
their best 
the interested 


seum during 


this 
efforts to be 


getting in touch with the heads of houses exhibiting whenever 
possible and in general preparing themselves for better efforts 
during the fall and winter to land a record-breaking business. 


Many new and profitable agencies will be made at this show. Al- 
ready the management has received encouraging assurances from 
siderable space has already been reserved. For 
exhibit, it is the part of wisdom to make space 


and secure good positions. 


the trade and con 


those intending to 


reservations early 


- se 


Our Annual Furniture Number. 


HE publishers of Office Appliances bespeak for the articles 
included within the office furniture section of the present 

issue of the magazine a little additional care and attention, 

for we are certain that the articles contained in that section are, 
in practical value, better than the ordinary run of magazine mate- 


furniture section of this issue is, in effect, a compre- 
report of the of some of the leading men in this 
tions of the country. 


rial The 
hensive views 
held irom all Sec 


While the office 


number are, 


furniture articles published in the present 
slightly less numerous than the special arti- 
they are replete with good 
suggestions and they come from widely separated sections of the 


perhaps, 


cles in some of our previous ‘issues, 


country. Probably no issue of the magazine has been more thor- 
oughly representative of the views of dealers in all sections on a 
given subject than this one. Able men from Massachusetts to the 


Pacifi 


presented 


Texas to the northern limits of the country, have 
opinions, and in no case have they discour- 


trom 


interesting 


aged the dealer fr going into the office furniture business. 

But the articles hereafter given are not a song of praise for 
office furniture. Each and every man who has contributed to this 
issue has looked his own experience and has given some of 
his best suggestions as to the practical handling of the office fur- 
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niture stock. For these suggestions the publishers are much in- 
debted to the writers, and the trade at large, which it is hoped 
will find profit in them, is still more in their debt. 


March Railway Earnings Show Decrease. 


HE Bureau of Railway Economics, established by the rail- 
roads of the United States for the scientific study of trans- 
portation problems, has just issued a statement of the com- 
parative operating income of the roads of the United States during 
March of this year and the same month of 1912. Following is the 


summary: ‘ 

For the month of March the operating income per 
mile of line 31.3 per cent for the railways 
of the east, increased 6.6 per cent for the railways of 
the south and increased 9.4 per cent for the railways 
of the west as compared with March, 1912. The 
age for the railways of the entire country decreased 9.9 


‘lecrea sed 


aver 


per cent. 

This operating income 
summarized by the Bureau of Railway 
the reports of the railways to the Interstate Commerce 
Commission aggregated for the month $52,137,897, or 
$235 per mile of line, which is equivalent to $7.57 per 
mile of line Operating income is that pro- 
portion of their which remains available to 
the railways for rentals, interest on bonds, appropria 
tions for betterments, improvements, construc 
tion and for dividends. 


of line 
Economics from 


for the 222,086 miles 


per day. 


receipts 


new 


The aggregate of the total operating revenues for 
the month was $241,048,818, an increase of $9,864,272 


over March, 1912. The operating expenses were $178, 
234,167, or $14,104,236 more than for March, 1912. The 
net operating revenue was $62,814,651, or $4,239,964 
less than for March 1912. Taxes were $10,418,258, an 
increase of 7.7 per cent per mile of line over March, 
1912, leaving the operating cent 
per mile of line as stated 


income 9.9 per less 


Special and untoward conditions during the months of April 
and May are likely to show in the next succeeding report that 
expenses have imposed a still heavier burden, incident to the 
unusual damage suffered by railroads of the Middle West and 
South on account of the recent floods 


Dealers May Cut Price on Patented Goods. 


HE United States Supreme Court has recently handed 
down a decision which is likely to be of far-reaching im- 
portance to many retail dealers and manufacturers of pat- 

ented goods. In effect the decision is that price cutting is not 

a patent infringement where the manufacturer has sold the article 

outright in the course of trade, thereby parting with the title to 

the thing sold. 

The decision arose 6n appea! from the United States Court 
in the District of Columbia. Bauer & Cie, owners of the patent 
on Sanatdogen, a medicinal preparation, against a 
Washington drug store, which sold a package of the preparation 
for less than one dollar, the retail price stipulated by Bauer & 


brought suit 


Cie and imprinted upon the package. The court of original 
jurisdiction held that retail price fixing is not a right inherent 
in the owner of a patent who sells his goods for the purpose 


of resale, or who parts with the actual title to the goods sold, 
whether there be an intention on the part of the purchaser to 


sell them again or not. In other words, where the owner of a 
patented article transfers the ownership of the article outright 
to another person he may not follow it into new hands and 


dictate what disposition may be made of it. The complainants 
appealed from this decision and the United States Court of Ap- 
peals certified the question to the Supreme Court of the United 
The decision 6f the Supreme Court seems 
upon inquiry for 


for Justices Mc- 


States for an answer. 
has been 


unanimous, 


which 
not 


finally to settle a question 


years But the decision was 
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Lurton and VanDevanter dissented from the 


the court, which was written by Associate 


Kenna, Holmes, 
majority opinion of 
Justice Day. 

Following is the gist of the majority opinion of the court 

’ “The real question is whether in the exclusive right secured 
by statute to ‘vend’ a patented article there is included the right, 
by notice, to dictate the price at which subsequent sales of the 
article may be made. The patentee relies solely upon the notice 
quoted to control future prices in the resale by a purchaser of 
an article said to be of great utility and highly desirable for gen- 
eral use. The appellee and the jobbers, from whom he purchased, 
were neither the agents nor the licensees of the patentee 

“Upon such facts as are now presented we think the right to 
vend secured in the patent statute is not distinguishable from the 
right of vending given in the copyright act. In both instances it 
was the intention of congress to secure an exclusive right to sell, 
and there is no grant of privilege to keep up prices and prevent 
competition by notices restricting the price at which the article 
may be resold. 

“The right to vend conferred by the patent law has been ex- 
ercised and the added restriction is beyond the protection and 
purpose of the act. brought within 
that line of cases in which this court from the beginning has held 
that a patentee who has parted with a patented machine by 
passing title to a purchaser has placed the article the 
limits of the monopoly secured by the patent 


This being so, this case is 


beyond 
act.” 

It will be noted that the court specifically confines its opinion 
to cases where the patented article is sold outright and title has 
passed to the purchaser. It expresses no opinion as to whether 
or not the owner of the patent may control the retail price at 
which an agent or consignee may sell the patented article, the 
inference being that the patentee may in such a case exercise such 
control of the retail selling price as he deems fit and proper, the 
control of the article remaining in him until its actual ownership 
is transferred to another person. 

It will be noted, too, that the patentee relied solely upon the 
notice printed upon the package to control the retail selling price 
of his goods and the Supreme Court brings out this fact in its 
leaving, perhaps, the that had the patentee 
something else—some other method of controlling 


opinion, inference 
relied upon 
prices—he might have had the right to dictate the price of the 
article from the time it left his factory until it was finally con- 
sumed. A patent right, broadly speaking, includes the right to 
use one’s invention, the right to make it and the right to sell it 
to others to be used. And it appears that when the patented 
product has been sold the right of the patentee as to that par- 
ticular product is terminated. If one may infer that a manu- 
facturer may, by contract with a purchaser of his patented goods, 
enforce their re-sale at a specified price, then it would seem that 
such a contract would have to stand or fall, not upon the patent 
of the maker, but upon the answer to the question, Is such a 
contract valid or not? But, if one had a relentless disposition 
to pursue the matter to the bitter end, one might ask whether, if 
such a contract as to goods in general is invalid as tending to 
the creation of monopolies and therefore in specific violation of 
the laws for such cases made and provided, would it still be invalid 
evhen applied to a subject which is itself the product of a legal 
monopoly? And if one were pitiless indeed and inclined for still 
further inquiry one might ask where legal monopoly ends anJ 
illegal monopoly begins, and if the latter begins where the former 
leaves off, then A., a corporation, by taking and monopolizing the 
entire product of B., a patentee, may become subject to the pains 
and penalties from which B. is legally exempt! But doubtless the 
right of a patentee to sell his product does not impose a duty to 
sell it in the absence of specific provision to that effect in the 
patent laws; hence he may exercise his own discretion as to whom 
he will sell the property over which the law gives him a monop- 
oly as long as the title remains in him. He might, in other words, 
decline to sell to those dealers of whose methods he disapproves, 


though they come to him with tender of the actual money for 


the goods. 





Free Port Zone Proposed for New York City. 
HAT 
thought emanates from the Committee on Foreign Trade 
of the Merchants’ Association of New York. It is noth- 
ing less than a proposal to establish a free port within the port 


appears to be a suggestion deserving of careful 


of New York. In its letter to the members of the association the 
committee states that it desires a general expression of their 
opinion before attempting to decide upon the main aspects of 


the proposal. 

Following is the gist of the committee’s circular to members 
the most 
Rotter- 


exists in several of 
Hamburg .and 


“A free port, as this institution 
important shipping cities abroad, such as 
dam, neutral zone, 
brought free of duty, and without any of the usual customs for- 
In this zone, goods may be stored in ‘free’ 


consists in a where merchandise can be 


malities whatever 


unpacked, repacked, mixed or manufactured 


Samples or merchandise 


warehouses, can be 
and re-exported without paying any duty. 
in consignment can be kept in the free port 
Clapp in his valuable work on the port of 
burg, in speaking of the ‘free port,’ says 

“*The first of the port is in 
exportation; indeed, the importance of the re-exportation trade is 
what, before all else, led to its Merchandise can be 
brought free of duty into the free port, stored in its warehouses, 
repacked or mixed and then, as conditions of the market dictate, 
* * * Bonded warehouses do 


“Edwin J. Ham- 


advantage free facilitating re- 


creation. 


the customs line. 
not offer opportunity for 
merchandise within a port; everything must be done under the 
men. In Hamburg there is no 


sent 


across 


the same unhindered movement of 


harrassing control of customs 
need of counting and verifying pieces when a re-exportation is 
made. A bonded warehouse cannot offer the same facilities for 
various manipulations necessary to prepare goods for the con- 
sumer, such as cutting wines and mixing coffees. * * * Per- 
haps the chief advantage of the free port lies in the facilities it 
offers for the rapid, frictionless discharging of ships with dutiable 
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goods, whether destined for re-exportation or shipment inland.’ 

‘A question which naturally suggests itself in speaking of a 
free port in New York is the location of an institution requiring 
such a large acreage of water front property. It is obvious that 

Island-nor the Jersey shore of the Hudson 
would be A sufficiently large zone could perhaps be 
obtained in South Brooklyn, but this question is plainly one of 
the details difficult of solution, which would have to be solved 
when the general principles have been decided. 

“The committee would very much appreciate a written com- 
munication, first, on the general question as to whether or not, 
in the opinion of the member, a free port in the port of New York 
would be a benefit to the city and its merchants generally, and, 
second, any suggestion limiting or qualifying the idea of a free 
port as well as on the question of its location. 

' “The communications may be of as informal a character as 
the writer desires, the present object of the committee being 
merely to discover whether there is sufficient interest in the ques- 
the committee in organizing a series of public 


neither Manhattan 


possible 


tion to justify 


hearings 

Office Appliances favors any reasonable proposition which 
will tend to facilitate trade between the United States and foreign 
countries. The establishment of a free port at New York would 
be comparatively easy of accomplishment and might prove to be a 
great convenience to many manufacturers and other producers. 
Too many restrictions, as we all know, tend to increase the cost 
)f business and drive trade to more convenient localities. A free 
zone would, it appears, eliminate some of these inconveniences and 
might conceivably result in certain very measurable advantages. 


The free ports of Europe, of course, are practical necessities, 
since the ports of entry are used for inland countries and coun- 
tries which possess no ports which are conveniently accessible 
in the line of ocean commerce. With us conditions are somewhat 
different, yet nevertheless the subject is one which deserves care- 


ful scrutiny 
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THEORETICAL SALESMANSHIP—A REVIEW 





A RESUME BY THE ASSOCIATE EDITOR OF OFFICE APPLIANCES 
OF THE NINE ARTICLES ON THEORETICAL SALESMANSHIP, BY 
O. H. CHAMBERLAIN, ]R., THE LAST ONE OF WHICH WAS 
PUBLISHED IN THE MaAy ISSUE OF THIS MAGAZINE. 








EDITOR’S NOTE.—In discussing this review some days ago, Mr 
tests of salesmanship qualities to those who come to them for positions, a part of the purpose of the preceding articles wi 


qualities a man must have to be a salesman have been carefully discuss ed ; unless the sales manager gives al 
of machinery he is not quite up to the needs of his job. Every man who 


of a salesman as he does to landing an order for $10,000 worth 





Chamberlain pointed out that unless sales managers apply the true 
be lost W hat 
least as much time to the selection 


ime spent 


for a position should be carefully examined and time enough given to the work so that statements and references may be analyzed thorough 
] 


Every possible means should be employed to make sure that the men hir ed are fit to be salesmen or are salesmen in point of fact 


in such work can be made extremely profitable 


EADERS of Office Appliances have followed with much in- 

terest Mr. Chamberlain's articles on “Theoretical Salesman- 

ship,” and have concluded, no doubt, that both as to theory 
and practice Mr. Chamberlain is past master in the art. 

The first article was published in the September number of 
Office Appliances and the remaining articles followed consecu- 
tively 1n each succeeding number. 

The first article dealt with the value of personal appearance 
to create a favorable first impression. The author made the point 
that a salesman’s personal appearance is the first thing which im- 
presses his prospect and determines the character of the reception 
which will be accorded him. Most business men have many de- 
mands upon their time and many choose to interview first those 
Appearance is the means of 


whose appearance is most pleasing. 
It is a law of mind 


creating the first impression upon a prospect. 
that subsequent impressions are colored by those which precede. 
As adjuncts to good personal appearance, Mr. Chamberlain brought 
out proper carriage; proper clothing, such as clean linen; clothes 
well brushed; clean tie; and shoes well shined. Other points of 
personal appearance include poise, absence of mannerisms such as 
swayit g, wriggling, and constantly changing the position; manner- 
isms of the feet, the face, the hands, etc 

\rticle two on “Theoretical Salesmanship” covered the neces- 
sity of the power of expression as a means of arousing interest on 
the part of the prospect. Here the author pointed out that most 
of personal salesmanship consists in the salesman’s use of words 
in such a way that he causes the prospect to think his thoughts. 
\ salesman’s reason, feeling, choice of words, pronunciation, 
enunciation, style, grammar, and understanding all go to make 
up his powers of expression. We have already seen that the pros- 
pect receives his first impression of the salesman through the sense 
of sight. The next appeal is through his sense of hearing. The 
difference in salesmanship is very largely in the choice and use 
What a salesman says and the way he says it depend 
He cannot feel doubt and fear, and 


of words 
very much upon how he feels 
express hope and courage any more than he can throw a snow- 
ball at a man and expect a brick to hit him. Resourcefulness of 
expression is one of the essentials in salesmanship. It means say- 
ing the right thing at the right time and in the right way. The 
forceful talker is the clear thinker, the close reasoner, and the 
man who knows human nature. The good salesman is neither 
careless nor foppish in his speech. His words are shots that hit. 

Article three of the series dealt with the possession of char- 
acter aS a necessary means of creating confidence and carrying 
conviction. In this article the author pointed out the steps where- 
by salesmanship has reached its modern domain of service. The 
day has forever gone when selling means “putting something over” 
somebody. Confidence is the center and the circumference of busi- 
ness. Selling co-operation is where the salesman and his pros- 
pect are together as a unit for the individual benefit of each. The 
really great salesman makes his influence felt more through his 
moral qualities than by his selling arguments 

The fourth article dealt with the desirability of being well in- 


formea so that the prospect may be met on common ground. It 
dealt with points of information such as history, politics, sociology, 
religion, business, and science. Here the author pointed out that 
that salesman has the greatest advantage who, other things being 
equal, has the largest amount of interesting information. The 
salesman’s progress is in direct ratio to his power to draw others 
to him. To interest others we must have something to give them 
The educated, cultured, well informed man is the man whom oth- 
ers are pleased to meet. 

The fifth article of the series dealt with the subject of educa 
tion as a means for acquiring specific knowledge and using it to 
convince. In this article Mr. Chamberlain pointed out that the 
hundred pointers in any line differ from the mediocre salesman 
only from the chin up. Education means the development of one’s 
powers, and any form of education which does not do this is a 
failure. Education in mathematics, language—meaning the study 
of the proper use of the language or languages which one employs 
in his daily work of selling—education in the principles of me 
chanics, in fact, anything which will add to the store of practical 
knowledge, is useful to the salesman. The complex problems of 
business require an ability to concentrate, to study and solve par 
ticular problems, and, above all, the ability to acquire and intelli 
gently use specific knowledge 

The sixth of the series presented the proposition that strong 
personality is essential to influence the prospect and bring his 
mind into accord, and covered points of personality, courage, faith, 
enthusiasm, persistency, energy, self-reliance, and initiative. In 
this article Mr. Chamberlain reported a discussion which is said 
to have taken place among the directors of a leading company on 
the appointment of one of their men to the position of manager 
Each officer of the company mentioned what he thought to be the 
predominating quality which had entitled him, in the course of 
years, to the position which they proposed to give him. The dis 
cussion was concluded by the president who had listened attentive- 
ly to all that had been said. Various officers had spoken of the 
different qualities of the man; one mentioning courage; another 
his enduring faith in himself, in his company, in his goods, and in 
his fellow men; another believed that his constant enthusiasm was 
his greatest asset. Other qualities mentioned were his righteous 
persistency, his untiring energy, his self-reliance, and his initiative 
The president summed the matter up by saying that the man no 
doubt possessed all these things, but that his success was due not 
to any one of these things but to all, which together constituted 
what is known as his strong personality. The salesman is called 
upon constantly to exercise the qualities of a strong personality 
and will be called on constantly to exercise all the qualities men 
tioned. He must not be timid, nor weak, nor contentious, nor may 
he lack enthusiasm. But it should not be the enthusiasm whose 
sole asset is raising the voice in loud argument, for the real en 
thusiasm is generally quiet. He should possess the inward zeal 
which puts life and confidence into all that he says. He must be 
able to meet unusual situations and act upon his own initiative, 
quietly courageously, and with conviction 
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The next succeeding article by Mr. Chamberlain dealt with su 
perior mentality which is needed for meeting objections and turn 
ing opposition into argument, covering points of mentality, 
theught, logic, reason, intuition, instinct, and understanding. The 
salesman requires understanding, a natural endowment of men 
tality, and must be a thinker. He must possess the ability to think 
right and to express his thoughts. “A sale,” as Hugh Chalmers 
says, “doesn’t occur in a man’s order book, his bank book, or his 


che ck bor yk 


minded and must possess imagination coupled with judgment 


It occurs in his mind.” The salesman must be broad 
The article concluded with an analysis of the methods of three 
B, and C, 


trucks \ had considered 


salesmen, A, who were bidding on a contract for auto 





only one phase of the bene- 
This 


he presented fairly and ex- 


fits of auto trucks 


haustively He lost the 
business. B took up all the 
advantages of auto trucks 


and touched lightly 
each, He also lost the busi- 


upon 


ness. CC had fewer advan- 
tages to present than B 
and had less than A to say 
about each, but he present- 
ed all of the real advan- 
tages and in addition gave 
facts and figures to back up 
his argument sufficient to 
give the purchasing agent 
a comprehensive view He 
won the business because 
he presented a square prop- 
osition having depth and 
breadth Imagination and 
judgment imply the intui- 
tion with which gifted sales- 
men are largely endowed. 
The eighth article of the 
series dealt with the sub- 
ject of self-control and that 
nice balance of mind which 
prevents loss on the eve of 
victory, treating points of 
control, patience, optimism, 
happiness, tact, and sym- 
The text of this ar- 
Biblical 
ruleth 
his spirit is greater than he 
eny.” It 
principle 


pathy 
ticle was. the 
thought, “He who 


who taketh a 
enunciated the 
that salesmen would ac- 
complish greater things if 
they realized that salesman- 
ship is more a matter of 
effort It 


self-con- 


power than o 
pointed out that 
trol is one of the highest 

forms of selling power and that the lack of it has robbed many 
men of the fruits of their efforts. Impatience is never justifiable 
from the standpoint of high grade salesmanship The salesman 
must preserve his temper and thereby preserve the respect of his 
prospective customer. When the salesman has learned not to 
blame the prospect when he does not secure an order, but to blame 
himself, he has taken the biggest possible stride toward the solu- 
tion of his sales problems. Commissions are paid on orders, not 
on quarrels. The really successful salesman is a sort of assistant 
buyer to all of his customers. He is the happy salesman, the op 
timistic, practical, and sympathetic salesman. Tact and courtesy 
are the lubricants of business. The tactful salesman does not 


meet his customer’s objections “head on,” nor does he flatly con 
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tradict or bluntly disagree with a prospective buyer. He does not 
insincerely accept every man’s opinion, but respects each man’s 
honest conviction and then shows him a better and more logical 
lhe final article of the series dealt with the subject of good 
habits and their important relation to good health; discussing the 
us body, sound nerves, and keen, active brains; mentioning 
as points of habit tobacco, alcohol, association (men or women), 
and drugs; points of health and industry. The author emphasized 
the fact that we choose our habits and that all the things we do 
are forms of habit. It is vitally important for us all to study the 
question, what habits are good and what are not good, because 
things repeatedly done be- 
comé increasingly easy to 
do. The man who has de- 
veloped right habits does 
right things without effort, 
while the man who has 
formed bad habits follows 
them with equal lack of ef- 
fort. Both are automatic in 
following habitual tenden- 
cies, for each thought and 
act blazes in the brain a 
path which it is constantly 
easier to follow. In form- 
ing new and desirable hab- 
its one should start with 
all the impetus possible. In 
cultivating habits of indus- 
try one should surround 
one’s self with industrious 
men and work for an or- 
ganization whose methods 
are full of enthusiasm and 
encouragement. He should 
put himself away from all 
influences, places, or asso- 
ciates which make for lazi- 
ness. No actual progress 
is made until thought is put 
into action. Good inten- 
tions of themselves do not 
form habits. Sales are no 
longer made with one’s 
feet on the brass rail. Mod- 
ern salesmanship is de- 
stroying bad habits by the 
only real method that any 
evil is done away with, by 
displacement of the bad by 
the good. Salesmen should 
make a habit of getting 
into their territory early 
and keeping going all day. 
The salesman who spends 
the most time with his 
prospective customers is 
usually the man who brings 
in the most business. The drink habit which was the curse of 
salesmen for many years is going out of fashion because it is being 
business men not as a moral problem but as an eco- 
The salesman’s life requires virility, strength, 
and good health. To form habits or pursue methods which handi- 
cap one’s self in the race is to commit selling suicide. 


vigor! 


treated by 


nomic problem 


The salesman should choose those associates whose influence 
makes for healthy mental and physical conditions. 
The net result of the perfectly equipped salesman is a well- 
rounded, able, forceful, sincere man, who is capable of making his 
way and holding his own under any and all conditions. Sales- 
manship is a high calling which demands nothing less than the 


best one can give it . 
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TREATMENT 


DELEGATION OF AUTHORITY, INTRODUCTION OF SYSTEM AND 
OF EMPLOYES—By ALEx. T. 
FURNITURE MANUFACTURER AND ARTISAN FOR JANUARY, 1913. 


DEINZER, IN 


THE 








EDITORIAL 


constrained to digest this article at some length for the benefit of our own readers. 





VOTE.—The following suggestions in Mr. Deinzer’s article are so good that Office Appliances ts 


While we cannot reproduce 


the entire article for the reason that the author went into the subject very thoroughly and at some length, we can 
give, herewith, a review of his points and the conclusions reached by him, all of which will be of interest and value 


to the readers of Office Appliances. 


HAD the pleasure of being a guest at 
a banquet given by the employes of the 
Weis Manufacturing Company to their 
employers. As soon as | entered the ban- 
quet hall I realized that the keynote of the 
success of this organization is due to the 
spirit of co-operation between employer and 
employe 
The employes of the Weis Manufacturing 
Company evidently that the 
banquet board would be a good place to ex- 
change ideas and they could talk with an 
air of easy familiarity to their employers 
The employers on the other hand, took ad- 
vantage of the opportunity afforded them 
They encouraged their men and promised 
to promote the deserving ones. The affair 
was a phenomenal success, and, regardless 
of the lateness of the hour, I was very glad 
indeed to have been there. It is but a few 
years since this company was organized. 
At the time of its establishment they em- 
ployed less than fifty people. Today they 
have more than three hundred people work- 
ing in their plant. Their greatest trouble is 
to find enough talent to do their work. Mr. 
A. L. Weis stated that they have been look- 
ing for a man to fill a certain position for 
However, up to this 


appreciated 


more than a year. 

time they have been unable to locate a suit- 

able person to do that particular work. 
The Weis people get close enough to 


their men to draw from them their best 
thoughts about their work. They credit 
their men with having intelligence. They 


realize that every man from the high-grade 
cabinetmaker to the elevator man does 
some thinking about his work. They wel- 
come the workman's suggestions and when 
found feasible apply them. Every employe 
in that organization is constantly studying 
how to improve the quality of the goods 
they are manufacturing and how to increase 
production. That is the reason they can 
sell goods at a price that will make the av- 
erage manufacturer declare they are com- 


mitting financial suicide. They are “making 


good.” It is a pleasure to go through this 
factory and to watch the men, each and 
every one so intensely interested in his 


work. Every man has a certain kind of 
work to do and forms a link in the chain of 
this truly wonderful The 
motto of this company is “Efficiency.” It 


organization. 


aims not only to prevent employment being 
reduced to a daily grind, but strives to raise 


the standards of workmanship among em- 
ployes. It is the desire of the managers 
to make all wage earners sober, contented, 
and loyal, with a stimulated intelligence and 
ambition. The men thoroughly understand 
that their leaders have their interest at 
heart. If Mr. A. L. Weis, the president, or 
the affable superintendent, Mr. Frank W 
Ainslie, should request the men to work two 
or three hours overtime, they will do so 
without a murmur. 
*K + x 

The Weis people have been in business 
but five or six years. They employ a great 
number of hands, are continuously adding 
additions to their plant and are compelled 
to operate their factory overtime. The other 
manufacturer is compelled to cater for work 
other than his regular line, as for instance, 
is now doing work for automobile concerns. 

Experience has taught us that a man may 
be both mentally and physically all right as 
to his condition for efficient service, but if 
he is not handled in the right way his per- 
centage of efficiency, though high as re- 
gards the first two, will fall low in the end. 

* * * 

How much it would aid the labor problem 
to secure conditions so that each laborer 
has an idea of his own to work out, so that 
it becomes not a question of enduring his 
toil, but of eager opportunity. 

~*~ * * 
The Pride of Position. 

There may be men whose motive is the 
pay and pride of position; but there are 
men who seek labor because they feel that 
they can secure a result which is impersonal 
and disinteresting; they feel a potency for 
good in them and crave most of all an op- 
portunity to realize it. It is useless to ask 
whether a superintendent labors for salary; 
it is only proper to ask whether he labors 
for a disinterested good while supported by 
his salary. An increase of salary does not 
lessen your man’s interest, but rather in- 
creases it by freeing him from the anxiety 
of self-support. The more salary your man 
gets, the less does he need to work for it; 
the less his spirit is starved by foreign con- 
siderations. Yet external conditions can- 
not quench or modify much the genuine 
spirit. It will “burn with the hot fever of 
unrest.” 

In a furniture manufacturing plant when 
a foreman is placed in charge of a depart- 


ment, he should be instructed as t s 

thority, responsibilities and exact duties 
When these authorities have once been es 
tablished, no other man of equal or lowe1 
grade in the organization should be pet 
mitted to interfere in any way n should 
the foreman be permitted to overstep his 


authority. 
Things the Organizer Should Know. 
with t 


He who deals questions of factory 


organizations must understand first of all 
manufacturing processes. He must also be 
able to make precise observations, and 1 
record systematically the results these 
observations. Continuous records and com 
parisons of all steps in the workings of a 
factory are essential to successful manage 
ment. An adequate cost system is therefor 
absolutely necessary. 

The ultimate of cost analysis is economic 
efficiency, therefore any system ethod 
of cost analysis which does not result in 
the lessening of the total cost per unit of 
work performed, must necessarily be a 
failure 

The furniture manufacturer should be in 
a position to ascertain at any time the 


actual cost of production of any style or 
pattern manufactured and to check the cost 


} 


of production by a comparison with previ 


ous costs. It should also be possible for 


him to receive a report at any time required 


Drocess of 


of the raw material, articles in 


manufacture and manufactured articles on 
hand, without the tedious process taking 
inventory, and the method of arriving at 


this estimated inventory should be so per 
fect that it will with the actual in- 
whenever the latter may be taken 


agree 
ventory 
for the purpose of verification 

The chief cost clerk should 
routine the work daily, as much as possible, 
build up 


endeavor to 


and whenever he is able to do so 
his reports and statements instead vait- 
ing until the end of the month 
Complex Organizations Inevitable. 
A manufacturing organization is quite a 
complex object, for it includes managers, 
superintendents, foremen, office help, skilled 


and unskilled workmen, machinery, tools, 
etc. These divers parts exist in unity since 
they co-operate to one end under the mov 


ing force of a single idea 

All the diverse acts of the several factors 
focus themselves in the one 
which all the acts are performed 


single act for 
Hence, 
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the factory is an organic process It is 
this pfocess which is to be managed and 
for which there must be a fundamental law 
—a law which gives unity to the diversity 
of functions in the manifold parts—the law 
of unity 

Executive heads and workmen have but a 
given amount of energy for the work in 
hand, and the amount wasted because of 
unfavorable conditions incident to shop- 
room confinement is much substracted from 
the unit of efficiency. The law of unity re 
quires all the mental energy of the super 
intendent, foremen and workmen expended 
mn their work. The shop room conditions 
necessarily divert some energy from the ef 
fort for which the shop room exists, just 
as a part of the force generated for a given 
purpose by a machine is destroyed by the 
machine itself. This friction must be re 
duced to the minimum, and to do this, ways 
in which energy is wasted must be ascer- 
tained. Of these there can be but two 
(1) uncomfortable bodily conditions may 
divert the attention to self, or (2) attention 
e diverted elsewhere than on the 


may 
work in hand 

Cabinet benches should be of proper 
height to suit the workman, neither too 
high nor too low 

The air should be kept at the proper 
temperature If the workman is chilled, his 
attention is directed to himself; and in a 
room of thirty workmen there are thirty 
unities instead of one. It would be difficult 
to over-estimate the waste from inefficient 
heating apparatus 

The effect of bad ventilation on the 
mental activity is obvious. Drowiness and 
depression weaken and _ divert mental 
energy and prevent the fullest co-operation 
of thought in the line of work. 

The lighting of the room is also an im 
portant tactor 

Superintendents, overburdened with busi- 
ness affairs, should have capable assistants 
It seems reckless to many managers to give 
a superintendent absolute power. The un- 
limited superintendent, with man’s natural 
love of power, might become intoxicated 
if it were not for the sobering fact of fear 
ful responsibility. It would seem that such 
a position would be eagerly sought, but in- 
deed, he is a bold man who makes the ven- 


ture 


Study Production of Cost. 


It should be the duty of the superintend 
ent to execute orders for the manufacture 
of goods, operate the plant in the most 
economic manner, study and_ introduce 


processes and methods to reduce manufac- 
turing costs, and. keep informed generally 
on the efficiency of men, machinery, ap- 


pliances and materials in all manufacturing 
departments 

\gain, one will hear it said: Wonder 
what is the matter with Jones, superintend 
ent for the Brown Furniture Company? He 
seems to be bright enough and seems to 


have very good ideas about making furni- 
ture, but does not apply them. In most of 
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these cases you will find, Mr. Reader, that 
the superintendent’s hands are tied. He 
may have very good ideas but the pro- 
prietor or manager may not consent to his 
applying them Do not blame Jones— 
blame the concern he is worktmg for 

Only today the president of one of the 
largest furniture manufacturing plants in 
the east called at my office for the purpose 
of getting information regarding the ef- 
ficiency of a foreman I had recommended 
as being competent to take charge of a de 
partment in their plant. This man traveled 
several hundred miles, spending time and 
money, to get all the information possible 
regarding his applicant Does this not 
prove that a man thoroughly understanding 
his business is in demand? 

The very best talent should be chosen to 
fill important positions Right here the 
problem of education presents itself \ 
man without education has been successful 
Whenever a manager chooses the poorer of 
two superintendents because of friendship, 
or to stand in with certain influences, he 
robs his employer more effectively than by 
putting his hand into the cash drawer. And 
so does the superintendent who, for selfish 
reasons, forgets the efficient workman in 
his eagerness for popularity. When Lincoln, 
at a critical period in the war, desired to 
make a call for soldiers, he was reminded 
by the politicians that he was a candidate 
for re-election to the presidency and that 
such a call would weaken his prospect. With 
characteristic devotion, he replied that it 
was not necessary for him to be re-elected 
to the presidency, but that it was necessary 
to save the Union unbroken to the next man 
who filled the presidential chair Such 
must be the devotion of the ‘true manager 
and superintendent—self-forgetful devotion 
to those whom he serves. 

Wage Limitations Sometimes Deterrent. 

Owners too often put all responsibility 
for the promotion of efficiency upon their 
superintendent or foreman, yet limit these 
men in the wages they are allowed to pay 
or records they are allowed to keep. 

The writer knows of a factory where the 
superintendent has no authority as far as 
the question of wages is concerned. The 
man knows nothing about the cost of the 
goods manufactured. He is not permitted 
to keep records; in fact, he is not permitted 
to call at the office. This concern engages 
about six superintendents annually and 
most of the time the foreman of the ma- 
chine department acts in that capacity 

The Individual Workman. 

The duties of the individual workman in 
the shop should be as clearly defined as are 
those of his foreman. It is the duty of the 
foreman to lay out the work and to keep 
the workman regularly employed on the 
work assigned to him 

Gain the respect of your men. This is 
very imperative. Treat your men as men, 
not as cattle. Employ no spies. lf a man 
cannot or does not make good, discharge 
him. Be fair and square with your men, 
and above all be truthful. 
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Managing officers should assume always 
that the best interests of all their men are 
identical with those of the management. 
There should be no attention paid to talks 
of intrigue or interdepartmental knocking. 
At the same time, the managing officials can 
easily locate jealousies and unwarranted 
ambitions on their own initiative if they are 
capable managers. We must have perfect 
harmony in our factories if maximum re- 
sults are to be obtained. Make your men 
recognize this, and if they don’t, get others 
who will. 

If the manager desires a certain thing 
done, he should not give the order to one 
of the workmen, nor to a foreman, but to 
the superintendent. The superintendent will 
give his orders to the foreman of the de- 
partment wherein the work is to be done. 
The foreman will select a suitable work- 
man, or as many of them as may be neces- 
sary and instruct them as to the work, 
and will personally see that it is performed 
promptly and in the proper manner. When 
the work is completed, he will report the 
fact to the foreman, who will, in turn, re- 
port to the superintendent, who informs the ° 
manager that his orders have been 
executed, 

Systemizing Business. 

It is necessary to have a well-defined and 
properly understood system and channel for 
all routine of business. 

Every loyal workman has learned by 
precept and tradition to look to his im- 
mediate superior for all orders and instruc- 
tions relating to his work, and hé naturally 
and properly resents any attempt to ignore 
or belittle his legitimate “boss.” 

The superintendent and foreman should 
mingle with workmen in an opeh and busi- 
ness-like way, and not be continually ex- 
ercising their authority miscellaneously. 
Mingle with your men on the plane of polite 
society, and when more rugged duties come, 
let there be a time and place where matters 
are disposed of in a business-like way. 

To be a successful superintendent, you 
must be patient, understand your men and, 
by all means, do as little worrying as you 
possibly can. 

The Superintendent’s Obligation. 

The highest ambition of the superintend- 
ent must never be to display power and 
ingenuity in bringing order out of con- 
fusion, but in avoiding the confusion by 
perfect adjustment of conditions and skill- 
ful instruction. 

Careful management and the adoption of 
the most efficient methods of production— 
machinery, shop arrangement and so on— 
go far to reduce the cost.of production, but 
since the wages bill figures predominatingly 
in the total manufacturing cost, special 
means are essential that the maximum 
possible return on this item be assured. 

Tact and common sense have a large, if 
not the largest share in the result on man- 
aging. Principles cannot apply themselves. 
Neither tact nor common sense can be sup- 
plied in an article or book on theory, or on 
practice, either, for that matter. 











SCOTTISH BUSINESS EXHIBITION 





By LESLIE 


BUSINESS SHOW AT GLASGOW, APRIL 9 TO 19, AN INTERESTING EVENT 
T. WEBSTER, OF DUNCAN & Co., GLASGOW, SCOTLAND. 








has been favored this 


“™ LASGOW 

year by having a Scottish Business 
five years since 
held last It has 
D.—Labor Sav 


was a big suc- 


Exhibition [It is 


such an exhibition was 
been an exhibition of L. S 


ing Devices—and as such it 


cess The number of visitors far exceeded 
all previous records and in this respect the 
management must have felt very satisfied 
business men and women from the small 


shopkeeper to the head of the largest firms 
paid it a visit and if all reports are true, 
they saw things to make them think about 

Trade in Scotland as present is in a very 


good way -and this, 
perhaps, accounts 
for the eagerness 


with which new 
business methods 
are being appreciat- 
ed by our Scottish 
friends 

On the whole, this 


exhibition must have 





been a great stimu- 
lant to business of 
every sort and must 
have given an im- 


petus to all connect- 
ed with the trade of 
O fhiee 
It 1s 

all hands, 


\ppliances 
admitted on 
that this 
show has been much 


better in every way 
than the last Lon- 
don one, so that 
Glasgow feels just- 


ly proud that it has 
done so well on this 


occasion 





Coming then to 


is worthy of note that “The Ideal Office 
show—if one may be allowed the expres 
sion—for such it undoubtedly was. proved 
quite a uccess 


Che opening ceremony was pertormed by 


Sir George Green 
There were over fifty exhibitors Phe 
contractors for the exhibition were the 


Messrs 
must be 
set-off of the 


firm of Hamiultons 


They 


well-known 
Ltd ’ 


mented on 


Coventry compli 
the hall, 
altogether a very effective display and one 
the best lighting 


general 


designed to give very 


effects, both in day-light and when lit up 








propaganda show to get their ideas il 
ried home, their exhibit was quite su 
cessful 

The largest stall was that occupied by 
Messrs. Kendrick & Jefferson Ltd., who 
specialized in “The New Way of Office 
Organization.” They had a very complete 
show of all necessities—from a _ fountain 


pen to a manager's desk. The all-round 


excellence of their display was favorably 
commented upon 
The Royal Typewriter—for the reason, 
perhaps, that it was comparatively new to 
Glasgow—attracted much interest Here 
we had Mr. R. G 
Curtis giving den 
onstrations of speed 
and touch perat 
ing. The Royal 
have just opened a 
new branch town 
and seem like spend 
ing some money in 
getting wn 
Their whole splay 
Was very attractive 
Roneo_ Limited 
had a very nice 
range of Copiers, 
Duplicators and 
Steel Filing devices 
They vot their share 
of attentior Chis 
might also be said 
of the Dictaphone 
Co., whose exhibit 
was a neat and at 
tractive one 
The Blickensderf 


er Typewriter | 
had two stalls, 


one for their lype 


pany 


writers, where they 





details; the ex- 


hibition has been 


“housed” in the very 


biggest hall under one roof in Scotland 
This, in itself was a great advantage, as 
front and back the access was from the 
ground level All the exhibits were on 
one floor, the only “upstairs” being the 
balcony and tea-rooms. The building, fa 
miliarly known as the “Zoo,” is situated 
right in the heart of the business: center 
of the town and the entrances are passed 


No other 


well for the 


by thousands of tram cars daily 
done so 
the 
forethought 


building would have 


object aimed at, and promoters must 


be praised for their in this 


When it is 
(“The 


matter. remembered that an 
other Ideal 


being held at the same time in Glasgow, it 


exhibition Home") was 


INTERESTING EXHIBIT 


OF MITTAG & VOLGER, LTD., AT THE GLASGOW BUSINESS SHOW. 


There was no unnecessary barrackading of 
the stands, especially the center ones. This 
gave a free-and-easy feeling to inquirers 
and enabled the assistants to mix much 
more freely with prospects The electric 
lighting, by Messrs. Potter & Co., Glas 


gow, left nothing to be desired 


To come to the individual exhibitors 


Stand 1 was occupied by the Underwood 
Typewriter Company. They had Miss M 
Woodward, champion lady typist of the 
United Kingdom, who gave demonstra 
tions of “touch typewriting.” The Elliott 
Fisher Company interested the “one opera 


tion’ man who personally goes into all the 


details of his office requirements \s a 


showe d 
rious nodels ind 


one for the Printer-Blick, Copier and Sealet 


The Shannon Company, who at very 
well known in Britain, showed the various 
Filing Devices and the Callitype, their fa 
simile typewritten letter machine 

Messrs. Petty & Sons, of Reading, had 
an effective display of loose-leaf systems, 
as had also the Kalamazoo Agents, Messrs 
Morland & Impey, Ltd 

\ leading stall was that at which the 
Imperial typewriter was shown Chis ma- 
chine is manufactured entirely in England 
and has evidently come to stay. The stall 
assistants here were, perhaps, the most as 
siduous in the whole exhibition, and it was 
certainly no fault of theirs if everyone 
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did not see the Imperial demonstrated Burroughs \dding Machine Company Halsby & Co. showed the Protecto- 
The Oliver Typewriter Company had the were busy all the time with exacting dem graph; the International Stamping Machine 

usual show of their various models includ nstrations of their machines Company, their stamp affixers and F. Klee- 

ing a very wide-carriage machine which at Of loose-leaf systems there were numet man & Co., the “Michelius” checking and 

tracted considerable attention \ unig s varieties: the world-wide Lamson Par stamping machines. 

display of old-time typewriters helped n Company, the Ludgate Company, the The exhibits, taken all over, were 

their exhibit of a high order of merit. The vari- 































Calculators, by Hines, Tracey & ous stands were neatly set off and 
K« Felt & Tarrant Company, [ri from the interest taken in the sales- 
umphator Company and Robertson al talks at the different booths much in- 
vied with each other in attractin terest was evidently evinced in ail the 


well-deserved attention latest productions for labor saving 


Time Recorders—the “National in offices. 
ea Faylkron”—with their When all is said and done, however, 
‘t must be admitted that many of the 
leading typewriters here were not 
represented at the show. Remington, 
Smith, Premier, L. C. Smith, Yost and 
Barlock—-outnumbering any other ma- 
chines used in Scotland—were not to 


be seen. Neither were re-built type- 


alarms and bells, let the exhibitors, as 
well as the visitors, know they were 
out for work 
Local newspapers—‘The Glasgow 
Herald,” “Citizen” and “Record” had 
their stalls, and their displays lent a 
cheery change from the’ ordinary 
orthodox exhibiting: they had a quiet 
; ' writers shown. 
ness which was refreshing in the > Wika d 
Che exhibition was widely adver- 


midst of so much bustle 
tised and the stall holders had noth- 











Carbon papers, ribbons and_ the 
ing to grumble at in that respect. 


usual supply trade was represented 























BOOTH OF THE UNDERWOOD. DISPLAY OF THE ADDRESSOGRAPH. 


Posters, newspaper advertisements, 
tickets, etc., were to be seen every- 
where and many thousands who 


DY tl Keelox firm, by \lessrs Far 


quharson Bros., Messrs. R. J. Hall & 





Co., and by \lessrs. Ross & Co Che 

latter also exhibited the Victor ty passed the turnstiles testified to the 

writer and Ellams Duplicator. A 1 publicity it had received. 

cal frm.—Parata. Ltd.—showed ue The exhibition closed after over 

ful lines in rubber stamps. Another 70,000 persons had visited it. The 

Scottish exhibitor, John M. Me general reports from stall-holders 

Ewing, of the Typewriter Repair were that they had done good busi- 
ness. The promoters, at least. must 


pany, demonstrated the Sun typ: 7 . 
have done exceptionally well finan- 





wi ad aE 
oo oa ee ee fo eee ro a a) ee wT, coally. Joseph Halsby, the manager, 
vell-Wabash Company showed very was presented with a silver-mounted 
. mekes of Gian eal nied inte SHAW - WALKER, ELLIOTT . FISHER AND suit Case at a supper held just before 
abinets, etc. A specially good exhib . . closing day and was complimented 
“ti meme lic: age Company and Moore’s Modern Meth on the way he had conducted the whole 
eae - ° we z my 7 heya ri ‘ ls, all being represented arrangements. 
ks and other useful office requisites Modern Ofhce | 7 a ah es ei; . : . 
Johnson, Taylor & Co.. with their “Su ents for Shaw-Walker Lt re’s rhe man who loses confidence in himself 
tall Dial. teal dacicda demibe ‘2 , Modern Methods), wert pt busy at work has forsaken himself. Keep your faith in 
eS se , nd made a good impressiot1 ré yourself. There are powers in you of whose 
\ddre ssograph, Ltd., had an imposing 2/80 noti ed as Agents for the Adler pe existence you do not know. Application 
display and they. seemed ts ok aay Xt writer Company, who had a stall it and concentration of thought upon any 
entive listeners to their “talks,” while wn profitable subject will perforny wonders. 











SOME COMMENT ON CALLITYPY 





AND 


SOME CORRESPONDENCE 
THE 


BETWEEN THE 


EDITOR OF OFFICE 


INVENTOR 
APPLIANCES. 








N THE opposite: page is shown a 
sample of Callitypy, the 
of Jacob Backes of New York City. 

Callitypy is designated by Mr. Backes as 

Just what is meant by 

explained by Mr. 

It will be 


invention 


“personal printing.” 
“personal printing” is 
Backes in 
served that the design of “personal print- 
the manuscript 


his own article. ob- 


ing’ is to incorporate in 
the personality of the writer. 
The attitude of Office Appliances toward 
Callitypy as a process for introducing the 
personality of the writer is perhaps best 
set forth in the following quotations from 
correspondence with the inventor: 


From the Editor of Office Appliances to 


Mr. Backes: 
“TIT was much interested in the statements 
made it: the article itself. I observe that 


you offer this system as a means for con- 
veying that story 
that business 
their letters. 
not taken proper account of the psychology 


“personal” touch to a 
men seek to incorporate in 


It seems to me that you have 


of the two uses. 

“The business letter is a communication 
from man to man, and it is the desire of 
the writer to put as much of himself in the 
letter as is possible. 

“The story, it seems to me, should have 
just as little as possible of the writer in it. 
We do not want to see Lytton in the fasci- 

pages of Ernest Maltravers. We 
Maltravers to stand before us as a 


nating 
wish 
real personage. 

“T. love Charles Dickens for what he has 


given me, but I wish to forget Charles 
Dickens as I wend my weary way behind 
Bradley Headstone and Rogue Riderhood 


on the trip to Lock 2. I want nothing of 
Dickens himself in it. I wish to forget at 
that moment that these are but the little 


children of his brain. To read his story 


in the manuscript would be to lose much of 
its reality. 

stuck out of the pages 
Floss I should 
fact that there 


“If George Eliot 
of The Mill on the 
stantly be reminded of the 
were no such personages as Tom and Mag- 
To put the personality of the 


con- 


gie Tulliver 
writer on the pages of a story would be 
like seeing the play from behind the scenes. 
“Who when the lash 
of Simon body of 
Uncle Tom, if he reminded on the 


page that both were but creations of Har- 


shed tears 


encircled the 


would 
Legree 
were 


riet Beecher Stowe? 
“Whose blood 


happy fate of poor Amy Robsart if there 


would thrill at the un- 


were anything in the manuscript to show 
us that she was but a written picture of a 
thought of Sir Walter Scott? 

“So—I say, it seems to me that you seek 
to introduce a factor into the written page 
that should not be there. This is only my 
personal viewpoint, but I[ believe it would 
be the viewpoint of any reader who loves 
to lose himself in the unreality until it 
seems to be real. 

From Mr. Backes to Office Appliances. 

“There must be something ‘in’ Callitypy 
when the editor of a periodical such as Of- 
fice Appliances takes his time—and I am 
sure you have lots to do—to give his ideas, 
and to do it so engagingly and suggestively 
as you have done. May you display the 
same interest in the subject when you have 
been convinced the other way, as I am sure 
you will soon be. 

“Tt’s curious, though, that 460 years ago 
when Mr. Gutenberg came around with his 
press and letters and mold, the calligraphers 
who personally penned the books objected 
way and propositions because his 
printing methods NOT 
while now, when printing is being invented 
stand on the 


to his 


were personal; 


all over again, now when we 





threshold of a higher typography whos 


source and seed and sign is the typewriter, 
now the objection is made that the new 
printing IS personal 

“After you have printed the enclosed you 
will have editorial means of ascertaining 
how the matter strikes your readers 1d 


contemporaries 


The Editor’s Reply to the Foregoing. 


“T am still of the opinion that the scheme 


factor Wi I 1S 


introduce a 


is designed t 


the very thing we do not want in the story 


that is, the personality of the writer 

“It would seem that a typewritten manu 
script is no more characteristi the 
writer than Roman type. Indeed, Oliver 
Printype is designed to carry with it the 
same readability as print The only ‘char 


acteristic’ expressed in the manuscript 


would be the errors and correctio1 
even those would not identify the writer or 
portray any real personal quality [ re- 


peat what I said in a previous letter, that 


the personal quality in business letters is 


not expressed through some special form 
of production, but rather in the spirit of the 
matter. The thought one conveys is the 


personality in the letter, not the way the 


‘1’ is dotted and the ‘t’ crossed 

“As far as the mere effect of the story 
is concerned, it can be had in any form of 
printing. The fascination of the narrative 


is not affected by the process of manufac- 


ture. But it is well to have beauty in the 


manufacture and so we seek symmetry of 


page, harmony of design, and ornamenta 
tion, 

“Your process seems to disregard this 
quality, to introduce what seems to me a 
very undesirable factor. That is only my 


it 


opinion, however, and I am quite willing to 


run the plate that others may form their 


own opinion.” 








> 


From Greenland’s Icy Mountains to India’s Coral Strand 


come complaints to Office Appliances against American manufacturers for underpaid mail. 


that their ‘‘postage due’’ item on American letters amounts to several dollars a month. 


Last week a firm in South Africa reported 


A month ago we reprinted an announcement regarding postage rates, which an Australian dealer attaches to his letters to 


American correspondents 


Many houses abroad have adopted the policy of declining to receive ‘‘postage due’’ mail. 
small detail of business has lost a customer because of the dealer’s resentment of continued ill-treatment. 


an expense made necessary by the increasing number of ‘‘postage due’”’ letters he receives. 


In many cases this inattention to a 
Office Appliances again 


suggests that American manufacturers check up their mailing departments and bring an end to this offense. 
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F those who read this 
page, which, includ 
ing display letters 
and ruled lines, is 

a photographic reproduc- 
tion of exclusively type 


written matter, probably 
all have noted, in the 








tions that have seen day 
as the result of news- 
paper and magazine stri- 
vings and strainings for 
effect, there has never 
yet, so it would appear, 
been published an exclu- 
sively photographic re- 
production of any purely 








advertising columns of 
periodicals, the announce 
ments of printers and of public typewriter operators 
who, through the instrumentality of any one of the 
numerously sold multityping devices, are enabled to 
manufacture millions of epistolaries, each asserted 
to be an exact facsimile of any of the others, and 
every one of them designed to "look personal"; who 
deliver the "letters"-- along with bill for "mdse." 
as they love to call them -- in less time than it 
would have taken the customer to actually typewrite 
a hundredth part of them. This kind of multicopying 
has become so common that, to credit the conversa- 
tion of those in the business of creating and supply 
ing the demand for it, more than half of the letters 
in typewriter type sent through the mails are not re 
ally, personally typewritten but are, on the contra 
ry, the production of typewriter-print mechanisms 
which,.in the true meaning of words, are in no sense 
typewriting machines at all. 


Before the appearance of typewriting machines 
such broadcast epistolaries were usually typeset in 
ordinary printers’ Roman or in typefounders' material 
cunningly calculated to imitate script. 


These circumstances of modern methods of communi- 
cating thought indicate clearly that certain desired 
and beneficial results are securable by making each 
of the "letters" so overflooding the country to look 

ersonal, especially after being filled-in, as most 
f them are, with names, dates and signatures. 


Now, an author's publishable novels,plays, poems, 
pamphlets, tracts may also be regarded as communica- 
tions intended to be effective, but en masse. If 
this assumption is valid, is it not strongly advisa- 
ble, if possible, for him to take a leaf from the 
circularizing businessman's book, and to make his 
printed pages, columns, or whatever form his outgiv- 
ings assume, look as directly, humanly personal as 
the uptodate businessman intend¢s to make his multi- 
printed letters look?... 


It is establishable that "personality"-- which in 
fact may be absent from or hardly noticeable in real 
letters, either penned or typewritten--could by this 
agency be fully or at least measurably asserted in 
printed matter between binders’ covers. Then why? 
?confine all those advantageous personal effects to 
epistolaries and pseudo-epistolaries only in a day 
when typewriting abilities, often combined with the 
ownership of a machine, have become routine in autho 
rial ranks; in an age in which the possession of 
literary abilities has so often been proved by many 
who, though not professional typists, are fully able 
to cope handily with the problems of the keyboard. 


If that "personal touch", that "individual look", 
is good for letters and for "letters", why will not 
analogous mechanico-individuality also give satisfac 
tory account of itself in printed pages and columns? 


The technical possibilities in this direction are 
no secret in the inner circles of typewriterdom -- 
have, in fact, already been wordbookéd under the lex 
icographic entry of callitypy. 
is the first public inquiry ever made as to how, if 
at all, the issuance of books and magazines in the 
suggested style might influence literary mode, busi- 
ness and output. 


It certainly is cause for astonishment to observe 
that among the thousand-and-one oddities and innova- 


But this exposition 


literary message, prepar- 
ed by any author of prominence with the definite in- 
tention of having the manu"script" printed precisely 
as it was typed by the author: printed, that is, 
with all its interesting imperfections,its original, 
virile individuality on its head. It DOES astonish, 
envisaging the absolute certainty -- for convincing 
proof of the certainty it is unnecessary to joek far 
or. speculate astray -- that any literary exposition 
with its native hue unpaled by "justified" Lines or 
effeminate Roman type, would surely -- to employ the 
parlance of the day -- "deliver the goods” toa blasé 
reading public looking this way, that way, the other 
way, and generally in vain, for something, anything, 
anywhere, out of the old, old rut. 





In plain American: there would be a strong trend 
on the part of readers, a tendency which editors 
would not be slow to discover and heed, to ignore 
pages printed in the impersonal Roman type to fa 
vor the pages lively with the cogent charactery made 
famous by American genius. 


It is worth noting that with very little more at- 
tention to detail than that which is ordinarily exer 
cised in producing genuine epistolaries -- and with 
precisely the same machines -- pages intended to be 
photographed as typed and printed as photographed 
could be authorially composed in style combining the 
individuality of penscript (sans the illegibility 
and spaciousness of the average writing) with the 
regularity and compactness of Romanprint,but lacking 
the pallid inversatility of Roman typography. 


And not soon would the contents and appearance of 
pages so prepared recede from the recollection of a 
reader, vitalized as they would often be with the 
frank diversions and unconventional idiosyncrasies 
of friendly letters: in which auxiliary shades of 
significance are often discoverable in the way the 
decorative (?) flourishes are pigtailed, words mis-~- 
spelled in the old, hilarious way, i's undotted,: t's 
uncrossed; with enigmagraphs on every page, and here 
and there entire phrases xxxxxxxed into oblivion. 


Yes, the charms of Mechanico-Literary Personality 
Absolute would often, one may be certain, empire the 
reader in spite of, or because of, or aided by autho 
rial spelling and punctuation compared with which 
the spectacular eruptions of Volcano Simplify would 
168% Lidédy dédéfdf shine as exemplars of orthograph- 
ic dignity and conservatism. 


BUT : if the careful, machine-operating author's 
literary and spelling abilities are not altogether 
outclassed by his typewriting knack and nerve; if 
they have reasonable claims to the editor's atten- 
tion; if his subject matter is not trivial to the 
point of vacuity: THEN : the MS. of the author, pre- 
sented in faithfully photographed form tothe view 
of the critical public will, one may be sure, obtain 
an attention equal to, perhaps greater than,that ac- 
corded the profundities, in Roman type and between 
the same covers, of Professor Bigname the celebrated 
lucubrator -- who, incidentally, scorns to look at a 
typewriter (meaning machine, of course). 


--That is, such manuscripts would UP TO A CERTAIN 
POINT receive such heightened degree of attention: 
the point at which other authors applied in ale 
work the callitypic principles here illustrated-- 
haps with private betterments of their own, int 
cing even more intensive personalization. Who knows? 


~ 
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By Maxime L. Java, Paris, FRANCE 








EDITOR'S NOTI The wing article was % el 

Vr. Javal during a recent wsit to Clica The facts give le 
declares, can be substantiated in every particula Wr. Javal, a 
though a young man } without considerable experience 
office app lance hati mil maustr le ) ke ni ntle 
ested He has made extensive esearcnes sfatistica vo } 
cerning the importation and exportation of typewriters le 
came to the United States on his own initiative for the purpose 


of studying conditions and products in this field here. Du 
American office equipment manufacturers and returns to Paris with much usefu 
the recollection of many pleasant acquaintances made 

Ur. Javal is the son of E. Alfred Javal, the p 
welding metals The elder Javal ts a well kn 


elired from business 





ng his stay he has met 


the development of the oxy-ace 


wn chemist and ma 


oneel i 


lintic autogenous 
metallurgist, now 


OU have kindly asked me to give vou” ma 


some impressions of the typewr.te be expected that this figure 


industry in general and more especial ore and more 


ly of the French typewriter industry In | what causes must this difference be 


all modesty, | feel myself somewhat n attributed? It is necessarv to note 


equal to the task, nevertheless, having just First, that in America the typewriter in 
completed a trip of study of the typewriter dustry has assumed the form of large com 
in your country [ must compliment your panies in a few hands with powerful o1 
unquestionable industrial superiority, par 
ticularly indisputable in typewriter manu 





facture 


Without dwelling too long upon the man- 
ner in which this industry has been carried 
on in your country, or upon the splendid 
factories which organizations have 
built up for the manufacture of typewriters, 
I shall the the in- 


dustry in 


your 


situation of 
the industrial 


on to 


pass 


France from and 


commercial point of view 


Twenty-five years ago the typewriter, so 
The first 
a foothold 


to speak, was unknown in France 


machine which really obtained 


was the Remington. Fora number of years 
this machine led the market. Several other 


importance began opera 


makes of lesser 
tions, but the Remington was still suprem« 

\t this time the first really visible ma 
chine, the Underwood, appeared on _ our 
market, and largely as a result of its com- 
mercial organization as well as its intrinsic 
merits little by little gained the prominent 


holds 


place on the French market which it 





at the present time 


MAXIME L. JAVAL, PARIS. 


In turn Germany made numerous efforts. 


creating a number of new models, with few 


novelties in construction, and thanks to the ganizations permitting the manufacture of 


spirit of commercial patriotism existing 1p typewriters in series in large quantities, 


the federated German states, gained control which means a good product manufactured 

of the larger part of the German market under most favorable conditions 

However, Germany has not succeeded in Second, that America itself is a country 
itself permanently upon the of intense commerce, of vast extent, offer 


impressing 
French market and the number of 
cording to statistics of total importations is, its industries. 
fact, Third, that 
Excellent 


sales ac ing an enormous direct national market to 


speak, negligible In the sta Americans have the raw ma- 
tistics of total 
8,000 typewriters in 1909, 12,000 type 
1910, 17,000 typewriters in 1911, 
24,000 typewriters in 1912, and 
reach 30,000 in 1913. Whereas 


ported into France nine-tenths of these ma 


so to 
terials manufacturing facilities 
are also afforded in various places 

that 


their business through agents who must 


importations into France 
were 


Fourth, instead cf having to carry 


writers in 
will surely on 
have more or less capital to introduce their 


\mer 


America im- 


wares successfully in France, all the 


chines, despite transportation charges. Get ican machines which have gotten along well 


in France have established direct é 
tions, have made every necessary ef t 
introduce their products, in a word, have 


establish« remarkable commercial orga 


iZations assuring them of a toren St plac¢ 


in the market 


In comparison with this, what the 
Germans done: 

First they have been content the 
rreater part to copy American mod 


Second, having only a limited fiel 


1 


country they have not been able 


iacture in series and, not being 


rive at as low a cost of manutacturs 
the Americans by manufacturing 
tities, they have been unable t 

the standards of quality and const: 


set by American typewriter manul 

Third, German capitalists, instea 
ing into one vast organization to 
the whole German market, so that they 
could manufacture in large quantities ( 
tied up their capital in abeut fifty small er 
terprises which were alre ady establis 
the manuta I of products other than the 
type rite! ne company compet t 
the others, which has resulted only in re 
'rced sales for the individual my es 
and is hindered manufacturing 11 ries 

ich ts abs lutely necessary tor t es 
ablishment of a good market 

Fourth, instead of exerting, as have 
icans. every effort to introduce thei i 
chines in France, the Germans ha I 
gaged almost a!l of the capital in man 
facture an ive been content with having 
in France agents, many of whom la the 
enterprise successfully to introdu the 
arti les which they represent, doing 
ness only small scale in spit é 
most favorable credit terms affor , 
(German houses 

To establish or the French market a Get 
man product perceptibly inferi the 
American, it would be necessary t ate 
a vast commercial organization ani x 
great sacrifices for publicity 

Thus it s that the French gover 
taking into account the fact that ty] te! 
imports art etting large’ and larg é 
cided to prot i the ind stry at h 
several years age increased very mat lly 
the duty on typewriters. There was de 
clared a tariff « 400 frances ($80.G0) maxi 
mum and 300 francs ($60.10) minimum pert 
100 kilograms At the present time the 
minimum duty is in force, and since a 
typewriter weighs about fifteen kilograms 
each machine bears an import duty of 1t 
forty-five francs ($9.00). Using the probable 


figures for 1913—30,000 typewriters—im 
French government 


$270,000.00. which 


porters will the 


1,350,000 


pay 
francs. that 1s, 
the users will «ltimately pay indirectly in 
the purchase 
American Typewriters on a Firm Footing. 

This state of affairs, on the other 
interferes little American import 
ers of typewriters, since they have estab 
They 


ontert to raise the price of each 


price 


hand 


but with 


lished themselves on a firm footing 


have been « 
machine fifty francs ($10.00) and have gone 


on doing business as before 
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In the face of these conditions, what has 
French industry accomplished? A few 
months after the duty on typewriters was 


three French gentlemen, Messrs 


Ravault, entered into 


declared, 


and 


Mr 


Dondaine, Duret 


negotiations with Fay, receiver for the 


insolvent Fay-Sholes Company of Chicago 


and from him purchased the good will, fur 


niture. raw material and entire equipment 
of the Fay-Sholes Company. Being thus 
in possession, these gentlemen set out to 
find a French industrial concern to contintie 


the manufacture ind sale of the Fay-Shol S 


typewriter, and accordingly entered into a 


with Japy Brothers of Beaucourt 


contract 


(Doubel | rance 

The house of Japy Brothers is one of the 
yidest French companies and one of the 
most noted manufacturers of hardware, 
motors, et and that they should have 
taken up the manufacture of the Fay 
Sholes caused some surprise. The fact 
that the Fay-Sholes machine had _ not 
fared very well in America and was 
little known in France, and the fut 
ther fact that it embodied some con 
structive features not then common, such 
as the raising of the type-case when writing 
capital letters, probably accounts for the 
lack of enthusiasm with which the initial 
appearance of this machine was met. 

But | am inclined to believe that the ex 
perience which this company has already 


gained in the manufacture of typewriters 
puts before them a splendid opportunity 
apart from any success or otherwise the 
future may hold for the Fay-Sholes ma 
chine—the opportunity to build a new ma 
chine of decidedly French conception, an 
swering present needs, and marketed after 
the American methods of direct sale. The 
Japy is the only typewriter entirely con 


structed in France, but it is of American 


What 


French typewriter! 


origin an opportunity for an es- 


sentially 
There is not, in my mind, the shadow of 
a doubt that a typewriter genuinely Fren 


nception and construction, nanutac 


large series, ought to succeed mar 
and, without any intention of elim 
Ameri 


machines, should ar 


The 


an 


with them 


ive at position on a par 

f + that 1 -} > | . an f Fre ff 
tact that sucn a machine was O rencn 
construction should (1) make it popula 
with the French, who are more and morte 


inclined to favor the national industries: 


(2) hecause it is to be adopted by the 


administrations 
the 


a new 


various governmental 


when present contracts have expired 
government secing in its manufacture 
outlet for French industry and a new source 
the 


ana insurance ought 


of emplovment; (3) saving of duty 
transportation charges, 
to be of benefit to the French buyer in that 


it will permit an appreciable reduction in 


prices 
\bove all, where the Frenchman now 
hesitates to decide between an American 


machine and a German, the French type 


writer would receive undivided sunport. 
Thus 


alized in 


what has not until now been re- 


France. Frenchmen, I am sure, are 


capable of accomplishing when they wish 


to do so 


| 

















OFFIC! APPLIANCES 
Letters from the Boss . 
X—TO THE “HOUSE ON HIS RETIREMENT AFTER FORTY-ONE 
YEARS OF SERVICE. 
Chicago, Ill, May 1, 1913. 
* John Brown & Company, 
© Manufacturers of Office Furniture 


* 362-384 Milburn Street, 


7 City 


* (Attention, the Staff.) 


srentlemen 


* Herewith I submit my resignation from the presidency of this company, 


to take effect at the the current business year, the forty-first 
connection, beginning as office boy in the old West 


close 
of my continuous 


Side factory 


4 This is Boss’'—for, unlike Sherlock Holmes, I 
shall positively re shall cultivate, instead, 
that retiring and unobstrusive disposition so characteristic of all our 


the last letter from “the 


fuse a reincarnation, and 


ex-presidents 





* | am mighty sorry to leave the “house.” It has become a true chum 
to me, in forty-one years. While with advancing cares I have felt its 
hand heavier and its demands more exacting, I have never ceased to 
think of it as real. Some of you youngsters who think of an executive 
as gloriously independent of authority, and are plotting your “progress 
curves” with that ideal in view, should bring up short before you turn 
a wrong corne! The manager does not live, who is a real manager, 
that does not feel the sense of responsibility—and even of subordina- 
tion to his daily task—tenfold more keenly than can his newest clerk. 

* That is why he is a managet 

* And yet the strange and wholesome thing of it all is that the more one 
settles into the harness, the more it helps one on, like any honest 
truck-horse. The sense of responsibility increases our ability to 
respond to it \nd when we lay it down, unless we have acquired 
the globe-trotting or the speculative habit, there comes a sense of 
loss that is none the less keen because necessary. 


* And so I sit down once and dictate this letter—in the old, leather- 
bottomed chair that has outlived a dozen styles of our own make in 
our own office. Health to the “house,” happiness ‘to its members— 
and a memory now and then, perhaps, of the “old man” who is taking 


ror 


more 


a few years off the first time in fifty-nine! 
* The sun slips out of sight over the western sky-line and I hear the desks 
“30” for 


slam in the outer office. Its telegraphers’ 


Everybody’s friend, 


THE BOSS. 
































London, May 16, 1913 


FFICE appliance and typewriter con- 
ditions remain exceedingly good in 
this country. An expanding sale is 
to be noted in practically every department 
and the strong series ot 


of the business 


local and provincial business shows which 


we have featured lately have certainly 
played their. part in stimulating publi 
interest 

That the British business man has money 
to spend on the goods is indicated by the 


general prosperity of all trade in the United 
Kingdom The 
turns, which give us our total imports and 
exports of all the goods, for April are thor- 
oughly satisfactory, the imports showing an 


trade and navigation re- 


eed 


increase in value of $12,755,000, or 4.2 per 
while exports increased by as much as 
$50,825,000, or 31 per cent; these figures are 
April last year. It is 
to remember not only 


as compared with 


necessary, however, 
that the month contained a greater number 
of working days than in April last year, 
but that the comparison is in other respects 
with an exceptional period In the first 
place, the past month contained no Easter, 
whereas in 1912 Easter came in the month 
of April. In the second place it must als« 
be remembered that the comparison is with 
the period of the coal strike of !ast year 
affected 
industry. 


somewhat 
by the general that 
Still, when all allowance is made for these 
and 


when the figures were 


stoppage in 
go rd. 


circumstances the returns are 


tend to confirm the impression that the set- 
back 
temporary character 

For the first 
year the total value of imports now shows 
»f $54,995,000, or 4.4 per cent 


noticeable a month ago was of a 


four months of the current 


an expansion 
while exports have increased by $94,265,006 
or 12.4 per cent as compared with the cor- 
1912. As usual, 
accompanied by 


trad 


responding four months of 
the April 


Statistics 


returns are 


showing the direction of 


during the first three months of the year. 


and it is interesting to note that of the total 


increase in exports for the first three 
months of about $45,000,000 nearly 
$30,000,000 was due to heavier buying 


from British possessions, the increase 


exports to all other countries 


On the other hand, 


in the 
being only $15,000,000 
as regards imports, the increase from for 
eign countries for the first three months o: 
the year was about $40,000,000, whereas 
from British 
growth of only $3,000,000 
has been more striking for some years past 
than the steady ex- 


there was a 


Nothing indeed 


possessions 


in the trade returns 
pansion in the volume of goods sent from 
. 


this country to our oversea dominions 








Office Appliances in Great Britain. 


(Regular Correspondence.) 


interesting 
that 
factories 


These figures are exceedingly 
coupled with the 
observes about the 
working full time and over time and unem 


and facts one 


country « rf 


ployment reduced to a very low ratio the 
signs seem still set fair for good times 
We, of recurrent labor 


troubles and another one is threaten 


course, have 
now 
British 


homes of unrest, the 


Nothing has matured yet, 


ing in’ those 
railway systems. 
however, and in fact these railway troubles 
have a way of running their course quickly, 
fortunately for the prosperity of trades in 
the country. The railways themselves are 
bringing in increased freight charges next 
month an all-round rise of four per cent 
being notified. This will, of 
some influence in increasing working costs 
typewriter firms, 


course, have 
for office appliance and 
but as other economies are always being 


introduced, there is reason to suppose that 


this little financial matter will be easily 
adjusted. 
\ note might be made here of the ex 


treme conservatism still exhibited by many 


British business men in taking advantage 


of modern methods of office equipment 
The managing director of a somewhat old- 
fashioned concern recently consented with 
a good deal of reluctance to the installation 
of an adding machine in his counting house 


The machine cost him the best part of $750, 
which sum he stigmatized as a downright 


imposition. As a matter of fact the absence 


of such a machine in his office during the 


last few years had cost the firm many times 
labor that should 


this amount in time and 


have been economized 

“Economies” of this kind are gradually 
being perceived to be not economies at all 
in the modern acceptation of the term 
They are extravagances of the worst kina 


of time involved is a seriou- 
than 


since the waste 
item, at all events, and possibly more 


serious 


Economy is more of a necessity in 


British business world than ever, but tts 


practice is not quite the same as in the ol 
The old-fashioned type of buyer was 


times when 


days 
a valuable 
competition was comparatively a small fac 


acquisition in the 


tor, when the conditions that adjusted buy- 


ing and selling were altogether different 


Then considera- 


paramount 
thing 


price was the 


tion, now value is the main 
The successful modern business man has 
that a $50 article 
may whereas a $254) 
article may prove a grand investment. And 


this is an axiom that applies not merely to 


been trained to realize 


represent a bad loss, 














the large concern, but equally to the small 
business. Large or small, a business must 
be run on modern lines or there will bs 


screws loose somewhere 
When the need for any office appliance ir 


' | 


any office has been demonstrated to the 
satisfaction of those who matter, there is 
obviously no reason in the world for “put 


ting off’ the purchase of this articl On 


the contrary, the sooner purchase is made 


the sooner the resulting economy will be 
effected. This is an obvious truis and 
yet thousands of British business men are 
addicted to the vice of “putting it off Che 
root instinct of this is, of course, in many 
instances the economical instinct, but the 
purpose of true economy is not served, but 


defeated 


One has to admit that there is too much 


vacillation about a‘large number of oui 


business men. Compared with our serious 


trade rivals, Germany and America, we are 


a bad third in the purchase of labor-saving 


office appliances. It costs the manufacturers 


more to sell to us and it takes longer 
Germany as a nation is by no means ex- 
travagant, whatever may be said of Amer 


ica. Germany has a well deserved reputa- 


for thrift. but the German is shrewd 


tion 

enough to see plainly that there is no econ- 

omy in keeping in his pocket money that 

can be profitably spent on the cause < 

labor and time economy in his office 

No Demand for Old Fashioned Office 
Furniture. 

\ visit a little while ago to a well known 
office furnishing concern in london 
brought to view in an out-of-th ay cor 
ner of the basement a number of old 
fashioned clerks’ stools. They were of th 
type familiar to our forefathers as typifs 
ing the life clerkly, the tall stools described 
so vividly and affectionately by Dickens in 
his various works. These stools were “on 


offer.” The manager assured me that any 
sort of offer in reason would be snapped up 
The difficulty was to get rid of them at any 
price Their day was gone, and une 
well-built articles though they were nobody 
wanted them even at below cost he tall 
stool lingers in some British offices, but 
even there it lingers on sufferance With 
it has gone the old-fashioned desk with its 
brass rails carrying a load of ledgers, a 
count books and other paraphernalia 

The British office furniture of today is 
gradually being constructed to fit modern 
office needs Typewriters, loose-leaf ledg 
ers, card indexes and filing cabinets hay 
rendered these changes necessary Offices 


furniture today is also a vastly more im 


portant matter than it was under the old 


oo 3 
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conditions. In the “good old times” it was 
possible to keep such records as were nec- 
essary in a more or less free-and-easy 
fashion. Accountancy was a far less serious 
affair because there was a substantial mar- 
gin between purchase and selling price, and 
the margin was big enough to cover sins of 
omission and sins of commission iri this 
direction 

Nowadays the directors of a successfi1] 
London or provincial business must have at 
hand a mass of records and details which 
never bothered the business guardians of 
the past Profit is only possible when 
leakages are promptly detected = and 
stopped, when the various phases of cost 
are ruthlessly analyzed and each made to 
bear its right proportion to the whole 
Without the aid of modern filing cabinets, 
modern desks and modern office apparatus 
generally, this necessary work of classifica 
tion cannot be performed successfully. It 
is gradually being perceived here that yon 
can no longer perch the modern bookkeepe: 
on a high stool and let him work out his 
wn salvation. He must be given the 
modern instruments of his calling or he wil! 
be wasting his time and spoiling his skill 
The same applies to the stenographer and 
typist, and even to the office boy. 

Few British business men even vet realiz« 
the important part played by office furniture 
and fittings in the conduct of the day’s 
work. There are numberless cases in which 
clerical routine is badly handicapped be- 
cause the executive staff are poorlv 
equipped in this respect. Not that the men 
are lacking in ability, but their tools are 
obsolete, so to speak. It would be madness 
to ask the cotton operative, for instance, t: 
work with old-fashioned machinery, and 
the owner of the cotton mill knows it. All 
the same he does not see so clearly that his 
clerical staff has an equal right to benefit 
from modern ideas. He does not see that 
their benefit is his, only in a far greatet 
measure 

No one is in closer touch with modern 
developments in office equipment and or 
ganization than the accredited manufacture: 
of office furniture It is his business t 
watch these developments and to provide 
for them. He is slowly teaching to British 
business men that a modern office furniture 
catalogue is a thing worth study, because it 
reflects modern progress. It epitomizes the 
“short-cuts” methods of conducting neces- 
sary and important work, and as such it de 
serves careful attention from principals and 


executives 


Typewriter Business Evinces Prosperity. 

News from the various typewriting and 
‘fice specialty headquarters is scarce this 
month. Certainly signs all around show 
that all the leading machines and de- 
vices are as busy as they can be and scarce 
ly a week passes by without news of fresh 
branches being opened in the provinces and 
further space taken for London headquar 
ters. A typical case is the Royal whose 
headquarters have recently undergone con- 
siderable extensions. When the business ot 
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A dealer’s success is largely depend- 
ent on the class of goods he handles. 


Repeat orders only come from satis- 
fied customers. 

Satisfaction is only derived from the 
use of the best. 

Success and satisfaction are pleasant 


terms to deal with but can only be se- 
cured with the proper discrimination. 


WE make the ONE BEST line of 
Typewriter Ribbons and Carbons. 


The writing from our ribbons and the 
copies from our carbons are seen the 


world over. 


We meet every condition 
We fill every requirement 








MITTAG & VOLGER, Inc. 


Sole Manufacturers for the Trade 








Principal Office and Factory: 


PARK RIDGE, N. J., U.S.A. 


BRANCHES: 


261 Broadway 205 W.. Monroe St. 
NEW YORK, N. Y. CHICAGO, ILL. 
7 and 8 Dyers Bldg., Holborn, E. C., LONDON 


AGENCIES: All Over the World 
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the Royal was removed from King street 











into Queen Victoria street, the company 















was fortunate in securing a corner block on 
the left-hand side going westward, in the 
heart the typewriter world of London. In 
these premises the home of the Royal 
cuple it first only the ground r, now 
— ’ r @! the \ is taken é ir 
bl k ill n tuture le r | 
buildit to its business 
Che internal fittings of the former s 
TOO! in¢ Manager®rs IT Ce 
out, and all the space of the first r has 
been nverted into an _ attr: 
roon The general offices ha n al 
range ! the second floor, wl Ss now 
divided between managers TT sales 
men’s rooms, and employment but Che 
anama counting house has been assign t the 
third floor, while the large ba nt 1s 
vyiven up t the supplies departt ent hus 
ee change vill afford the comy I 
Pp | greater facilities for the growing needs of 
O ICy its business The factory a modation 
of the mpany occupies another spacious 


quarter on Upper Thames street 


The moment ‘ations block in Queen Victoria 


in future be known as “Roya pewrite! 


. yilding 
we recelve Buil ne 
While on the Royal menti 


an order be made tT the exciting high sj 
writing contest held on May 
f rom a by R. G. Curtis of the Royal against 
Rita Farrell Both are well-kn K pel 
dealer for touch operators, Miss Farrell usir 1 Smitl 
Premier The conditions governing he 


PANAMA we contest were the usual in all first 


writing competitions—namely, five words t 


commence to help him he deducts for every mistake made, while 
to sell it. We advertise direct to those isoen dictation anit simutes 
. -« printed matter x I urtis g 

whose trade he solicits. try with a net rest of 23 wor : 
vy typed ver and above the an 


her competitor 


We make PANAMA a auick seller. Saget ey ee 
PANAMA is the carbon paper of : 





address at Brazenose street I 
a corner block near to Albert Square, and a 


| 
| “booklet Notice of Removal,” gives an ef- 


quality, made specially for those who ee ee 
demand permanent copies. Baedligaslleeglltinecineoe toca ott 
|} company has now for some little tir past 
The package is so handsome that it im- replaced its selling agencies in b 
mediately attracts attention. Write for (eae 
full particulars. | ingenuity in regard to poster and window 
| advantage secured in its busi1 t] 


| best 1dvantage An exan ple nis 18 
The Largest Manufacturers of Carbon | forded just now in the company’s shov 
Paper In the World room w re = rs announcing stbst : ti ‘ 


orders received from prominent railwa 
compat are illustrated by express trains 
1 rr me voing ll steam ahead bearing an Oliver in 
ad | IB front of the engines. This device is used 
wr o 
for the announcement that the Great West 





A.L. FOSTER,_Preniias: 0.G. DITMARS. Vice-President , 
| Company has over 500 Ol 


168 THIRD AVE. BROOKLYN. N.Y.. U.S.A. Sealab. sed biechanie atu aces. aan 6. 


announcing that the North Eastern Railway 























| has in use over 300 Olivers, and purchase: 























| over fifty last year 
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[The Manchester office of the Remington 


[Typewriter Company has been struggling 
with the accommodation problem for a long 
vhil \t last removal was rendered im- 
perative The new offices at Waterloo 
Buildings, Piccadilly — the Man 
hest branch with the most extensive of 

“ gvene ral husiness floor space whi h 
al nd in any typewriter office out 
S lon 

Other Lines Flourishing. 

In e loose leaf department Kalamazo« 
business is especially prominent just nov 
Whole pages are being taken in daily news 
papers, affording striking reading matter 
with display advertising \dvertising mat- 


ter includes two long articles, one headed 
“A system of accounting that saves tin 
elimi errors, and increases the _ ef- 

en rf the counting house,” while the 

er is entitled “A new industry built on a 
loose leaf book.”” The story of the Kala 
maz and Wagoner business is told at 
let nd very. striking publicity is 
sect 

la ndex and cabinet business is very 
OO s reaching into all sorts of fort 
erly plored quarters. At the last meet 
ing British Institution of Mining and 
Metallurgy, Stephen J. Lett, a mining eny 
neet escribed a system of index book 
hat has invented By his method 
printing each sheet of paper or card with all 
he letters of the alphabet regularly spaced 
ff | ical and horizontal lines, all tl 
remains be done is to cut off the letters 
up ] ne reé é At the meeting an 
exan this new method, as applied to 
i sys simultaneously filing and in- 
dexi! tes, newspaper cuttings, etc., was 
x hil nd in this instance the sheets 
set otes and cuttings had a double 
set of letter-capitals in a vertical column for 
the initial letters, and small letters on top 
or the second letters of subjects, names 
é The system is especially suitable for 
loose-leaf books or files, and the letters are 

rrectly proportioned for any language, 
nor, Mr. Litt urges, can there be either 
understocking or overstocking of any one 
letter or combination of letters. The system 
is not protected 

Along with this article come four views 
f tl successful business exhibition 


held in the Zoo Buildings, Glasgow, Scot 


land \pril. Exceptionally large attend 
ances were secured and much _ interest 
aroused \ typewriting contest was run 
with it, the Royal, Remington, and Salter 
typewriters figuring as prize winners 
[Note he views referred to in the fore 
going igraph are shown in connection 
with Mir. Webster’s article on the Glasgow 


exhibiti 


} 
Pa S 
recent 
ue 

writer 


n published elsewhere in this issu 
A Siamese Typewriter. 

new Smith Premier typewriter which 

legation at 


ised in the Siamese 


is the subject of an article in a 
issue of “La Revue Dactylagraphi- 
(Paris). In the main, the new type- 


is of the same construction as thos« 
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Panama 


It requires no ex- 
planation or sell- 
ing talk to con- 
vince the con- 
sumer that 
they can 
buy Panama 
Carbon Paper 
with the surety that it 
will give real satisfaction. 


Panama Carbon Paper is 











a great deal 


more than Carbon Paper, in an unusually 
handsome package, it is the cleanest, 
clearest and most permanent sheet of 


Carbon Paper made. 


Every sheet is sold with 


the guarantee of the Largest Manufacturers of 


Carbon Paper in the World. 


Send for samples and particulars of our Panama 


selling plan. 


The Largest Manufacturers of Carbon 
Paper in the World 


0.G 


DITMARS, Vice -F 


168 THIRD AVE.. BROOKLYN. N.Y.. U s A. 
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for writing English and other occidental 
languages. The principal difference be- 
tween this machine and those having the 
standard single key-board, is that there is 
only one character on each key. Although 
this is not a new principle with the Smith 
Premier, each type bar of the Siamese 
typewriter carries a distinct character, al- 
these forms, to the unpracticed 
in some cases, to different 
There 84 

In speaking 
the 


though 
eye, seem, 
to no appreciable degree. 

characters in the keyboard. 
of seeing the typewriter operated at 
the author of 
mentioned 


be 
are 


Siamese legation at Paris, 
the article 
conclusion, “And now, if you are a collec- 
tor or simply curious, and desire a Siamese 
letter written the 


personal request to the legation.” 


previously says in 


on machine, address a 


A Simple Multicopy Device. 


The Auto-Edob is the name of a new 
copying device which is manufactured by 
the “Deutsche Btirobedarfs-Gessellschaft,” 


of Goslar am Harz, Germany. The extra- 
ordinary simplicity of the apparatus is well 
by an article in “Das Kontor” 


The impression receiving medi- 


cony eyed 
(Berlin). 
um is of a gray substance of special prep- 


aration which will receive and hold for 
a long time, always giving clear copies, 
an impression made with almost any kind 


of ink typewritten ribbon, regardless 
of whether copying ink is used 
the chemical advantages which the device 


mechanical sim- 


or 
Sesides 
possesses it is of great 
plicity. The copying mass is a rectangular 
a plain wooden case of 
shape. Along the 
slightly overlapping the 


solid enclosed in 


the same general sides 
of the and 
outer edges of its 
The thin strip which runs around 


mass 
upper surface is a metal 
frame 
the 

most 


outside of the copying surface is al 


on a dead level with the surface it- 


The Office of Rebora, Beuf & Co., General Agents for the Underwood Typewriter Company fer 
The gentlemen in the front row as numbered are: 1. 
Bookkeeping Manager; 


Home Office Organization of this company. 


turino, General Secretary; 4. Mr. A. Pellegrini, Sales Manager; 5. Mr. A. Garibotti, 


Mr. E. de Ferrari, Store Manager. 


OFFICE APPLIANCES 
self. It performs the triple function of pro- 
tecting the substance, keeping it constantly 
horizonatal, and making easy the removal 
sheets after they have been copied upon. 
The absence otf higher - than the 
copying surface makes it possible to make 


parts 


impressions not only on sheets larger than 
the device itself, but even in bound books. 


A LEADING ITALIAN HOUSE. 
On this page are shown three cuts which 
to 





our friends abroad 


interest 


will be of 





— 





Mr. Tito Beuf of Rebora, Beuf & Co., Underwood 
Agents, Genoa. 


and to many here who follow the develop- 
ment of the Office Appliances business in 
The portrait is that of Mr. Tito 
Genoa and 


Europe. 
Beuf of Rebora, Beuf & Co., of 
Milan, Italy. This 
the Underwood Typewriter 
Italy and the Colonies for thirteen years 
and the remarkably 
curing that time, in a manner fully in keep- 


firm has represented 


Company in 
has 


business grown 


June, 1913 


ing with the growth of the Underwood 
business elsewhere 

The other two pictures are fully de 
scribed by their entitling lines 


VISIGRAPH ESTABLISHES MANY 
AGENCIES. 

Charles Spiro, president of 
Typewriter Company, 37-43 West 


\ 1 YT nn 
.isigrapn 


One Hun 


the 


dred and Sixteenth street, New York ( ity, 
says that his company is makir splendid 
progress in establishing agenci¢ for the 
machine in all parts of the world. Th 
merit and fine appearance of ichins 
have interested’a large number of appli 
cants. Considering the short tin he Vis 
graph machine has been on the market, its 
manufacturers regard its progress as re 
markable 

The Visigraph was display it 
Frankfurt (Germany) Expositi recently 
by the Deutsche Visigraph Gesellschaft of 
Berlin, the German agents, and they re 
ported that unusual interest was manifested 
by operators and the general pu ilike, 
and this in the most practical way by 
placing orders for the machine Fran 
and Italy, the Visigraph business has mad 
large strides. The English ag es are 
still in process of formation, while in the 
other countries of Europe thi siness is 
developing satisfactorily 

The growth of the Visigraph Typewriter 


Company's business has made necessary an 


immediate extension of its plant and facili 


ties to meet the demand, and this extension 


has already begun and will be in full opera 


tion next September. The ympany is 
negotiating for the establishment _ of 
agencies in all the large cities throughout 
the United States, and considerable head 
way has already been made; so also in 
Canada, where the company is preparing 


for an extensive campaign 
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Italy and the Colonies; and at the right, the 
Mr. Tito Beuf; 2. Mr. Ch. Beuf; 3. Mr. A. Ven- 
6. Mr. T. Torrini, Manager of Works; 
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Ball Bearings 
Give Minimum 
Operating Effort 










Ball Bearing; Long Wearing 


Think of everything that is modern and useful’ in typewriter construction— 
then add twenty to thirty per cent for increased efficiency due to ball 
bearings—that’s 


The L. C. Smith & Bros. Typewriter 


It’s compact, complete, easy to operate, durable and proof against inex- 
perience and carelessness. 


Ball bearings permit closer adjustments without binding than any other 
form of bearing. Expressed in human effort, this means that the operator 
can do more work—better work, with the least physical and mental strain. 


Write for booklet giving information about typewriter efficiency. 


L. C. SMITH & BROS. TYPEWRITER CO. 


Office and Factory at Syracuse, N. Y. 


Branches in all Principal Cities. 








meen, [iit THEE HIlAL” FOUNTAIN PENS 


; RIVAL NON-LEAKABL 
Perfect Fitting, air-tight joints form a perfect, absolutely non- 
leaking writing instrument. 







to corrode o, 

. k. Has all 

the good, reliable features to 
be found in any of our pens, 


jus the special advantage 
ust mentio 


— Cll rh rola | ade in three sizes: No. 22, No. 
= ' No. 24. Plain, Chased and 

SPY S eeNG |i | | —__{ . Gold Mounted. . 

) OW A msn, BSR, 9 Fo RIVAL No 3 with Gold or Ster« 

ling Silver Fi Mounting 

Catalog Illustrating our full line and giving Prices and Discounts will be sent to Dealers on Request. WE GUARANTEE EVERY PEN. for Holiday Fine Trade. 


DD. W. BEAUNMEL & CO., Inc. Office and Factory, 35 Ann St., NEW YORK 
FOREIGN AGENTS WANTED 
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To Banks, Laundrymen, Retail- 
Commercial Secre- 


ers, Club and 
taries, Mail Order 
Departmental Offices, etc., 
an addressing and imprinting ma- 


Departments, 


here’s 


chine that not only addresses your 
mailing lists and stamps names upon 
bill heads, but imprints upon any 
office records or advertising matter 
ideal for time cards and pay roll 
work. 


The MONTAGUE 
Addressor and Imprinter 


PRICE 


$37.50 


does this work clearly, accurately, 
at the rate of 1500 per hour. 








Comes set up ready for use. 
Absolutely simple in construction. 
Easily operated by untrained help. 
It is an essential part of modern 
office equipment. 


Think of the time, money, worry 
and hurry it saves, and the freedom 
from errors. 


Send for our Guarantee and 
Samples of Work 


Prompt service through local 
agencies being established in all 
sections. 


Montague Mailing Machinery 
Company 


Chattanooga Tennessee 














ORIGIN OF TYPEWRITER ABROAD 





No. 5 IN THI 
FOR WHICH 


CURRENT SERIES, 
Has BEEN 
CHURE OF CounT EMILIO BUDAN, OF VENICE. 


MATERIAL 
FOUND IN THE Bro- 








HE first half of the Nineteenth Cen 


tury produced a number of invent- 
ors who experimented more or less 
successfully with the idea of a writing ma- 
chine. Notable among them was Gustavo 
Bidet, a Paris watchmaker, who secured a 
patent “Universal Type Com- 
poser,” the idea behind it being that of a 
capabilities 


upon his 


duplicating machine of wide 


“Designed to produce at one operation a 


large number of copies,”” quaintly remarks 
Count Emilio Budan in his recent work, 


“this device succeeded in furnishing only 
one, and so may well be considered as a 
machine to typewrite in one key.” It was 
operated by a lever, a wheel bearing the 
type on a pasteboard cylinder being op 
erated by the necessary pressure. It was 
this idea, in spite of the failure of the de- 
vice to achieve any practical success, which 
was adopted and perfected by succeeding 
inventors 

While occupied in completing his inven- 
tion of a machine for a stamping cloth, 


Luigi Gerolamo Perrot of Rouen was 


drawn into the quest of a practicable type- 


writer. It was in August, 1839, that he took 


out a patent on “several machines and de- 


typographic, lithographic and 


vices for 


tachygraphic impressions, with a_ special 


view to use on paper.” 
typewriter has left us any tangible history 


Of these only his 


It was perhaps the first in Europe to offer 
anything like an embryonic keyboard. “A 
vertical cylinder, endowed with an inter- 


mittent movement of a rotary nature” was 
its principal feature 
bore the alphabetical characters, and the 
little 


Two metal wheels 


actual impressions were made by 
hammers, crude of course, bat in general 
design a tolerable facsimile of those in use 
today. The cylinder was so constructed 
that paper could be readily slipped on and 
off. The inventor is recorded to have per- 
fected a model which had much popularity 
among French inventors, and even to have 
disposed of a number of his machines for 
use among Rouen commercial houses. 
Here, however, his gift for exploitation ap- 
pears to have set a limit upon its activities 

Baillet de Sondato, a Parisian, is next on 
the scene. Following the path indicated by 
his fellow citizen, Bidet, he also devised a 
“Universal Composer” or typesetter, which 
had but one key, not unlike the hand of a 
watch, which was moved from type to type 
by a treadle operated by the foot of the 





user \leving in a circle among the vari 
us characters, which were inscribed upon 
a metal cylinder, this key did th riting 
a lever arrangement furnishing the method 

Che idea thus suggested appears t ave 
taken speedy wing across the English chan 
nel, for about the same time we find two 
Englishmen, Alexander Bain an Thomas 
Wright, both electrical students, proposing 
to substitute a typewritten alphabetical 


system for the Morse code in telegraphy 
an idea which has only just been taken up 
in earnest in the case of such devices as 
the Telegraphone and a more recent Dicta 


phone attachment 


Meanwhile. shortly following the partial 
success of Perrot at Rouen, Pietro Fau 
cauld of Corbeil added Italy's name to th 
other national parents of the mechanical 


writing idea. His device was known as the 


Rapigraphe. It had 10 type-levers—a nota 
ble and distinct advance over t efforts 
of all his contemporaries. They were dis 
posed in a fan-shaped arrangement at the 
upper sloping edges of what might be de 
scribed as the fifth segment of a wheel, 
which the hub was the laterally tending 
cylinder itself. The letter was arranged 
according to frequency of uss 
adaptation of this device obviate 1 the ne 
cessity of having general letters struck b 
the same type-bar—a most awkwardly elab 
orate variety of the shift-key principle—by 
simply multiplying the number of keys by 
six. This completed, 60-key machine made 
quite a sensation in the mechanical world 
and is much commented on in t Italiat 
journals of the day 

Bringing our history thus up to the mid 
dle of the Nineteenth Century, we rea 


the period when two decisive events in 
world of invention proceeded to sl apt de 
cisively the future of the typewriter idea 
The first of these was the advent of Ra 
vizza, whose telling work, both in bringing 
to a focus the essential points of all previ 
ous models and in adding to them his own 


distinctive discoveries, has alrea 1y been 


described in the first of this series I pa 


pers. But the other event was even more 
definitive of typewriter progress [It was 
nothing less than the beginning \met 
ican interest in the typewriter. It was the 
age of dawning invention in this country 


the age of the steamboat, the cotton gin 
and of the half-realized potentialities of elec 


tricity. With the growing importance of com 


pi 
le 


ne 
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—— mercial life to this growing nation, the first 
feeble foreign attempts at devising a prac 
woltagnpresmrigrrriicg aang | il he Protec ctoera h 
attention on this side of the water. Experi- 


ments once begun, the rare Yankee genius 


for bringing things to a conclusion, so limiting line , qe @* “yh 
characteristic of young and vigorous c1\ = eTy DOLLARS G3U 
ilizations, brought results with sudde n NOT OVER } Pi TRC ‘ 
































swiftness. The principles which Europe had 
gropingly tested, were here harnessed fast 
to the rock of achievement is the only form of check protection 
Of those triumphs and of their world that has never been successfully altered. 
embracing significance, this is not the place It is used and endorsed by at least 90% 
ee. See es Nene ee of all American banks, and _ over 
credit without detracting from the interest ; 
and the value of those earlier over-seas ex 100,000 business houses. Do you Trec- 
ari periments, here set down, which were their ommend it to your customers? 
pon forerunners and which they brought to so: 
ing. successful a consummation MADE ONLY BY 
od 
aes TRADE PRESS CONVENTION. G. W. TODD & CO., 1121 University Ave., Rochester, N. Y. 
lan 
Oo President H. M. Swetland of the Federa ae er ———_—_—-- -.- — s 0 ¢§. ————— — - . _— _ -~- 
oie tion ot lrade Press Associations in the {ONE Ye) Re YP Il || See a /2}| J) Soe IA Ge YO) 
sing United States has announced that the 0 COOK a Ci) 
ical eighth annual ccnvention will be held at Ko E S PATENT TIME STAMP & 
’ > Hote stor lew a -L Se > .r R 
an ee nr a tee ee ine ‘a “ a No. O, PRICE $2. 50 
a Mie Wate “Casi Gaiam deaeediiiiae ties For Timing Letters, Telegrams, Orders, Etc.-Eliminates all Questions 


New England Trade Press Association, the This Stamp can be used for FIVE Different Purposes, 


Chicago Trade Press Association, the St There is an opening below the arrow, so that the names can be interchanged, 


rtial Louis-Southwestern Trade Press Associa 4 the one stamp answer for five, such as REQ'D ANS’D FILED ENT’D DEL’D 









tion, the Philadelphia Trace Press Associa 
STATIONERS 
SPECIAL 


the tion and a number of unaffiliated publica 











~s tions, the total mémbership being two hun 
ca : 





the dred and thirty-six, representing over se\ 


ota- enty-five differert trades, industries and pro 





























orts ane _—m 

dis President Swetiand has appointed as chair 

the man of the Committee on Arrangements 

de William H. Ukers, editor of the Tea and y 
|. of Coffee Trade Journal, who, as president ot 

ling the Grocery and Allied Trade Press of 

ced America was largely responsible for the 

an highly successful grocery trade press con Placed in a Counter Easel, Packed in 

ne vention held at the Hotel McAlpin, New Cartons containing Six Stamps 
© by York, last January. Mr. Ukers is arrang- Z each with dates. 
Jab ing a programme for the Federation con iy HENRY BAINBRIDGE & CO., 99 William St.,NEW YORK 

by vention which will provide papers and ad Sold by KIMPTON & HAUPT, 130 William St.. NEW YORK >) 
: by dresses on topics of interest to manufactur FRANK A. WEEKS MFG. CO., 93 John St. NEW YORK @) 
=. ers, sales managers and advertising men, as | 2) WF 33 $e 
rid well as to trade paper editors and _ pub- 
lian lishers 
Two sessions will be held daily. There 


ce, will be editorial, circulation, advertising and What did we want to order in May— 


publishing symposiums, under competent 


en leaders Many of the leading editors, busi- Let me think! Oh, yes! Here it is. 


de ness managers, buyers and. sellers of ad- 


idea vertising and authorities on modern mer- | 
Ra- chandising methods will take part. 

ging On Friday afternoon, September 19, there | 

revi- will be a mass meeting with addresses by | 


representative business and_ professional 


own 
been men, on subjects of timely interest to edi- ”9 
tors. publishers and advertisers. Dis- We want the ““BEST EVER. 


nore tingished guests and worth-while speakers 


was will ke at the annual banavet. which will be | Then send the order to 


mee made a memorable social occasion. 


the Invitations are being extended to manu- | 
a facterers, sales manasers aavertisine men. | The [reland & Matthews “i. Co. 


trade paper publishers and all others inter- 


gin , 
ested in the idea of business promotion Dept. O, DETROIT, MICH. 


elec- 





through trade press efficiency. which is to 








“om 
be featured at the convention 
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Booth of Deutsche Buro Bedarfs Gesellschaft. 


MORE ABOUT THE FRANKFORT 
BUSINESS SHOW. 

Since the publication of the May issue of 

Office Appliances we from 

Frankfort-on-the-Main, Germany, four cuts 


have received 


several of the principal exhibits 


These 


showing 


at this exhibition four cuts are 


shown herewith, together with likenesses 


of the editors of four of the leading Euro 


Exhibit of the Torpedo 


vean publications in this field 
I | 


These like- 


nesses were taken from a picture of a group 


of gentlemen published in the recent ex- 


position 


schau of 


the way, 
handling 
is in the 

Office 


number of the Buro-Bedarf Rund- 


Berlin—a publication which, by 


shows a spirit and enterprise in 
the features of this event which 
highest degree commendable. 


\pphances much regrets that, by 





Typewriter. 





reason of some misunderstanding 


intentions, our friends in Germany did not 


xnibits, or 


send us photographs of all the « 


at least of ali of the principal exhibits, for 


it was our intention to report the Frank 


fort exhibition with the same attention to 


we bestow upon 


illustrative detail as that 


the Annual Business Show in New York 





J. Freyman, Editor Russ. Rundschau, Warsaw. 


City and the occasional events this kind 
which are held in Chicago, St. Louis and 
other large American cities 

Che cuts shown on these pages include 
views of the booths of the Deutsche Buro 
bedarfs Gesellschaft, the 
Gesellschaft of Vienna: A. & H 
f Berlin and the Torpedo typewriter 


\pparatebau 
Durselen 


The first named booth displayed a num- 


ber of composition duplicating devices and 


supplies, typewriter tables, carbon papers 
typewriter ribbons, etc \. & H. Durselen 
are the representatives of the F. S. Web 
ster Company in Germany and Switzerland 
They showed an interesting variety of type 
writer ribbons and carbon papers, stencil 
sheets, etc. The Apparatebau Gesellschaft 
of Vienna exhibited the Rapax duplicator, 
a revolving stencil machine similar to some 


which are well known in the United States 


The booth of the manufacturers of the 


Torpedo machine showed that typewriter 
and interesting demonstrations were pr 
S¢ nted 

But little remains to add with regard t 
the exhibition itself, except that it was so 
successful that future exhibitions of the 





T. Ravisse, Editor Mon Bureau, Paris. 


kind are assured of liberal and enthusias 
support 

Kuropean cfhce equipment rnals did 
splendid work in covering this big event, 
giving reports which, in wealth of illus- 
tration and descriptive detail, leave noth- 
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ing to be 
which particularly distinguished itself was 


Bedarf Rundshau, already re- 


desired. One of the journals 


the Buro 
ferred’ to. It was illustrated with no less 
than thirty-five large half-tone engravings 
showing a general view of the big exhibi 
tion hall and views of leading exhibits, 
groups, etc. One especially interesting pic 
ture consisted of a full page group show- 


ing all the exhibitors and the people con- 





Friedr. von Schack, Editor Buro-Bedarf Rund- 
schau, Berlin. 


nected with the respective booths 


Those 
whose privilege it is to be well acquainted 
among the office equipment fraternity 1m 
Europe could pick out many familiar faces 
in this interesting picture The editor of 
Office Appliances was himself able to re 
people, although it 


ognize several of the 


has not yet been his good fortune to be 
able to visit members of the trade on th: 
other side ot the Atlantic 

A CANADIAN BUSINESS SHOW. 

\ representative Canadian Business Show 
will be held in the 
October 8 to 14 next 


\rena, Montreal, from 

The exhibition will 
be open to manufacturers of business and 
office appliances and it is expected that 
there will be a very large attendance of 
Canadian business men 

The show is under the same management 
Show, 
All of 


the exhibitors at this show were extremely 


as the recent Toronto Business 


which proved to be a great success 





NS 


Prof. Mario Boni, Editor L’Ufficio Moderno, 
Milan. 


enthusiastic as to the business they ob- 
tained . 

The show will be appreciated in Mon- 
treal as an education in up-to-date busi- 
ness appliances, methods and_ systems. 
There will be special features, such as add- 
contests and typewriting con- 


del office 


ing machine 
tests and a m« 





own 
— 





Exhibit of A. & H. Durselen, Webster Agents. 


Wilcox, 


of the recent Toronto Business Show, with 


The manager is E. M 
head office in Toronto at 62 Temperance 
Vlontreal office at 910 New 
Montreal 


street, and 


Birks building, 


NEW STATIONERY CONCERN. 
R. C. Thomas and Arthur Grayston, for 
merly for many years with the Edwin R 


Williams Stationery Company of Minne 


manager 


apolis, have discontinued their connection 
with that company, and have organized the 
Thomas & Grayston Company, which will 
do a commercial stationery business. 

The headquarters of the new company 
are at 422 Hennepin avenue. 





It is always the man who gives the least 
to the world who complains about getting 
little. 


VERVIELFAUTIGUNGS M ASCHINE Sc ae 


PARATEBAS GES LLLSED WwW 





Where the Rapax Duplicator Was Shown. 
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SALESMAN VERSUS ORDER-TAKER 





QBSERVATIONS DRAWN 
QUALITIES WHICH MAKE COMPETENT SALESMEN IN THE OFFICE 
By MorGan E. BALLOvu, SALES MANAGER, 
COMPANY, 


SPECIALTY F 
DUPLICATO 


IELD 


FROM EXPERIENCE 


MANUFACTURING 


REGARDING THOSE 


CHICAGO 








asked 


OU have 
some logical 


mental qualities which make for suc- 


me to give you in 


wrder the personal and 


cess in the selling of office specialties, these 


conclusions from fifteen 


to be drawn my 
years of experience as a typewriter sales- 
man and branch manager and as a sales- 
man in other departments of office ma 


chinery 


Obviously, the first consideration of the 


salesman must be what is known as the ap 
proach. To illustrate: Suppose I were to 
go into a busy office and were to be met 


by the office boy, who is generally a pretty 


good reader of human nature, and should 
say to him with a hint of diffidence in my 
manner “Will you please take my card 
to Mr. Jones?” 

The chances are he would size me up 
as a salesman who did not have full con 
fidence that the proposition I had would 
appeal to Mr. Jones. He would take my 
card in and Say perhaps 

‘Mr. Jones, there is a man outside who 
wants to see you. I think he is a sales- 
man for something or other 

\Ir. Jones’ reply would naturally be that 
he was too busy to see me 

(Yn the other hand, if I were to go into 


knowing in my 


as one which Mr. Jones 


proposition | had we 


ought to ke using in his office, and I should 


confideatly present my card to the ofhce 
boy and quietly but firmly say to him 
‘Please hand this card to Mr. Jones,” the 
probabilities are he would say 
‘Mr. Jones, this man wants to see you 
and I think he has something that may 


be important.” 
the office boy or on any other intermediary 
the to 
upon 


impression the salesman makes upon 
whom he 
the 
The salesman must there 
hile 


it in his manner, which must 


himself and 
to talk, is 
customer 


between man 


wishes reflected pros- 


pective 


fore know his mission is worth w and 


must show be 


confident, dignified, firm and to the point 


The second point which the salesman 
must take care of befere he can hope to 
win the fullest measure of success in his 


profession, is an intimate, thorough, accu- 


rate, technical knowledge of the machine 
he is selling. Until he has such a know- 
ledge of his machine he cannot bring him- 
self to that point of faith and enthusiasm 
which’ will carry him right through from 
the approach to the final signing of the 
order Faith in one’s proposition is built 
upon knowledge of it, and until one knows 
one’s machine in its every detail and all 
its uses he cannot know, as a matter of 


certainty, that the machine he has is what 
his prospective customer ought to have to 
facilitate the conduct of his office detail 
Faith in his proposition and perfect cer 
tainty that the ‘machine one is selling is 
fitted to the needs of the customer one 
approaches, are the prime considerations in 
selling office specialties, and these attri- 


butes cannot come to a man until he knows 
talking about 
should be 


such a 


perfectly what he is 


\ salesman abie to present his 


proposition in way to interest 


das 
his customer; not only in his own desire to 
sell the but to 
tention 
His 


direct 


make obvious his in- 


eoods 


to benefit the customer personally 


approach to his customer 


should 


prospec tive 


eradicate that negative con- 


dition of the buyer's mind which arises in 


all of us when somebody approaches us 
with the request to do something we had 
not before intended to di In the case of 
selling goods this negative condition of 
nind is very rapidly translated into an 


opposing condition which springs instant 


ly into life if one’s approach is wrong. If 


it is right, however, the mind for a mo- 


ment hangs in the balance until is grasps 


the general outlines of the proposition. If 


these are properly presented and interest 
is aroused, the salesman’s knowledge and 
tact are likely to close the deal. His ap- 
proach therefore should be such as to eradi 
cate the negative condition of the buyer's 
mind, hence the salesman should not at- 
tempt to present his case until he can do 


so with full understanding of the goods he 
has and with perfect knowledge of what 
his particular device will do for the pros 
pective buyer. He must figure out an ap 
proach that will arouse irterest at Once, 


that drag for an instant. 


To 


for he cannot let 
— 2 


otherwise opposition will be aroused 


illustrate 


Suppose I were selling typewriters, let it 
be any standard typewriter, of the best 
possible construction and with all the feat- 
ures of merit which are to be found upon 


a modern standard machine Suppose | 


were to approach a prospective buyer with 
this formula 

“Good morning, Mr. Blank. Can I inter 
est you in a typewriter today?’ 

What would be the answer Need I say 
that the reply would alt st invariably be 
no, and that if later lid interest tl 
prospect I would have to climb a labor 
ovs mountain of opposition created by my 
own ignorance of the proper method of 


approach? On the other hand, if I were 


to say 


Mr. Blank. I have a ma 


“Good morning, 








chine which | am convince will fit into 
the conditions of the work here in your 
ittice [ want only five minutes of your 
time to sketch out the features of tl 
machine and to tell you what it will 
and how it will save you mone, applie 
to the work of your business You at 
under no obligations whatever to buy tl 
machine \ll I want is a chat to demon 
strate what it will accomplis 

Hiere the salesman has put plain, b 
ness-like proposition which nine times out 
of ten will get an audience unless ther 
is some very particular reas« why his 
customer cannot give him at that moment 
the necessary time in whi to describe 
his machine If he cannot he has pave 
the way for a future intervi and is 
reated a prospective buyer for his good 
In ery many cases his right approa 
ill ultimately result in a sale, provide 
his judgment is correct and the mach 
is actually applicable to the work of his _ 
prospect 

None of us sell a panacea. No machine 
that ever was made will d ll the wor 

thee and it is of no us ! sales 

man to take up a man’s time wit ul 
fetitious claims that he has a machine 
that will do the impossible Che sales 
nan must use sense, honesty and dis 
tion and he must be modest as well as 
dignified, avoiding all bombast and hi 


‘ ‘ ._ 
olored phrases 


The salesman should not always be a 
talke1 Sometimes he mus e a listens 
There is one part of the process whereit 
a salesman must listen as effectively 
he talks It he succeeds in nterestin 

stomer to the point wher e will de 
cribe just what his needs a1 he mus 
pay close attention and be able to reply) 
nstantly as to just how his particular 
hine or device will fulfill the peculiar 

uirements which the prospective is 
tomer desires to have covered If his 
hine obviously will not take re o 

spective’s work then it is best for him 
t admit the fact and eall n the ne 


What a Salesm 


His Machine. 


It is highly i 


’ rot 


tand the 








an Ought to 


nportant that t salesmat 


machine 





tT Taliie work up He 1 —T T \ the 
technical names of all its rts and hy 
ich part 1s used and the relation of icl 
irt to every other part. | n attempt 
! to describe his machine e refers t a 
some portion of it as “this here thing 
or “that thing,” expressions which I have 
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Lifting the lid 
to an easier 
day's work 






THEY Fit All 
Standard Typewriters. 


THEY reduce the noise—absorb the shock 


increase the resili- 
save repair bills — 


ease the key action 
ency—save the nerves 
are sanitary. 


THEY prevent machine from slipping or 
creeping. 


Fill in the coupon — get a sample set 


aes De oP 


THEY retail at $1.00 
THEY have no equal 


Typewriter Sundries Co. 
38 So. State St. CHICAGO 
Typewriter Sundries Co. 
1900 North American Bldg., CHICAGO 


Please send me a free set of Grady’s Cushion 
Feet for the typewriter. This is to put me 
under no obligations to you, except to give you 
my opin‘on of the cushion. 


Name 


Address 
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actually heard from salesmen attempting 
to demonstrate their goods, he kills the 
probability of a sale at once, unless the 
customer is more intelligently informed 
than he is himself. When the salesman 
fails to impress his customer with his own 
knowledge of the machine he would better 
return to his office and take a course in 
its construction from the repair depart- 
ment and not attempt to approach a cus- 
tomer again until he is prepared at all 
points to answer every objection 

Salesmanship is something which _ re- 
quires complete knowledge all the way 
through. Many customers think they are 
technical themselves and will ask questions 
which will puzzle a man who is not familiar 
with the technical points of his machine. 
Good buyers are more numerous now than 
they ever have been before, so that the 
ordinary superficial salesman is no longer 
a success. The salesman must know more 
about his proposition than his customer. 
Otherwise his customer has him at a dis- 
advantage. It is an old axiom of sales- 
manship that there is nothing wrong with 
your proposition if you know how to sell 
it. 

The Plodder Versus the Blue Sky 
Salesman. 

I have often read in articles on sales- 
manship that a man must try to find out 
what the hobbies of his different prospec- 
tive customers are and to be able to show 
some knowledge of golf, of hunting, or 
books, photography, gardening or whatever 
peculiar side pursuits his prospective cus- 
tomers may follow in their leisure mo- 
ments. But in my fifteen years of selling 
experience I have never found a man who, 
in business hours, was not more interested 
in his business than he was in his personal 
hobbies. Nor have I found anyone who, 
when approached on a business subject 
in a business-like way, would not prefer 
to talk about that at the proper time and 
place than about anything else. 

The enterprising salesman looks for op- 
portunities If he knows his goods and 
feels the same as a man would feel if 
he were sent a thousand miles to see that 
particular customer, then he won't have 
time to talk ball-games nor will his cus- 
tomer expect him to. 

The first quality in enterprise is to know 
in one’s’heart that the goods one has to 
offer are just what the prospective cus- 
tomer ought to have. 

The second quality in 
energy in work. I would rather have a 
worker who understands his proposition 
thoroughly and works his territory with a 


enterprise is 


fine tooth comb, missing no prospect, than 
to have the best “blue sky” salesman I 
ever heard of. There are a certain num- 
ber of people who are going to buy goods 
every single day of the year and the only 
way for the salesman to find them is by 
working 

When as a young fellow I started out 
from a stenographer’s desk to sell type- 
writers, I had an impression that the sales- 
man put in the same hours of work as 





June, IQI3 


did the typist. Accordingly I got on the 
job at eight thirty and worked until noon 
Between twelve and one I[ ate my lunch and 
at one o'clock I was on the job again work- 
ing until half past five or six o’clock 
I was actually ashamed to come into the 
office at noon for fear the manager would 
think I was neglecting the business of the 
company. I called on everybody in the 
territory to which I was assigned, and 
while I knew nothing whatever about how 
to sell the machine I was handling I did 
make eighteen sales the first month I 
worked, simply because I missed no oppor 
tunity to show the goods I had. I remem- 
ber very well that my first work was done 
under S. W. Crandall, one of the old-time 
Remington managers here in Chicago. In 
those days typewriter salesmanship was 
not understood as well as it is today but 
Mr. Crandall was one of the pioneers in 
improving salesmanship conditions and did 
much to give the young men under his 
charge the right principles of work. Years 
later when I was more experienced in 
salesmanship and understood a few of the 
things I have been telling you, the man- 
ager under whom I was working at the 
time instituted a system of markings where- 
by he could judge the ability of each of 
his men. I recall that one man was called 
in who had been selling typewriters for 
ten years under the old “blue sky” system 
of salesmanship. These markings included 
twenty points, each point to count five 
and under them each salesman was given 


an examination. For instance, approach 
was five, knowledge of the carriage release 
five, of the space bar five, of the universal 


bar five, etc., including the different prin- 
cipal features of the machine to closing 
the deal. The first examination which this 
old salesman underwent gave him a mark- 
ing of forty-five. After four weeks’ instruc- 
tion from day to day in the regular course 
of his work he achieved a marking of 
ninety-seven and a half and his results 
were correspondingly improved 

Let not the salesman think that a Henry 


James vocabulary sells goods It does 
not But a live, enthusiastic, technical 
knowledge of what one has to sell and the 


ability to be on one’s feet eight hours a 
day, brings home the bacon 
Closing the Deal. 

It takes a shrewd man to tell when his 
customer is ready to buy. I am personally 
a believer in the signed order But just 
at what point in the process to present 
the blank for signing, is a matter of in 
tuition on the part of the salesman. One 
thing is certain, do not approach the cus 
tomer in such a way as to lead him to 
believe you must have the order on the 


first call Your proposition should have 
merit enough so that you are sure he will 
give you the order sometime even if he 
does not give it to you today \t the 
same time your proposition must be so 
presented that he will be glad to give the 
order today because you have made him 


see how your proposition is worth more 


to him than it is going to cost him 


mI 
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Persistency in salesmanship is a jewel, 
but not obstinacy. Be persistent, but not 
obnoxious If you know your prospect 
should have your goods, never let up on 
him, but don’t bore him. Remember that 
all of the human family are a little crazy 
on some subject. At some point in your 
demonstration you will be likely to dis- 
cover just where your proposition interests 
your prospect. If one has found that his 
prospective customer is intensely interested 
in card catalog work; if, in other words, 
the work of his office consists very large- 
ly of card indexing and he shows interest 
in those features of the machine which en- 
able it to write on cards with peculiar 
ease and accuracy, then on that point that 
salesman should bear down most heavily 
for that is the point which will very likely 
decide the sale. On the other hand, if the 
customer requires a machine which will 
do good manifolding work, let the sales- 
man emphasize the manifolding capacity of 
his typewriter and so on through the en- 
tire list of office machines. 

When you have interested your customer 
in the point which particularly appeals to 
his requirements, then is the time to get 
the order signed. 

The salesman is the connecting link be- 
tween the public and the manufacturer 
One may have an article of the highest 
merit and use every means to bring it 
before the public, but without the deft, 
persistent force of the salesman he may be 
unable to make a single sale. The sales- 
man is the connecting link which makes 
successful every article that must be ex- 
plained before it is sold. Without him 
commerce would fail. We all have some- 
thing to sell. Everyone of us is a sales- 
man, no matter what our position. We 
sell our services, our every-day attitude 
toward those with whom we come in con- 
tact. We are good salesmen or poor sales- 
men according as the service we sell is 
efficient and pleasing to others. When I 
come into the office in the morning one 
ot my stenographers may be grouchy. She 
does not look up to say anything. The 
others say: “Good morning, Mr. Ballou,” 
and I instantly feel that I am of some 
importance to the people with whom I am 
associating every day They have sold 
me their services to the extent of making 
me feel better satisfied with myself. My 
personal stenographer brings me my mail. 
She lays it upon my desk and I See that 
she has taken the precaution to’‘open each 
envelope and I say to myself: “This young 
lady is looking out for my interests and 
is trying to save my time.” By making 
my mail easy to handle she has thereby 
sold me a service which is valuable to 
me and valuable to herself. 

In olden times the salesman was given 
a catalog and told to go out and sell 
goods. Now the salesman must know the 
goods and know how to sell them before 
he is permitted to go out. He is, in other 
words, not permitted to spoil good pros- 
pective business through ignorance of the 
goods he is handling and the broad basic 
Principles of salesmanship. 
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Visible stencil cutting machines are like visible typewriters—meaning 
absolute accuracy, higher speed and better work. 
The invisible typewriter has long passed from use, replaced by the visi- 
ble machine of today. With the stencil machine it has been the same. 
Every day the visible Ideal 
Stencil Cutting Machine is re- 
placing the old-style invisible 
machines where the stencil is 
moved by hand and spaced by 
the inaccurate friction feed. 


What An Ideal User Says: 


IDEAL) DO NOT CUT METAL We have been using your No. 1 Ideal Stencil 
NO.| == - Cutting Machine for several months and it has 

, given us so much satisfaction that we thought it 
was our duty to write you complimenting-you on 
this machine. 

We have tried many different kinds of Stencil 
Cutting Machines, but never found any one that 
would equal your Ideal, and are pleased to highly 
recommend it to anyone. 

We have not experienced the least difficulty n 
cutting stencils and wish to state that it has been a 
big time saver to us. Yours ule 
THADDEUS DAVIDS CO., 

J. W. R. Merckie, Pres . 








JWRM/IH 

The Ideal will cut cardboard stencils for marking your shipments at a great saving of time, labor 

and expense, and with far better results than a Hand Marker could address your shipments. 
WRITE FOR BOOKLET AND PRICES. 


IDEAL STENCIL MACHINE CoO., Belleville, OL, U. S. A. 


Agencies in all principal cities ‘n the United States and foreign countries. A few good territories stillopen. Write us. 





Reduce Mailing Expense 


Increase Office Efficiency 


SAUNDERS’ "455,204, couste ual 


S ealogrsr aph THREE MODELS 
; Hand Power, Electric 
and Automatic 


A perfect moistener comprising a metal disc 
revolving in water—no wicks or pads tq get 
gummy—nothing to change or renew. All 
parts GEAR DRIVEN—no chains to work 
loose. Two sets of Sealing Rolls. Stacks 
the sealed envelopes in perfect order. Its 
superiority repeatedly proven by competi- 
tive tests. 

Tested and adopted by concerns of in- 
ternational reputation such as John Deere 
Plow Co., International Harvester Co., 
Packard Motor Co., Western Electric Co., 
R. G. Dun & Co., National and International Banking Corporations, State Departments 
and hundreds of others whose judgment commands acknowledgment. 

Seals, without adjustment, various sizes and kinds of envelopes—correspondence, pay, out- 
look or penny savers, rapidly, neatly and securely. 

The Sealograph makes good where others have failed. The most practical, simple, dura- 
ble and efficient sealing machine ever made. The Sealegraph seals millions of letters daily 
in all parts of the world in practically every line and kind of business. Prominent users every- 
where and every user a booster. 

Regardless of what machine or means you have tried or are using, the Seal- 
ograph will make good—it will increase efficiency and reduce expense. 

Ask for evidence. The greatest time and labor saver in any office. A FREE TRIAL will 


convince you. 


SAUNDERS & CO., 521 Southwest Bivd., Kansas City, Mo., U. S. A. 





Patented in U. S. and Foreign Countries 
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‘“*‘DICTAPHONE 
DOLLARS” 


is a book written for 
those who make 
their living by sup- 
plying business men 
with the tools of 
commerce. 


It offers reason 
and logic to sup- 
port the statement 
that inside of ten 
years there will be 
three Dictaphones 
in service for every 
typewriting ma- 
chine. 


It therefore pre- 
sents reasons why 
the live dealer with 
a wise eye on his 
future will jump on 
opportunity— his 
opportunit y—and 
get in while exclu- 
sive territory is 
still available. 

Write YOU for that Book. 


TAE DICTAPAVNE 


104 Tribune Building 
NEW YORK 


(Columbia Graphophone Company, Sole 
Distributors.) 


Branches in all the principal cities. 




















TYPEWRITER DEALERS’ ASSOCIATION 





MOoOvEMENT STARTED 


AMONG TYPEWRITER DEALERS TO PROMOTE Co- 
OPERATION, AND DEFINE 
MANUFACTURERS, JOBBERS AND 


FoRM ORGANIZATION 


RELATIONS BETWEEN 
RETAILERS. 








HERE has been for a long time con- 

siderable talk of organization amony 

the typewriter dealers of the United 
States. The matter has been discussed for 
several years and everyone who has ex 
pressed an opinion believes that such a 
movement can be carried to a_ successful 
conclusion and that it will result in mani- 
fest advantages to the entire trade. But 
until recently no steps have been taken to 
crystallize this movement. It is believed 
that an association built after the plan of 
the National Association of Stationers and 
Manufacturers, which has proved so suc- 
cessful, can be formed among the type 
writer dealers. 

As a starter for such an association, some 
members of the trade in St. Paul, Minn., 
have prepared the following announcement 
to which it is hoped there will be a hearty 
response 

“The retail typewriter dealers of America 
are conducting an important branch of the 
typewriter trade, with an aggregate amount 
of business running into very high figures 
annually. Ours is one of the few important 
lines of trade in which there is no trade 
organization of any kind. An association is 
needed for the welfare of our trade and for 
the welfare of our patrons 

“This proposition is not a novelty in the 
minds of many who have the best interests 
of the business at heart; an organization of 
typewriter retailers has long been a 
cherished hope. Recent correspondence 
with dealers throughout the United States 
indicates that ‘NOW IS THE ACCEPTED 
TIME’ for the initial move 

“Therefore this CALL is for you, Mr 
Retailer—not the other fellow, but YOU, to 
join in one grand effort to give standing 
and repute to legitimate retail <lealers in 
typewriters. All retail typewriter dealers 
have interests substantially identical, and 
in the formation of an association the sug- 
gestions, counsel and advice of all must be 
taken into account. Each prospective mem- 
ber is invited to offer suggestions pertinent 
to the subject, since no one man can hope 
to cover the entire problem and adequately 
meet every issue. 

“The general purposes of the association 
should be: 

“1. To create and foster a permanent 
feeling of friendship and fraternity among 


ourselves. 


“2? To increase the growing confidence 





of the buying public by furnishing such 
guarantees and co-operative assurances as 
belong to other legitimate and recognized 
lines of trade. 

“3. To secure mutual protection and co 
operation in all things pertaining to the 
welfare of our trade. 

“4. To secure the proper definition of 
the relations between jobbers and retailers 

“WRITE and make yourself known at 
once 

“EDWARD A. PREUSS 
“Provisional Secy 
“134 East Fourth St., St. Paul, Minn.’ 


The general idea of the advantages of as 


sociations among the members of given 
trades is right. The fact that almost ever: 
class of business enterprise has its o1 


ganization of national scope is evidence that 
there must be advantages in the idea whicl 
more than compensate for the trouble and 
expense of conducting the organization. li 
is somewhat anomalous that the typewriter 
dealers—the men who were the very 
pioneers of progress in modern business 
matters—should be the last ones to accepi 
the advantages of a national organization 

Trade associations are not law-breakers. 
This notion has long since been exploded 
\ few tried big stick methods and came in 
contact with the legal buzz-saw, whose em 
ployment in this connection was supertiu 


ous, since such methods are foredoomed to 


failure in the very nature of things. They 
were psychologically wrong, since the suc 
cess of trade association depends wholls 
upon the approval and agreement of all the 
members of the trade, whether actually 
members of the association or not. for one 


or two men who have acquired a grievance 
against the organization can make enough 
capital out of their wrongs to nullify the 
work of years of faithful organization effort 


on the part of other members 


\n association, to be successful, must be 
educative; must first determine what facts 
must be known to accomplish a given re 
sult, and must faithfully collect those facts. 
digest them and present them ‘n logical 
form, showing a sincere desire to help 
everyone and backing it up with a present- 
ment of facts and suggestions which give 
logical grounds to expect success. In this 
manner, all members and prospective mem 
bers will be harmonized and active opposi 


tion will be avoided 
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National Office Registers are Furnishing to Business 


Men Everywhere Information and Protection in Such 


Departments of Their Business as 


Disbursements 

Credits Allowed 

Checks Drawn 

Balance in Bank 

Rentals Received 
Commissions Paid 
General Expenses 

Total Received on Account 
Total Paid Out 

Total Agency Collections 
Customers’ Refunds 
Disbursements for Agents 
Cash Orders 

Coupon Sales 

Office Sales 

C. O. D. Out 

C. O. D. In 













The National Office Register records and keeps sepa- 
rate totals of nine different classes of accounts. 


The National Cash Register Company, 


Rentals Due 

Pay Roll 

Expense Vouchers Passed 
Invoices Received 
Branch Office Sales 
Sales in Each Line 
Total Credit Sales 
Agency Orders 
Cash Mail Orders 
Installment Mail Orders 
Wholesale Orders 
C. O. D. Orders 
Goods Returned 
Goods Sent on Approval 
Factory Sales 
Discounts Allowed| 


Name . 


City 


Street 


Business __ 


Petty Cash Paid Out 

Factory Deliveries 

Total Mail Collections 

Wholesale Collections 

Foreign Exchange 

Various Kinds of Goods 
Purchased 

Goods Received 

Warehouse Stock on Hand 

Paid Out for Repairs 

Paid Out for Rent 

Paid Out for Light 

Goods Sent to Storehouse 

Material Purchased 

Total Accounts Receivable 

Accounts Payable Passed 

Shipments from Each Mill 

Warehouse Deliveries 


Write below any nine divisions of information that 
- you want to know about your business, mail this 
page to us and we will show you how you can 
secure them. 

















Dayton, Ohio 
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Seals 100 Envelopes 





Per Minute 


The NOVELTY | | 
Envelope Sealer 


It is the ONE Envelope Sealer 
that does a complete job with- 
out any Special Adjustments. 














Price $1(.00 


Better than $75-$100 Envelope 
Sealers—because—it makes no 
difference whether square, ob- 
long or ANY size—it SEALS 


them all perfectly. 





4 


f 

















Seals Any Size Envelope—Any Shape 











The FIRST really satisfactory 
low priced sealer on the market 
—NOT mere words— BUT 
FACTS. 


AGENTS —DEALERS — OFFICE EQUIPPERS 
WANTED 








Manufactured by 


Office Appliance Mig. & Novelty Co. 
Park Building, PITTSBURGH, PA. 














INVENTOR SUCCEEDS 


AS MANUFACTURER 





WuHo Mabe 


STORY OF JAMES V. WASHBURNE, OF SYRACUSE, 
GooD IN 


A DiFFicuLt ROLe. 








inventive talents 


E N who 


seldom succeed as the producers of 


possess 


their own inventions on a commer- 
cial scale. Their minds, perhaps, tend to 
ride one hobby to the exclusion of other 
The subject of this sketch, how- 
ever, likeness adorns the 
piece of this number, has a mind so nicely 
balanced that it has created several highly 


affairs. 


whose frontis- 


useful devices, at the same time mastering 
the details of manufacture, salesmanship 
and finance so thoroughly that he is at the 
head of the O. K. Manufacturing Company, 
one of the strong 
Syracuse, N. Y. 
Mr. Washburne 
Oswego County, New York, July 5, 
He attended district school during the win- 


specialty concerns of 


Granby, 
1855. 


was born in 


ter time, and after he was twelve years old 
he helped his father and brothers in a Stave 
which the elder 
at that 


mill. and barrel factory 


Washburne conducted 


owned and 
time. 

When he was sixteen years old James V. 
Washburne went with a New 
York City and secured employment in the 
Washburne, a 
signs and 


cousin to 
factory of his uncle, W. L 

emblematic 
Nearly all of these 
metal, and 


manufacturer of 
weather vanes. signs 


from young 


were made white 
Washburne 
molding department at a 
week, $4 of which went for board and lodg- 
relates that at this 


he had 


became an apprentice in the 


salary of $5 a 


ing. He humorously 


time, besides his every-day suit, 
one other suit of 
which he kept for special occasions 
ing of this and having no money 
which to buy another suit, he hit upon the 


best suit black. 


“salt and pepper” clothes 
Tir- 
with 


plan of having his dyed 


Completing his apprenticeship in two 
years, young Washburne, having saved 
what money he could,: arranged with his 
aunt for board and lodging, partly on a 
cash and partly on a labor basis, and en- 
tered grammar school No. 49, whose 
courses of instruction he finished in two 
years. 

During the four years in which young 
Washburne was in New York his father 


had suffered business reverses, losing all 
his property, and decided to move his fam- 
ily to Whiteside County, Illinois, and com- 
mence over again. The man fol- 
lowed his parents to their new home, and 


After 


young 


became a teacher in a district school. 





two years of this work he took a two 
years’ scientific course at Northwestern II 
linois College at Fulton, Ill. He paid part 
money he had saved 


when a teacher and worked at odd jobs in 


the balance On 


of his tuition out of 


the college to pay for 


finishing’ the course, he took a teacher's 


examination, received a first grade certil 
cate and taught for several years His 
last school was at Unionville, II] 

\fter he finally decided to give up teach 
ing, Mr. Washburne 
der W. E. Bleunt, 
agent for the American 
“My work,” said Mr. Washburn 


secured a position un 


western selling 


then 
Book Company of 
Chicago 
“was to sell school books and the 


American Complete School Cl 


recently, 
art, which, 
at that time, was considered one of the best 
works of its kind for schools, especially in 
My work finally took me to 
veral coun- 


rural districts. 


Kansas, where I worked in sé 


ties of that state and had the distinction, 
in one instance at least, of securing orders 
from every school district out of 33, the 
total number in the county [his was not 
easy to do for the fact that the laws were 


such in Kansas, at that time, that I had t 


secure the consent of three directors in 


every one of those schools. This was par 


ticularly difficult owing to the fact that 
many of those districts had been fleeced 
by disreputable agents. 

“These trips took me from my home in 


Morrison from two to six months at a 
On my last trip home I took out my 


collar fasten 


time, 
first patent, which was on a 
er. This invention was a necessity, in a 
measure, as I had always had trouble with 
my collars not fitting my shirt band J 
conceived the idea of making a collar fast- 
ener having a frame with qn inner 
and a lever which would push against the 


spring 


spring to clamp the free ends of the collar, 


thus. the collar could be let out or taken 
up as desired. This patent was granted 
July 4, 1893. At the same time, I invented 


a cuff fastener for which I secured another 
patent March 27, 1894. From that time to 
the present I have worked along the line 
of invention and manufacturing.” 

After having secured these patents Mr 
Washburne commenced to look around for 
the best way of putting them on the mar- 
ket He first went to Chicago and en- 
gaged a model maker to make 


models of both articles. After getting these 


working 
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models, he went to Waterbury, Conn., to 
get machines made for making the articles 
which he planned to move west after the 
machines were finished, but finally decided, 
owing to the advantages of getting skilled 
workmen, familiar with the manufacturing 
of small articles, to keep the machines in 
Waterbury and commence manufacturing 
there Accordingly, he mov>* 

Everything went well and they found a 
fair sale for these articles, which embraced 
cuff holders, scarf fasteners, pencil holders, 
key chatn fasteners, drawer supporters and 
bachelor buttons These fasteners have 
since become celebrated as ‘“‘Washburne’s 
Garment Fasteners” the.world over. The 
company was finally absorbed, however, by 
the American Ring Company of Water- 
bury, Conn., and in 1897 Mr. Washburne 
gave this company an exclusive license, un- 
der a royalty agreement, in which he was 
to receive 10 per cent. on the gross selling 
price. He had full supervisic " 

In 1902 Mr. Washburne made applica- 
tion for an improvement in .paper fasteners 
and secured a patent:in 1903. As Soon as 
the patent was issued he had machines 
built for making the fastener and for two 
years after the machines were built the 
fasteners were made in Waterbury and 
shipped to Syracuse, N. Y., in bulk, where 
he put them up in the brass boxes and 
trade-marked them “O. K.” He selected 
“O. K.” as a trade-mark because it could 
be stamped on each fastener. 

Mr. Washburne, being now in easy cir- 
cumstances, bought his grandfather’s old 
home, which had been sold, intending to 
make it a summer home, but later putting 
in improvements and making it a perma- 
nent residence. This place is upon the west 
bank of the Oswego river opposite Battle 
Island. 

“After I had a stock of a few hundred fasten- 
ers on hand,’’ said Mr. Washburne, “I went to 
New York to see if I could not induce the sta- 
tionery jobbing trade to handle my line. I 
secured an order from one house for 100,000 
fasteners, from another 50,000. I visited all the 
rest of the trade, but they turned me down flat 
on the ground that they had no call for my 
fasteners and until they did they would not 
handle them One jobbing house would have 
given me an order, but objected to having my 
name stamped on the box, but wanted their 
name in place of mine. This I refused to do 
because of the amount of advertising it would 
give me to have my own name there and fur- 
ther I believe in a manufacturer standing be- 
hind his make of goods. However, I went home 
feeling pretty happy that I had received at 
least two orders, which amount to 150,000.”’ 

As a result of the extensive advertising 
he then inaugurated and has since contin- 
ued, the O. K. Manufacturing Company’s 


sales on this line for the first quarter of 
this year were over 28 million fasteners. 

Mr. Washburne’s object in incorporating 
the business of the O. K. Manufacturing 
Company was for the protection of his 
family. The company is incorporated for 
$125,000, 1,250 shares; 600 shares of 7 per 
cent. preferred and 650 shares of common. 
All of this stock is owned by Mr. Wash- 


burne and family. 





NOTHER ANNOUNCEMENT 


Motor Equipment for our new Numbers 
77 and 78 Edison Rotary Mimeographs 


The On 


Number Metal 
78 Rotary Stand 
Mimeograph With Motor 


Mounted Drive 





This Motor Stand is handsomely designed and is made so either the 
No. 78 (automatic feed) or No. 77 (hand feed) Mimeograph may be 
mounted on it away from the factory—in other words, it is a separate 
unit. The motor is made especially for those machines and is so wound 
that the same motor will accommodate both alternating and direct 
currents. In ordering it is only necessary to specify the VOLTAGE of 
the current used. The speed regulator governs the speed, which reaches 
a maximum of 100 revolutions per minute. There is nothing on the 
market to compare with the outfit above illustrated for completeness 
and for low cost of production of duplicated typewriting. It is the 
most perfect device of its kind ever offered. 


New Dermatype Stencil Process for Use 
With All Models of Rotary Mimeographs 


This new skin-like stencil sheet is waxless and indestructible. It is as flexible as 
cloth, will mot crack or tear, is not affected by hot or cold temperatures, and will 
yield many thousands of copies from one original writing. It cannot be damaged in 
handling. It is a complete revolution in stencil papers and will broaden the world 
of stencil duplication beyond any possibility heretofore conceived. 

Do you want to know more about these wonderful inventions? A post card ad- 
dressed to our Mail Department will bring you further information. 


MADE ONLY BY 


A. B. DICK COMPANY, Chicago and New York 


! When we placed upon the market our patented wax stencil 
WARNING > Paper process, over twenty-five years ago, we were occasionally 

annoyed by petty infringers of our patents until the Courts 
compelled a discontinuance of such infringements. We may not be free from a like 
temporary annoyance through infringers of our inventions covering the new machines 
and stenciling materials, as some manufacturers prefer to imitate rather than to 
create. We, therefore, warn all against the manufacture, sale, purchase or use of such 
infringing machines or stenciling materials. ALL INFRINGERS WILL BE VIGOR- 


OUSLY PROSECUTED. 











{James V. Washburne, president and treasurer of the 
0 kK Manufacturing Company of Syracus N Y 

was born in the Empire State and received his later 
education in Illinois, where he taught a district 
school for some time previous to taking a_ scientific 
course at the Northwestern Illinois College at Fulton, 
in Whiteside County His last school-teaching experi 
ence was at Unionville, Ill., where he was principal 
after having worked his way through college Soon 
after this he gave up teaching and went on the road 
selling school books Then he invented a collar fasten 
er and from this time on he has followed his in 
ventive inclinations Hie is one of the few inventors 
who have achieved success in the making and market 
ing of their own products 

> . . 
fA R. Ames of Ames & Filstead, Chicago, says he is 
thirty some years old—we refrain from giving the 
exact figures—never was in jail and was arrested once 
because the policeman and the speedometer of the 
Ames auto refused to agree Rumor has it that he 
got out of this difficulty without a fine because the 
judge happened to own the same make of machine 
. . . 

fJames R. Gooding, manager of the New York office 
of G. W. Todd & Co., of Rochester, is a close student 
of business methods and conditions and especially of 
modern salesmanship Gooding has a happy faculty 
of language and once in a while contributes some cood 


house organ for the 


material to the Protectograph 
benefit of ‘‘the boys.’ 

> * . 
"Sir Alexander Lawrence, who recently visited the 
United States, and who intends to put a new, standard 
visible, British-built typewriter on the English mar 
ket, is a lawyer by profession, with offices in the 
Temple, London He is a big, well built young man 


and in his student days at Oxford he was one of the 


best amateur boxers in the University 

* > > 
"Ben E. Calkins, the Montana office equipment man 
is the Tom Murray of Anaconda He is full of clever 
advertising ideas and never ‘misses a chance to a 
quaint the public with what Ben Calkins has to sé 


that business and professional men ought to buy 

> > . 
{Former Senator W. Murray Crane of Massachusetts 
is one of the most important paper mill men in the 
United States, and is one of the best loved men in 
his home town of Dalton Mr. Crane is very eco 
nomical of words In Washington they used to say 


that Senator Crane was the only member of the upper 
house who would not make a speech, yet notwith 
standing his silent methods he was one of the most 
useful men in Congress Whenever the Senator started 


softly about the chamber, quietly conferring with his 
various colleagues, important legislative results were 
almost sure to ensue 
> + . 

{Dave E. Bloch, the recently appointed advertising 
manager of the Globe-Wernicke Company, is a product 
of the Pacific Coast He was born in Oregon not very 
many years ago His business life began when he 
became a stenographer for the J. K. Gill Company, 


in whose service he rese rapidly to the position of 
advertising manager He has held down the adver 
tising manager's job four times with three houses in 
a little over a year, and is now with the third. When 
ever he wants to return to either of his two previous 
employers it is said that a place will be made for 
him 
. . > 

{F. L. Sholes, sales manager of the Pittsburgh Visible 
Typewriter Company, is a typewriter man both by in 
heritance and by training He is a grandson f the 
inventor of the first jractical typewriter, and sinc 
1895 be has been closely identified with the type 
writer business He is an expert mechani s well 
as a high grade salesman and executive 


APPLIANCES 

NATIONAL OFFICERS TO INVADE 
THE WEST. 

The three senior officers of National 


Association and other prominent members 


the 


who are interested in its welfare have ar- 
ranged to take a trip to the Pacific Coast 
during thé months of June and July, for 
the purpose of getting in touch with the 
trade in the large cities of the West, and 


for active co-operation in 


the aims and purposes of the National As- 


planning more 
sociation than has been heretofore possible. 
Robert D First 
Frank D. Sec- 
ond James A. 

is chairman of the National 
Commission; H. C. Yeiser, president of the 
Globe-Wernicke Company; W. D. 
Boorum & Pease Company, and L. D. Be- 
Manufacturing Com- 


Patterson, 
Waterman, 


President 
Vice-President 
Vice-President Dorsey, who 


Catalogue 

Bevin of 
ment of Dennison 
pany, and other gentlemen of like standing, 
will compose the party. 

The idea originated Mr 
who found in his work as chairman of the 
that a _ personal 
the 


desirable, 


with Dorsey, 


Catalogue Commission, 
and leading 
and he 
has 


visit to conference with 
Western 


therefore 


was 
the 
Commission is prepared to spare no pains 
made all the plans and arrangements, by 
way of demonstrating that the Catalogue 
to acquire the necessary information to en- 


Houses 


organized party, and 


able it to be of the greatest possible service 

to the stationery industry in this country. 
The party will leave Chicago on Sunday, 

June 22, 1913, over the Chicago and North 


Denver on the follow- 


Western, arriving in 





ing day 
Che itinerary of the trip in full is as fol- 
lows 
Date. 
Lv. Chicago June 22 Sunday 
Ar. Denver June 23 Monday 
Lv. Denver June 25 Wednesday 
Ar. Salt Lake City June “hursday 
Lv. Salt Lake City June 27 Friday 
Ar. Los Angeles June 28 Saturday 
Lv. Los Angeles July 1 Tuesday 
Ar. San Francisco July 2 Wednesday 
Lv. San Francisco July 5 Saturday 
Ar. Portland July 7 Monday 
Lv. Portland July 8 Tuesday 
Ar. Tacoma July 8 Tuesday 
Lv. Tacoma July 9 W ednesday 
Ar. Seattle July 9 W ednesday 
Lv. Seattle July 10 Thursday 
Ar. Spokane July 11 Friday 
Lv. Spokane July 12 Saturday 
Ar. Gardiner July 13 Sunday 
Lv. Gardiner July 18 Friday 
Ar. St. Paul July 20 Sunday 
Lv. St. Paul July 22 Tuesday 
Ar. Chicago July 23 Wednesday 
All of the members of the National Asso 
ciation in the cities indicated have been 


communicated with, for the purpose of af- 
fording them an opportunity to arrange for 
this 
who 


distinguished 
the 


a suitable reception to 
group of gentlemen, 


trip solely in the interests of the National 


are making 
Association. 
The benefits to be derived from such ex- 


perience can be best understood by those 


who reflect upon the conflicting problems 
presented in the marketing of stationery 
by the Eastern and Western merchants 


These problems must be thoroughly under- 
stood on the part of the Com- 
mission in the preparation and publication 


Catalogue 


of their Bulletins 
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the Western dealers are en 
titled to direct, and positive evidence of the 
of the National Asso- 


ciation in its efforts to serve the stationery 


Moreover, 


vitality and energy 
trade, as thus exemplified in the willingness 


ot a body of successful business men to 


undertake a trip of about thirty days’ dur 
tion, for the purpose of spreading the gos 
pel of organization. 

The West 1s said to be the country 
enterprise, and therefore the first recog 
nize enterprise in others. It is therefore 


to be expected that the wlcome t » be ac 
corded to these gentlemen will be commen 
surate with standards of Western hospi 
tality, and the effort which is thus being 
made to bring the West into closer toucl 
with the National organization 

AKRON CONCERN MOVES. 

In a clever and well printed folder the 
National Blank Book and Supply Company 
of Akron, O., announce their removal from 
their old quarters to 28-30 North Main 
street 

The reason for this removal, it appears 
is that the company’s business has now 
reached such proportions they can no 


longer conveniently carry it on in 


stricted space their old premises allowed 
This company claims to be now the larges 
exclusive office equipment and_ supply 


in Ohio. They are selling agents for 
the Art Metal C 
Jamestown, N. Y.; Boorum & Pease Loose 
New York, N. Y.; Bu 
Adding Machine Company 


onstruction Company 


Leaf Company, 


roughs 


Mich Browne-Moore Company Musk: 
gon, Mich.; C. S. & R. B. Company, Chi 
CcaLZo, Ill Dick pate ( ibi I . ipany 
me Hotel Via 
6:05 p. m ( & N. W 
9:30 p. m Brown Palace P 
8:00 a. m D. & R. G 
12:25 p. m Utah D. & R. G 
»:00 p. m L.A.S.P. & S.I 
4:30 p. m Royal Alexandria L.A.S.P. & S.I 
8:00 p. m Ss p 
9:45 a. m St. Francis ee 
10:20 p. m Ss & 
7:40 a. m Multnomah 5. P 
7:25 a. m N P 
12:35 p. m Tacoma N. P 
8:30 a. m N. P 
10:05 a. m. Washington a ee 
7:10 p. m. N. P 
8:05 a. m Spokane a es 
$:25 a. M. me 
9-00 a. m. N Pr 
7:00 p. m N. P 
7:55 a. m St. Paul Me = 
S:40 p. m. N. W. Line 
4-00 a m, (* & N Ww. 


Marietta, O.; A. B. Dick Company, ( 


cago [ll.: Horrocks Desk Company rier 
kimer, N. Y.; Macey Company, Grand Ra 
ids, Mich.;: The B. L. Marble ( air 
pany Bedford, O the National Safe & 
Lock Company, Cleveland, O.; L. C. Smith 
& Bros. Typewriter Company, Syracuse, 
N. Y.: the Unifile Manufacturing Company 
Chicago, Ill.; Yawman & Erbe Manufa I 
ing Company, Rochester, N. \ 

[The company’s new premises consist of 
a neat, well arranged three-story brick 
building with roomy show vindows on 
either side of the main entrance. The loca- 
tion is excellent and the business of the 


company is sure to flourish here even more 


vigorously than heretofore 
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Pittsburgh Visible 
Model No. 12 
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Live Dealers Wanted in Minneapolis, Duluth, Madison and Topeka 


Investigate 


Pittsburgh Visible Typewriter Co. 


Union Bank Building : : Pittsburgh 
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SCHOOL VS. BUSINESS ARITHMETIC 





A DISCUSSION OF 
. H. C. LENINGTON, IN THE SOUTHWESTERN MERCHANT. 


PRACTICAL CosTS AND PROFITS—BY 








66 RETAIL merchant 


clothes at wholesale tor $l¢ 

much would he have t 

sell it for to make a p1 t of 25 per cent?” 

[his is a problem found in a school arith 

etic usec Dallas This department of 

1e book was called “Gain and Loss.” The 

result as 1 in the key to answers found 
n the bac the \ was $20 


{ 
i 
That does very well a boy in the fifth 


or sixth grade at school. But, for the man 

onducting retail clothing store, the real 

question is would a merchant 
, 

and loss account 

[ have sprung the following problem to 

several of our school boys \ retailer 


handled a stove costing him wholesale $10 


He wished to make a pr t of 10 per cent 
His cost of doing busness he estimated at 
18 per cent What should be his selling 
price 


The answer is not $12.80 but $13.89. 
My Way rT Purine has caused some ex 


citement among our school teachers, who 


claim that I have not worked the example 
correctly They seem to think that this is 
just a “grafting” way the merchants have 
of figuring up their p ts 

In the problem the purchased at 


wholesale for $16 and sold for $20, the difh 


| 
culty is not so much with the method ot 
working the problem itself as it is with the 


things the eranted \s 


problem takes for 
a simple problem in percentage it 1s cor 
rect, bec 1uS¢ 5 per cent ol $16 is $4 and 


the sum of $16 and $4 is $20 


[This method is pro ly correct from a 
pedagogical nt ( because in the 
school room every problem must be simpli 

ed to the comprehension of the student 
rhe sel y is 1 interested in (but 
the business in mus just how that 
percentage gure is found If at the end 
year he gures his profits on the basis 
his total sales, the method is wrong. If hi 
gures his profits on the basis of the sum 
tal the ist ey turned over ti 
the bers in ers for goods 
sold duri the year, tl method 1s correct 

But, in actual practice, most merchants 
hgure profits on the of total sales 
\pplying percen ( yf proht com 


puted on the basis o sales to the pur- 


chasing price of any individual item has 
been the reason any seemingly pros- 


bankrupt estates 


counting 1s a very 


recent study. but a ery important one 


bought a suit 





kine sines e figured. From the figures and percent- 
° particul p H's es compiled from the last year’s records 
even in its more general phases as per above) you know the cost of the 
ust now beginning to receive atte irticle is 72 per cent of the selling price 
n the part textbook writers. | ul must charge if you are to continue to 

efore 1 reflection on our schools do business on the same basis. 
ers to point out the fa her rhe stove was billed to you at $9.25 and 
confusion in the minds those t the freight charge brought this cost to you 
A we ordinarily look for directio1 up to $10.00. Many people who are not 
But that there is a great de ol nit familiar with the practice of business may 
sion cannot be questioned contusl magine that you are charging that 75c in 
that is so current in the business world vice—once on the cost of the article, and 
self that it readily accounts e4 igain in the cost of doing business. Of 
yportion of business failures that ov course this is a mistake, as the first car- 
every year and for the bankrupt estates ol riage costs are charged to the merchandise 


apparently prosperous business men ccount and not general 


lf the cost price is 72 per cent, the sell- 


expenses. 
Phe problem ol the stove 1S one 


tively simple percentage he onf 


ing price (100 per cent) is found to be $13,- 


S101 very naturally 


arises 1n ap] ying pel LLO 


centage figures originally arrived at on t rhis may perhaps be made still clearer 

isis of total sales to the individual sale by showing that costs and profits can be 

get the terms of the problem clearly cured on the basis of first merchandise 

ind we must know just how the pet cost, but the percentages would then be 
centages with which we-deal are arrived at ifferent. 


illustration, that a ret 


Suppose, for Take the same figures as above: Cost 
nerchant is going over his last year’s bus f doing business, $1,800; net profit, $1,000; 
ness. Suppose that he finds that his total cost of merchandise, $7,200; total sales, 
S s amounted to $10,000 That includes $10,000. But, $1,800 is not 18 per cent of 
very last cent he took in over the counte! $7,200 but 25 per cent. The $1,000 profit 
In other words, that $10,000 exactly equals s not 10 per cent of $7,200, but within a 
the gross total selling prices on merchat slight fraction of 14 per cent. 
dise sold during 1912 With these latter percentage figures, the 

w he goes over his books again and same problem of the stove can be worked 

s that his var Ss necess pe é the basis of the cost price of the mer- 
ems, rent, salaries, deliveri¢ ¢ ( handise. Now the cost is 100 per cent; 
idvertising, insurance. losses, depreciatiot st of doing business, 25 per cent, and 
accounts et amount to $1,800 pront nearly 14 per cent. The selling price 

That $1,800 is just 18 pet ent f $10.00K s therefore 139 per cent. 

ss sales If he ide $1.00 That is to say, as we have already shown, 
that is 10 per cent o1 S $1 at 18 per cent on the selling price is equal 
OOO gross sales. The cost of doing sines t 25 per cent on the cost price, and 10 

ided to the | t there ( 28 pe cent on the selling price is equal to 14 

( t the S ( S cent (nearly) on the cost price. Add- 
the selling price f all t merchat 12 25 and 14 per cent together, we have 
sé le Phe st cos per cent to be added to the cost price. 

e is und by ddin ) per cent of $10.00 (the cost of the stove) 

$1,800 id the prof $1,000 $3.90, making the selling price $13.90. 

er. making $2.800. and subtracting this Che difference of one cent between this 

the $10,000. the answer being $7.20 $13.89 as figured the other way is 

[his is 72 per cent of the $10,000 gros erely the slight fractional difference in es- 
mating the profit at 14 per cent, which. 

Seated concisely. this mea: that the trictly speaking, is just one-ninth of one 
$10,000 gross sales equals 100 ' cent too much. 
vhich 18 per cent 1s the cost of doing bus The whole matter with problems of this 
ness, 10 per cent the pri nd 72 ps ( lass is to make your gross figures consist- 

st of merchandise at first I If you figure out your percentage on 

n pricing an article, you have th st eross total sales, make your percentages 

‘ rticle as arged yi ily to selling prices—don't switch them 
nanufacture the sellin consciously to cost marks. 
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Edison can help you 
to make money in 
spare time 


F you are a man who appreci- 

ates the importance of efficient 
methods and machines in an office 
—if you have the ginger to make 
office managers, general managers 
and presidents appreciate it—if an 
Edison dealer is not already work- 
ing in your vicinity—then we can 
profitably employ you to sell the 
machine that brings the Aighest 
degree of office efficiency 


6Ghe EDISON 
DICTATING 
MACHINE 


Prevent substitution, specify ‘* Made by Edison” 


Remember this: Thousands of Edison 
Dictating Machines are being sold all 
around you and there’s a need for 
some of them right there in your local- 
ity. The same ability that makes you 
a good office man is all that is necessary 
to start our work. Experience and our 
help will soon develop you so that 
three courses will be open—to continue 
selling in spare time, to become a 
salesman for an Edison dealer or to 
become an Edison dealer yourself. 

We want to get acquainted and learn 
your qualifications. Write us frankly 
and fully, telling what you believe can 
be accomplished in your locality, and 
we will as frankly advise you as to 
the mutual benefits we can arrange. 
Think it over and write us teday. 


THOMAS A. EDISON, Inc. 
205 Lakeside Ave. Orange, N. J. 























We have emphasized the importance of 
figuring costs on the selling price instead 
of on the cost price, because the former. 
method is more generally used, is easier, 
and on the whole much simpler 

[It can be done the other way, BUT THI 
SAME METHOD OF FIGURING MUST 
BE USED ON THE INDIVIDUAL 
ITEMS AS ON THE ANNUAL VOL 
UME OF BUSINESS. Confusion at this 
point 1s fatal 

\n old story goes that a certain man 
had a horse that cost $50. Later he wished 
to sell the animal and met a horse trader 
who offered to sell the horse for $75 if the 
owner would allow him a commission of 
3344 per cent. It looked like a nice profit 
The horse was sold and the trader handed 
over just $50, or $75 less one-third for com 
mission. There was no profit in the trans 
action because the owner did not think to 
figure on the selling price rather than on 
the original cost. 

The same figuring will bankrupt any re 
tail merchant 

[In the discussion of this kind of a prob- 
lem, the mere arithmetic may bother some 
merchants, but much of the difficulty others 
find is not mathematical at all. The idea 
that a buyer at retail is compelled to pay 
$3.90 more to the retailer than the retailer 
paid to his jobber or manufacturer is more 
often the stumbling block to the right com- 
prehension of the solution to this problem. 

Every retailer should be prepared to 
show his customer just how it would cost 
the manufacturer vastly more to place the 
same stove in the buyer’s home than is 
ever charged by any reputable retail dealer 
The manufacturer who attempts this must 
be prepared to advertise in every national 
and local publication read by householders, 
and this would be not only a vast expense 
in the aggregate, but one that would be 
felt in every individual sale made. Deliv- 
ery charges are far heavier on such indi- 
vidual shipments than on the carload lots 
that retailers handle. Then errors and mis- 
understandings would constantly arise in 
ordering and delivery and all the way down 
the line there would be expenses that 
would greatly over-balance the thrifty re- 
tailer’s method of doing business. 

In the retail store the customer can see 
exactly the article that is to be delivered, 
he can take it or leave it—someone will 
want it tomorrow if not today. There are 
no long delays and few disappointments. 
The retailer attends to all the mass of de- 
tail incidental to ordering from a distance. 

A case comes to mind now of two 
brothers in a northern city who manufac- 
tured stoves and consigned their product 
direct to consumers. The stove was a good 
one and a jobbing friend pointed out where 
he could handle the distribution of their 
stoves more economically for them than 
they could for themselves. One brother 
saw it this way, but the other did not, and 
they fell out over the matter, finally set- 
tling it by the first brother selling out his 
interest in the business to the other. Then 


this first brother set up in business for 


himself, manufacturing practically the same 
stove under another name and selling it 
through the jobber and retailer. The two 
stoves retailed at the same price (except 
when some retailer for one reason or an- 
other saw fit to reduce the regular retail 
price) and both prospered. Cutting out the 


“middle man” does not reduce prices—fre- 


quently it raises them. . 

The retailer is performing a real service 
and a service that has its costs as well as 
its profits. The good book says: “And the 
servant is worthy of his hire.” He earns 
it and he should get it. If he does not he 
will soon be brushed aside and another will 
perform the service and receive the reward 


Right now the public is busy figuring up 


the “high cost of living,” and laying the 
blame for same on the present method of 
distribution. And the investigations now 
going on are no doubt a good thing. The 
light never hurt any institution or any 


method that had any real value. But re- 
tail merchandising was never so efficient as 
it is today Never before were retailers 
so anxious to discard wasteful methods and 
to adopt more progressive and more eco- 
nomical ones. This very discussion of how 
to figure profits is such an indication. It 
means that in the future there will be 
fewer failures and far better service than 
ever in the past. 

The retailer is here to stay, but the 
Twentieth Century store is benefiting by 
f the past 


the criticism of the failures 


After considerable discussion and several 
preliminary meetings, the stationers of San 
Francisco have formed an organization in 
conjunction with the Retail Trade Commit 
tee of the Chamber of Commerce, which is 
composed of two representatives from each 
of the organized retail trades in the city. 
Formal organization of the stationers was 
effected at a meeting held May 8, when a 
large and fairly representative body of the 
trade was present. Officers were elected as 
Isaac Upham of the Isaac Upham 
E. Crandall, with 
Com- 


follows: 
Company, president; E 
the Schwabacher-Frey Stationery 
pany, vice-president; R. C. White, of White 
& Farnsworth, secretary. Other directors 
are Milton Heynemann, of Milton Heyne- 
mann & Co.; Stanley Vail, of Sanborn, Vail 
& Co.; G. K. Fish of the Dixon-Fish Com- 
pany, and B. M. Carlisle, of A. Carlisle & 
Co., delegates to the Retail Trade Com 
mittee 

It is hoped that the new organization will 
be in a position to promote interest in San 
Francisco and the Exposition among sta- 
tioners throughout the country and in par 
ticular to get the National Association of 
Stationers to hold its convention here in 
1915. 

From the interest which was manifest at 
the last meeting it now looks as if the as 
sociation might be the means of creating a 
much more friendly feeling among the 
trade here. Heretofore there has been lit 
tle attempt made by the stationers to work 


th trade 


together for the mutual benefit of the 
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BUSINESS DOCUMENTS 5,000 YEARS 
OLD. 


By Dr. Leonard Keen Hirchberg, A. B., 
M. A., M. D. (Johns Hopkins). 


Big Business, and small business for that 


this chauvanistic twentieth cen 


matter, 1n 


tury prides itself upon scientific manage 
ment, simplified forms of card-bookkeeping, 
filing cabinets, motion studies and other 


ultra-modern improvements in the special 


ization of industries The American of to- 
day with his self-assured, patronizing air 
of superiority looks back upon the mer 
chants of hundred, twe hundred, thou 
sand. and especially four thousand years 


ago as an embryo in the commercial world. 


Now if he 


must reverse this « 


actually wishes to be just, he 
‘ontempt for the traders 
cuneiform tablets 
just un 
Nineveh, 


group of 


of bygone ages, for new 


to the number of three thousand 


earthed near the former glorious 


discovered by a 


in Babylonia, 
archaeologists, prove beyond a shadow of 
a loubt that long 


great Emperor Kammurabi or Hammurabi, 


before the time of the 
as he is now called, indeed for many years 
before this dynasty 4,253 years before the 
system of book- 


industrial management and com- 


present day, a complete 
keeping, 
mercial control was in vogue. 

Dr. Leroy Waterman, younger 
Assyriologists, has just reported 
these 


one of 
group of 
the results of his 
cuneiform inscr.ptions all written on bricks 
The Assyrian language, be it recalled, was 
always written on clay tablets and bricks 
dried in the sun and thus pre 


translations of 





which wer 


served forever. The alphabet resembles | 
nothing so much as a system of lines, ar- | 


rows, lancets and darts 
No attempt Professor | 


to translate 


was made by 
Waterman all of the multitude 
of Babylonish writings 
to copy the tablets recently in the British 


Muss um, 


He was compelled 


where they are deposited for the | 


use of the whole scientific world. Dr. E. A. | 
, . o 2 . i 

Wallis Bridge, Keeper of the Assyrian An- | 

tiquities in the British Museum, was of con 


siderable help to Professor Waterman in 


1 


suggesting and assisting him to carry out 
these difficult translations of a language 
dead nearly 5,000 years 

In all Dr. Waterman discovered fifty-two 
yf these ancient tablets which were actually 
business ents equal in every respect | 
to those t be found in the wonderfully 
managed United States Steel Corporation 
Their translation ] nsumed the greater 
part of a year and when they are finally pub 
lished pect next year, 1914 
the industrial world ill be astounded 
learn that much of tl aunted improve 
met ercial transactions of credit 
and excl r yf sh nanagement and 
elast ince and business 
econom! ver anticipated far back, to | 
wit 1753 we 

There is ilways room t the top for the 
little fell ‘ has luck to make the | 
I eS ell A “¢ e move over | 


‘sGk 
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Office Equipment 
Salesmen 


This is for You 


NLY ‘‘live-wire’’ salesmen will be interested in this adver- 
isement 
We wish to get in touch with experienced Office Equipment 
Salesmen who are already established in business for themselves— 
so established. 


to offer unusual opportunities. ° 


or who wish to become 

To such men we are able 

We assign “‘exclusive territory”’ for the sale of a complete 
line of Duplicating Equipment. 

This Duplicating Equipment reproduces typewritten let- 
ters exactly, addressing them and, if required, turns them out 
with a fac-simile signature in different color. 

Our equipment also includes the fastest known device for 
setting type from which letters are to be duplicated—and a 
Direct Inking Attachment which enables an operator to turn one 
of our letter Duplicators into an Office Printing Machine, with 
which a large percentage of printing expense can be saved. 

We offer complete Letter Duplicating Outfits at from $75 

We make an Electrically Operated Power Duplicator which 
turns out duplicate typewritten letters at the highest rate of 
speed consistent with good work. 

Our line also includes three different Addressing Attach- 
ments and all accessories 
Thus, we ] ir representatives in position to get business 
from both smallest and largest concerns. 
If you are t 


1 


this Advertisement, write us at 


Tell us all about yourself and your experience. 


[he more information you give us about yourself, your 
experience, your ability and your resources, the better able 
we shall be to judge of your fitness to do our proposition justice. 








TheWriterpress - Lettergrapll Co. 


Dept. 21, 295 Broadway, NEW YORK 
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—“- RECTIGRAPH TO ENLARGE FIELD "8 the ledger page,-also legal documents 
ABROAD. commercial papers, statistical reports, ofr 

ders and invoices, Laces, embroideries and 


| PREE 
DELIVERY 


of Recovered Platens 


TRANSPORTATION 


paid both ways on platens pro- 
vided they are stript of old rub- 
ber when sent for recovering. 


PARCEL POST 


provides us with an oppor- 
tunity to improve our service 
to the dealer. We announce 
that we will take your cores 
and return them recovered 
without any transportation ex- 
pense to you. 


QUALITY IN PLATENS 
is the first consideration with 
us. We continue to furnish at 
50c the best platen on the 
market. We have not changed 
our price and consequently no 
need to lessen our quality. 


SOME MANUFACTURERS 


recover platens with rubber the 
cost of which has been lessened 
by adulteration. These platens 
have been priced accordingly. 


OUR REPUTATION 
is of such value to us that we 


cannot afford to take such 
chances on quality. 


PROMPT SERVICE GUARANTEED 


THORP & MARTIN CO. 


Parts, Platens, 
Tools and Supplies 


Factory, BOSTON, U.S. A. 














Ribbons for all machines. 
Mad Solid colors and Bi- 
colors. Carbon paper 


for all purposes. We guarantee the high- 
est quality of cloth in every ribbon we 


manufacture. 


Samples and prices on application. 


HIRAM STRAUS & CO. 


411-413 Frankfort Ave., Cleveland, O. 














The Rectigraph Company of Rochester, 
N. Y¥., has had a remarkable growth since 
its inception seven years ago and has 
brought a new copying method in many 
places where fac-simile copies are used and 
where accurac y, speed and economy are po- 
tent tactors 

Che great insurance companies, title com- 
panies, large corporations ol every kind 
and the United States Government were 
quick to recognize the value of a machine 
of this nature, and so the Rectigraph has 
been quite generally adopted in the field of 
“Big Business.” 

Not a little of the present success the 
Rectigraph company has achieved is due to 
the intelligent, persistent work of (| F. 
Schmidt, who has been sales agent for the 
company for the past five years. Mr. 
Schmidt has recently been elected Secretary 
of the company and also remains in charge 
of the sales and advertising departments. 
The foreign business of the company has 
grown to such proportions that it has be- 
come necessary to establish distributing 
agencies throughout Europe and with that 
purpose in view Mr. Schmidt, because of his 
fitness to handle these details, has been se- 
lected by the Rectigraph company to take 
up this work and has left for England and 
the Continent for an extended tour. He 
will visit London, Paris, Brussells, Rotter- 
dam, Amsterdam, Berlin, Zurich, Budapest, 
Vienna and other prominent continental 
centers for the particular purpose of ce- 
menting more closely and firmly the already 
existing business relationships and also to 
appoint new agents in various places 

Mr. Schmidt will have machines with 
him for demonstration purposes and the 
tour will be one of great interest to all who 
are given the opportunity of seeing the ap- 
pliance in operation. 

It is not amiss to say something as to the 
purpose of the Rectigraph and the reason 
for its existence for the benefit of those not 
familiar with its field of operation. The 
Rectigraph is a mechanical photographer 
that reproduces in fac simile any legible or 
intelligible record which can be written or 
printed on paper, and with an ease and 
speed that are remarkable. No dark rooms, 
no sensitive plates or like paraphernalia 
and processes are necessary. 

The field for the Rectigraph is limitless 
In the transaction of business of every de- 
scription there come innumerable occasions 
when a rapid and easy method of reproduc- 
ing records is of the outmost advantage 
In the factory copies of sketches, mechan- 
ically drawn blue prints, plans and specifi- 
cations can be quickly and accurately made. 
No amount of detail presents any difficulty. 
In the office it may be used for copying 
tabulated figures, card records, negotiable 
paper, or pages of account books. Copies 
of important contracts difficult or impossi- 
ble of replacement in case of loss or dam- 
age may be obtained, and the original pre- 
served in safety deposit vaults. Statements 
of accounts can be prepared by photograph- 


fine tabrics can be reproduced for sales 
men’s samples to show designs Copies 
can be made from bound books with the 
same facility as from loose leaf matter. At 


instrument in a toreign language, a page O 


shorthand, a sheet of music, all can be re 
produced automatically as easily as plaines 
print 

G. C. Beidler, the inventor, produced thi 


Rectigraph because of his practical need 11 


his work. He was employed in copying al 
stracts of titles with pen and ink and the 
liability of error and great detail involved 


aroused in him the desire to devise some 
means to facilitate this work and to guaran 
tee its correctness \s he was interested 
in photography he saw the possibilities ot 
doing this work by this means, and realized 


the value if an entire document could be 
photographed automatically, eliminating 
any question of error and also the labor ot 





Cc. F. SCHMIDT. 


writing The crude original Rectigraph 
was the result which has been developed to 
its present high state of efficiency since its 
inception a number of years ago, and has 
been applied to all forms of business requir 
ing rapid and correct copies 

C. F. Schmidt, whose photograph accom 
panies this article, may be reached by those 
interested in learning more of the Rect: 
graph and its sales plans abroad by address 
ing him for a limited time care of the 
\merican Consul, Amsterdam, Holland 





DICTAPHONE OFFICES HIGH UP. 

\ recent issue of the Dictaphone Mouth 
piece, the organ of the Dictaphone, gives a 
picture of the Woolworth building in New 
York City, and explains that the quarters 
of the company have been moved to the 
twentieth floor of that building. They out 
grew their old quarters and state that they 
don’t care how soon they outgrow their 


new ones 
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H. C. MILLER CO. OPENS NEW 








STORE. 
[The H. ¢ Miller Company of 342-346 | 
Broadway, Milwaukee, Wis., who for the 
past twenty-five years have conducted a | 
large establishment for the manufacturing 
of blank books, loose leaf devices, printing, 
etc., with a stationery store in the same lo- 
cation, have just broken into “Stationers’ | 
Row.” leasing a building on East Water 
street. between Wisconsin and Michigan, | 
in the heart of the stationery district. 
As we go to press, this store will about 
be ready for opening and _ information 
comes to us to the effect that in the way of i 





to none in the West. The firm proposes to 


conduct a first class commercial stationery . 
store, carrying everything in the way Of T | 
stationery, office appliances and office fur WO essentia S 
niture. In addition they will carry an ex- 


| 

| 

| 

equipment and furnishing, it will be second | 
| 

! 

| 

| 

| 


clusive line of “Made in Milwaukee” loose | f d ps 

leaf devices, having been engaged in the | or ZOO typewriting 
manufacture of loose leaf ledgers and bind- | 
ers of all styles practically since the incep- s : 
are a firm platen and non-vibrating type-bar. You could 
not write well on a shaky desk or with a wobbly pen. It 


is just as difficult to get good results from the average 


tion of this system 


HONOR RETIRING SALES MAN- | 


AGER. 
The employes of the McCloy organiza- typewriter with its lack of stability in both platen and 
t10Nn gathered at the Pittsburgh Life build- type-bar. 


ing on Thursday evening, May 22, in the 
dining room, to pay tribute to their retir- 


ing sales manager, C. F. Koehler, where, | 
after partaking in a farewell dinner in Mr | 


Koehler’s honor, they listened to eloquent 
cae i (N =] No. 

speeches paying tribute to Mr. Koehler. A Model No. 3) 
W. McCloy, Jr., on behalf of the employes : as 
of the institution, presented a gold watch has a platen that is as firmly set as the bed of a printing 
ae Cineis Sik, Tveniir ek. S Sonne ee press and a type-bar that cannot vibrate as it reaches the 
appreciation and esteem in which he 1s held oe kite ; ‘ F ; 

by af who know thin. £js tebuliee.the Me printing centre, as it stands on an inch wide bearing. 
Cloy organization is keenly regretted, but 





he has the well wishes of his former fellow The Victor combines visibility with durability. It is built 
; Jloyes and Pittsburg] friend f his ‘6 he M 
ee ee ee ee. to last and not to “trade-in” in a year or two. We will 
success in the Ohio fields which he is to : : 

enter gladly mail catalogue and full particulars. 


This meeting and dinner was the last 


meeting of the social organization of the 
eyecs Carat! | VICTOR TYPEWRITER COMPANY 


After the presentation of the gold watch 


and chain to Mr. Koehler, the auditors z 
can wom oe 812 Greenwich Street, New York 

were treated to eloquent and forceful talks 

on subjects covering “Health and Its Ef- European Office, International Building, Kingsway W. C., London 


fects on Efficiency,” by A. W. McCloy, Jr., 
“Courtesy as an Asset,” by J. J. Sarner, 


and, last but not least, Mr. Koehler’s fare- RES 




















well address, delivered in his own inimita- 





ble way 


Your Manufacturing Problems Simplified 


Spurgins Plan New Plant. | 








Robert Spurgin, president and manager ae , ? i 
We will take your article, develop and improve it, design and make the tools 





of the Spurgin Manufacturing Company, ° . Sagat . . 
394 - ee ’ _ Pectin MI; and special machinery for its manufacture. We will produce it for you tm our 
32 est Sixty-ninth street, Chicago, | - factory, or design and make a complete equipment of jigs, fixtures, dies, etc., 
nois, reports that his business on coin for its production im your own factory 

appers and ctickers has Le y ime s - a ‘ a. , ; 
wrappers and stickers has been growing so G Our tool department is peopled by 300 expert designers and tool makers. 
rapidly that they have outgrown their pres- . . . 

I é au tale q Consult us regarding your proposition. Our advice will be valuable to you. 


ent quarters. Mr. Spurgin is looking around 








for a new location and as soon as possible 


anticipates moving into a large factory || The Taft-Peirce Mfg. Co,. i'weu:: Woonsocket, R. I. 


re he can give his attention to » de- 
where he can give his attention to the de NEW YORK, 165 Broadway DETROIT, 1311 Majestic Bldg. : 








velopment of his present business and the 
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perfecting of a number of other time and 

labor saving office devices for which he has 

already taken out patents. 

TEACHING TYPEWRITING IN RIO 
JANEIRO. 

“Attencao, jovens da aula de dactylo- 
graphia,” said the principal on that historic 
morning. “Agora escreveremos a primeira 
licao na machina de escrever.” ' 

It was the opening of the branch school 
for instruction on the Remington Type 
writer—the second school established in 
Rio Janeiro for commercial education by 
Casa Pratt, the energetic representative of 
the Remington machine in Rio Janeiro, Sao 
Paulo and Santos. 

And the pupils of the typewriting class 
came to attention, and prepared for the 
first exercise on the typewriter, entirely 
unconscious of the fact that they were wit- 
nessing a remarkable venture. The first 
school which Casa Pratt established in the 
city of Rio for commercial education was 
the first of its kind in all Brazil. Now that 
has become, in a few short months, insuf- 
ficient to supply the demand for compe- 
tent typists, and the branch in the resi- 
dential section, a picture of which we show 
herewith, has been opened. 

The Remington School is an established 
feature of the Remington business in most 
foreign countries, and the way they are al- 





REMINGTON TYPEWRITER SCHOOL IN RIO 
JANEIRO. 


ways attended gives splendid proof of their 
usefulness. Estenographia and Uso da Ma- 
china de Escrever are popular subjects for 
the young ladies of Rio Janeiro, and for 
the young gentlemen, too, for that matter, 
for shorthand and typewriting, in Brazil as 


here, is practiced by both sexes 
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WILL ESTABLISH AGENCIES ON 
THE COAST. 

A. S. Johnston of the Adding Machine 

American Can Company, 


Chicago, is en route to the Pacific Coast to 


Division of the 

















A. S. JOHNSTON. 


establish agencies for the American adding 
machine throughout the western states. Mr 
Johnston, who has been for several years 
with the Roneo Company in the West, is 
one of the most popular specialty men in 
the field. He is a big, clean cut man and a 
very careful student of trade conditions. He 
follows good business practices and has 
made an enviable record. 

Mr. Johnston is sure to meet with suc- 
cess in the work he has undertaken, and he 
will find much sentiment favoring his ma- 
chine wherever he goes, for, notwithstand- 
ing the fact that the American Can Com- 
pany has just opened its campaign for busi- 
ness, there have come from its preliminary 
announcements a large number of requests 
for territory from experienced adding ma- 
chine men, indicating the general attitude 
toward the machine 

The Adding Machine Division of the 
American Can Company, under t general 
Harris, has pre- 


sales management of B. E. 
pared a splendid selling plan which will be 
followed in the conduct of the business 
They come before the trade with a machine 
which they have tested out thoroughly for 
the work it is intended to perform, and 
with this they present an established price 
and a good proposition to agents. With 


these advantaves, their success is assured 


WILBUR ROBINSON WEDS. 

Mrs. William S. Tarkington of Indianapo 
lis has announced the marriage of her niece, 
Frances Seney Crum, to Wilbur Pailin 
Robinson The wedding took place at 
Indianapolis on Wednesday, May 14, 1913 


Mr. Robinson is now agent for the Dalt 


fune, IQOIZ 


Adding Machine Company at Indianapolis 
He is one of the best known adding ma- 
chine men in the country, having traveled 
extensively in the interests of that com- 
pany. He is the originator of the Robinson 


touch method of operating tl Dalton 
machine Fortune, indeed, smiles on Wil- 
bur Robinson. He is sure to be successful 
in Indianapolis, and, to cap the sum of his 


blessings, he has married a Hoosier girl 


The Printograph Sales Company and the 
Business Phonograph Sales Company of 
Memphis, Tenn., have moved from 79 Mon- 
roe street to larger quarters at room 516 


Falls building 


THE GOING AWAY SEASON. 

A new season has gradually developed 
within the last few years and many deal- 
ers will this year officially recognize and 
profit by its requirements. We refer to 
what the Dennison Manufacturing Com- 
pany calls “The Going Away Season.” 
There has been such a marked demand 
during May and June of the past few years 
for the Dennisen products, so convenient 
in summer home life, that the manufac- 
turers have issued this year an attractive 
book called “Dennison’s Going -Away 
Book,” in which tags of all kinds, tissue 
papers, crepe papers, luncheon sets, paper 
napkins, paper decorations, passe-partout 
outfits, ete., are listed and priced. “Ask 
Your Dealer” 
every page. 

This book has just been sent to a list of 


appears prominently on 


three hundred thousand selected homes 
throughout the United States and Canada 


| gr@croengees mena 
| o ie << 
| Be [ MIMOOND 
GOING AWAY BOOK % 
& 
‘ ‘ 











COVER DESIGN OF NEW DENNISON BOOK 


Being attractively written, profusely illus 
trated and printed in two colors, with the 
cover in five, it will be read and, as the sub 
ject is of such universal interest innot 
fail to create trade. Dealers s] Id be pre 
pared to meet and stimulate this new-sea 


vise: 
and 
in s 
P; 
at 


Trib 
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D. G. SAUNDERS, JR., TO VISIT EU- 


ROPE. 

About the middle of July, Dan G. Saun 
ders, Jr., manager of Saunders & Co., man 
ufacturers of the Sealograph machine, Kan 
sas City [o., will leave for an extended 
European trip. This visit abroad is upon 


business. Considerable interest in the Seal- 


ograph has already been created in Europe 
and many foreign shipments have already 
been made to various countries. It will be 
the miss! of Mr. Saunders to arrange for 


permanent representatives in the principal 


European mi irkets, nal he desires there 














D. G. SAUNDERS, JR. 


fore to get in touch with foreign dealers 
and agents as soon as possible. Mail from 
abroad should be addressed to him so as to 
reach Kansas City by July 15. After that 
date, up to July 20, letters may be ad- 
dressed to him in care of The American 
Express Company, London England. Dur- 
ing his trip. Mr. Saunders will demonstrate 
by appointment the various models of the 
Sealograph,—the hand power, el ctric and 
automatic feed machines 

Mr. Saunders’ itinerary will include Lon- 
don, Hamburg, Berlin, Brussels, Antwerp, 
and Paris, and probably Amsterdam. He 
will sail from New York on the “Impera- 


tor” about July 15 


CAPTURE ANOTHER BIG ORDER. 


The Plew & Motter Company, of Chi- 


cago, has just landed another nice order 


through its Washington representatives, 


Fred S. Lincoln Company. This order con 


sists of 1,800 sets of Metal Tip Guides for 


use in vertical filing cabinets recently in- 
stalled by the House of Representatives 
Is Mr. Blotter Present? 

\ RUSH telegram from W. H. M. ad- 
vises us that W. E. Penn of Lakeville, Wis., 
and J. B. Ink of Mansfield, O., registered 
in succession at the Nelson in Rockford 
Page Mr. Wiper.—Line-o-Type, Chicago 
Tribune 
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BOSTON 
PENCIL 
POINTER 


Never Breaks the Lead 


Will properly sharpen every size and 


kind of pencil. 


Stops cutting automatically when pen- 
cil is properly pointed. 


No Adjustments 
Twin Milling Cutters 
We are co-operating with dealers by educating thousands of 
consumers through our magazine advertising 
Send for circulars and tr é. ‘‘Every 





Boston Sanaiedie Consinaiiiia ” — 
261 Broadway, New York 
ite 




















b base Scriptograph will save 75% of a busy man’s valuable time in signing 
pay rolls, dividend checks, bonds, coupons, etc., and it will save money 
for you, if given a chance, just as it is saving money for an extensive list 


of corporations, banks, railroads and government offices. 
Let us show you what it can do for your business. 
Agents Wanted 


ST. GEORGES BOND THE SCRIPTOGRAPH CO. LTD. 


919 Crozer Bldg., 1420 Chestnut St., 324 Craig St. West, 
PHILADELPHIA, PA. MONTREAL, CANADA 
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VICTOR’S PHILADELPHIA OFFICE. 

The Victor Typewriter. Company has 
established a Philadelphia branch at 829 
Chestnut street. This location is a very 
desirable one for a typewriter office, situ 
ated on the most prominent business thor 
oughfare in the very heart of the commer 
cial center of the city. within one quarter 
of a block of the post office 


is to be congratulated in having not only 


Chis company 


one of the best appointed and modernly 
equipped but the most efficient typewriter 
office in the city of Philadelphia as can 
readily be seen by the accompanying cuts of 
the exterior and interior views of the sam: 
This branch is under the management of 
P. H. Barnes, a most efficient typewrite! 
man of large experience in the various dé 
partments of the industry and well known 
throughout the country by the typewriter 
fraternity, through his former connection 
with the Smith Premier Typewriter Com 
pany The selection for this very impor 
tant ofhce was made by H. W. Hulse, sales 
manager of the Victor Typewriter Com 
pany, who has been very successtul in se- 
lecting and securing the best managers ob 
tainable for the branch offices as they are 
being established throughout the country 
Through the wisdom, experience and 
f Mr. Barnes the Victor 


good judgment « 
ranks have been augmented by an able 
sales organization comprising many of the 
most prominent and well known typewriter 
men connected with the industry 

The results secured to date have been 
tar in excess of anything anticipated by the 
company, regardless of the fact that since 
the establishing of the office the factory 
has been unable to furnish sufficient ma 
chines to meet the demand 

While this branch has only been estab 
lished a short time, the Victor typewriter 
has developed into a leading position in the 
typewriter industry in the city of Brotherly 
Love 

To G. W. Campbell, treasurer and gen- 
eral manager of the Victor Typewritet 
Company, and his corps of able assistants, 
the trade is indebted for the Victor ma 
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chine, which has made such a fine record 


he Victor is already well known all over 


the United States, Canada, Mexico and Eu- 
ropean countries. George D. Cushing is at 
the present time making a tour of the lead 
ing cities of South America in the interest 
ot the company and he hopes to complete 
the Victor's representation in the Western 
Continent, including Central America and 
the West Indies, before returning to this 


country 


SOUTHERNER VISITS NORTHERN 
MARKETS. 
Thomas J. Williams of the firm of Will 


iams & Dewoody, office equipment dealers 
at Pine Bluff, Ark., spent several days in 
Chicago last month and went on to Grand 
Rapids, Mich., where it was his intention to 
acquaint himself with the condition of the 
office furniture market and visit some of 
the leading factories at that point 

\Ir. Williams, during his trip, made 
careful study of business methods and busi- 
ness conditions in the North, this being his 
first trip to this section of the country. He 
made careful observations and was much in 
terested in everything he saw and pleased 
with the evidence of good business which 
he discovered on every hand 

Mr. Williams is a live and _ vigorous 
personality He is a great booster for the 
southwestern part of the United States, for 
Arkansas in general and Pine Bluff tn 
particular. He has that spirit of optimism 
and enterprise which has made the South 
west great and prosperous 

The firm of Williams & Dewsoody was 
organized on New Year's Day, 1913, by 
Thomas J. Williams and T. Sorrells De- 
woody Both gentlemen are experienced 


office appliances .men 


LOOSE LEAF CONCERN TAKES 
MORE ROOM. 

H. C. Miller, president of the Stationers 
Loose Leaf Company of New York and 
Milwaukee, recently spent some time at the 
New York headquarters and visiting the 














PHILADELPHIA OFFICE, VICTOR TYPEWRITER COMPANY. 





esatern trade, but his particular miss 
was in connection with the enlarging 
the quarters of the Stationers’ | : eat 
Company at 203 Broadway, New Re 
cently they added to the size of t r plant 
at that location and they have a n t er 
on considerable additional spa r the 
purpose of carrying additional 
also to increase facilities in 
turing end of the business Phe reas¢ 
manutacturing facilities whi t ( 
tional room permits will ena 
manufacture all specials for tl iste! 
field at New York branch bot n metals 
and complete binders. This ite 
delay in connection with forwarding orders 
or having goods shipped fron e plant 
Milwaukee, and is another step 
the progressive policy of this re 
onaeene 
A GOLDEN WEDDING 

Kriends of Mr. and Mrs. Hirt rap 
Rogers were delighted to rece I ently 
invitations to attend the golds vedding 
anniversary celebration of Mr Mr 
Rogers at their home, 1246 Commonwealtl 
avenue Boston, Mass Che elebration 
was held Monday afternoon, May 28, fit 
years from the momentous 18 
when they were married 

\lr. Rogers was treasurer of t Roger: 


Manifold & Carbon Paper Manufacturi: 


Company, pioneers in the carbon paps 


business For many years this mpany 

was a great factor in the carbon paper fiel 
Mr. Rogers was born in (¢ 

1834, and spent his early hfe i 

business Later he took up ( 

tion of electrical devices in the es 

the same time inventing an tenting 

nany devices. one ot whicl 

manifold printing process. whi Lm 


the basis for the large business 
developed under the name of t rs 
Manifold & Carbon Paper | 


\Ir. Rogers retired from bus 








INTERIOR PHILADELPHIA OFF 
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in their machines, as ball-bearings are used 


NEW MACHINES AND DEVICES more and more extensively in various parts 

To accord with the lightness of the car- 
riage the touch on the key levers is much 
lighter than formerly and thus a new fea- 
ture is added to the short key depression 
which the Hammond Company has always 
boasted and advertised. 

One of the things of which the Ham- 
mond Typewriter Company is very proud 
is the all-around better finish and neater 
appearance of the new model. Several 
changes in the detail of the finish have 
been made and the Hammond people be- 
lieve they have combined the artistic with 
the useful in a remarkable degree. 





BRIEF REVIEW OF NEw DEVICES AND NEw MODELS 








A New Model of the Hammond. operator desires to change his style Besides what has been mentioned above, 

The Hammond Typewriter Company Brings Out a Ma- type, he turns the knob; the shuttle which there are many minor changes in the char- 

The Hammond Typewriter Company has was idle becomes the active one, and the acter of the Hammond machine, such as a 
met the growing demand for a typewriter work proceeds [t was this versatility in new style ribbon reverse, a right shift key, 
carrying two styles of type at one time. In the machine which got it the name of “Mul a new style marginal release and an elim- 
a new model just issued, called the “Multi tiplex.” ination of certain parts in the direction of 
plex Hammond,” is introduced to the world The fact that the type is in one piece nat general simplification. What will be per- 
a writing machine which permits the op urally results in a perfect alignment of the haps one of the crowning features of im- 
erator to change from one language to an characters, and the fact that the hammer: provement to the old Hammond user will 
ther or from one style of type to another, works automatically insures a uniform in be in the shuttle shield arrangement. The 
merely by turning a knob pression.of the type. These are two things shuttle shield on the No. 12 Hammond 

The Hammond has for over a quarter of which have given the Hammond a reputa sometimes caused criticism; consequently 
a century been distinguished for its ability tion for beautiful work and have created so the company bent all its energies towards 
to write in many styles of type and many large a family of “Hammond cranks.” making an improvement in this direction, 
languages The type being on movable \ second great advance made by th with the result that a completely new ar- 
shuttles rather than on type-bars, the sub Hammond in the new model is a ball-bear rangement has been evolved, simple and 
stitution of one set of characters for an ing carriage. This feature taken in conne: very strong. The ribbon slides into the 
other has always been a comparatively sim tion with a new style of main-spring has shuttle shield from above instead of from 
ple process. But with only one set of type resulted in a carriage movement that is underneath as formerly, and there is no 
in the machine, even the Hammond still greatly superior to that of the earlier Han mixing up of two colors in writing. 
fell short of the ideal writing machine with monds. The gentle roll over steel ball Altogether, this splendid new model of 
type really instantly interchangeable. Now bearings has proved so acceptable in all the Hammond is another illustration of 
two sets of type (a total of 180 characters) sorts of mechanical. lines that it is sure to the great progress which is being made 
are in the machine at one time and the op bring to users of typewriters a new delight by American manufacturing concerns, ’ 
erator shifts from one to another in less 
than two seconds. The change to still other 
sets is effected as in the earlier models, per 
mitting f the writing of 30 languages 
(both Oriental and Occidental) and 350 
sets of type, all on the same machine 

In their circular matter describing this 


new model, the company shows a cut which 
illustrates how the result above described is 
arrived at. On the circular steel piece called 
the anvil are two type shuttles bearing the 
characters. The action of the machine is 


automatic; that is, the power applied to the 
key is not (as in the ordinary typewriter) 
the motive force which does the printing 


There is a cast iron hammer, controlled by 
a spring. The paper is inserted between the 


face of this hammer and the characters on 


the type-shuttle. When the finger presses Pas J 


one of the keys, the hammer-spring is re 


leased and at the same time the type-shut- 
tle moves until the particular character in- 


dicated n the key comes directly in front 
of the hammer face, which strikes a blow 
that brings the type against the paper, with 
only the inked ribbon intervening. The 
writing is completely visible 


The principal feature of the Multiplex 
Hammond which was not contained in the 


earlier models is the anvil which can be 





turned around. One of the two type-shut- 
tles is active and the other idle. When the 
NEW MODEL HAMMOND TYPEWRITER. 
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The Ideal Fountain Brush. 

The improved fountain brush shown in 
the accompanying cut works on the same 
principle as the fountain pen. The ink is 
in the handle of the brush and flows down 





IDEAL FOUNTAIN BRUSH. 


to the tip through a small channel. A turn 
of the wrist is all that is required to regu 
late the flow of ink 

The fountain brush saves the time and 
trouble of carrying a marking pot and 
brush around where stencil marking is 
done. 

The manufacturers claim that this brush 
is a big improvement over all other foun- 
tain brushes 

Further information can be had by ad- 
dressing the Ideal Stencil Machine Com- 
pany, whose product is illustrated and de- 
scribed in the advertising pages of this is- 


sue 


A New Display Rack. 

John W. Iliff & Co., Chicago, Ill, are 
just putting upon the market a new dis- 
play fixture rack for holding maps, records 
and small merchandise. Design No. 5 of 
this rack is shown at the right. It is es- 
pecially intended for use with the Iliff 
Reference Map and Tack System, but it has 
been used by many large industrials as a 
black board—to hold cat 
alogues, pictures, postal cards, samples, etc 
three-ply 


bulletin board 


Each wing is made of 
veneer basswood enclosed in a heavy oak 
frame with enameled iron corners securely 
bolted to the frame. The wings are es 
pecially designed to hold securely the tacks 
placed through the map and yet they are 
so soft that tacks may be easily inserted 
without injury to the fingers. The oak 
frame extends 5” on each side of the wing, 
thus preventing the tacks in two adjacent 
wings from striking each other. Each wing 
measures 49x49” and gives a total of 168 
square feet of display space 

The standard to which the wings are at 
tached is of forged steel highly enameled 


works on ball bearing fittings and 1s so ar 
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ranged that any map can be turned almost 
without any effort to the wall, allowing the 
other wings to be opened to any desired 
position. Two or more clerks may work 
at the display fixture at one time without 
When closed 
against the wall the outfit extends one foot 


interfering with each other 


and covers but 4% square feet of floor 
space 

Special racks with special wings or other 
arrangements are made on special order to 
meet any requirement. Full information, 
prices, discounts to dealers, together with 
estimates on special needs gladly given by 
John W. Iliff & Co., 354 North Michigan 
avenue, Chicago, III 


A New Time Stamp. 
The A. D. Joslin Manufacturing Com- 
pany has recently taken over the exclusive 
rights to manufacture and sell the Hand 





JOSLIN HAND STAMP. 


Time Stamp, formerly manufactured and 
sold by the Perry Time Recorders’ Com- 


QI? 


pany They will place on the market about 
June Ist a new stamp which will be known 
as the Cosmo Time Stamp [This device, 
the company states, will embody those fea- 
tures of other time stamps which have been 
found good and practical in addition to a 
number of very important mechanical im- 
provements of their own invention. They 
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FACE OF HAND STAMP. 


tell us that the resulting Cos! rime 
Stamp is in their opinion the highest grade 
of hand machine of its kind ever placed on 
the market. The price of this stamp is rea 


sonable and within the reach 


The case which contains the wat and 
mechanism is twice as thick as the watch 
itself. This difference in space is taken up 
by steel floating plates controlled by small 


finely tempered springs. These floating 
plates take up all the strain which might 
be made on the watch by rough usage, 
thereby, it is said, reducing the wear and 
tear on the watch itself to a very low mini- 
mum 

Anyone who may be interested in this line 
of hand time stamps should write to the 
\. D. Joslin Manufacturing Company, 358 


W. Madison St., 


particulars 


Chicago, and obtain full 


























ILIFF DISPLAY FIXTURE RACK FOR MAPS, ETC. 
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You Want What Your 


Customers Want 


and they want not cheap, but good carbon paper 
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is bought by more people than any other brand. Your sure and steady profits are due to its 
proved merit. If you were in your customer’s place, would you want any other when MultiKopy 
gives you these advantages? 

One sheet makes 100 clear copies and 20 clear copies at one time. In black or 

blue its copies will be legible 20 years from now. It gives perfect uniformity. 

No smudging. Extreme sharpness and clearness. Never changes or dries out. 

A business man wants carbon paper that guarantees him permanently legible records. He 
knows he gets this in MultiKopy by actual use, our 20 years’ reputation and the most extensive 
carbon paper advertising in the world. MultiKopy is the only carbon paper that has been 
nationally advertised for years. It is the only one advertised by such big space as full pages 
in Everybody’s, full columns in Saturday Evening Post, etc., the replies from which we refer to 
our dealers, whose orders big or small are filled immediately. 

With all these sales helps, you take no risk in stocking MultiKopy. Just write us your needs. - 
We'll send you all you want. Then, if sales aren’t satisfactory, we'll buy back your stock at 
what it cost you. A postal will bring you 

Prices and New Literature 
telling how we fully co-operate in MultiKopy Carbon Paper and Star Brand Typewriter Ribbons 
-guaranteed to make 75,000 impressions of the letters “ta” and “e’’ without clogging the type so 
as to show on the paper. 


F. S. WEBSTER CO., 338 Congress Street, Boston, Mass. 


NEW YORK, 114 Liberty St. CHICAGO, 14 No. Franklin St PHILADELPHIA, 908 Walnut St. 
PITTSBURGH, Park Bldg. LONDON, 67 King William St. PARIS, Rue Saulnier, 10 
VIENNA, Adlerg:sse, 16 BERLIN, Friedrichstr. 60 BUDAPEST, V-Alkotmany, u, 19. 































































































Ss 
SS 





APPLIANCES 


OFFICE 











Your Profits 


depend entirely on the satis- 
faction your customer gets from 





the goods which you, as a 
dealer, pass out over your 


counter. It goes without say- 
ing that we are talking not to 
the retaier but to 


the man who has built and is 


‘‘one-sale’”’ 


constantly adding to his busi- 
ness reputation, the man who 
knows that his customer will 
come back again because he is 


satisfied. 


World and 


TuxedoBrands 
of 


Ribbons and 
Carbon Papers 


are the basis upon which other 
dealers have built a business 
that has been to them a source 
of steady profit. 


If your customer wants car- 
bon papers and 
quality, let him try World and 
Tuxedo brands, and you'll find 
that he'll ask for them the 
next time. 


ribbons of 


We want to prove to you the 
quality of our products and the 
attractiveness of our proposi- 
tion to dealers. We'll be glad 
to do it by sending you samples 
and terms if you'll just let us 
have your letterhead with the 
request. 








International 
Carbon Paper 
Company 


22 Quincy St. 
Chicago 


206 Broadway 
New York 
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Parcel Post Record. 


\ “Parcel Post Record” after consider- 
able success in St. Louis, it is announced, is 
on the market for the trade. This is a de- 
vice for recording all packages sent by 
parcel post It sells for $1.50 Liberal 
discount is offered the trade. For further 
information address the Shallcross Print- 
ing & Stationery Company, 419 North 
Fourth street, St. Louis, Mo 

An Elaborate German Pen Wiper. 
To men _ who before 


like to Sec 


them pretty forms of desk accessor 
ies, the description of a pen wip 
ing apparatus manutactured by the 
firm of Wilhelm Thaele, Cologne, Ubier- 
ring 51, will be of interest. The device 
consists of an imitation cut-glass box the 
cover of which stands upright. The case 


itself. contains a roller part of which con- 
sists of disks of blotting paper. The re- 
maining surface is covered with chamois 


skin. The blotting paper is of special manu- 
facture and possesses greater elasticity and 
capillarity than the ordinary blotter. The 
pen point is placed between two of the 
blotting paper disks and the turning of 
the roller removes the ink. The chamois 
is used for removing foreign material which 
has adhered to the pen point. The cover 
may be used for advertising purposes. For 


an illustration one consult the 


“Deutsche Export-Revue”’ 
1913, or the 


may 
for February 10, 
manufacturer direct 


Remarkable New Duplicating Machine. 
EK. E. Strawn, the 
department of Buena Vista College, Storm 


head of commercial 


Lake, Ia., has invented and built a machine 


which has been named the “Omnigraph,” 


the work of 
paper clipping recently sent to Office 


news- 
\p- 
Mr. Strawn, is sufficiently re- 


which, according to a 


pliances by 
markable to interest any person having use 
for a duplicating machine of its peculiar 
type. 

The Omnigraph machine, it is 


said, oc- 
cupies a space about two feet wide by four 
feet long and stands at the height of an or- 
dinary table. The proper type forms carry- 
ing the letter or circular to be duplicated 
are loaded into the machine and adjusted, 
and a touch upon a switch starts the motor. 
After this all the office boy has to do is to 
take away the finished product. Paper from 
a big roll feeds automatically into the ma- 
chine and the letterhead 
larly in black at the same time the body of 
the letter is duplicated through a ribbon in 
color 


is printed regu- 


whatever one 
the 
is printed in the same operation 
terhead and signature, we 
printed by a direct inking mechanism, but 
performed simultane- 
Each letter is cut 


blue, purple or may 
signature 
The let- 


understand, are 


wish. Fac-simile of writer's 


all operations are 
ously and automatically. 
off by the machine and dropped into a con- 
venient that a 
certain portion of the letter shall be ren- 
dered more emphatic by a different color, a 


receptacle. If one desires 


touch upon a key or lever brings the de- 
sired result and the appropriate paragraph 


stands out in red or whatever r may 
have been previously prepared 

It is claimed that the Omnigray ma 
chine will produce finished duplicate let 
ters at the rate of several t sand an 
hour 

Mr. Strawn, it is stated, has not yet de 
cided how he will market this hine 
Correspondence with manufacturers of of 
fice machinery and similar smaller ma 
chines has already shown the inventor that 
there is interest in his proposit Che 
people of Storm Lake, however ve that 
capital may be locally supplied and that a 
factory may be there erected for tl manu 


facture of this invention 


Making Your Own Window Envelope. 


The Device Corporation of Big Stone 
Gap, Va., is putting on the market Win 
dow Envelope machine by the use of which 
they state the office boy can make window 
envelopes as needed, out of an ordinary 











WINDOW ENVELOPE MACHINE. 


envelope All that is necessary to do 1s to 


purchase the machine then insert any ordi 
nary envelope, press the lever and out comes 
the window envelope 

The machine weighs seven pounds, is 
said to last forever and may be put any- 
where \ cut of this machine appears 


herewith 


A New Trumpet for Dictating Machines. 


\ trumpet which it is said may be used 


with any make of dictating machine is be 
ing manufactured by the Schalldosen-und 
Sprechmaschinenfabrik Phonix, Dresden 
An anouncement of this device was mad, 


Export-Re 


hed di- 


in a recent issue of “Deutsche 


vue.”’ The metal mouthpiece is atta 
rect to the recording diaphragm frame with 
out the rubber tube used in the ordinary ap 
broader 


paratus. This mouthpiece is .much 


than other and is said to reproduce 


the voice perfectly. The whole re: 
length, 


types, 
rding de 
ten inches in and 


vice is about 


when not in use may be swung in a vertical 
plane back behind the machine 


that its 


Che makers 


of this state re latively 
small size and light weight make it a 


The device, it 


trumpet 
suit- 
able article for exporting 
is also stated, does not encroach upon any 
Catalogues may be 


the 


other patent rights 


had upon request of manufacturers. 


The First Machine for Writing Chinese. 


A recent number of L’Ufficio Moderno 
(Milan) states that, after years of study 
in America, a Chinese scholar is now con- 
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It’s Money in Your Pocket 


to get this Loose-Leaf Ledger Combination. We’ll ship it direct to any responsible dealer subject to liberal 


discounts. If you do not honestly believe it is the biggest ledger value obtainable in the market ship it 
back at our expense. 








BADGER-IT LEDGER—Olive green 
cloth binding. 200 leaves. 7x10}. 
D. E. ruling only. 

BADGER-BEAUTY LEDGER—Olive 
green cloth binding, with back and 
corners of black seal grain cowhide 
leather. 250 leaves. 73x103. All 
the popular rulings. 

MOREHOUSE LEDGER—Red Russia 
cowhide leather binding. 250 
leaves. 73x10}. All the popular 
rulings. 

BADGER KEE-LOK LEDGER—Cord- 
uroy binding, with back and corn- 
ers of red Russia cowhide leather. 
300 leaves. 8jx11j. All the popular 


MOREHOUSE (116) - - = $4.40 rulings. 





BADGER-IT ~ - - - $2.00 
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WASHBURNE’S PAT. PAPER FASTENERS 


YEARLY SALE 100 MILLION 





MR. DEALER: — 


The Washburne Pat. Paper Fastener is the Only Fastener having the advantage of a Sleeve Protected 
Piercing Point adapting it to Repeated Use 
without injury. 

Made of Brass and Nickel-plated Steel, 3 
sizes. Put up in Brass and nickel Steel boxes 
~ 74 aa. _ of 100 fasteners each, 10 boxes to a carton. 

\ OG Re Special, 1-B brass, in brass boxes of 50 
aT or fasteners each, 20 boxes toa display carton. 
¥ Retail prices; 10, 15, 20 and 25¢ per box. 


Special bulk prices in board boxes of 1000 fasteners each «,,,, etituaat 






Dy 
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Note our Trade Mark ‘‘O.K.” stamped on each fastener and box. This Trade Mark is your protection. Accept no 
substitute. ‘There is no other just as good.” 


With our extensive advertising; reaching millions of users, will be found always the request to buy from YOU. 


Every sale means a satisfied customer 


SOLD BY ALL RELIABLE JOBBERS IN UNITED STATES AND CANADA 


THE 0. K. MANUFACTURING CO., Syracuse, N.Y., uss.a. 


L. & HARDTMUTH, Ki . London, England, 4 ? . ° A. M. CAPEN’S SONS, 
Sole selling agents for macy Fy Auf&tralia, Makers of Stationers Specialties 60 Pearl St., New York, N. 7; 


New Zealand and South Africa. Sole selling agents for Latin America, 
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structing in Canton the first Chinese type 
writer. The machine will have over 200 
keys calculated to be used in forming about 
20,000 ideograms, in many cases, of course, 
by superscription 

A New Ledger, 

The Stationers’ Loose Leaf Company of 
203 Broadway, New York City, N. Y., has 
recently devised and put upon the market 
an interesting new leaf ledger 
which they have named the “Wizard Auto 
matic Screw Ledger.” The characteristi 
features claimed for this mechanism are its 


loose 





NEW LEDGER OF THE STATIONERS’ 
LOOSE LEAF CoO. 


automatic action, dust-proof mechanism, 


screw compressor, its two independent 
actions, ball-bearing lock, safety key, cen 
tered toggles, and capacity. 

The construction of the “Wizard” ledger 
that of this company’s 
It is made of pressed 


formed 


is the same as 


“Faultless” ledger. 
cold-rolled 
all in one piece, with formed steel hinge 
Parts are heavily 


steel, ends turned and 
lugs and metal hinges 
nickeled to prevent rust and exposed parts 
are brightly polished. 
This ledger expands 
fullest extent turn of the key and 
closes by pressure of the hand. Vise-like 


automatically to 


by a 


compression is obtained by several turns 
of the screw. 

The automatic and screw action is built 
on a novel principle and combines, it is 


said, the conspicuous advantages of old 


construction It has four tele 


5-16-inch in 


and new 


scoping posts, each diameter 


This ledger is made in two and three-inch 


minimum capacity, and 100 per cent ex- 


pansion, or a maximum of four and si» 


inches respectively. 
Further particulars, prices, etc., may be 


obtained by writing to the Stationers 


Loose Leaf Company at the address give 
above 
Ingenious Office Distributor. 
The Bristow Radial Distributor is the 


name of a new device which has just bee 


invented by Frederick Bristow, who is als 


its manufacturer Mr. Bristow is at 46-54 
Lawrence street, Newark, N. J 

The illustration of the Bristow Radial 
Distributor gives a clear idea of its appear- 
ance and suggests some of its practical 
uses. This distributor is made in various 
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sizes and styles and is used for checks and 
notes, for papers and for various other pur- 


poses; even for the distribution of letters 
which come in the morning mail [The ad 
vantage of this distributor is that it is 


portable, of practically unlimited capacity 
to the style desired, and takes 


desk than 


according 


up very much less room on the 


many of the other appliances which ac 


complish a similar purpose 
The partitions of the Bristow 


high-grade 


Radial Dis 


tributor are made of flexible 
sheet steel and are removable at will so that 
the compartments may be furnished in any 
capacity within the limits provided for the 
different models. The parts 


are finished in best quality baked Japan and 


various metal 
the article, as a whole, is a practical and 
endurable furniture. The 
wood parts are finished to correspond with 
harmonize with the 


piece of office 


the finish desired to 


other furniture, and the distributors are 
finished the same on both ends making 
them available for use from both sides of 


the flat-top desk. 


distributors are styles 


These made in 
which render them collapsible and with flap 
and lock can be made to form a most con- 
venient carrying bag for papers and docu- 
ments. This design of the Radial Distribu- 
tor is very useful in the distribution of pa- 
pers from department to department, mak- 
ing it convenient for the clerk or office boy 
to carry papers for the different depart- 
ments in a closed bag from office to office 
and distribute them wherever required 
Mr. sristow will be pleased to answer 
all inquiries from dealers and others and 
will give circulars, discounts and full in- 
sent to the address 


formation on requests 


given above 


A MEILINK SPECIALTY. 

The Meilink Manufacturing Company, ot 
Toledo, O., is just now calling attention to 
its line of cash trays, which, placed within 
their new model “Security” boxes, give the 
latter a much greater field of usefulness 
this dealer needs 
addition to his 
They can be 


In handling line the 
anly the trays in stock of 


“Security” boxes placed in 


the box at the option of the customer 





MEILINK SECURITY BOX WITH CASH 


TRAY. 
Che cut here shown presents a view ofa 
Security” box open, fitted with cash tray 
The Meilink Manufacturing Company 
has recently made improvements on both 
line s Oo the l Kes increasing the depth 
; the two larger sizes t six In es, and 
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the two smaller sizes are now made 
inches deep. The trays mentioned above 
are made of serviceable metal Viti 
welded corners and black enamel nis 


Catalogue will be 


sent on reque 


New Mailing Machine. 


The illustration here shown is that of 
a me machine, the .,inventior Robert 
I: Nichols of \kron, O It is alled the 
Nichols Automatic Multi-Mailing Machine, 
and combines in one mechanis1 stamp 
iffixer and an envelope sealer 

The machine is an evolution, t nvent 


a 











NICHOLS MULTI MAILING MACHINE. 
or’s first product having been an envel pe 
sealer which worked very successfully; 
later he added the stamp affixer, making a 
combination machine. 

The new machine is compact and is said 
to be very successful in operation, both 
as to accuracy and as to capacity and ver 
satility Che envelopes or mailing cards 
are stacked upon the “teed board” of the 
machine and fed forward into the mechan 
ism by a series of feed rolls \s the en 
velope moves forward into position a 


attached as it passes 

When the flap is 
through a 
\fte1 


itomati« ally 


stamp is cut off and 


upon the flap-opener 


dampened the envelope passes 


series of rolls and is sealed tightly 


sealing the envelopes are a 


stacked again at the end of the machin« 


to be taken away, having veen sealed 
stamped and counted by the machine 
Mailing cards and envelopes to go un 
sealed under one cent postage can also be 
put through the machine, which is neat 
and self-adjusting and no larger than 


tvpewriter 


N. Y. Hammond Office Moves. 


Phe New York City ofthce the Ham 
n [Typewriter Co., which has been lo 
ated at 171 Broadway for many years, has 
been removed to the heart pewrite 
row, 261 Broadway The ne ( e1 
looking busy Broadway, is equipped with 
every modern convenience in o1 of the 
finest office buildings in |] r Ne York 
New York City office has been under 

the inagement of C. O. Gardner r sel 
eral years and the rap 1 le l ment I 
] e has been such as t merit n St 
e comment on the man i1 hare 
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The lightest d t ical 
te addi hi 
: 
Weight 17 lbs. 
Model 10 
Price $150 
* 
. easy-to-carry 
B ae 
‘ 
* 
* The popularity of the Barrett is easily explained: chine in the world combines all of the extraordinary 
‘ The Barrett came to fill an urgent need in the advantages of this handy calculator. 
. business world—the demand for a small, light, The weight, the price, and the accuracy of the 
* economical adding machine, which could be relied Barrett combine to make it an unusually profitable 
a on for absolute accuracy and durability. purchase for all classes of businessmen. Heretofore 
a There were accurate adding machines before firms having comparatively limited use for an add- 
: the Barrett—but they were heavy, unwieldly. and ing machine have been forced to deny themselves 
. so expensive as to be often prohibitive. its certain time-saving because of its high price or 
There were light-weight, low-priced adding ma- impracticability—being non-portable. Now these 
: chines before the Barrett—but they were so flimsy) firms are buying the Barrett. Since it can be 
af in construction and so inaccurate in operation that carried in one hand, they are finding it invaluable 
af they were often worse than useless in all departments of their business. 
- The Barrett brought a New Form into the There are three Barrett models—the Six witha 
i adding machine world. It gave for $150 a 17-pound, capacity of 9,999.99 for $100; the Ten with a capa- 
easily-carried machine, which was absolutely accu- city of 99,999,999.99 for $150 and the Ten X, with 
rate and as strong as steel itself. computing attachment, same capacity for $175. All 
Among adding machines, the Barrett is unique of these machines are so light they can be carried 

unique in design, in weight, in operation, in about at will, isily operated that any one who 
n- economy, in long service. Without danger of con- can write can use them correctly, so durable that 
radiction we state that no other one adding ma- they withstand the hardest wear. 
1s 
er Write today for full details and for our new book, ‘‘Condensed Efficiency.” 
; 
th 
k B Adding Machine C 
; arrett ing Machine Company 
er 
v- General Offices: Dept. B, Bulletin Building - - Philadelphia, Pa. 
of 
st 
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STORY OF THE VIOLET 





TAKEN From “A Few Goop RECIPES FOR 
FAILURE,”’ AN 8,000 Worpb Story, WRITTEN AND 
COPYRIGHTED BY J. N. KIMBALL, ESPECIALLY FOR 
Use as Copy IN THE 1912 INTERNATIONAL TYPE- 
WRITING CONTESTS FOR SPEED AND ACCURACY. 











EDITORIAL NOTE.—The copy which Mr. Kimball wrote for the last International Typewriting 


Contests closed with this little story of the violet. 


wished to bring out, and is so charming, withal, 


Appliances 
he writes. 


HAVE practiced about all the rules for 
failure there are and among them one 
that ‘1 have not mentioned, that of go- 
ing fishing when I should have been about 
better business. On one of these outings 
among the hills of New Hampshire I found 
myself by the side of a little brook as idle 
as myself and tired with sport I threw my- 
self down on its grassy border to rest 
Lulled by the sighing of the wind through 
the tree-tops and soothed by the breezes 
which sifted between the gray trunks of 
the old trees, laden with the odors o& pine 
and balsam, I must have slept, for in a hazy 
sort of way I remember to have seen a 
humming bird dart in and out of a flower- 
laden branch in front of me. As I looked 
his wings seemed to expand and the rain- 
bow tints of his tiny throat wove them- 
selves into a gauzy network of glorious 
hue and texture; his little bill became a 
wand, crowned with jewels of dazzling 
brightness, and in his place stood a dainty 
fairy, a beautiful vision of gold and green, 
who told me the “Story of the Violet.” 
Many and many years ago, deep in the 
shadow of the dark green wood, there grew 
a violet When the warm days of May 
came on she would unfold her hood of pur 
ple and greet with a smiling face the nar- 
row shafts of sunlight which shot now and 
again through the tangled branches of the 
old oak tree at the foot of which she grew. 
Night after night she was lulled to sleep by 
the tinkle of the little brook as it danced 
and rippled onward through wood and 
through meadow on its long journey to the 
sea; morning after morning she was awak 


It so forcefully illustrates the good point he 
that we wish to pass it on to the readers of Office 


Among the many things Mr. Kimball does well, none is better than the clever stories 


ened. by the twitter of the birds as they 
peered at her through the chinks between 
the leaves and sang to her of the great 
world outside the wood. And so the sum- 
mer came and went and the bleak heralds 
of coming winter moaned through the tree 
tops, and when her feathered companions 
bade her good-bye and flew away toward 
the sunny south, and the soft white flakes 
sifted down upon her, and the Frost King 
shut in the song of the brook, she dug her 
roots more firmly down into the rich, warm 
earth, and lay dreaming of the time when 
her good friend, the South Wind, should 
again bid her don her feminine finery and 
the birds and the brook should again gos- 
sip with her of the great things which they 
had seen far beyond the boundary of the 
dim and silent wood. And so as time went 
on she grew hearty and strong, and with 
her strength increased her beauty, also. 
But still she murmured and complained 
not a little of her lot. The Robin sang to 
her of beautiful women upon whose bosoms 
rested violets whose fragrance could not 
compare with hers. The saucy little Wren 
lisped to her of the lover he had seen under 
the maple at the edge of the wood and 
who had given to his mistress a nosegay 
of violets—but they were as nothing, he 
chattered, when compared with her own 
radiant hues And the little brown-breast 
ed Sparrow whispered to her of the sick 
child who kissed and fondled the bunch of 
purple blossoms which its mother had 
placed in its fever-stricken fingers (nd 
the modest woodland violet heard all these 
things and deep down in her heart she 





longed to take part in the joys and sorrows 


of the outside world. 


\t last there came a time when the sea 
sons seemed to reverse the order f their 
coming Che winds of March were hot, 
like those of the great Sahara; the showers 


»f April refused to fall, or were sucked up 
in an instant by the parched earth; the sun 
of May burned and shrivelled like that of 
the 


1. But 


August; the springs dried up and 


4 
> 


flowers of the field withered and die: 


through all this dreary time the woodland 


violet, protected by the shadow the gray 
old oak and cooled by draughts crystal 
from the little brook, thrived and flourished 
f old and 


again put on her glorious attire to whicl 


and grew hearty and strong as 


she had added hundreds of beautiful blos 
soms 

One day a fisherman strolled along the 
bank of the little rivulet He was an old 
man and from his bearing it would seem 
that he cared but little for the sport in 


which he was engaged, which was true; he 


ue 


wandered apart and alone filled wi 
sorrow. His best friend, a man among men, 


a hero to all the earth for his deeds of 
charity and good will, lay dead—and th 
whole world mourned. As the fisherman 
reached the oak he cast aside his tackle 


and throwing himself down upon thi 
ground, he wept as only a strong man can 
weep in the extremity of his grief. Then 
his eyes caught sight of the purple garden 
at his feet and through his tears there came 


1 


a smile. “They were his favorites,” lh 
whispered, and he gathered the pretty 
posies, down to the tiniest bud, and went 
his way. 

Next day the hero lay in state in the 
marble halls of the capitol and a mighty 
throng passed in review before all that re 
mained of their universal friend; but one 
and all marveled at the wondrous beauty of 
the bunch of violets which lay upon the 
dead hero’s heart. And that night th 
birds and the brook told the story of the 


honored place attained by their humble 


friend, the woodland violet, and said, with 
one accord: “It is always so; to him who 
waits and hopes, allowing no discourage- 
ment to dim the beauty of his soul or the 
pride of his strength, there comes the 


greatest of all things at the last.’ 


Such was the story of the violet, the most 
modest and unassuming of all the flowers in 
Nature’s garden and those who are in earn 
est in their search for failure can find a 


lesson in it 














A man’s got to lose more than just his money to be broke.—pay pac: 
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A Good /upression 

















Silk Gauze Ribbons and Carbons are 
made by Columbia Ribbon ¢@ Carbon 
Manufacturing Co., 69-71 Wooster St., 
New York, N. Y. 

















Samples and prices will be furnished dealers 
in Great Britain from our branch at 17 
Paternoster Square, London, England. 


rons 


ILK GAUZE RIBBONS and Carbons make a good 


impression, both on paper and on the user. Silk 
Gauze Ribbons do not blur or clog the type. T hey write a neat letter. 


Silk Gauze Carbons are clean under the eraser, clean to handle and will not wrinkle. 





It costs no more to sell Silk Gauze brands. Our dealers’ proposition is most liberal and 
attractive. Write today for particulars. 
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HE J. Dornette ©& 

Bro. Co. manufac- 

ture Desks of all kinds 

and ship in K.D. form to 
any part of the world. 


Put our line of desks 
on your floors and you 
will make money and 
keep your customers 
always. 

Just write and get a 
line on this business. 
Large jobbers in office 
furniture will find it to 
their advantage to look 
into thic proposition. 


Write at once and 
get Acquainted 


Latest Improved S 3 | Standing Desks 
al Office Tables 





Sanitary Desks 


JO 


PCE LCCLEECe CU 


Roll-Top Desks 
Flat-Top Desks 


eee 


ALL SANITARY DESKS FURNISHED WITH OR WITHOUT CAST 


TUTTE 





Patent Cabinet 
Typewriter Desks 





ERS 


as 








Cable Address, “DORNETTE,” Cincinnati, Ohio 
‘ABC Fourth Edition 


' Western Union. {tlantic Cable 


J. Dornette & 
Bro. Co. 


Cincinnati, Ohio 


CODES USED 


Catalogue ‘‘22-E”’ for Asking 
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IMPORTANCE OF EFFECTIVE OFFICES 


SOME SUGGESTIONS 


REGARDING 


THE 


EFFECT OF PROPER OFFICE FURNITURE. 








= VERY business man is likely to pros- 


—4 per in proportion to the judgment 

and study he puts into his pursuit 
He who would make his affairs serve him 
well must dig down to the bedrock of vital 
and before he would himself be 
himself, must know both how he 


service he 


principles, 
served by 
and why the 


Cal serve others 


has is desirable to others 
The hayseed philosopher, more truthful 


“The 


one of the 


said world do 


And 
roads along which it is 
furnishing and equipment of its office. No 
we greet our clients in frayed 
them to a 
this 


than grammatical, 


move.” It new 


does 


moving is in the 


longer may 


and shabby nor welcome 


attire 


frayed and shabby office, for we of 


world have begun to grasp some 


modern 


of the fundamentals of that truth, “As a 
man thinketh in his heart, so is he.” When 
we think poverty, lo! we achieve it! When 


we think plenty and prosperity, and op- 
timism and all good things, behold, they 
and are pictured in our 
in our garb 


arise within us 


our and sur- 


smile, in step, 
roundings, in the 
quickness of our minds, 
in the woven 
actuality. 


and 
born 


increasing glow 
till what is 
heart is into the web of 

Prosperity is credit, and no man may in 
justice to himself and others cast a doubt 
upon his credit by appearing than 
decently prosperous. His office is the out- 
ward and visible sign of his condition, like 


less 


his clothes and his bearing. 

Psychologists say that no impression is 
ever effaced from the memory beyond the 
possibility of its restoration, and we are 
assured that, as all actions produce effects, 
their certain in 


so all impressions have 


fluence for good or for ill 


Business a Process of Minds. 


Chamberlain, in one of his articles on 


Theoretical Salesmanship, quotes Hugh 
Chalmers as saying that sales occur only 
in men’s minds, not in their check books 
nor in the order book of the seller In 
other words, the sale is a mental process 
which results in the signing of the ordet 
and the subsequent making of the check 
But it is a completed act in the mind of 


the buyer before any of these results ensu 
this 
require 


Having granted proposition—which 


seems hardly to argument—is it 


less than. logical for the keen man of busi 
ness to make the way easy for the comple 


tion of those transactions upon which the 


By H. W. MArTIN. 


nearly 
the 


life of his occupation depends? In 


stores which cater t 


find the 


all of the big 


trade of women we surroundings 
not 


rest rooms, retiring rooms, writing rooms, 


only rich, but luxurious. There are 


restaurants—not because the _ proprietors 


are. bitten with a desire to spend money. 


but because such accessories pay. 
furnishings of large stores and 
and 


The rich 
their myriad conveniences to attract 
hold the attention of the public are the 
obvious examples of the fact that it is 
profitable to make one’s customers happy 
in their surroundings; and such gifts to the 
public go farther than premiums and the 
like, they 


tended to draw trade and partake 


because are less obviously ex- 
some 
hospitality which is 


And, indeed, we 


what of a spirit of 


most welcome to us all 
find that the more such things are extended 
in the true spirit of good will to all who en- 
ter our doors, the more they help us in the 
“He 


tind himself must lose himself.” 


business we are doing. who would 


It is assuredly not a far cry from these 
obvious examples of the influence of our 
surroundings upon others to the less obvi- 
none the real influence ex- 
erted by the office of the doctor, the law- 


ous but less 


yer, the broker, upon the minds of pati- 
ents, clients and customers. Who is not 
soothed and made content by the deep 


rugs, the quiet, and the harmonious furni- 
ture of some physician’s outer office? Here 


surely is the evidence of others’ 


ence of the ability of this man who can sur- 


experi- 


round himself with such an environment! 
\ leather upholstered chair invites us and 
we sink therein with a relaxed sense of 
ease, and when the attendant calls our 


name, we bring our minds perforce from 
the pages of the magazine we picked up 


while waiting to the real object of our 


visit, and we enter the private office of the 


man in a normal state of mind, 


make 


medical 


enabling him to whatever examina 


under the 


tion may be necessary proper 
conditions for the most accurate results 
The same things apply to the client who 


visits his lawyer His well-filled book 
shelves bespeak the equipment of his pro 
fession; his well-ordered, capacious desk 


and comfortable swivel chair, with the 


filing cabinets for legul do 


logical, 


rows of neat 


ments near-by indicate the careful, 
precise and analytical mind of the man to 
whom we entrust the delicate task of ad- 


justing a tangled business or personal re 





lation, and the comfortable chair which he 
indicates beside his desk SO placed that 
in easy light illuminates our face—does 


nearly as much as his shrewd, but care 


ful, queries to bring out the full state 
ment of facts without which he cannot a 
vise us intelligently 

When we are physically at ease amid 
harmonious, cool and restful surroundings 
our minds take on the color o impres 


haritable, 


sions Being at ease, we are 

judicial, even merciful to our n sinfu 
and less fortunate fellows! Our minds re 
flect our bodily state. We talk quietly, de 
liberately, and our conclusions are uncol 
ored by any sense ol discord or harsh dis 


comfort. 


But, be it not understood that the art and 


1 


insight which go into the furnishing of an 


up-to-date office are for the purpose ot 


putting something over somebody. That is 
not the purpose of business Every re 
spectable man, whatever his occupation, 
understands that unless he has a service 
to give that is worth what it costs, he can 
not last any longer than it takes his cus- 


But 


man who has worthy service to sell 


tomers to find him out the first time 


every 
1 
nis service 1S 


to the community, whether 


knowledge, or merchandise, or protection 


against sickness or _ insurance against 


death—whatever may be the useful thing 
he has to sell—is entitled to all the advan 


tages surroundings can give hin 


Success is not a privilege—it is a duty 
He who hampers himself by poor and 
shabby surroundings; whose helpers  tiré 
their bodies and burden their spirits wit] 
conditions they ought not to have to en 
dure, and whose clients or customers at 
exposed to irritation, noise, discomfort ot 
contusion, are doing less than their duty 
by adding to the handicAp against which 
the best of us must always worl Che 
State, in peace as well as in wa xpects 
every man to do his duty; and every man’s 
duty no less than the best | knows 
how to do as day by day the 

etter ways and fuller understandi1 
illuminate the path he treads 

\nd so—every dealer in tt turni 
and appliances is called to the mission 
reatil better surroundings for all thos 
wh eal with him—and in pz rtion as 
he tactfully, persistently and rnestl 
pr s this gospel, will the we eward 
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6 | a. 
Pthe Office Gate 


Is it easy or difficult. for Your Salesman to get past 
the Office Gate of the Leading Business Houses in Your Town? 








If he is an intelligent Solicitor, he should be a welcome visitor, for today most Business Men appreciate 
Suggestions that promote Efficiency and Economies in their Work, or which result in creating impressions of 
Orderly Management in the minds of their clients. 


The agent who carries a Representative Line of 


Globe-Weryicke 


Cabinets—in Wood and Steel 


in connection with other Standardized Lines of Desks, Chairs, and Office Furniture should practically dom- 


‘ inate the entire Office Trade in his town, because of the Recognition given by the Business World to the many 


advantages to be gained by having Offices Equipped throughout with Uniform pieces that can be duplicated 
at any time, instead of buying Odds and Ends from several different firms, that frequently cause impressions 
of Disorder and Confusion. 


Catalogue and Beoklets on Request. 


The Globe-Wirnicke Co. 


CINCINNATI 
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SOME CRITICISMS 
REGARDING 


FURNITURE DISCOUNTS 


SUGGESTIONS 
Topic. 


AND 


AN IMPORTANT 





By Ivan E. ALLEN OF THE FIELDER & 
ALLEN Co., ATLANTA. 


should say 





























that the greatest 


T the request of Office Appliances cost that are very seldom calculated cor- 
A Mr. Allen has given his views on rectly. waste and loss in the office furniture de 
some of the important and interest- It is the large sales on office furnishings partment is by sampling, whicl 
ing questions in the office furniture trade that “keep the pot boiling.” The small re- ing. Every traveling man wh es alons 
Mr. Allen is secretary and treasurer of his peat sales are few and far between, and wants you to at least sample | line; yo 
company and is one of the ablest men in’ generally have to be charged out at the think you are buying a few s alties 
the office equipment trade in the South large sale prices. the result is that you clos¢ 
The Fielder & Allen Company are among The only advantage the dealer has in’ they have gotten a little sho rn, at al 
the largest office appliances dealers in Dixie handling specialties and office furniture, most cost In sectional go ang 
They do an enormous business, and have’ with only a 25 per cent to 331% discount lines you are always 
been especially successful in handling large from list, freight paid, is that it is an ad- number of remnants, tops, bases and s« 
contracts for the tions S 
furniture equipment that practically kill 
of county, state and your 
municipal offices, month 
and large’ railroad e that dey 
depots and _ offices. S a ] e S i | | a n sy } 1 p I belie 
They also special- will he 
ize on the furni- By Griff Glover, Vice-President quantity 
ture equipment of Dalton Adding Machine Co., Poplar Bluff, Mo. extent, will gover 
schools, churches, discounts Chis i 
oe theaters ALESMANSHIP is a human game of chess. In ordinary = (Sam ee 
ey lave success- , - me ‘ most erythin 
fully placed a num- chess there is no advantage to either party. Winning or i cata reais 
ber of notably large losing lies in the play. The stronger the player—he who has and exclus leal 
orders for steel fur- P P ‘ ‘rship propositions 
wre ale - acquired by practice and study a MASTERY of what he is : Eg saggy 
» also should be that 
Mr. Allen’s views about—frequently gives his weaker opponent who has not way 
will hcg ER studied, charted, analyzed, practiced—who has not come at | es inexperienced 
to the trade, since Ki ” dealer takes a tancy 
he specks from ripe a MASTERY of the thing in hand, the advantage of an extra a ieee, ee 
experience and full piece or more, removing from the board a pawn, castle, handles regard 
observatic of . P P P less of the discount, 
. > eg oe knight, bishop or even his queen. At times two or more ss 
conditions oO 1e ant 1S apparently 
trade. His remarks pieces are removed, and I have seen games won where the satisfied with 20 per 
follow: victor first cleared his board from queen to castle, including cent or 25 per cent 
The discounts on In small towns he 
o fice furniture, both. does small trade, 
high class special- ‘*There is no luck in chess; none—and precious little in mixed in with other 
te a a 4 . , re 1dise o 
re a we nen business, except that indolence is a hard-luck factory; hap- saad ; ee 
dle through one - ; - . which he makes 9, 
dealer lp 4 towe. hazard breeds ill-luck; discouragement invites it and dogs 75 and 100 per cent, 
an exclusive agency the heels of all who are unworthy, hobnobs with incompe- hence he does not 
siti ‘ ) ) . . . Orry; he Carries <¢ 
ies gnats tence and makes its bed with shiftlessness.”’ ere dapicd 
bear a sufficient dis- : small stock and 
count from list to only sells the ones 
enable the dealer to that become inter- 
profitably handle ested through the 
them, for the rea- factory's advertise 
son that it requires expert salesmanship and vertisement and a good filler and increases ment, and are even sold by the factory rep- 
outside solicitors. which items entail addi- the volume of the business and prevents _ resented 
his customers carrying accounts at two [ think that discounts from list on such 


tional outlay. 
The of 

equally as much 

stationery over the counter, as the delivery 


1s 


handling office furniture 
commercial 


cost 


as handling 


expense on furniture is considerable, and 


the up-keep of the stock, the repairs and 


breakage and the installation are items of 


furniture specialties should start 


at 25 pet 


places. The lines are advertised, and live 

representatives plant the agency in the first cent off, with an increasing scale to 40 per 
place. This is the way an office outfitter cent or more, freight paid, according to 
starts, and after he has really built up a quantity; a rebate system. This plan to pre- 


considerable business, he begins to find that 


he is not making an adequate percentage of 
profit will give part of it 


vent cutting the price. 


Gives a little dealer a big discount 


That is the trouble 


and he 


away 
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Catalog 


on 


Request 





It’s up to You to Decide 


ON THE CHAIR 
ON THE PRODUCER 














You are entitled to the best 
chair made. 


Our long time experience and 


complete equipment give you this. 


We stand back of every chair 


we make. 


We want you to be satisfied 
with and make a profit from the 


product we build. 


/\\urphy (Bair @repary 


DETROIT, MICHIGAN 








We Protect 
the 
Dealer 








SO 








FURNITURE MATERIAL AND CONSTRUCTION 


IMPORTANCE OF U NDERSTANDING 
OFFICE FURNITURE WOODS AND 
FEATURES OF MANUFACTURE. 





By Lon Matcom, MANAGER, FURNITURE 
DEPARTMENT, THE Dorsey Co., DALLAs, 





TEXAS. 
™NO long as each customer is an in-- have occasion to go into the details of the [The material most genera sed 
dividualized personality and _ every woods used in the construction of the office furniture is oak wood as it is more 
sale is surrounded by its own peculiar furniture in each and every sale, he should serviceable, and does not show the usual 

circumstances and conditions, no “Sing be in possession of the knowledge of the scratches that office furniture naturally re 
Song” stereotyped speech or line of talk woods just the same, knowing their peculi ceives 
bring results; it requires action fitted to  arities and characteristics and why they \ salesman should possess s Saeed te 
the circumstances governing each individ are. used for various purposes in reference nical knowledge of office furniture to he 
ual case. The salesman must study his’ to other varieties able to tell the customer just how a desk 
customer from the minute he comes in The knowledge of veneer in the con- chair, filing cabinet. table os ae ‘ities 
contact with him; his position with his struction of ofthce furniture, and the ad-  jtem js constructed. and to explain this 
company or corporation, his manner of vantages of the use of this veneer, helps construction in detail. both oa ae 
speech, his temperament, etc. In nearly the salesman materially, as veneered stock superior construction of the article he is 
every case the knowledge gained by such in the construction of office furniture is selling over the construction of the same 
observation can be put into play and be- so far superior to the solid construction = article built in naee othe was 
comes an attribute in making the sale that it makes one of the most valuable TI et ae ; eae 

A salesman to be really successful assets in making a sale of office furniture ager sheet SA a es ss 
should know the merits, usefulness and The writing beds or tops of desks and id none e Ph lig ering own _— 
advantages of the article he is selling in the tops of tables of most of the office a1 pores pee ey . ay rdanrr 
every detail, and should know these suffi- furniture on the market at the present eaaieiaiinid their ua Na erm si ; aes 
ciently well to be able to place them be time are constructed of five-ply, built-up, peer ~ the old sen Pg P sie 17 en 
fore the customer in a concise and intelli veneered stock, which is two ply of quarter “Sree ae Ss ite pi yoaay A : he ‘ 
gent manner. He must know more about sawed veneered oak or mahogany on each Ae .s pg See) et eee 
his line than does his customer side of a core all securely glued together; Phe advantages in the construction of 

\ story is told by a former salesman of — the grain of the two plys of veneer on each a chair should be dwelt ee probably 
the National Cash Register Company, side of the core running in opposite direc- 9 2" than in almost me SESE eee | 
which is impressive and to the point tions. The core may be made in any thick- — ee outsiae Phe fil ng cabinets, 

This salesman in explaining to a pros ness, and is usally of chestnut or some por as a chair receives more hard use, it is more 
pective customer the advantages and merits ous wood out of which it is easy to draw liable to damage and to wearing out than 
of his machine. stated he would’ the acid and sap in a dry-kiln. By this “” ther article 
press the different keys and the cash means of construction is obtained an ab- Che construction of the d1 ers filing 
drawer would fly open each time, and he — solutely dry piece of material for the top cabinets, and the advantage their bs 
had just about exhausted his resources and one that will not warp or cup-up in ing equipped with roller bearings is als 
when he casually pressed the 50c key and the center, or get out of shape one of the cardinal features, as drawer 
the drawer flew open, and the customer “Solid” vs. “Genuine’ Construction. in a filing cabinet not being « pped with 
remarked: “Well where do you put your The customer frequently asks if a desk ‘Toller bearings will naturally sag and bind 
money ?” or table is solid quarter sawed oak or solid not working easily when the drawer is 

The salesman stated he never after that mahogany, when in reality he wants to (ull, or contains any great mount 
demonstrated or tried to sell a machine know if the construction is genuine quarter weight \ great many of the filing cabi 
that he did not have in his pockets a piece sawed oak or mahogany, or whatever wood net manutacturers are constructing the in 
of coin for every key of the machine, and it may be, and not the solid construction terior of their drawers of steel, which is 
as he pressed the key for each piece he It is alwavs better for a salesman to have a very great advantage, owing to the fact 
dropped that particular coin in the proper a small piece of the top of a desk showing tl it_ atmospheric conditions have no eff 
place. the five ply, built-up veneered construction, n this steel, and therefore the drawers will 

It makes no difference how much your so he can show the customer the advant always work smoothly, and will not stick 
customer may know about the article you ages of this method of construction swell 
are selling, just take it for granted that The woods most commonly used in the \ stock room in which the reserve st: 
he knows nothing at all about it construction of office furniture of today rniture is stored should not be it 

\ thorough knowledge of woods used = are oak and mahogany Although the use basement or in any place subjected 
in the construction of office furniture will of circassian walnut is gaining some popu lampness in any way ; . 
help the salesman in the same way that a larity it will never be of general us«e dampness has a certain an ae ae 
knowledge of any other line will help the on account of the high price of the genuine on the drawers and panels as eae 
salesman selling it Although he may not article the Gaish 
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eC Any fundamental type 





A multitude 
of combinations, 
inexpensive 
and simple 


Business men, lawyers, doctors, all profes- 
sional, railroad and insurance men may select 
the ideal equipment for individual needs. 








filing may be had in these desks. 
department head, salesman, doctor or lawyer must have an orderly receptacle for indexed cards 








of scientific, commercial or professional 


Every clerk, office manager, 


or documents, bill-heads, commercial reports or catalogs, etc. 





This form of desk combines a handsome 
and durable piece of furniture with the most 
practical and economical interior. 


The competent office man is no longer 
content with a handsome but impractical 
desk must be both handsome and 


desk; his 


mechanically perfect. 
The use of these filing sections and units 


increase three-fold the usual capacity of the 
desk, and allow systematic indexing. 


the only logical and profitable 


K ILE D ESKS senmentalll for the stationer to handle 


because they combine furniture and supplies in one sale. 
Write for catalog and liberal agency plan. 


Economy of space, 
of time, of effort and of 
money is hereby made 


possible. 


changeable and priced 


1°71 
allKe 





Inter-Inter Licensed by The Macey Co., under Tobey patent June, 1907. 


Cutler Desk Co., Buffalo, N. Y., U.S. A. 


ESTABLISHED 1824 























OFFICE FURNITURE AN EFFECTIVE STOCK 


POSSESSION OF SUITABLE 
(GOOD 


A 


MEANS OF DRAWING 


FURNITURE STOCK 
TRADE. 








F one has enough backbone to ask what 


one’s goods are worth and sell them 
on a quality basis rather than as a low 
price proposition, then the profits on office 
furniture are quite as satisfactory as upon 


ther items of the commercial 


stock 


any of the 
Stationery 


The possession of an office furniture 
stock has a very favorable influence upon 
the sale of the other goods in the store 


It tends to bring in responsible customers; 


it increases the opportunity of the station- 


trade which is most 


er in meeting .the 
profitable; it stimulates orders for supplies 
to equip the offce furniture sold and to 


keep it running from year to year; it estab- 
lishes the stationer in the minds of his cus- 
tomers so that they naturally and logically 
think of him when ordering other supplies, 
in short, the possession of a _ well- 
selected stock 
properly displayed, gives a tone and stand- 
which it might 


and, 


office furniture which is 
ing to the establishment 
otherwise lack 

The possession of a stock of office furn- 
iture and a vigorous, up-to-date method of 
handling it is beneficial decidedly to the 
salesmen. It will encourage and spur the 
ambition of any stationery salesman to 
make a sale of two or three hundred dol- 
lars’ worth of office furniture, when his 
usual sales are from a few cents to a few 
dollars per sale. To obtain the best re- 
sults from his work in the office furniture 
however, the office furniture 


cepartment, 
not only the good 


salesman must know 
points of the furniture he is selling so far 
as regards its construction, but he must 
also know what the points are with refer- 
ence to the finish, capacity and durability 
of the goods his house handles. Indeed, 
owing to the that a 
furniture salesman must have a lot of spe- 
cialized knowledge and must be little short 
of an expert in his line, his development 
requires some time. It isn’t a matter of 
instinct to sell office furniture 
know all about the 


fact good office 


fi ra gor rd 


princi- 


salesman may 


From AN INTERVIEW wiTtH C. A. H. 
THOM OF THE GREGORY, MAYER & THOM 
ComMPANY, DETROIT. 


ples 
success in the office furniture department 
unless he has the special knowledge which 
this department demands. 
salesmanship are the 


the work in 


Principles of same, 











Cc. A. H. THOM. 


but the man must have salesmanship plus. 
And the plus part of it must be knowledge 
of office furniture, its uses, its construction, 
its adaptability to certain purposes—every- 
thing possible to know about the subject, 
Specialized informa- 


the more the better. 


tion of this kind cannot be obtained with- 
out working for it. So important is this 
that I have found it a profitable invest- 


ment to send salesmen to the factories 














»f salesmanship and still fall short of 





manutactured and let 


where the goods are 


them spend two or three days’ going 
through the factory, learning why certain 
operations are done certain ways and ab 
sorbing all they can learn about the con- 
struction of the lines they will later be 


expected to handle in the store 


Office furniture is undoubtedly a practi 
cal and a profitable addition to the stock 
of the commercial stationer. In Ir own 
experience, we believe it has been the 
means of opening up and holding a great 
many new accounts of firms who might 
otherwise have taken’ their entire trad 
elsewhere had they’ gotten’ their office 
furniture from another sourcs 

In putting in their office furniture lines 


many dealers have made a great mistak« 
in purchasing a promiscuous line of goods 
from a variety of factories, each making 
about the cheapest thing there is in its 
line. They have done this right straight 
through, not only in desks, but in chairs, 
filing cabinets, etc. The result cannot be 


satisfactory. There is no objection to goods 


of low price, if they are worth the money 


and the trade to which the dealer caters 


demands goods of the medium and lowe: 
Such 
play an important part in the market. But 


that 


grades. lines have their place and 


| have found on the whole from the 
much more 


hold of 


a good line of standard office furniture and 


standpoint of the dealer it is 


satistactory and profitable to get 


push it to the limit. If the goods ar 
a little higher in price than those of the 
ready with a good and 


other fellows, be 


convincing reason why. 

There is neither honor nor glory in land- 
ing an order on which you are the lowest 
The 


business on 


bidder real satisfaction comes in 


landing which you are from 


twenty to twenty-five per cent higher than 
somebody else, but have sold your goods 
merit they possess 


by reason of the real 


and the capacity of the salesman who made 


the deal 
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ANNOUNCEMENT 


Of Interest to High-Class Dealers 


The demand for OMECO Steel Furniture during the past two years exceeded our expectations 
and has taxed our factory capacity. This demand among users of high grade office furniture is a 
result of excellence in construction and beauty of design of our product. 


Our manufacturing facilities have been increased so that we are now prepared to place our 
agency with a few more high class dealers. 


Our stock line embraces filing devices for practically every business requirement, as well -as 
desks and tables. 


We also make special made-to-order steel files, desks, tables, omnibus trucks, ete. If your cus- 
tomer has a vault to equip let us make up drawings and submit figures. 

Business men are fast coming to realize that, while great ingenuity is being employed in 
erecting office buildings to make them as nearly fireproof as possible, combustible wood filing 
cabinets containing invaluable records will burn as readily in a building which is fireproof as in any 
other type of building. 


Connections will be made only 
with high-class dealers. 


Catalogue and particulars will 
be sent on application. 


THE 
O. M. EDWARDS 
COMPANY, inc. 


SYRACUSE, N. Y., U.S. A. 




















LOCATING THE FURNITURE PROSPECT 





prospect> 


N locating office furniture 
there are many ways which are suc- 
cessful. First, | consider, if your loca- 
tion and space will permit, an artistically 
arranged office at the front of the sales- 
room will be most profitable, with the use 
of a nice roll top, flat top and typewriter 
desk with revolving typewriter and side 
chairs to harmonize in finish and style, ar- 
ranged just as they would be in the modern 
othce This layout would be the best fur- 
niture salesman one could get By the 
proper arrangement of the window and by 
using slight decorations, such as a vase o! 
flowers, or neat electric fixtures, the passing 
public will be attracted. However, a very 
small per cent of these passers-by may be 
in the market at this special time for fur- 
niture, but those who are interested will 
be attracted by this display. which will 
give the index to the prospect. Then comes 
heavy work for the city salesman 

The friendship of the manager of the 
large office buildings is a great assistance to 
the furniture salesman, for he gets the first 
tip of a sale when he leases the office, an«d 
the next requirement is furniture. If Mr. 
Manager is friendly enough to furnish this 
information, it certainly means live pros- 
pects for desks, chairs, and filing devices. 
This same idea carried out with real estate 
rental agents proves very satisfactory. Tips 
from the typewriter salesman often mean 
the sale of a typewriter desk and chair. I! 
consider the best and most profitable pur- 
chasers of office furniture to be the real 
estate men and lawyers, for a neatly fur- 
nished office in their line is their capital 
stock and is their show window of sales. 
A neatly furnished law office assures con- 
fidence by the client which means the same 
to a lawyer as a stock of goods to a mer- 
chant. This also applies to the real estate 
man. The only reason for being partial to 
this class of customers is that they are not 
constant buyers of furniture, that is, they 
only buy one outfit usually, and do not shop 
all over town for prices. They prove much 
more profitable customers than some other 
business houses 

Manufacturers, as a rule, are not good 
furniture customers, as they do not come in 
personal contact with the public and feei 
that a dressed up office is unnecessary 
Bankers usually buy the best furniture on 
the market, but are, as a rule, very close 
and conservative buyers and we furniture 
dealers are so weak minded we think we 


SOME WAYS OF GETTING ON THE 
TRACK OF NEW BUSINESS. 





By Frep D. ROCKETT, OF THE 
HARGREAVES PRINTING Co., DAL- 
Las, TEX 


must make our reductions to them by sell- 
ing cheap instead of helping the widows 
and orphans 

The commercial furniture salesiman 1s no! 


only a distributer of merchandise, but is 





FRED D. ROCKETT. 


professor in one of the best schools known 
His pupils are apt and desire to learn 
We are agriculturist 


who is one of the most important and pros- 


overlooking the 
perous men in the community. On him our 
prosperity rests, and he deserves every util 
ity that modern thought can give him. 

Our country is full of farmers who are 
progressive to the minute, in the line ot 


farming machines, windmills, ete The, 








have automatic pump machines 


houses with individual light plants, and a 
slight suggestion of a systematically a: 
ranged office with a modern selection o! 
files at the side of a roll top desk with a 
chair would add many sales to our monthl, 
report. We must admit, to our regret, that 
we have some tillers of the soi! who will 
never see higher than between the plow 
handles, but the larger per cent farmers 
are certainly open to progress. Their busi 
ness systems are slightly neglected and th: 
system salesman is to blame 

We can also locate many profitable sales 
by keeping in touch with the contractor, 
the modern residence now erected, is ac 
commodated with a clever den or study 
This means the sale of desks, chai1s, book 
cases and office files. When the house is im 
course of construetion, see the contractor 
and sell the sectional book cases in time so 
they can be built and arranged ‘as the hous: 
goes up. The contractor will usually co- 
operate with the dealer along this line 

We must keep our school in line of pros 
ress and teach our customers hat thes 
need. When we receive advance notices of 
some new equipment for the market, let t! 
trade know of it at once. If the article is 
too large for the city salesman to carry 


t 


submit a photograph or blue print, also 


display in a promifient place in the store 
We are pleased to state that most of the 
factories are willing to meet us a little past 
half-way with advertising matter, such 4s 
catalogues and folders, which, properly dis 
tributed, will create business for all 


We must not overlook the filing device 
which shows a great business There is 
scarcely an office in any line business 
which could not use a filing cabinet of 
some nature, if the need were only dem- 
onstrated. 

We must not think selling 
merely out-talking some prospect and sep- 


arating him from his coin, but we must 


rniture 18 


take this transaction as a serious invest 


t 
oO 


ment and suggest only what we think is 


his benefit, show him what it is and how it 


is of use to him, where it will save him 


money. A furniture sale must not be a one- 
sided transaction with profit on the selling 
side only; the buyer must profit also. By 
so doing one establishes behind this sale 
ie re-enforcement of satisfaction and con 


which, in the future, means this 


t 
fidence, 
man for your store for all his requirements, 


pen-point to a desk 
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The “2 in | Glemco” Typewriter Desk 


with its story 
told in pictures 


taken from 


life 


























“The Clemco All Steel 
Mechanism 








DEALERS 


All office appliance 
dealers and com- 
mercial stationers 
who handle, or 
contemplate han- 
dling office desks, 
should write for 
the Clemco Cata- 
log, which shows 
our entire line and 
gives complete in- 
formation of the 
typewriter desk 
shown in these pic- 


tures. 
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Getting Ready for Work 



























THE CLEMETSEN CO. 
CHICAGO, U.S.A. 





Trade-Mark. 


2608 Flournoy Street 


Showing Strength 
of Construction 

















EXTENDED 
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USEFUI 
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IN 


LITTLE KINKS IN FURNITURE SALES 


SOME OF THE WAYS DEALERS HAVE FOUND 


SUCCESSFUL 


IN LANDING 


THE 


(ORDERS. 





COMPILED BY THE 


A SHREWD and careful Western dealer in 
office furniture and appliances makes it a 
point to extend his acquaintance and that of all 
his clerks and salesmen into all the fields where 
knowledge of new business enterprises and re 
movals of old concerns are likely to be known 
first. This gentleman knows an amazing num 
ber of janitors, messenger boys, elevator men, 
building agents, contractors and architects, and 
from all of them he gets valuable information at 
some time or other. He knows full well that it 
is often the first man on the scene who gets the 
order therefore 
leaves no stone unturned to get the earliest pos 
Where a sale results from a 


for new equipment, and he 


sible information. 
tip given by someone in a subordinate position, a 
small commission helps wonderfully to cement 
friendship and future like cooperation. He 
does not, by any means, however, encourage tips 
from those in confidential positions who have no 
right to give information. 
& Ss St 


A NOTHER dealer of whom we know has 
adopted somewhat the same plan as that 


outlined above. He, however, has extended it 
to the state, county and municipal departments. 
He has even arranged to secure the earliest pos- 
sible news of new incorporations from the of 
fice of the secretary of state. All the informa- 


tion he receives ts followed up. 


where possible, by personal solicitation, or at any 


immediately 


rate by letter and then by a personal call by a 

salesman as soon as possible after the sending 

of the letter. 

secured that would otherwise go somewhere else. 
& ft & 


In this way much new business is 


DEALER at Sioux Falls has found that in 
advertising office half of the 
good usually resulting from an advertisement 


furniture 


is lost if the trade name of the goods is not 


mentioned. ©ne may, for instance, hammer 
away on the various virtues of one’s line with- 
out the best results, but when these virtues are 
ascribed to some particular article by its name, 
people begin to associate the qualities with the 
The 


same dealer, as one means of advertising, uses a 


name and to demand the goods named. 


3x6'4-inch envelope stuffer with a description 
and price, with cut, of some article in the office 


furniture line imprinted thereon. One of these 
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KEEPING 
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results 


goes in every letter sent out, and good 
ensue from this persistent method. 


ss 
N EXPERIENCED 


advised that the card catalogue be used for 


othce furniture man 


keeping track of stock. He has described a 
practical method in the following words 

“The cards that the stock record is kept on 
should be made up one-fifth cut and in two col- 
ors, using one color for mahogany and mahog 
any finish oak. ‘This 


should be ruled vertically, with the lines about 


and the other for card 
five-eighths of an inch apart, which would give 
twelve columns in all. Then, starting at the left 


hand side of the card, there should be printed at 
the top of each column, ‘Date Received,’ ‘Quan 
tity Received, ‘In Stock,’ ‘Sold,’ taking up the 


first four columns, and then this same heading 
twice again in the next eight columns, 


one-fifth cut at 


making 
the card complete. The tab or 
the top of this card is for the number of the 
article, which can be written on by the stock man 
with a pen, and also the finish and size under this 
below the tab. In entering stock on a card of 
this kind you put down the date the goods were 
received in the first column, quantity received in 
stock in 


the second and how many that makes 11 


the third. Then when this number is 


sold and is being entered off, just write in the 


any of 


fourth column how many sold, subtract this 
from the number in stock and put down the re 
mainder in the stock column. This is an ex- 


tremely simple way of keeping stock, but it is 
absolutely accurate and does not require an ex- 
pert to handle it.” 
J . 
HE same gentleman who recommends the 
above plan has outlined a practical scheme 
of direct advertising by means of a mailing list 
carefully prepared to cover a given territory and 
classified so as to show the respective lines of 
the different firms and individuals included in 
the list. 
“Tf a mailing list is large enough to be classi- 


He says: 


fied as stated above, the scheme is to take a cer- 
tain kind of filing cabinet, for instance, used for 
a particular kind of business covering one branch 
of your mailing list, and to get up a folder show- 
ing how these filing cabinets can be used to the 


advantage of the people to whom you are sending 
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something that will draw a man’s attention 
when he receives it because it has some connec 
tion with his particular kind of business. Then 
show a desk and chair or anything else in your 
line along with the cabinet in this folder, always 
something that is attractive. Advertising 1s not 
going to sell the goods for any one, no matter 
how attractive it is, but it is necessary in con 
nection with the sales force.” 


a 1 < 


A TOLEDO dealer says that the more office 
furniture he shows the more he sells. “It 


is a high tribute,” says he, “to the increasingly . 


excellent quality of American office furniture 
that actual inspection of the goods is the strong 
est selling argument the customer can _ have. 
Even a small stock, well displayed, will pull 
more sales than cataloging, in the long run. A 
few groups, arranged according to use—a few 
chairs, a table, a cabinet and a stenographer’s 
desk, for instance, grouped around a roll-top as 
a centerpiece—make an excellent opening wedge 
for window display.” 


Me a 7 4 


A LEADING dealer of Grand Rapids goes 
after the doctors and the lawyers by means 
of folders showing office furniture and supplies 
of peculiar interest to them. Dentists are also 
included in this mailing list, which is very suc- 
cessful in producing results. He recommends 
reaching architects and real estate men in the 
same way. The folders used should be simple, 
should bear illustrations where possible, and 
should state in concise language all the essential 
details the customer would naturally want to 
know. 
M a 7 4 


NE of the leading houses at Lincoln, Neb., 
O instructs its salesmen to jot down the 
names of business and professional people who 
call each day. The salesman tells the customer: 
“From time to time new things are produced in 
office furniture. You will undoubtedly want to 
know about them. If we have your name when 
the new appliances come in we will drop you a 
card telling you about them.” It’s a case of 
personal interest and will appeal to the up-to 
date business man. 

The same house recommends the holding of a 
furniture exhibition and demonstration twice a 
year, and advises that membership lists of clubs, 
lodges and societies be consulted and chécked 
over, and a duplicate of the completed list made 
and sent to the manufacturers with whom the 
dealer does business, with the request that the 
manufacturers cooperate with him by sending 
advertising literature to this list at least a month 
ahead of the date of the proposed exhibition. 
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ERE is a suggestion which not a few deal- 
H ers have found of advantage. It is noth- 
ing less than to use sectional display cases for 
Where sectional bookcases are 
handled, these display cases are silent salesmen 
for the line. And in any event, they are useful, 
because they afford a means of showing the 
stock enclosed in them, preserving it at the same 


time from an undue accumulation of dust. 
. 7 7 4 J 


snowing goods. 


K i EPING a definite record of live prospects 
Such a 


is something not all dealers do. 
record, added to by inside and outside salesmen 
from time to time supplies a most valuable mail- 
ing list if carefully checked up from time to 
time, and affords in the course of time a source 
of business which develops into regular trade. 
Such a list grows from year to year and in a 
very short time develops into a profitable asset. 

In this issue of Office Appliances a Denver 
dealer gives a practical method of starting and 
keeping track of such a list by means of 3 x 5 
cards to be filled out by salesmen and filed in a 
card catalogue. A form is given for this pur- 
pose, which other dealers are at liberty to use 
if they wish. 
Ss SF 

CHICAGO office equipment house, after 
A the installation of a filing equipment, calls 
again on the customer and asks how he likes it. 
[f he replies that he hasn’t started it yet, the 
salesman requests the privilege of starting the 
system for him. If the desired permission is 
granted, the salesman forthwith arranges the 
guides and starts the system with whatever ma- 
terial there may be to be filed. If the customer 
has started the system, he may want some in- 
formation or suggestions, perhaps more supplies. 
In this way the house keeps in touch with the 
customer and cements his esteem and confidence. 
Occasional calls thereafter are productive of 
repeat orders for supplies and sometimes for 
additional filing cabinets. 

SK SK 

LEADING Minneapolis office equipment 
A dealer lays some emphasis on the proper 
display of his office desks. This observation is 
less trite than it sounds. Usually an office desk 
is pushed up against the wall so that its back 
doesn’t show; nevertheless, the manufacturers 
have not therefore neglected to finish up this 
part of their product. The back of a well-fin- 
ished desk is just as attractive as the front and 
sides and in very many cases a desk must be so 
placed in the office that its back is most prom- 
inently in evidence. This dealer asserts that to 
his personal knowledge many desk sales have 
been made in his store by placing the desks in 
such positions that they may be carefully in- 
spected by the customer on all four sides, 
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FINE ROTARY CHAIRS with NEW HIGH-GRADE IRONS 
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The new M. & S. Feature 


A Chair Iron as good and lasting as the chair itself 


—this is the new feature offered in M. & S. Chairs—a 
feature never before obtained in high grade designs. 
The new M. & S. Iron operates easily—silently. It is 
strong and rigid. 


Increase Your Sales 

You can double your sales on Rotary Chairs by offering this new 
iron. A demonstration of its smooth and silent operation is 
convincing. It is an immense advantage in competing for office 
contracts. This iron can only be obtained on Marble & 
Shattuck Chairs, and with the greater sales possibilities which it 
provides, combined with the beautiful designs and strong 
construction of M. & S. Chairs, it furnishes talking points superior 
to those of any other line. 


Write for this Booklet 


We have issued a booklet called **A Revolution in Chair Trons’’ which ex- 
plains more fully the advantages of this new tilting mechanism. It will be 
sent upon request. The complete line of Marble & Shattuck patterns is 
shown in our large catalog. 


Cnicago Office, 304 South Wabash Avenue New York Office, 815 Marbridge Building 


tShe MARBLE & SHATTUCK CHAIR CO. Cleve/arzd’, O. 
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— OFFICE TABLES 


Profit Makers for Dealers 





Our 1913 ‘“‘Book of Office Tables, 


’’ which is just off the press, illustrates and lists the most comple 
line 


of office tables ever shown. 


You Should Have a Copy; Send for One 


LOUIS F. NONNAST SONS, 


1015 N. Halsted Street, CHICAGO 


Se 
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AUTOMATIC FOUR DRAWER LJ O M i Cc 
DETACHABLE END FILING CABINETS A 
measurt 5 inches lepth ou le and are fitted with 
Automatically Expanding File Drawers of greater e 
capacity than others of 24 inches inside depth. Nothing will app al to t ffi € man as much as a 
cng va ro peat : uluable and time cut short by Pine 4 operating and scientifically designed Filing Device 
greater enience re 
Can you see why your customers should not have 
ne Sanz Auste 
—_ 
n your mple 
wo r great 
alt nost 


ally wit! 
! Complete locki 

Stationery drawers in center 

File Drawer below. 

wheel casters. 










These are only a few 
things we show in our new 


No. 16 CATALOG 


It is our only sales- 
man and will come to you 
upon request. It will pay 
you to get in touch with 
us and the most interesting 
and salable line of Filing 
Devices on the market, at 
once, before your territory 
is taken up. 





















The Automatic File & Index Co. 
143-153 N. Pearl St. GREEN BAY, WISCONSIN 











THE DESKS 


EFFICIENCY’  ; 


in every sense of the term— Quality, Strength, Service and 
Durability, that is what you get when you buy Central Desks. 


“A Satisfied Customer’ is the best advertisement we can 
get, and a trial order never fails to bring repeated sales. 


Give Us a Trial Order 


No. 2142, as shown in cut, is the best and most complete 
small desk on the market. Especially adaptable for the home 
and professional man, or wherever little space is an important 


factor. Size—42” x 26’—42” high. 
£ 


Ouality and Secuvice at a 
Fair Price 
WE SELL TO DEALERS ONLY 


Write for new catalog—just out. Complete in every detail. 


CENTRAL MANUFACTURING CO. 


454-456 Armour Street, CHICAGO 


























BUILDING UP THE DEPARTMENT 


How A PROMINENT HOUSE IN MAsSA- 
CHUSETTS MADE OFFICE FURNITURE 
A LEADER IN LESS THAN A YEAR. 





By Ravpu S. BAUER OF THE R.S. BAUER 
Co., Lynn, Mass 








HE R. S. Bauer Company has been pointing out to each firm where they could the customer's permission t this 

handling office furniture, both steel improve their own particular office, and order to overcome any feeling against 

and wood, for about twelve months. that we were the people who would help that might exist on his part 
only. We carry our samples on a balcony them do it. Two weeks later we called In all of our publicity campaigns, eithe 
going the full length of our store, with their attention to the fact, in another per- by personal letters, by printed statements 
a floor space of: about 850 square feet sonal letter, that the present arrangement or by newspaper advertising, we have e1 
We have pushed the sale of office furniture of their business homes, and the house- deavored to have the announcement 
to such an extent that the proceeds arising keeping in them—because of their old “news announcement” conveying the id 
from this part of the business have com- _ fashioned equipment—was entirely differ- of usefulness and service rather than having 
pelled us to look about for larger floor a stereotyped announcement of simply the 
space for this character of office equip- re ee a goods that were for sale and the price of 
ment. We are trying to arrange for 3,000 : g such goods which, to our mind, conveys 
square feet of floor space to move this de a possible customer the fact that we are 
partment into after the profit rather than trying to serve 

We started in to “push” our office him with something useful to hi We be 
furniture by first compiling a _ carefully lieve this to be the surest way to increase 
selected mailing list of possible customers any business, whether it is office furniture 
This mailing list consisted of about six or whether it is stationery and e sup 
hundred names. We sent them a personal plies 
letter announcing the opening of our Office Advertising Foremost Factor in Business 
Furniture Department—the character of Buildi 
uilding. 

goods we carried—and why they were bet- 





Our publicity campaigns, during the past 
twelve years, have done more to make 
satisfactory profits than any other single 
factor in our business. We beli¢ n it 


preach the “gospel”—and invest our money 


ter than any others they had before known 
for office purposes. We introduced this 
announcement by a preamble, figuring out 
that it would take three minutes of their 
valuable time to read the letter through, 
enclosing to each one of them a certified 
check of twenty-five cents to pay them for 


in it. Please notice the last statement ‘“‘in 


vest our money in it”, becaus 





this three minutes times, and figuring out really what it is—-an investment Any 
for them if they could put in all of their stationer does not have the fullest appre 
working hours during the year, at the rate ciation of proper merchandising, unless he 
of twenty-five cents for three minutes, just absolutely believes in the right kind 
what their yearly income would be. This publicity, and invests his money in it, as 
preamble interested them in the whole an aid to such merchandising When we 
proposition, which followed. We followed have made our announcement t steel 
this up two weeks later with a general let- furniture, we have endeavored t nvincs 
ter, bringing to each firm’s attention, the R. S. BAUER. the “other fellow” that it offers the most 
fact that their business office was their economical way for security a1 ynven 
business home—that the general impres ent from the housekeeping and arrange- ience of any office devices that are now 
sion their customers got from the appear ment of their own homes; and we asked known—that, under proper conditions, steel 
ance of this business home was worth a_ them to put this up to the wife at home furniture is thief-proof, the most durable 
great deal to them in the matter of getting and ask her what she thought about it. furniture made, and the best—from a fire 
further business, because of the impression We backed up this kind of advertising with resisting standpoint—and to those px ple 
it would make—that the firm whose office 12 to 24 inch display advertisements in each who wished any of the above qualifications 
local papers; that is. the from their office furniture ther . nly 


they were visiting was progressive, up-to- one of the two 


would receive the letter in the morn- one answer, and that is Modern Steel 


date in every respect, and fairly prosperous firm 
and that we were equipped to transforn. ing’s mail, and the advertisement would be Furniture. 





their present uncouth looking business in the afternoon’s paper that same day, We have been very successful in hand 
home into a modern business office with backing up the letter ; ling steel furniture as well as furn- 
the best furniture known, ard at a fair We received several large orders from iture Both of them have their selling 
price. Before the following two weeks had firms that had been impressed by this kind points, and one does not necessarily inte 
expired, we had at our disposal, a complete of publicity with the fact that their offices  fere with the other, if intelligently handled 
discription of almost every one of these were not quite what they should be and _ I believe every stationer, who handles com- 
offices, from people who had visited them that they could afford to have their busi- mercial stationery to any extent, can great- 
with the purpose in view of finding out ness homes look right. Whenever we made’ ly increase his profits by intelligently 
just where these business homes could be a large sale, either of wood or steel fiirn- handling office furniture... It is the natural 
improved by modern office furniture We _siiture, we got permission to use this as a_ place for a customer to come for it \ 
followed this up with a personal letter, subject of further publicity, always asking business man does not like t into a 





































pacities for commonly 
used files. 

Built entirely of select, 
seasoned Quartered 
Oak, handsomely flaked 
or Birch Mahogany. 
Finished all four sides. 
Dull brass label hold- 
ers and drawer pulls. 
These beautiful and efficient sections 
serve a multitude of purposes. You get 
greatest possible filing capacity in smal- 
lest floor and wall space. 


Easy access to the files in constant use 
greatly increases the efficiency of the 
highest paid office employees. 











Compact Filing Sections 


Built to Build on to 28 Sections for 
Innumerable Purposes 


Handsomely designed, substantially constructed and beautifully finished 
sections which fit almost any space. 
space for all kinds of Standard filing drawers without waste of space. 


Fifteen and twenty-four inch depths of sections provide the required ca- 








The 18 inch width provides ample 


Almost every require- 
ment is provided for. 
Files from 3x5 to Legal 
Cap size. 


It is to your advantage to 
know that these Compact 
Sections align with the 
Horizontal Sections shown 
below. Almost any floor 
space may be filled to advantage with 
either or a combination of the two lines. 


The value of floor space in modern offices 
is often underestimated. Insist that your 
customers buy files to which sections may 
be added without rearrangement. 


fie “Horizontal Line’ Filing Sections offer better value in 
point of capacity, design, construction and finish than any similar 
line of Horizontal Files. Sections are 34 inches wide and of 15 
and 24 inch depth. Compact Sections shown above align with 
them and #2 Receding Door Sectional Bookcases stack up and 
intermesh with them. You can provide to greater variety at 
lower cost. 

Stack up with #2 Receding Door Sectional Bookcases so you 
may provide a few book sections with the filing devices or a few 
necessary filing sections with a bookcase outfit, always insuring 
uniformity of arrangement and appearance. 

If < Sectional Bookcases are ideal for Office or Home libraries. 
The addition of filing sections greatly increases their field of 
usefulness. 

Greatest Capacity in Smallest Space, at Lowest Cost. Value jud- 
ged by actual filing capacity is the supreme test of cabinet efficiency. We 
offer you greater capacity, larger variety, in smallest floor space, at rea- 
sonably low prices. This line has been wonderfully developed, added to 
and made more salable from the dealer’s standpoint. 

Get our new "Salesmen’s Catalog" if you haven’t a copy. 


The Sls Manufacturing Co. 


Monroe, Mich. U.S.A. 


Chicago Permanent Display 
511-515 S. Wabash Ave. 


Address Mail to Factory 


162 Union St. 


New York Office 
75 John Street (Near William) 
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Gfe Popular Pricef 








( 
f 
I 
2, 3 and 4 Drawer Letter Size. 2, 3 and i 
4 Drawer Legal Cap Size. 2, 3, 4 and 5 
Drawer Invoice Size—A Most Complete L 
Line. I 
we oO 
Ale’ * e n 
Filing Desks 
SI 
Desks PLUS Filing Drawers Multiply Efficiency : 
al 


There are ten kinds of drawers for filing Letters, Blanks, Index Cards, Vouchers, Catalogs, in fact any kind of business papers, ete. 
You can supply your customers with their own choice of these drawers in any arrangement their special requirements may indicate. 
Desks are made single and double pedestal, with either Letter or Legal Cap size drawers. Have extension slides and center drawer. 
Very solidly constructed of seasoned Oak or Birch; handsomely finished either Golden, Natural or Weathered Oak and Birch Mahgy. 
All drawers on Roller Bearings. 


Neat, practical desks which save their users much time and travel. All files in easy reach without leaving the office chair. 
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filing Equipment 
Merits Your Recommendation 


Gives Lasting, Satisfying 
Service 








Two and three drawer cabinets 
in Letter, Cap and Invoice sizes 
are very salable stock items in 
every office equipment store. 

Often you can sell a two drawer 
file where you could never place 
a Standard four drawer cabinet. 
Have your salesmen bear this 





in mind. 


Letter, Legal Cap, Invoice Files and Cabi- 
nets with assorted Filing Drawers give you a line 
of almost endless variety—of ample capacity—at reasonable cost. No 
matter how varied your customers’ requirements—no matter how 
much capacity of any standard size—you can supply a cabinet to 
suit, at a very low price (and fair profit to you. ) 

This line is not merely a cabinet or two to serve our lines as a 
‘Leader’’—it is a most complete assortment of sizes, etc. to supply 
almost any office requirement. 

This Four Drawer Ver- 
tical Letter File is now 
well and favorably known wherever 
business letters are written and re- 
ceived. It is a standard by which 
filing cabinet values are often judg- 
ed. It merits your recommendation. 
A worthy, time-tried, practical ca- 
binet that gives satisfactory service 
All solid, seasoned Oak or Birch Ma- 
hogany. Full height drawer sides. 
Drawers on roller bearings and 
equipped with follow blocks, 

You can’t get better service no 
matter what price you pay. 


Get the new catalogs. 


The Sle 
Manufacturing 
Company 
162 Union St. 
Monroe - Michigan 








New York Office---108 Fulton St. Chicago Display 
(After May tst---75 John St.) 511-15 S. Wabash Ave. 


Address Mail to Factory 


i 


STVUUGUUNUQQQOQUOUUQUQOUUUUUUUOUOUUAEETENUAUNOUUUGQQGQQ00Q0000000000000OUUUOUOUOUUOOUOOONEOAAOUOUOUUOONOOQ0000000000000000000000OOOOOOUUUEOOUUUUUOUUUAUUEONEEOOLEOLUOUONOUN0000000080000000000009000900000000000000000000000000000000000 


ir: 














Sf is- Swinging Desk Stand 


Attachable to Either Side of Any 
Style Desk or Table 


Handy for typewriters, adding machines, commercial phono- 
graphs, reference books, stenographer’s note book while tak- 
in all popular finishes. 


ing dictation, ete. Top 14x18 inches 


Metal frame and supports. 


The Locking Device on 
this stand in simple, prac- 
tical, efficient. It is posi- 
tive inits action. Either 
locks securely or may be set 
enough friction to hold. <A twist of the 
hanging lever locks or releases the stand. 






with just 


Very rigid, does not vibrate and cannot 
collapse when once assembled. 

Metal parts are finished in Black Enamel 
Oxidized Copper and Nickel Plated. A handsome desk exten- 


sion, 





Packed K. D. in corrugated 
box, for easy reshipment 











Weight—packed for shipment 10 lbs. 


may be sent by Parcel Post. 














A Convenience in Any 
Business or 
Professional Office 


This Letter File Tray 
Outfit of a No. 391 Let- 
ter Tray with side hinged cover, 
No. B325 Card Index Section for 
mounted ona No. 395 


efficient 


consists 


3x5 cards, 
Leg Base with Swivel Casters. 


The outfit is 303 inches high, suit- 
able for use beside a desk. 


Vertical Letter File Tray is sub- 
stantially built of select seasoned 
Oak—either Plain or Quartered, is 
equipped with Follow Block to hold 
contents in position for quick re- 
ference. 

Follow Block is made so that it may 
be reversed, lid may be opened eith- 
er to the right or left. 





Combination No. 2391 


A practical device for which there is a growing demand. 


For Correspondence, etc. For Follow-Up, Purchase, 





Shows Swinging Stand attached to right side 
of Hee Filing Desk. 











Sectional Legal Blank 


VE 


Collections, Advertising, 


Credit, Order Departments. 








Document File Cabinets 








or Electrotype 
Cabinets 


Are built in "Top" and "Bot- 
tom" sections. The Top sec- 
tion should be purchased first. 
It has capacity for one inch 
each of ten kinds of blanks. 





No. T614, Top Section 





The Bottom sections are 
open, they need Top sections 
tocomplete them. As many 
Bottom sections as required 
may be stacked under a Top 
section. 





No. B614, Bottom Section 


Very handsomely constructed of either 
Plain Oak, Quartered Oak or Birch 
Mahogany. 


Oak furnished in Golden and Natural 


finishes. 


The Stack shown consists of One Top, 
Two Bottom and Leg Base Sections. 
Base is unnecessary when one or two 


sections are used on a desk or table. 














The "Paper Jacket" Document Files have many short-com- 
ings. 
These Document Files have Oak cases into which the files 


fit snugly. Dust is excluded. Cases will last indefinitely. 


Made with one drawer, two drawers and three drawers 
For Vault or Safe they are compact, economical, durable. 
Built solidly of Plain Oak, corner locked, Golden or Natural 


finishes. Have Follow Blocks. 


Get new Salesmen’s Catalog, which combines catalogs of our 
lines of Office Furniture, Stationery Supplies, Sectional Dis- 
play Cases and Sectional Bookcases. 


The ¥#/&- Manufacturing Co. 
162 Union St. 


New York Office 
75 John Street (Near William) 


Monroe, Mich. 


Chicago Permanent Display } 


511-515 S. Wabash Ave. | 
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furniture store for his office equipment. H¢ 
comes in daily contact with his commercial 
stationer, if he is doing any business at 
all. and the very yment that he finds that 
his mercial stationer can supply him 
with modern furniture at a fair price, the 


rest fr it comes Casy 





Jones & Brown 
November Twenty-second, 1912 
To be sure! But 
D t ever occur to you that your business 
more successful when you are making a 
ois that sounds like prosperity? 
4 istomer looks into your office and’ sees 


you sitting at an old style,, time-worn desk, in 
1 wobbly uncomfortable chair, and the rest of 





tl ottice furniture has the appearance of. sec- 
ond-1! d stuff. none of it up-to-date, no two 
pieces alike either as to design, color, or any 
thi Ise What can his impression he of 
vou hole establishment after a view of this 
kind in your own office your business home 
’ on't care! Is that it? Your customer 
don come to buy your old desks, and you've 
got along with that kind’’ for a good many 
vears etec., ete 

But turn it over the other way. Your cus 
tomer comes into your office and finds every 
thing about it the ‘‘last word’’ in office equip 


ment—the same design, color, and stability run 
ning through every piece of furniture in sight 


a thoroughly modern and comfortable office in 
every particular, and I tell you, it’s a good 
gamble’’ that Mr. Customer is by this tied 
a little closer to your establishment, and talks 
ibout you more favorably to his friends who 
ma be customers of the ‘‘other fellow.’’ This 
elps some Look yourself in the face and 
ask the question Take another view of your 

l me’’ business furniture, then telephons 
to us. Lynn 1680 We'l help you, and save 
you money and make that ‘‘customer’’ rub his 
eyes some—and you, too 

Our Special Agency Lines—‘‘Derby Desks and 


Office Furniture,’’ Art Metal ‘‘Pressed Steel’’ 
Office Equipment—both lines the absolute lead 
their class, and we deliver free. Why 





rs it 


t 
‘ is 


THE R. 8S. BAUER CO.. 
R. S. Bauer, Treasurer 


THE FOREGOING IS ONE OF THE FORM 
LETTERS WHICH BROUGHT GOOD 
RESULTS. 

[ believe along these lines lie the great- 
est development of new business for all 
ommercial stationers—at least, our firm 
has found this to be so, and conditions are 
no different here than anywhere else. It 
is largely the state of mind the stationer, 


himself, is in that governs as to whether or’ 


not his profits shall be greatly increased 


EMPLOYERS’ LIABILITY RULING. 
One of the provisions of the California 
employers’ liability law is that the common 


employer is responsible for the injury of 


employe by ofr hroug! tile careless 
ness ot another emp! ve 1n another depart 
ment of labor In a recent case involving 


i 


an elevator runner and a salesman in a de 
partment store, the statute was interpreted 
to cover the classes of labor mentioned as 


in different departments 


A WORD REGARDING ESPERANTO. 


} } 


Lehman Wendell, counsellor for the 


Western Division of the Esperantists’ As 


sociation of North America, has favored 
Office Appliances with a most elegantly 
illustrated brochure on the city of Tacoma, 
Wash. Patt 6f-this brochure is printed in 


I speranto 
Mr. Wendell’s letter is interesting, too 


as a matter of general information, and pal 
ticularly so to those who advocate the use 
f Esperanto. He says 
‘Esperanto has long since passed the 


experimental stage [It is today being used 


ommercially by hundreds and hundreds of 
rms throughout the world; it is bei 
taught in many schools, both public ane 
private; it has been used semi-officially by 
a number of governments, and it is grow- 
ing in importance daily So many great 
scholars, scientists and statesmen are back 
of the Esperanto movement that its ul 
mate victory is practically assured 
“There are today 100 magazines pub 


lished in Esperanto; instruction books have 


already been published in thirty-one lan 
guages, while the Esperanto literature has 
reached the astounding number of 1,837 
volumes, which is a greater number than 
some of the minor languages can boast 
Esperanto is today universally spoken. No 
matter where you travel you will be sure 
to find someone who understands the In 
ternational, and by carrying one of the 
many address books published it is an easy 
matter to locate these Esperantists. Many 
instances could be cited where individuals 
have traveled extensively throughout the 
+1 


world, relying on no other language than 
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Esperanto, and these individuals have re- 
turned with nothing but praise for this 
wonderful language. Even the expert lin- 
guist finds the language useful for the pecu- 
liar fraternal spirit which manifests itself 
among all Esperantists and it is more help- 
ful by far than a knowledge of many 
tongues, 

“The Tacoma Commercial Club and 
Chamber of Commerce has been using Es- 
peranto for several years and with very 
good results. Several years ago we placed 
a little notice about Tacoma in the various 
Esperanto magazines (the total outlay be- 
ine $5.00), and as a direct result we re- 
ceived letters from Esperantists all over 
the world who were interested in the far 
West. One of these has already come to 
our city where he has spent something like 
a thousand dollars and three more are to 
come in October. These gentlemen have 
chosen Tacoma simply because we are 
using the language Esperanto. 

“There is a universal Esperanto Associa- 
tion (U. E. A.), with a membership of 
some 10,000 and with delegates in practical- 
ly every important city in the world, and it 
is the duty of these delegates to give any 
information whatever relative to their re- 
spective cities. 

“Every year the Esperantists meet in a 
universal congress. Eight such congresses 
have been held to date. The ninth will 
take place this coming August in Bern, 
Switzerland. The sixth congress was held 
in Washington, D. C., in 1910. Sixteen 
governments sent official delegates.” 

The Tacoma book, with its four-page 
insert in Esperanto, will be sent free to any 
Esperantist who is interested in Tacoma 
and its surroundings. 


There is no such thing as dishonest suc- 
cess. Be a man whose word is worth a 
hundred cents on the dollar and your repu- 
tation will be as good as gold. 
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JULY BARGAINS 
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You Should Have Our New Catalog. 


Directors’ Tables and Mahogany Desks 
SHELBYVILLE DESK CO., _ :: 


(ESTABLISHED 1890) 


SHELBY VILLE, INDIANA 


Send for It 
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this statement because I| ha 


salesmen who have met with s1 . 








fice furniture lines have not 
OFFICE FURNITURE—INFLUENCE ON TRADE __ :22:0vhly familiar with the seticle so 
nem, Du ave bee augi thie I l 
art of salesmanship; in otl 
By J. H. Hine or tue Hine Desk essentials in selling. Whereas 




















& Fixture Company, DENVER, COLo. man selling printing an 
knows but little of his articl : 
modern salesmanship 

There is one thing certai1 
1f office furniture helps to d ret 
salesmen The sale of office 
acts as a spur to the interest of | sal 
; ; man; why? because furt 
HEN a new enterprise is about to ing and stationery only You may ask larger. and naturally every sal 
be launched, the promoter first why is this true, and I would say, because ; ; hi - | 
: “ . ius to increase nis total Sales 
seeks offices or headquarters. the man selling office furniture wend filing ; ; es 
’ very good reason why the line 
When offices are established, next comes systems, in order to be successful, must be Nis 
‘ : ; spur is because a sale once mad ( 
uipment . Under the heading of equip a man of ideas: must be a man able to de- orders to follow. This is absol 
ent, the first essential is furniture, whi vise and install correct card and filing sys ; ‘ ; 
’ the case of sectional filing 
ncludes card and filing cabinets Phere ; pea fs 
ou, the shationes. selnter of office suach } is almost invariably true in 
. nti OP | desks, tables and chairs. I1 
ealer who handles furniture, receives an ro oa seo , Secon it : 1-36 
the omece turniture salesman K 
arly visit from the promoter. Of cours i Oa Renildie o Miia iniine t 
ve all know that the first impression gained ee: ne Se ; 
“63 he has established a good will 
by a prospect of the dealer upon whom he 
s calling is very important The office Developing Sales Capacity. 
furniture department of the dealer, in the I have often been asked “Hi: 
udgment of the writer, causes the prospect office furniture salesmen be devs QO 
form a better opinion of the dealer than course, the proper way is for a salesmat 
the same prospect would form of the dealer spend some time in the factory w S¢ me 
who does not maintain such a department the dealer handles. There he = ta 
the reason that the up-to-date dealet thoroughly familiar with the fe 
handling office furniture usually has a dis particular line. Then through that mat 
play in close proximity to the entrance, b« facturer’s sales department, hx n le 
ause no line of merchandise makes a bet great many good selling idea ae 
ter display than good office furniture Phe a factory man pays the dealer a visit 
dealer who does not handle office furniturs salesman should get hold of him. and 
isually has his entrance surrounded by a a list of orders. which have been lost 
miscellaneous assortment of merchandis« to the inability of the sales: er 
neluding show cases packed full of nov competition, the traveling rr 
elties, etc. A good display of office furniture could, no doubt, give the deal ell 
ertainly creates a better impression than force a great ‘deal of advicc that id or 
a lot of waste baskets, suspidors, blanl vent the loss of many orders 
books and miscellaneous office supplies I also believe that a very ge 
Thereiore, the dealer who succeeds in it veloping salesmen is to have reg 
teresting the prospect in ofnhce furniture, t meeting of the sales fore: ( 
the tent of receiving the order, naturally proprietor of anv successful 
is the confidence of the buyer, and thi tems. If he is selling desks. table r chairs, able of conducting such meet 
salesman, who is clever enough to land this he must and can assist the prospect in se- i manner that he can instill it 
rder, is certainly clever enough to take the lecting up-to-date equipment that harmon- f his selling force his prin 
rrospect down the line, selling him every izes and best answers his customer's re- ducting business, as well es 
fice suppl and what printing ma be quirements You can readily appreciate his enthusiasm and winning pers 
neear that more time is required in selling office these meetings, young lest 
So much for the drawing of business fron furniture .than in selling supplies, therefore, the benefit of the experience 
new! rganized companies. In the case of the salesman has the advantage of being men An interchange « ice 
business firms of long standing, | should able to become better acquainted with a to the relating of experiences 
Ing ! hee turniture department is witl great! enetit | its use als Confidence strenethen the selling fore: 
t stion, just a little higher type of once won, will result in selling ail of your i sales force would be pert 
Sal en, because the successful selling of wares men would be working alo1 
n ipment demands a different and Employ Experienced Men. making the same rec: 
igher type of man than the average so lo successfully establisl I tice fur- under similar conditions. 7 
licitor of printing and office supplies. Cor niture and filing department, it will pay and by team work, I mean tha 
sequently, the salesmar representing a la any dealer to empl vy an experienced de- salesman has called upot 
me! r printer who» andles oft ul partment managet Such a man. whose ex- buver, making recommet 
a@eee and 1s able t« secure tive tt ( perien ( has beet Site ess | is ma posi- pre spect can visit the store 
rniture business Prom the merchants tion to train ther met im the sale of and there receive from t 
finds that his judgment and recommenda furniture, and his ideas in specialty selling, salesman, the same advice 
tion in relation to stationery and office sup it properly presented to the salesmen sell- tions as made by the outside ma Is 1S 
ies are regarded with far more conf det Ce ing supplies and printing should increase very necessary, in order t hol 
than those of the average solicitor for print their earning power many fold I make fidence of the buyer, and | is a 
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Mid-Summer Transfer Time Is Here 


And Here’s the Case 


that you should push. It is the best buy on the 
market. To show it is to make a sale. 














All oak shell, paneled sides and top; drawer front also paneled. Equipped 
with fibre rollers so that drawers work smoothly and noiselessly. All cases 


equipped with follower block, brass pulls and iabel holders. 


These cases can be bolted together both horizontally and vertically and can be stacked as 
high and as wide as desired 


Each case holds the same as standard current files so that current file can be transferred and 
and kept intact while the contents are just as accessible as if the vere in the current file 
This case is such a good-looking, highly finished one that many 





firms use it for current files 











Cases sell at retail for $1.75, $2.00 and $2.25 for the invoice, letter 
and Cap 51Z respectively. Libe ral discount to the trade. 
You will find this case the best on the market for the money. It 
is a good business maker. Write today for full particulars. © It 
will pay you 
“a 

















The Melton-Rhodes Company, cx ose wasuincron.o.c } 




















During the July Furniture Market 


Visit our Chicago Show Rooms, FOURTH 
FLOOR, KARPEN BUILDING, 900-910 
SO. MICHIGAN BLVD., CHICAGO, 


and see the exhibit of 


JOHNSON 
OFFICE CHAIRS 


are showing our complete new 
including a large number of new patterns in office chairs 1 
oak, mahogany and birch. @ We have one of the largest 
facturing plants in this line in the West I 


ur needs 





\Write for new Cata j 11 Preparation } No. 1488LPC 
lress all communicati ur offer 2d toy 
JOHNSON CHAIR~ COMPANY 
CHICAGO SHOWROOMS: OFFICES & FACTORY: . 


Karpen Bldg., 900-910 So. Michigan Blvd., Fourth Floor. 4401-4531 West North Avenue, Chicago 
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Cook’s Chairs Mean 


Increased Profits on 





A live line is like a live wire—it magne- 
tizes all around it. And the house that 
sells a single Office Appliance line that 
really brings the trade 100% satisfaction 
soon finds that demand spreading through- 
out every article in its stock. That’s our 
success secret for 


COOK’S 
QUALITY LINE 
CHAIRS 


Our specialties—SPRING BACK TYPE- 
WRITER AND OFFICE CHAIRS—are 
designed for durability and comfort and 
meet the most exacting requirements of 
your customers. 


A large stock of finished goods always 
on hand assures your order PROMPT 
DELIVERY. 


C.A. COOK COMPANY 


Manufacturers 
16-28 OSBORN ST. CAMBRIDGE, MASS 




















condition in a great majority of sales de- 


| 
| 


partments which is overlooked. I have also 
often thought, that he publisher of such a 


Appliances, 


splendid publication as Office 


where those interested in its success are 


doing so much good work in the develop- 


| ment of the office appliance field, should 
| start a salesmanship course, having as an 
instructor a man who has had wide ex- 


perience in the handling and selling of of- 


fice specialties, such as mechanical devices, 
furniture and office supplies. A school such 
as this, would be patronized by manufactur- 


ers and dealers, who after selecting a young 


man regarded as a likely prospect, would 
send him to the school for a 30-day instruc- 
tion in specialty selling, of course, charging 
a fair fee for the course of instruction. How 
better it for a 


inexperienced salesman to start out in the 


much would be young and 


game of specialty selling, after having a 30- 
day training under an instructor who could 


} NAME 


and printer of the town does not |! ( 
office furniture. Therefore, I should say 
that there is probably no other one depart 


ment in the business that has so greatly as 
the the | 
in his city as the office fur 


sisted dealer in becoming 
notcher” 


department 


System in Selling. 


Salesmen must be taught the necessity 


system in their work. I mean they should 


not be permitted to rely upon their memory 


as to when a customer should next be 
called upon. I require of my salesmen a 
written report on a 3x5 card on every- 
body called upon during the day. This re- 


port is not a blank for them to write a lo 
of general remarks, but printed questions 





ADDRESS 


who SEE oerTr 


BUYER 


WHERE OO THEY 
BUY FURNITURE 


WHERE DO THEY BUY 
STATIONERY & SUPPLIES 


WHAT ARE THEY NOW 
IN MARKET FOR 


WHEN WILL THEY NEXT GE IN 
THE MARKET AND FOR WHAT 


WHAT ADV. MATTER DO 
YOU WANT SENT 


SHOULD BE 
SEEN AGAIN 


az Exhibit 


HINE DESK 4 FIXTURE CO., 


REPRODUCTION OF 3X5 CARD USED BY THE HINE DESK & FIXTURE CO. 


are asked, so that the salesman will bring 
to me the information, which I want, as 
a sales-manager, and which will enable 
me to advise with the salesman and 

DATE | SALESMAN 
_ siti | BUBINESS 
who SEE oerT 
WHERE OO THEY 
BUY CABINETS 
“aTTiTUoE 
TOWARD US 

PROSPECTS 


FOR SELLING 


PROSPECTS 
FOR SELLING 


wat P ‘ ara 


TRACK OF PROSPECTS AND DAILY WORK OF SALESMEN. 


not only teach him the peculiarities of spec- 
ialty selling, but the underlying principles 
Such could 


of correct salesmanship! men 


enter the field, and in my judgment, earn 


their salary or guarantee the very first 
month, whereas without this training, it 
has been my experience that not one in 
fifty men succeed in the game. I am very 


glad to say that in many cities throughout 
the country, Y. M. C. A.’s have established 
salesmanship classes, 
While I have been selling office 
equipment for the past twelve years, I saw 
fit to take this Y. M. C. A 
winter, and I can honestly state, that I be 


giving personal in- 


struction 


course the past 


lieve I have increased my earning power 
100%. I found the course man-building, as 
well as a salesman-builder. I am sure deal- 
ers in cities where Y. M. C. A.’s have such 
courses established, could make no better 
investment in their sales department, than 
to have as many men enter the course as 
are willing to do so. 

I have traveled from coast to coast, vis 
iting large and small dealers in office sup- 
plies and printing, and I cannot recall in 


iny large city where the leading stationer 





CENVER 
TO KEEP 
operate with him, in order that the busi 
ness may be secured. Few dealers in this 
country today follow such a plan Chey 
have paid their salesmen a salary, and art 
entitled to complete information regat 
1 


ing each prospect. In the event of a sales 


man leaving the ‘dealer’s employ, anothe: 


salesman with this reporting system can 


take right hold of his predecessor's work 
These shot 


and continue it 


written in duplicate, the original going to 


reports 


propriet TI the 
the 
under date of next calling 


Exhibit “A’ 


the department manager or 


duplicate being retained by salesmat 


and filed 
form of 


report see 


Some Mistakes Dealers Often Make 
I have 


also often been asked, if I th oht 


office furniture proved a_ practical 
profitable addition to the commercial st 
tionery stock. To this I would reply 
saying in many cases, no. Some dealers 
in commercial stationery have gone int 


the office furniture business in a half 


ed way Che common error made by then 
is the error in not employing an experi 
enced man Another error is tl 
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PERPETUAL INDEX 
SYS TEM 


From ‘‘A”’ to ‘‘Z’’— Unlimited 


Sounds a bit odd—but you can make a better index for your 
files than we can. 








esa as a oe zaue, OUR 
LET US TELL YOU WHY =!52) INDEXING 
You do not know what your “az BOOKLET 


correspondence will be tomorrow é FCT ht hoay 
—next week—or next month— Amz 
Nor do we. 


Will teach 
you some- 
thing new 
about letter 
filing—how to 





A 
RST, 
P= eit 
JE-F-G 
C-Dt 
2 


) £.. “ 
, rae 
No index maker Ceara TR 


£ = 
Z TAB 
, YY 
7 is 
J wy 





&£ group your 
can guess your y: = a 
“ a y- pes papers ina 
future needs. It’s 7s seo nf . 
. AR ass. simple, find- 
impossible—a sho _ r%) 
; yw able manner. 
in the dark—a na»: 


waste of ammuni- - 
Youwill learn how 


to fit your index to 
the correspondence 
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That is whv —not the c»rres- 
read made pondence to your 
1 ' index. 
indexes are index 


misfits. Too . nD . 
Every division of the 


Macey Perpetual Index 
System may be expanded 


small in some 
places too 
large in 


others 





and re-arranged to suit ee 
No. 217 
Solid Brass 





changing needs 


EVERY LETTER AND EVERY SUBDIVISION C 0 S TUM E R S 
an 


IS YOUR SLAVE——-NOT YOUR MASTER 
Metal Office Fixtures 


is exceptionally high grade in design, ma- 
terial, workmansh'p and finish, and sells 





There are no 


B g lette rs so you 
seasons. You may 


can see them—you 


can’t hel; eing ado he Macey . 
ees Mii Piven ae Poy i a! at low prices Our office fixtures and 
hen “xtra heavv : Ptual ae? i i 
Lift ie y; Gy f a ra a costumers are now in use in many of the 
press DOard system any time— , . : . 5 
ty Bae ser ong* ath we. a ar 7 largest corporations in the United States, 
guides Celluloid TODAY. It will peer. , : 
ae bah and are giving complete satisfaction. 
tabs. Prices right. cause no confusion Migr sh 
Macev prices al- in’ filing or trans- The line includes metal tables 
Way ( ferring umbrella stands, wall racks, 





costumers, cuspidors, etc., etc. 


Our booklet for Write at once for catalogue and prices. 


your service 


Macey Merchants in every locality at 
the asking. 
| Ohe Ideal Metallic 
The Macey Company, Grand Rapids, Mich., Designers and Makers of Book- Furniture Company 
cases, Filing Cabinets and Indexes. q Detroit, Michigan Eo 
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have been afraid to ask a fair profit en 
|} again, they have not specialized on any 
one line, a line that they could stand be- 
hind and honestly state to a prospect tha 


in a certain grade, size and styl t was 
absolutely the best “buy” on the market, 
| but they have several lines on thi 
| which are competitive to each other, and 
| which leave it to the customer t lecide 
which one he thinks will best meet his 
needs The successful specialty salesman 
| must make up his mind what is st 
| his customer, and then proceed so 1 yn- 
——-> | vince him Che dealer makes a mistake 
} In my Judgment, who invests several n 
| dred dollars or several thousand I] 
| a stock of office furniture, and is not 
| ed to give it sufficient and proper shi 
| space, backed by an experienced depart it 
| head lhe investment and show spa re 
| quired to successfully handle of 
ture justifies the employment of a s il 
ist 
As we all know, it is the cust 
dealers to “tie up” certain lines That is, 


become the exclusive . representat 
certain factories unk many dealers 

Catalog tai t [ tl 
a4 on request have met with failure due to their eage 





ness in tying up more lines than they 


ROLL TOP DESKS FLAT TOP DESKS Re age? gprlgecn ap aah es ai 
TYPEWRITER DESKS STANDING DESKS competitor from handling the line. Another 














very common fault with dealers is that 
BENTLEY & GERWIG FURNITURE CO. ff} iy tos che sek te become on 
° date. At least once a year, the dealer 

Parkersburg, W. Va., U. S. A. | department manager should go through his 

| stock, bring on to his floor and a 

| sale of what might be termed dead stock 


even though it be necessary to dis] 





it at cost 
Much has been said by Various 


The demand for the 
ities in relation to profits yf tl ( 


CELINA TYPEWRITER CABINET | 00009080: 


' ; ‘ has already been’ said by others 
is growing rapidly. Shrewd cus- 
tomers quickly appreciate the 
advantages of a Cabinet that 
combines practical construction, 
with elegant appearance. There 
are many things that recommend | 


thing is certain, however, tha 
age dealer in office furniture is 
ask for all that he is entitled 
dealers feel they must meet the 
competitors. I do not. I know my s as 
; well as the man at the factory 
the Cabinet—shown here—be- 


f 


| all of the talking points, and 
an 9 |; to have cl th rough knowlede 
facts only can be mentioned, 
; > a 
Base is: made of }#" steel tubing 






handled by my competitors, so 


intelligently draw comparison 







ughly finished and oxidized There is no tion to this knowledge. 90 ner cent . 
opening for dust and dirt proposition is service The m 
Cabinet is made of solid Quartered Oak itself is s¢ ndary \ dealer's set S 
or Birch Mahogany, it can be furnished in never so good but that it can be 
anv finish desired to harmonize other office , I not only refer to the prompt 
furniture. of orders, but to the assistance e@ 
40A The moving device is put on the most customer in selecting the best art 
oon convenient place, you need his particular purpose. This is 
not stoop down to reach it. that could be dwelt upon by a d at 
great length if practised . 
If you want to know more about Cabinet, write at once for [ recently made an extended trip t ¢ 
our proposition. It will mean a bigger business for you the middle and Eastern _ states ting 
many large cities, and I was surp1 
~ e " e find the margins of profit obtained by ( 
The Celina Specialty Co., Celina, Ohio ilo. 1 Send Coes os a 
50 per cent. between the percentag 
NEW YORK FOREIGN DEPT. to costs by some dealers, and that 


by others. Something is wrong sot 


| Either the man selling at the 1! 





17 Battery Place Frederick J. Werner Co. Closed 
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Ju 
does kn ha is sting him to 
do business the ( ellow is a robber 
On the sis that s dealers sell office 
furniture elieve would be far bet 
ter off lose up tl department and j he New 
devote e some amot fF space and in 
vestment to lines which they are able to 
sell at far greater margin of profit. 
The fice furniture department in any 
business is an important department, and 
can be made a profitable ons It, however, VY 
must not and cannot played with. The 
deale r and the salesmat ust realize that 
every buy ( niture considers 
the ite de expenst While, of cours 
it goes i! fur and fixture a ge Aa 
count, yé S an expense Con : 
sequently en they ut to buy, they 
buy the best advantage The furnitur 


ylayed—this, together 


success 


INTERESTING FACTS ABOUT THE 
DORSEY COMPANY. 


The Dorsey Company 


capitalized for $650,000.( 


reincorporate with a $ 


of Dallas, Tex., is 
0, and will this fall 
1,000,000.00 capital 


Jas. A. Dorsey, preside the company, 
started in business in 1884 in Dallas with 
$150 

I y fi iary 1, 1913, be 
gal é ufacture bank and office 
fixtures at their own plant, located in Dal 
las, althoug! they have been selling fix 
tures fo1 e or six years. The company 
has two stores in Dallas, one in Muskogee, 
Okla., and one in Houston, Tex.- They 
have or 20 to 25 trav 
eling smen on tl aad, covering the 
state is, Okla Louisiana, Ar- 
kansas, M sippi, N \lexico, Arizona, 
and I Kansas 

Phe Iso sell a lit bank and fire 
pt s iult doors and safety deposit 
box lectiol bank and office 
xture r Sta nery, blank books, 
lithographing, printing, copper plating, en- 
graving, rubber stamps, seals and in fact 
everyt W f supplies and equip 
nen ourt house, office, bank o1 
muni ings [It is said that they 
i est lit al the largest as 
sor e f ture of any house 
ves Q and a ng these lines of 
furnitut esented the highest grad 
manufac s know the trade, such as 
the Ds ) ( pany s line of desks, 


Doten-Dur s line 
) ( lit 
eokca steel fil 
The Tea t n 
1 nel 
Or iI very l 
th prese be 
M Mal ¢ tere 
( | \ twelve 
man il itionery 
work ugh eve 
house, and is made 1 
ture depar nt about 
TI lin bank, 
adc ety posit 
met s also under tl 


é sks. ( trlobe-Wer 


ling cabinets, 


Dorsey Company's 
n Malcom, has 
resting article te 
Office Appliances 
employ of the 
Cars avo as sales 


epartment, and has 


department in the 


nanager of the furni 


Tre¢ years azo. 
roof safes, vault 


es and steel equip- 


management of the © 


Curtain 


Safe 


| gota pe! of swinging doors, always in the way and taking up valuable wall 

and aisle space, this new type of safe has a pull-down curtain. Can be 
placed side by side without loss of space. Substantially built of heavy plate 
steel, double-wall construction, reinforced where necessary to withstand con- 
siderable crushing force. 





No. 831 Safe with Sections 


The Interior admits ‘‘Art Metal” horizontal Sections, 18 inches deep, as 
illustrated. Also adjustable steel shelves and partitions. 


Convenient Curtain Instead of Swinging Doors 


Exclusive Features 


Curtain is double—one curtain behind the other, joined 
together and operating as a single curtain. Curtains are 
formed of steel slats, ingeniously joined so as to make a con- 
tinuous flexible sheet: light enough to be readily operated 
and yet so strong as to exclude fire, smoke, dust and water. 
Slats are made so as to insure curtain expanding uniformly 
when exposed to heat without being forced from guide-ways; 
and, being double with air chamber insulation, better pro- 
tection is afforded than by doors usually furnished on safes | 
of this type. Curtains are so fitted to channel guide-ways 
and carried on anti-friction ball-bearing walls so as to re- 
duce friction to a minimum, and being carefully weighted, 
secure greatest possible ease in operation. 


The safe is mounted on swivel casters, easily moved about, and is 
shipped on its own base. 


Regular stock finish is Olive green enamel. Other plain colors or 
nand-grained finishes to order. 


DIMENSIONS 


No. 831 Curtain Safe Closed Over-all: 37% in. wide, 72 5/16 in. high, 28] in. deep. Clear inside: 
352 in. wide, 564 in. high, 20 in. deep. 





Prices and Further Information on Request 


Art Metal Construction Co. 


JAMESTOWN, N. Y. 
Originators and Largest Makers of Metal Furniture 
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OFFICE FURNITURE SPURS SALESMEN 


INFLUENCE OF THE FURNITURE STOCK ON THE 
SELLING Force—sy Jurivus TIscH, GENERAL 
MANAGER THE TiIscH-HINE COMPANY, GRAND 


Rapips, MICHIGAN. 





FFICE FURNITURE conditions as they apply in Grand 
Rapids will hardly apply to the man in 
perhaps in Denver, Colo. We are in a 

where every manufacturer or office manager has a cousin, brother- 


furniture business, and as a 


Savannah, Ga., or 


furniture town 


in-law or some other relative in the 
consequence the profits on office furniture are not so satisfactory 
stock, because in the first place it 


items of stationery 


quite a little money; desks and tables 


as upon 
involves the investment of 
take up lots of room, they cost more to deliver and are very easily 
marred, 

influence 


Che possession of a stock of office furniture has an 


upon the sale of other goods, as quite naturally the first dealer 
sell 
Che 


who gets in touch with a newcomer has the best chance to 


him other goods, providing he gets the proper treatment 


sale of office furniture, too, acts as a spur to salesmen where the 
protit is such that it can be pushed, as an order of that kind gen 


eraly runs into good money. An office furniture salesman should, 


about the him to 


of course, know all goods it is possible for 


know. Ina city where furniture is manufactured it is a very easy 
matter to develop a man who is willing to learn. In the first 
place he can get all the pointers that he needs as to the con- 
struction, finish and materials used, from the manufacturer; in 


fact, if they are not made in his home town, any manufacturer 
that enable thor 
that he 


would be glad to give him pointers will him 


oughly to explain the manufacture of the goods has to 


offer. Then by close attention to the wants of his customer, le 
can develop an efficiency for his particular line 


We always find that salesmen run in a certain direction; some 


are mechanically inclined, and are liable to drift into the line 


where mechanicai devices are to be sold, such as phonographs, 
stamp affixers, copying machines, pencil sharpeners, etc. A good 
ofhce furniture man must be in love with that class of work and 


with that class of goods. 
should not 
like 


profit is concerned, 


There is no reason why a stock of office furniture 


prove practical and profitable in any town of size of a city 


Grand Rapids. As far as the 
that is up to the dealer, as manufacturers do not list their goods 


percentage of 


with a selling price. They have a dealer’s price and the dealer can 


add his profit. 


As an additional suggestion | would say that in order prop- 


erly to bring the office outfitting business before the public, one must 
has everything for the office: then 


a sty le that 


be in a position to say that he 
desks, chairs and 
once show a prospective purchaser that he 


tables can be arranged in will at 


is in the right place 


Devices that go together can be shown inside of certain partitions, 
effect upon 


and such an arrangement certainly will have a good 


the customer, impressing him with the good taste and sound judg- 
ment of the dealer, and aiding his own judzment in the proper 
selection of suitable combinations for his office 


There is no doubt that the proper place for office furniture 


and supplies is in the office equipment store, under whatever 


name it may be called. and appreciation of this fact is leading 


same conclusion 


dealers and manufacturers everv:vhere to the 


KNOWLEDGE FIRST SALESMANSHIP REQUISITE 


s 
FROM AN INTERVIEW ON OFFICE FURNITURI 
SALESMANSHIP BY A MEMBER OF THE BROWN- 


PREUSS STATIONERY Co., KANSAS City, Mo 





uses 


who is ignorant of the 


© salesman 


furniture is put and who does not fully understand the 


supplies for the various pieces of office furniture and the 
uses of these supplies can be anything but a failure in the office 


The office furniture business, from its very 


furniture department. 


nature, implies a knowledge of business systems and methods and 
of the commonly used appliances which make system possibl \ 
knowledge of office detail is a most valuable asset to the man 
who would sell office furniture Certainly, no man who not 
explain the uses of a filing cabinet or make clear the istomary 
methods of filing and finding correspondence and documents, ca! 
hope to make an impression on a customer. And it is thus 
throughout all of the goods in the office furniture depart 
the salesmen must know what his goods are for and must have a 
clear, accurate and intelligent understanding of how the ire 
made. A real salesman is not the same as a slot machine 

[In purchasing items for the office furniture department we 
give prime consideration to the advantages offered t ur is 
tomers by the kind of supplies that we buy. First of all. the qual 


ity is essential, and with that assured, then other considerations 
that 


are taken up, for our experience has shown certain tolders 


and guides possess certain advantages over others. We endeay 


to give our customers the use of a good range of supplies, and 


to supply the best quality we can obtain for every given purpose 


In keeping supplies and protecting them from dust which 
collects in every store, no matter how well regulated, our experi 
ence has been that the best method is to use cabinets LSES 
made especially for the different sizes of supplies, tiled as they 
would be used. When the stock is put away in this manner, it 
becomes very easy to show it as samples without any unnecessary 
handling and without its becoming soiled 

the dealer who handles office furniture and supplies is Ss 
ing an opportunity unless he makes the supply end of the business 
a very profitable teature of his trade Indeed, our supplies busi 
ness approaches the proportions ot a department in itself, for we 
have many customers who use the supplies we handle 11 the 
makes ot cabinets than those in which we deal [1 rder to 
make the supplies line profitable it is absolutely necessary t Urry 
all of the items that are used regularly. We carry, in fact, a m 
plete line, so that we can take care of almost all of our inquiries 


immediately. Completeness of stock makes prompt deliveries pos 


sible—an important feature of the supplies business, for when a 
man wants supplies for his tiling appliances, he wants thet it 
once, not two weeks hence 

1s to the direet means of building up a trade in supplies 
better methods have been discovered than suitable advertising 
and window display. We make frequent and protitable use of our 


and these dis 


show windows in the display ot our supplies lines, 
plays result in profitable business. It is our custon vhenevet 
we show a line of supplies in our windows, which we ofte 


to put a card in the window, explaining the uses of the 
supplies. This supplementary card is of great assistance and has 
been the means of selling many orders which we would otherwis« 
not have received, for it presented just the information the buye 
display, and, accompanied by 


required at the moment he saw the 


the goods themselves served to crystallize his realizati 


his need 
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We have agencies that claim they have 

e a e r S3 increased their sales 400% since they changed over 

to our line of Office Filing Devices and Supplies. Wecan do 

the same for you. Will you give us a chance? We will be pleased to send you our full set 


+ 


of catalogues, with agency proposition on request. 





Filing Cabinets 


Our line of Filing Cabinets consists of one hundred and 
sixty different pieces, such as Vertical Upright Cabinets, 
Standard Sectional Line, Wagemakerettes or small Sectional 
Line, Solid Card Index Cabinets, Check 
Files, Report Files, etc. We havemany 
new features embodied in our Filing 
Cabinets which you should know about 
before deciding ona permanent line. We 
also manufacture a full line of Supplies. 


Office Wardrobes 


The Wardrobe shown is 82” high, 
which is much higher than most ward- 
robes. It will take care of the longest 
ulster. Every part of the construction is 
made of built-up veneered stock so that 
we can guarantee this piece of furniture to last indefinitely. It is 
equipped with the best fixtures, such as hat shelf, mirror, umbrella and 
whisk broom holders, comb and brush tray, nickel plated extension coat 
fixture with six wishbone coat hangers, etc. Send for catalogue. 

P.S. All goods made in Quarter-Sawed White Oak, Birch-Mahogany 
Finish and Solid Mahogany. 


WAGEMAKER CO., Ltd., 





Grand Rapids, Mich., U. S. A. 





YOU WILL KNOW 

















Absolute Chair Satisfaction 
When You Know Our Line. 


Wemanufacturea complete line of office chairs backed 
by over half a century of practical, experience and give 
the utmost in both quality and style. 

All That You Can Ask of a Chair. 

The cut shows one of our ideal office chairs made of 
highest grade selected quartered oak and finished either 
Golden Oak, Office Oak, Weathered Oak or Earl: 
English. Seats put together with Lindermann's 
dovetailed joint, insuring durability, and equi 
with Gilson Mfg. Co.'s chair irons. Standing arm 
to match. 

Get our catalogue and price list. 


NICHOLS & STONE CO. 
Established 1857. 
Gardner, Mass. 
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MERALITE 
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WITH GREEN GLASS SHADE 


THE BEST LAMP FOR OFFICE OR HOME 











**KIND TO THE EYES” 
Does Not Tarnish or Collect Dust 


Made in many patterns for any location 
Send for our Emeralite Booklet with prices. 


H.G.McFADDIN & COMPANY 


44 Warren Street New York 














MOON DESKS “ 
FOR HOT WEATHER 


Never realized pe rh ips, how much 
lesk and a Moon Ds in hot weather. 
There is all the difference in the world. 
busy man than desk drawers, 

that stick? 

Sell your customer Moon De 
drawers, et Help 1 

can if you sell him a Moon De 

We will place you on our mail 
increasing vour business each r 


| 


difference there is between an ordinary 


What is more aggravating to a 


roll curtain, or a typewriter attachment 


k and do away with the sticking of 
r keep cool in the hot weather. You 

-and make work easier for him. 
, if you say so, sending-you helps for 


MOON DESK COMPANY, MUSKEGON, MICH. 
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Great Improvement 
in “Y and E” Shannon 
Transfer Cases 











' | ‘HE patented Lockarch—the 
one thing above all others 
that has been responsible for 


the tremendous sale of ““Y and 
E”’ Shannon Files during recent 
vears—has been applied to all 
‘Y and E” Shannon Transfer 


Cases. 





Little teeth on the arches in- 
terlock with corresponding per- 
forations in the upright 
To open, press arches together 
with thumb and forefinger and 
throw back to position indicated 
by dotted lines. 


The new Lockarch, 
completeness and the quality of 
our line, puts “Y and E”’ Shan- 
non Transfer Cases as far ahead 
of others as “‘Y and E”’ Shan- 
non Files have been 
others for many years 


; 
post 5 


plus the 


ahead o 


Sell what the business man 
wants; he wants the most for 


his money. He Yaw | 
and E”’ Shannon Transfer Cases. 
There are quantity and quality 
profits for you in this line 


gets 


W rite for Details 


Mire. @. 


Rochester, N. Y. 








“Leaders of the World” in Filing 
Systems and Equipment 


























MAKING MOST OF LIMITED STOCK 


3y WitiiamM B. Hatt. 
DEPARTMENT, W. H 


it re Cs { 
ind study, esp cially y the dealer 
vhose space tor display of such lines is 
ited The man who has plenty of room 
or the ofhce furniture department has a 
wider range for the exercise of c eptions 
harmony and convenier irrange 


ment with a view to making the best in 
pression upon the minds of customers it 
for the man who is not blessed eral 
space, intensive planning becomes a neces 
sity, so that he, in some respects, at least 
nust give more thought to the arrange 
nent of his office furniture stock than his 
ore fortunately situated competitor 

In an establishment limited space, 
the best method of displaying e furn 


iture is, I believe, to put one good sampl 


of each article on the floor Take, for 
example, a desk Use about a 55-inch 
roll-top; mark the price on the price-card 
then on the lower part or back o price 
card give other sizes and prices of the 
same style of desk in the warehouse ready 
for delivery In this manner one sample 


a roll-top and one of a flat-top wi 


to demonstrate the entire 


the necessity of ‘having each piece of stock 


on the floor. It is now easy for the aler 


salesman to explain all the 


merits and tea 
ures of his sample desk to the prospective 


ustomer, the size of the desk being 


secondary consideration, depending upor 


the purpose to which the desk is to be put 
or into what space it is to go 
Tables and the cheaper lines flat top 


regular desks and flat top typewriter desks 


} 


may be stacked two and even 

by the use of rubber feet or cups to keep 
the legs of the upper article from marring 
the tops of the desks or tables upon hich 
they rest In this way much floor space 
Ss saved 


In displaying chairs, the best and most 
profit ible method for the deal | 
space 1s restricte d is to show only he rea 
| hiol 
y high 


leave the 


class and attractive samy 


cheaper grades in the wareroo 


which should be as easily accessible as 


cumstances will permit. I 


reat majority of cases 


from a high class articl 


to come down 
ota cheaper grade if the customer ill 

iave it, than it is to start in by s! 

the cheaper goods first and ttempt ) 

work the customer up to the better grades, 


hence the necessity of giving valuable limit 


ed floor space to high grade furniturs 
All articles of office furniture on dis] 
should be neatly arranged, polished and 


MANAGER 


STANAGE & 





Catalogues and 


OFFICE Ft 


RNITURI 


-0., CINCINNATI, O 


plainly marke 


Photographs 


og e size, finish, price 
S | The tag we « 
Vice by 5 % inche s long 
ll s 
sh No 
c: 
O)the Sj - 1 St k 


Usetul 


Adjuncts. 


( Ss. printed matter ) Pe 
ind « tive liter ir \ { 
gotten Oreat SsSista 
othies rn e salesman, t l 
it S ¢ employ catalogues | 
printe | el S 
to le uve 1 i ‘ tive 
quisiti Lilie ) lll espt \ 
one Ss some attractive line 
peals llowever n the 
days of k« mpetition and varie 
and classes f thee turniture t ( 
hard salesman to depend 
m hogues and ill-tone its ¢ i 
nin S rs ) ten are iwa 
aC e art of the engraver d 
print er up lots detects 
bet n paper 1 st 
stv] ppare r re 
the ] nad pe 
whil eality inte! 1 il ty 
ict Is themselves 
Sol 5 ( here re l 
sist the , ls rer 
ery a le ( 1s ide ft p 
pecially | ens ti e 2 S 
hat | \ nt ¢ 1 ne he 
ind eneral mstruction s 
in Ss ( | iT { est 5 
r examine { gehly 
S; ( ets and ther steel o1 
l » ' | lose t ~ 
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Heywood Wiakefield 

















TRADE HARK 


UR CHAIRS SEL 


because they are made to fulfill 
every requirement of the buyer 





680-5 PI 680-5 XYPL 


Special attention is given to the personal comfort of the user. The chairs are designed 
with graceful lines and curves which make using them a delight, and mean increased 
efficiency in offices equipped with them. 

Careful attention is given to the selection of proper materials for manufacture to insure 
the greatest durability. 

Heywood Brothers and Wakefield Company chairs are the logical line for progressive 
dealers to handle. They include everything from low-priced goods to the best the market 


affords, and are made in all styles. 


Our warehouses, located where they will serve the trade to the best advantage, are a 
guarantee of prompt shipment, with a minimum of elapsed time from receipt of order to 
See Se eae eee 
date of delivery. 


Write for catalog. It will help your business. 


Heywood Brothers and Wakefield Company 


WAREHOUSES 


NEW YORK, 516-520 West 34th Street CHICAGO, 1415-1419 Michigan Avenue 

BOSTON, 174 Portland Street SAN FRANCISCO, 737-743 Howard Street 
PHILADELPHIA, 244-254 South Fifth Street PORTLAND, ORE., 148-154 Tenth Street 

BALTIMORE, 113-123 West Conway Street LOS ANGELES, 215-221 East Sixth Street 

BUFFALO, N. Y., Wells and Carroll Streets BUENOS AYRES, Argentine Republic, South America 
FACTORIES: Gardner, Mass. Wakefield, Mass. Chicago, II]. 























| 

| pe ally if one happens to be an exclus! 

deale It has been our experience t 

| most manufacturers are as anxious to get 
the | siness as the dealer is, a1 will 


yperate with him to any reasonable exter 
in order to accomplish this end 

In conclusion, let me emphas the fa 
that too much stress cannot be laid upot 
rood show window = display 1dvertising 


The dealer who has but a limited space 


his office furniture stock and has large 
show window will find that s vind 
neatly arranged with sample sks, chairs 
tables, etc., will attract a er eal 
attention and bring people into the stor 
When this is acomplished ,th« indow is 


done all it can—it is then up to the sales 


force to carry the prospects 1 rest 
the way to the consummatio! t sales 
Windows should be change: requent 
We find it is sometimes a good idea to mak 
a e | up a window of the following irti les 
e es it raln \ 55-inch roll-top desk; 55-1n at 
S desk; 53-inch typewriter desk to matcl 
W . two other pieces, also like g ls in at 
office chair of the revolving type typ 
A Oo k-Ben h fo Off e M : 

r Cc r IC en writer chair and several side urs, an 
m™M4.°. — ; ‘ probably a four-drawer vertical filing cab 
rhis is the original sectional desk idea—developed and perfected in met in the eats Saish of « es 

our own plant. other furniture Then we letter a larg 
i : . . . ‘ard giving < ‘e on the whol tfit 
Over Eight Thousand Different Combinations are now possible ast ~~ ata a ee 
: instanc¢ Be Ws Outht p2oU.UU 


( 


in The Desk With Brains. | tan | 
Suci window displays and t rs Ww 


It is a thoroughly practical idea bringing to the busy office "man as great conven- | we employ from time to time are success 
ience as the machinist or carpenter finds in his work-bench. | ful and we count them among the most 
Send for our chart showing parts which may be used in The Des "itl rain important factors in the success 
and you will at once understand the value and utility of this time and labor-savin office furniture department 
desk. It increases efficienc 1 my where old fashioned d S ar ums} It is very essential to the s 
inadequate and wasteful. dealet a ae stock and s1 1s all 
Write us to-day and find out w t ymbination in Th "ith ns would as the one who carries a large stock ar 
save most time and labor for u. ll find this ve ry much worth your while. has plenty of space to displ 
With a chart of The De Brains, we will send you r new book “Filins get the price for his goods 
f Filing Furniture. E a price that is so low that it is equivalet 


Systems."’ This describes tl mplete B-M Quality line of 
Py é, 


ment and Suppl > Hav e thy; nformation in jyour ¢ at log file to taking money Irom one po¢ 
able for reference. Address ting it into another, or an ¢ 
a price that affords a good pr 


been my experience not alo 


Browne-Morse Company segundo nog nig sanellaeen 


and printing trade as well, 


106 McKinney Avenue Muskegon, Michigan Ce eked 





Branches amount sales in dollar I 
82-84 Fultor Street, Ne ¥ York ( ba 312 N. Broadway, St. L __ 707 Arch Street, Phi that counts, but how much pr 
as ig er mg Mi L 61 Post Street, San Frar — ano aa = » Was mad It would be far better 1 t a great 
Export Distributors deal more honor and glory t ell $10,000 
oo ae ne St. ow Leek Cis worth in a year at a good profit than t 
DEALERS — Ours is an ‘‘exclusive agency’ proposition’’—Write Us. sell $50,000 worth on a margin that was 
hardly more than an even brea here 
no money for the small off irniture 
man in the big contract jobs and very lh 
the drawers, ask questions, etc.; and after inches, punched to fit a flexible loose-leaf tle for the larger dealer who thinks hi 
all, it is only human nature for one to want post price book, which affords a convenient | self particularly successful and tortunate 
to see with his own eyes the actual object carrier for the illustrations and protects | 8&'"s same 
he intends purchasing them from injury These half-tone illus- | [In figuring an outfit for a n fies 
The objections to the general use of cata trations or photographs when properly | fair size and proportion, figure as low as 
logues and photographs apply with less arranged and marked with the various | considered safe and sound and yet affort 
force to regular customers of the firm, sizes and prices, should be left upon ing yourself a good and sufficient t { 
whose standing and reputation should guar a table or any convenient place easily ac- | your trouble and expense; and vi o¢ 
antee the integrity of every article they cessible to any salesman who goes into the it accordingly then your conscience will be 
send out. But in spite of the objections office furniture department to explain or | clear and you can sleep well, knowing that 
noted, catalogues and photographs are of to sell anything therein you have made something, but if someone 
great use and assistance to the salesman In most cases manufacturers will supply else can beat your price, let’m have it, as 
I would suggest the use of half-tone illus their dealers with sets of photographs and they evidently want the business re that 
trations of desks, etc., size about 7 by 10 plenty of descriptive printed matter, es- | you do When we know we have figure 





after you 





yur lowest and still make a good pront 


should not worry about lost contracts, | 
keep 


are plenty of other sales to make whereby 


s+ 
it 


a stiff upper lip and smile, as ther 


Profits. 

vith the matter of profit 
percentage of profit to be made on of 
might be well to put a lit 


onnection 


nce turniture, it 


tle stress on what or how much profit the 


office furniture man should get on his 
wares [his 1s a matter of course depend- 
ing a great deal on what your basis or cost 
rate of doing business is. In most large 
cities cost of doing business in this line runs 
from 25 to 35 per cent. and will easily aver 


age 30 per cent. JI would therefore suggest 
that the 
per cent. at least on to his cost or invoice 
price on desks and 60 per cent. on chairs 
and other office accessories that retail un- 
Where desks are put on a high 
list and a dealer’s discount based on same, 
I believe the dealer should retail them at 


25 per cent. off of said list, 


der $15.00. 


no less than 
and in especially the medium 
priced desk, at no less than 20 per cent. off. 
Where on a high list retail them 
at no less than 20 per cent. off of said list 
when you take into con- 
care and 


most cases, 
chairs are 
price Che refore, 
responsibility, 
freights, 
yot to your salesroom, packing and 


sideration the 


trouble, the matter of drayage 
from deft 
unpacking, 
polishing and taking care of fur- 
that even the 


prices 


handling, 
niture, you can readily see 


above rates of retailing from list 
are low 
ertainly of very great im- 


limited 


This matter is 
portance to the man who has a 
stock and limited display room and should 
be carefully weighed and considered if you 


ire to make really the most of a limited 


CARELESSNESS IN WRITING 
CHECKS. 
Recently in the 


Supreme Court of the 


State of California the Otis Elevator Com- 
pany presented a suit against the First 
National Bank to recover the amount the 


bank had paid a clerk on a raised check 
The defendant was awarded the decision 
In handing down its opinion the court 
ruled that a bank could not be held respon- 
sible for the 


when it was written on white paper, not 


payment of a raised check 


protected with one of the. many devices de- 
that 
presented by an employe who is known to 
the bank to 
checks for signature and present them for 


signed for purpose, and when it is 


have the power to prepare 
In a word, unless there is in the 
check 
cause the bank to inquire as to its validity, 
the bank held 


payment of forged paper 


payment 


presentation of the something to 


cannot be responsible for 


office furniture man should get 50 | 


| RULES FOR COMPUTING INTEREST. 


Compiled by 





and drayage to your customer, | 
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S/ JOHNS TABLES are Majestic 
in their strength and simplicity. 


In the dignified Director’s type or the 


less sumptuous Business Office table 


St. Johns takes the lead in popularity. 


In this comprehensive line there are tables to fit 


every purpose and requirement, to please indi- 


vidual tastes—in all styles and finishes, at prices 


which because of St. John’s immense facilities 


for building are exceptionally reasonable. 


Representative dealers all over the country are thriving 


on St. Johns Profits. 


Our profusely illustrated new 


bigger sales. Send for it. 


Why 


not do the same? 


catalogue will put you in line for 


St. Johns Table Company 


CADILLAC, MICHIGAN 


Sit JOINS: 


J5eVYuUAUYY 


“Bookkeeping Today,” the 
Elliott-Fisher House Organ. 


The following will be found to be ex 


| cellent rules for finding the interest on any 


W hen 


the principal contains cents, point off four 


principal for any number days 


places from the right of the result to ex 


press the interest in dollars and cents. 


When the principal contains dollars only, 


You can never do a thing so well the day | point off two places 


r enthusiasm is the highest. 


In each of the following cases, first mul 


A-Ta rir > Vm 





tiply the principal by the number of days, 


then divide as follows: . 
Two per cent—Divide by 180. 
Two and one-half per cent—By 144. 
Three per cent—By 120. 
Three and one-half per cent—By 102.86. 
Four per cent—By 90. 
Five per cent—By 72. 
Six per cent—By 60. 
Seven per cent—By 51.43, 
Eight per cent—By 45. 
Nine per cent—By 40. 
Ten per cent—By 36. 
Twelve per cent—By 30. 
Fifteen per cent—By 24, 
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eet Four Onter In NOW DEVELOPING NEW BUSINESS 
for Drawer Style 
By Joun B. Hipparp, MANAGER OFFICE FURNITURE DEPARTMENT 
Transfer Cases THE J. K. Gitt Company, PorTLAND, OREGON. 
for July Ist Transferring 
rhe Most Complete Assortment, 
Highest Grade at Lowest Prices 
re oo omen 4 ETTING new business for the Of tions \ll prospects from tl rees 
fice Furniture and Specialty Depart stated above are entered on “foll up” 
ment 1s not so easy as it was a few cards and given to the salesman o im 
years ago. Now the oftice buildings are run mediately calls and reports the utcome 
under strict rules and a solicitor must us« The department head having a duplicate 
his wits if he expects to di ssionary work makes a note of the report at gs his 
without being bothered \ the elevator salesman up at the proper time ! a second 
starter or superintendent « the building call, if the salesman has not already taken 
Architects and = supet care of t as 
intendents - to - be he shoul 
new buildings under Period l d 
construction will not cades fect the 
give the names otf the sales of filin; ats 
laveice 8x5-6 5x3 6x4 new tenants and you sectional ses 
Size Cards Cards Cards must find some other and other pli 
Cap Size Letter Size way of securing the inces sho sted 
Drawers for Every Standard Size information Othe and called upon to see 
Roller Bearings than these cases re if their cases 
Each Case Complete in Itself cited above the condi ing properly 
tions are practical] fore leaving S 
now what they always man has s s é 
have been and COTS« new met il 
entious solicitation at ing whi s t 
service will secure ing or t r 
business or at east which s ed 
your share of it \ is now W rop 
salesman by making erly and he nice 
i . . d himself gene ly supply ed 
“* Danette senidie ame positi I be aS QUICK agreeable | thn away in his , 
cessibl> as in your regular vertical 4-dra | ator starter s t ird inde of 
With or without sanitary leg No extr endet ( il ibinet s lso 
a cas new buildings JOHN B. HIBBARD valuable 11 S 
Efficiency Spells Economy le lel iaik geil cae wate eaty 
Letters, Bills or Papers, indexed alphabet tipped off to the ees 0 on and Jul ind at that time ¢ ol 
ully at we 93 ' 1 Cs dings ‘ CS¢ ges aS a filing ibinets should be l t 
- general rule meat ders. Se salesmen fer case nd supplies ‘= es 
Alpha-Merical System | | m2 the process oF becoming agreeable a In fact, they should be visited in December 
istiv one Chere s is t s It and Jur and future orders It 
4 Sle mmiee 33 “aan - Ol sal nee eC ae ent i IgG , ea ~ that alter ( nitia : 
Fae, yy vay tieing auienn goo sal sman can lat ( drawing der has . eel paKes i ; les s the 
om ment initial order only, without the su trade 
Les emus age >\ pene . \ great dea nt t s secured to bolster it un we would find, at é igh 
TT a through building trade papers rnals cost doing business, that we we losing 
etl > mae Ay espe ialls those whi the ntract money, at t behoe ves th ! the 
AS eumcie OOUSS amencag Teams | tor advertising ter bids for city, county and departme1 to give the supply r 
L neem = ye state work and it is a very good plan for office rniture and specialty eS » ‘Meio 
a ea a department t bs r r the papers most ireful attention, as it is t most 
-m . si a : ee & Se ng reports \\ pi 1 profitable lo give satisfa ist 
f vo alphabetical gui \ F m ft Ss t State's fice anticipate and always have a 
through some employee that e 1s riods the supplies when call I 
inother good s ! mation that New Business Secured in Many Ways 
NN) leads t 1 great i siness \ ell New business 1s not secur l ) ] ha - 
Hy gottel p circuta et t r tors tior It must be backe de- 
(Jl (Nt overing not only e fut re de partment that shows a sales rly 
partment, but also 1 stationery depart art ed with goods that are l ked 
, Set. ees ment on account seals sto ‘ in has salesmen w ndle 
WABASH, INDIANA ; 1 ; , | 
tificates, also good le lat the prospects. dug up by the S n 
Exclusive Agency to one good dealer in every matter can be placed in ump lonpes vhe \ 7 Filing ases s ] he 
town. Are you that dealer? If not, write us. : , a : , , , os , 
If no agency in your city will fill your order Es 50 & corseaposeen ' - visitas eoabes Cea See We . ‘ 
direct. ’ State s rh and Is t il x ¢ vill esting easy to demonstrate ertical 
re sent ( ay é rpora files s ild be equipped to she fer 
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The Porto Clip File 


THE QUICK SYSTEMATIZER 


HE PORTO CLIP FILE is the newest, safest 
1 most practical device for handling lega 
nNaner rrespondence 1c t 
: [ » 4 


cuments, etc 











INEXPENSIVE SUBSTANTIAL 
Papers cannot be accidentally lost, blow 
id; ely held without mut 
be read without removing same fror 
privacy, safe transpor- 
1 furnis! venient writing surface : , 2%. — ‘ oe Oa 
nsable, at the office, at home, or trav- Is made with a doubic ee Weeee 
ordinary single wall case cannot poss¢ 
BOUND IN CLOTH There is 25 ve 
Letter Size, 11]x10} in. Retail Price 50 cents 
Legal rv" 14 xhOk * “ “ 60 * 


Try Your Stationer First 


AMERICAN CLIP COMPANY ate, Dey ag 
NEW YORK New York, N. ¥ 












REREERER 
CRQUCL ET 


No Food For Fire 
Her juipment that 1 y will not burn, but acts as fire retardant, 
protecti luable reeords and valuable correspondence. 


eye 
Berger Steel Filing Cases 
The Armor Plate of Modern Business 
iction, which gives it advantages that the 
ing experience in every Berger case. 


Write today for catalog. 


The Berger Mfg. Co., Canton, Ohio 


Agencies in all Principal Cities 








GRAND RAPIDS 





MATCHED OFFICE SUITES 
IN OAK AND MAHOGANY 


ys office must look right, be conveniently arranged and your 
office furnishings must be serviceable. Stow-Davis Office Suites 
are the result of a quarter century's experience in furniture building 
Stow-Davis means quality—a sustained reputation for twenty-five 
years backs it up. Ask to see Stow-Davis Suites at your dealers or 


write us for information. New catalog on request. 


Furniture Co., 70 Front Ave., Grand Rapid Uich 





No. 1206AS 





No. 1206A 
No. 260R 














New England Display Rooms 
286 Devonshire St., 
Boston, Mass. 





Makes Your Work Easier 











Adjustable 

to any height 

By simply opens 

turning this ly and noise- 

a lesly moving 

easy ball doAddine 

bearing Machine on 

wheel ite perfect relless te 

: y any desired place 

the stand i: or position, the 

es Stand is held ab- 

adjustable edati tiaké te 

to any de- simply TRIP- 

° ° PING THIS 

sired height LITTLE FOOT 
LEVER. 





—s 


ADJUSTABLE TABLE Co. 
GRAND RAPIDS, MICH. 
Also from Adding Machine Agents & Salesmen 


itt 
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ent methods of filing, card indexes also, and 
a display rack for samples of all the differ- 
ent forms of card index record cards, guides, 
both card index and vertical in the different 
styles and also folders should be in a prom 
inent place for ready reference, with sam 
ples plainly marked giving the hundred 
price, thousand price and quantity discount 
in not less than five thousands. This sam 
ple rack is a great time-saver for both th« 
customer and the 
everything spread out before him is very 
liable to increase the 

Desks, tables, 
the different office appliances should be ar- 
ranged intelligently and harmoniously so 
that the customer 
fused. If suites in office furniture are car- 


salesman, and having 


sale. 


chairs and safes, as well as 


does not become con- 





SPECIAL 
AS—IS 








SALESMEN, ATTENTION! 
IS piece will be delivered 
JUST AS IT I1S—we will 
not remedy any faults 











Card used by J. K. Gill Co. on pieces to be sold 
quickly. Price is marked in blank space. 


ried arrange them as an office should be 
arranged and as well as the amount of 
space you have will allow. Typewriter 


desks should be arranged together and if 
you carry rebuilt typewriters it is a good 
plan to equip those desks with the drop in 
the pedestal and the horizontal drops with 


them, as it demonstrates the mechanism 


OFFICE 


APPLIANCES 


This cannot be done on center drop type- 
writer desks, as holes must be bored to hold 


should 


be arranged in stacks showing the different 


the machines. Sectional bookcases 


heights, in combinations suitable for the 
home, the lawyer, the doctor and the mer 
chant for the display of his goods 
The manufacturers of office devices have 
installed promotion that 
willing to lend their aid, and they also have 
that are 


circular 


departments are 


advertising departments working 


overtime furnishing new matter 
exploiting their lines 
printed with the dealer’s name and properly 
used are good business getters. The trou- 


ble with some of the departments is that 


These circulars im- 


quantities of advertising matter which they 
order and them nothing 
laid on the shelf until it becomes obsolete 


which costs are 
Order circular matter that you need in the 
way of an assortment covering your line 
and in quantities that can be used—and then 
use them. Circulars sectional book- 
cases can be laid on the wrapping counters 
and inserted in the books in your book de- 
Filing cabinets. office furniture 


on 


partment. 
in general and office supply circulars can be 
enclosed in all packages leaving your sta- 
tionery department. At reasonable times a 
circular letter containing proper literature 
can be sent out to a selected list taken from 
the telephone and the returns 
from the above will be surprising. 


directory 


Last but not least in importance is the 
handling and education of a customer when 
he calls at your salesroom. In the ojffice 
specialty 


and 


and this is a 


proposition 


furniture game 


delicate over-enthusiasm 
or neglect on the part of a salesman has 
lost many an order. By a few well directed 
questions and by letting your customer do 
most of the talking you can secure 


Then gently lead him on until you 


your 


cue. 

have sold him something which he hadn't 
thought of buying when he came in and 
which exactly meets his needs. Let him be 


the captain but you be the pilot and there 


is little question but what if the man wants 
to buy at all that you will land an orde: 
Explanation of Accompanying Cuts. 
In the letter which accompanied tl 


e rore- 


going article, Mr. Hibbard’ explained the 
use of the tags which are reproduced here 
with. He said 

“IT enclose herewith two tags which we 
use and which we have found very success- 
ful. When an article in the furniture line 
becomes damaged or is practically second 
hand, we attach this “Special-As-Is ard 
with the price marked on it. As the price 
is practically cost and in some cases less, 


we print the notation seen at the bottom of 


the card, calling the salesman’s attention 
, 


to the fact that the piece must be sold as it 
is. This card will sell a great many pieces 
that would otherwise hold over 











No. QUANTITY IN STOCK 
! 13 2s 
2 14 26 
ARTICLE 
3 15 
4 16 8 
FROM ‘ : 
\ 29 
— o 18 
Cost ? 19 3 
- v= 8 20 3 
Price ® 2 33 
lv 22 ‘4 
‘ il 23 35 
12 | 24 © 

















Price tag used by J. K. Gill Co.—Left hand 
diagram is the front of the card; right hand, the 
back. A line under numeral shows the number 
of pieces remaining in stock. 

“The other card is our regular price tag 
with a stock list on the back. In explana- 
line 
the 


tion: If we had five chairs of a given 
under 
the line 


We find 
salesman 


on hand a line would be drawn 


these were sold 


under the 


five If one of 
four. 


the 


would be drawn 
this 


knows just what he has on hand when 


very good practice, as 
deal- 
ing with a customer and does not make any 


promises that cannot be fulfilled.’ 








2 


be 





VIEW OF THE FURNITURE DEPARTMENT, J. K. GILL COMPANY, PORTLAND, ORE. 
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AMERICAN 


ADDING MACHINE AGENCY 


A Valuable Connection 
Now Obtainable 





Price $35.00 


Territorial allotments are regarded as having exceptional 


value, and only “High Power” selling connections are desired. 


AMERICAN CAN COMPANY 


Adding Machine Division 
CHICAGO, ILL. 
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"FUNUINVAVAVANAOATAVADAA AOU CA OA TO AEA TATA TUTE EU ETOAC TAPE 


June 1913 











WE ADD THORP @ MARTIN 
PARTS AND TOOLS TO OUR 
PLATEN LINES 


By special arrangement with the Thorp (® Martin 
Company of Boston we have added T. ( M. parts 


for all typewriters, tools and specialties to our line, and ample stocks 
are carried for the convenience of customers in our work rooms at 
Chicago, San Francisco and New York. (No stock is carried in Denver.) 
We are exclusive selling agents for the Pacific Coast states. but customers in other 
parts of the country have the choice of ordering from us or direct from the 
Thorp 6 Martin Company of Boston. 

To save time in receipt of goods, orders should be sent to the nearest point where 
stocks are carried. 


The policy of our platen business—‘“shipment the day the order is received”—will 
be followed in the department of parts, tools and specialties. It is our intention to 
make this service feature an asset to the trade. 


Prices and terms are uniform with prices and terms of the Thorp ©® Martin 
Company. Catalogs will be sent promptly from our offices upon request. 














r. & M. PARTS AMF II LATENS 
T. (& M. parts have been a factor in the business Amfil Platens have won their position in the field 
for many years. The llne is complete in every respect. wholly upon their merits. They represent the highest 
Dealers, agents and re-builders will have the advan- ss ‘ a 
possible standard of platen manufacture. 


tage of improved service through the stocks now carried 
in New York, Chicago and San Francisco. 

It is the aim of the Ames ©& Filstead Company to imitations and low prices for many years. 
conduct the department of parts, tools and specialties They are designed for the same satisfactory service 
with the same service quality policy under which the : 
company’s platen business has been brought to such a assured by the highest grade platens of the new 
position of favor in the field. 


They have successfully withstood the assaults of 


machines. 


IN MAKING THIS IMPORTANT CHANGE IN OUR BUSINESS, WE AGAIN EXPRESS 
OUR APPRECIATION FOR THAT PATRONAGE WHICH HAS MADE OUR BUSINESS 
POSSIBLE, AND WE REPEAT OUR PLEDGE TO LEAVE NOTHING UNDONE TO 
MAKE THE RELATIONS WITH OUR CUSTOMERS SATISFACTORY IN EVERY WAY 


AMES @ FILSTEAD COMPANY 


CHICAGO NEW YORK SAN FRANCISCO DENVER 
508 So. Dearborn Street 314 Broadway 58 2nd Street 1626 Champa Street 


BOSTON AGENCY: 17 Milk Street 


SPECIAL REPRESENTATIVES \ Thrale (& Beaumont, Kingsway 


ST. LOUIS { Union Typewriter Exchange 
FOR GREAT BRITAIN ( House, W.C. London 


DISTRIBUTING OFFICE | 821 Chestnut Street 
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By a built up top is meant a top consist 
ing of five layers of wood, the core general- 
butternut, the thick- 

the thick- 
the core is 


ly being chestnut or 
core depending on 


Each 


covered with two layers of veneer, the top 


ness of the 
ness of the top side of 
oak or mahogany, which are 
The rea- 


sons for building up tops are to eliminate 


layer being 


the woods most commonly used. 


warping, to prevent cracking or 
glue joints and 
the grain of the 
figures may be 


chances of 
the opening of defective 
matching 


pattern 


perfectly 
Seautiful 
nly by using veneer. 


more 
wood 
produce d 

\ great many customers are interested in 


the woods used in office furniture. The 
woods most commonly used are oak and 
mahogany for outside surfaces. There is 


being made of gum. Oak is more 


ised and is best adapted to ali 


some use 
universally 
conditions 

In the finer types of desks the interiors as 
exteriors are made of the same 
material, Oak or mahogany. In the 
cheaper desks the drawer work is generally 
wood, ash or maple 


well as the 


made of some hard 
commonly used. 


interest a 


probably being the most 
\ salesman frequently 


customer in his furniture by giving him in 


may 


formation about the materials used and the 
construction 

the 
should be able to point out five 
the 
If it be a desk, he 


process 


According fa well known 


views ¢ 
expert me 


distinct features worth considering in 


ses to sell 
ut special points of construc 


item he prop: 
should point 
the excellence of materials 
including 


tion, the style 


used, its adaptability, its finish, 


the various stages in the finishing room. 
These five points are merely suggestive. A 
studying his goods 

points that are sure 


competent salesman by 


can select four or five 


to hold the attention of his customer. A 
salesman should be familiar with every item 
enumerated as it equips him to meet com- 
petition and enables him to make his par- 
ticular line of furniture of interest to his 
customer. 


Handling Supplies for the Office Furniture 


Lines. 
salesman knows how to sell office 
irni es not llow that he under 
stands all he ought to know about the 
necessary supplies f the different items 


furniture outfit 


erly 


Ji OFFIC! APPLIANCES 
By D. O. Row, MANAGER FURNITURE DEPARTMENT, BUXTON 
& SKINNER STATIONERY Company, St. Louis, Mo 

N OFFICE furniture salesman can [ am presuming that the salesman under 

not intelligently describe his goods stands the general character of the furnitur« 

without having a fairly accurate that is used in an office and is able intel 
knowledge,of the materials used in their ligently to sell desks, chairs and tables 
manufacture However, with this knowledge he is only 


partially equipped because he cannot prop 


outfit an office unless he is familiar 














able to explain it clearly and to 





D. Oo. ROW. 
with all the various filing devices that are 
used in modern offices He must also be 
familiar with the different kinds supplies 


used, should be able to devise ways 


letters, 


that are 


of indexing memoranda, orders and 


all the papers necessary in conducting bus: 


ness. He must not only know this, but bi 


faction of his prospective custome! he 
salesman who can do this will have less 
trouble in furnishing the balance « é 
equipment needed for an office than on 
without such knowledge 
In purchasing folders, guides a1 mis 
laneous supplies the buyer s ld be 
niliar with the orders for such lies an 
be guided by the demand for the \ftet 
summarizing the sales of sup] 1 
ths itis a \ y easy matt ern 
( intities in which to buy é 
l il Y es I Ss | 
S SIZé e figure es We 
mat ly l rtain 1 ber ides 
he dt w ¢ \ referring ( sale Ss 
ets ~ S ‘ de T 1 
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one drawer, two drawer, four drawer 


and six drawer cabinets that are sold. In 


purchasing supplies, guides should be pur- 
chased for one drawer cabinets, two drawer, 
four drawer, etc. These come a certain 
the set. A certain number of 
sets should be carried on hand to re-equip 
cabinets that have been previously sold and, 
as above stated, by referring to your tabu- 
lated list of sales, one may very accurately 
figure just what quantities to purchase in 
irder to turn his stock frequently. 


number to 


Cabinet supplies are being furnished by 
the various manufacturers in uniform boxes 
and Record cards are furnished 
1000 to the package, 1,000 to the box. These 
may be arranged on shelves in an orderly 
manner and by separating the different 
grades, at a glance the buyer can tell the 
condition of his stock. Since a great many 
cards are sold 100 at a time, by using a 
box of a different color for packages that 
have been broken, you will never have to 
go through your stock to see if the boxes 
aré all full. At inventory time, there will 
be nothing to do but count the boxes and 
add the packages contained in the colored 
Folders and guides are furnished in 
sealed packages or boxes of a hundred and 
should never be broken. For displaying 
supplies the best arrangement that I have 
ever seen is a fixture with wings similar to 
those used in displaying photographs and 
views, on which may be made a very at- 
tractive display of all the different kinds 
of supplies that are used, and customers 
through curiosity often turn the wings and 
become interested in the goods shown. 


cartons. 


boxes. 


It is impossible to prevent samples from 
becoming soiled; such stock should be con- 
sidered as an item of advertising .expense. 
Care should be used in keeping samples as 
neat Before sample sets of 
guides become too badly soiled they should 
discount and new sets dis- 


as possible. 


be sold at a 
played. 

By making an attractive display and mak- 
ing it a point to call your customer’s at- 
tention to this part of the business an ex- 
tensive and profitable trade can be built 
up. One should not lose sight of the fact 
that it is necessary to keep in touch with 
old customers and_ systematically solicit 
their business, or some enterprising sales- 
man from a competitive firm is liable to 
step in and secure business that rightfully 
belongs to you. 

It is profitable to exercise care in select- 
ing supplies and one should be able to fill 
out of stock any order ordinarily demanded. 

In selling supphes for the office furniture 
stock the store window, the regular ad- 
ertising campaigns and the display room 
are powerful factors and should never be 
neglected. One should use original meth- 
displaying and advertising these 
goods as far as possible, endeavoring to 
build up a reputation for carrying every- 
thing in supplies that is ordinarily demand- 
ed. Such a reputation generally entertained 
among the members of the business and 
professional public is itself a valuable as- 


ds in 


+ 
S¢ 
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Mr. Dealer— PROFIT AND LOSS IN FURNITURE 


INTERVIEW WITH FRED S. LINCOLN O01 


Arrange a display of Meil- 
WaAsHINGTON, D. ¢ 


ink Security Boxes and you 
will be surprised how many 
people are really interested 
in a better box 








- aoe question ot! discounts vhether r an ¢ tra larve sale might ar! I re 
not they are satisfactory to the profit to measure up with I 
dealer—is hardly one which can be a whole week of the ordinary kind ediut 

fully discussed in the press, that is, as to large sales might bring cash a1 

specific discounts I will say this much, profit to equal a dozen small sales 

however, that we are “with” the manufac- small sale might be charged and delive 

urer who has the most to offer in the way to the suburbs—and there 

“co-operation,” and are not often in some circumstances each is te e desire 
fluenced in our choice of lines by lowest net and devoutly sought fo But if y reall 
price. We have a lot of faith in that thing care to know what we lean 

known as “the uplift’—it costs money to the fact that we are schooling rselves 

educate people to use given devices, and be joyful and pleasant—not just t ppea 

the dealer who is out in the front dis so, but actually to be happy ver smal 
pensing education certainly needs all the purchase—it may help some 

assistance he can obtain what our deans ae 

from the manufacturer Why? Well, for on 

thing, we have beer 


Of course, the people 


are ahead by the pro- watching our restaurant 


cess, for they apply the friend. He brings it i 
results to their own sets it on the table an 
profit. Viewed from this there he stops. Th - 
point, all hands are en- sumer picks it up, fur 


titled to reward in sub- nishes the wrap} 





stantial dollars terial within the inget 




















PROTECT YOUR VALUABLES" Outside of my _ busi- iously constructed in 
* ness | am a consumer ot tegument beneat! his j 
Security Boxes many different things vest, goes to tl desl 
and as such [| am well pays cash—and neve 
in the new depths are more aware that the consumer can demand an ex 
attractive than ever, and “pays the freight.” It is change! If we ld wet 
the addition of ' right that he should, our vending down t 
| within reasonable lines, these lines, 
C h T and you may be sure its surely woul 
as rays that competition keeps [If a man buys a desl 
give them a greater field the cost within’ the margin or no margin, he 
of usefulness. They mean proper limits feels that you ow 
very little additional stock \s we are with the something for having 
to Carry onlv the Travs manufacturer who has purchased an article s 
themselves. Thev can be the most to offer in the large—an inkwell, wast 
placed in the box at your — “uplift,” oe, ee FRED. S. LINCOLN. rane inp 
customer’s option. find most of our custom- doesn’t make n dif 
ers with us—price is secondary. We make ference what it is. Everybody who spends 
a fair profit; we admit it frankly and are money knows the feeling when buy 
willing that the manufacturer shall do the something physically big. On the other 
same—but what these figures or percent hand, the man who comes in, as a rule 
ages are—that’s something that need not I refer to the average—and wants find 
ve discussed here out if there is something made bout 
Cost of Handling Furniture Similar to a dollar that can be used for Ir 
Other Costs. pose, and you show it to him and lair 
Bulk for bulk and weight for weight, 1 its operation, he is forthwith happy to have 
annot see that there is much difference be found it He is very mucl bliged lad 
tween the cost of handling office furniture that he made himself clear and 11 
and the cost of handling the other items “got” his idea so quickly Yes 1] 
yf the commercial stationery stock take it along Here’s the dollar 
Get the information on this As to the matter of large sales vs. many Yes. indeed, our attitude is cha 
today, before you forget it small sales, there are many phases in which e thi lot of the small p S 
this may be viewed. Extra large sales in much more than we used to 
The Meilink Mfg. Co. volve credit and invite price cutting; small We do not desire to create 1 res 
1738 Oakwood Ave., TOLEDO, OHIO sales usually spell cash and the customer sion that we are narrowing down t 
takes the goods with him, other customers “petty sal sis. Far I ! t 











repeating the same thing indefinitely But have undergone a omplete 
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yw that even though the art of printit 
een developed to a point little short o 
lous, a cut su h as that shown her 

lo a desk full justice. However, yor 
illustration just an ide 


ty and solidity of construction ot 


Western 


Furniture Company 
Desks 


h ve een 
That is a pr 
trade. A ¢ 
into the mal 
ir factory 
Laat) 
find ou og 1 ind 
. We'll be glad to comply 








WESTERN FURNITURE COMPANY, St. Louis, Mo. 
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DANNER 
sk TO CASE 


e Utility Office Case for Books, for Display of Samples or for 
Storage Glass or Wood Panel Doors. 


ax 


Mr. Dealer — 


No matter what Desk you handle the Danner Case will make 
a fit Companion 


SS 


a 
OOS OE 358 
a.) aeons Tree - 


— 


Z. 


Guaranteed Doors—NO BINDING. 
Guaranteed Shelves—NO SAGGING. 
Guaranteed Construction—WILL CARRY THE LOAD. 


ae 


Handle the Danner Case and stop all Book Case troubles. 
Catalog No. 12 


The JOHN DANNER Mfg. Co. 


21 Park Street, CANTON, OHIO 
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knows that few things contribute 
more to Efficiency than a comfort- 
able chair—such as, for instance, 
that shown in the cut, or any one 
of the broad line we are prepared 
to furnish you. All are ornaments 
first to your store and then to your 


customer’s office. 


We can’t begin in this space 
to tell you about our proposition 
for dealers. Our catalogue is 
A word 





written for that purpose 






No. 1900—6W 
from you brings the catalogue. 


“The Chair That Feels 
as Good as It Looks” 


S. K. PIERCE & SON 
Station “A” Gardner, Mass., U.S.A. 


New York Warehouse—273-281 State St., Brooklyn 
Boston Warehouse—96-102 Cross Street 








IMPERIAL DESKS 








desks, IMPERIAL in Design, 
IMPERIAL in Workman- 
ship, IMPERIAL in finish. 
They represent the best qual- 
ity in desk construction. Be 


an IMPERIAL dealer. 


Our desks, 
as the name 
implies, are 
members of 
the Royal 


family of 









Write for catalogue of entire line. 


IMPERIAL DESK CO., Evansville, Ind. 


Lines on Exhibition at 1319 Michigan Ave., Chicago, III. 
Furniture Exhibition Building, Evansville, Ind. 





| 














heart regarding the small purchase: : 
ing in opening up to him our best facilities 
This has not always been our attitude, an 
since the change has come over us, we ar 
obtaining results that prove the 

of a pleasant smile for all mers, wit 
some of the same for all “leavers at 


ter what kind of a customer 


Unavoidable and Avoidable Losses 


We are an office furniture house; with us 


side line We! \OTLIZ< 


that certain losses are inevitable One 


the stationery is a 


these is in the changing styles 
furniture—not that we deprecate the 1s 


tom of improving every time someone has 


a new thought. Let them by all means ge 


ahead and saw a cabinet into units an 
units into semi-units and keep at the 
end. Every new subdivision develops some 
thing new and worth while, but ese and 
other processes have made the t 1] 
pliances business like the milline: 
fresh vegetable business. There is no pos 
sible relief from this, however I t Ss 
one of the evidences of growth ar ealtl 
One's only recourse is to watch th 
closely, keeping down the stocks of obs 
lete patterns and keeping up the 
new patterns 

There are two matters I would 
take up if I had nothing ahead of me but 
time [ believe there are so many leaks 
that only a man addicted to petty details 
would care to see me through. First, the 
is the matter of doing thirgs the sat 
year in and year out. Secon 
extrem¢ opposite is_ the 
over-systematizing It is mot mecessat 
to discard old routine customs bec e they 
are old, nor is it always advisabl 
a new system because it is new 
careful manager should scrutinize very 
angle of the business and be alert 
hour to cut out, say, that thir 
copy which his office no longer kes 
use of, but throws away after it is rte 
or, | would have printed into a st 
that letter or other piece 
matter that is being dictated an: Vp 
written over and over almost dail his 
principle applies not to the office alon 


but it strikes all over the shop if one w 
only look for it. Go into the delivery de 


partment and ask why a certain form is bi 
ing used. The chances are that one wil 
be told, “Oh, we have always used 

Should one follow the form through, one 


might find that it serves no purpose at all 
worth considering. On the other 
keep a look-out for the fellow in the d: 
livery department who is eternally writing 
into a book or something about something 
—writing furiously and as continuously as 
he can between getting things out—writing 
on his knee, on cases, up against the wall 
whereveh and whenever he can. Make hit 
a rubber stamp, cost thirty-five cents 
will save thirty-five cents worth of his tin 
every day 

Briefly, our biggest errors are our ow! 


fault, due to our failure to see waste un 
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it is assuredly hard to detect sometimes 
especially when it is an accustomed, auth 
orized habit 

As to what losses are avoidable and how, 
I can answer, None But perhaps I would 
better qualify, for that old foresight-hind 
sight saying applies her \ large percent 


sales are to individ 


If It’s Filing Equipment, Safes or 
Office Furniture, You Can Supply 
Your Customer’s Needs from 


The 






age of office turnitut 
uals or to companies just starting up. This 
in effect causes the dealer to go into part 
ne¢ rship ith every con eivable kind of ney 





enterprise, and he takes in the whole list 


from the man with a big (?) idea to th 
; I . 
] } - (re r -- +t 
corporation with a bigger one. redit ra i 
ings are not always available; competition ne 







a 

is keen; the other fellow stands ready to Uver 200 stock pi everything w in be made of steel—comprising: 

take the chance, and in we go, sometimes Uprights—or “Sydestee \ files with oj 11 double wall ends and new type of unit sanitary leg 
' ae : W ydesteels—Full width horizontal f es 

to come out with a big and going propost of Mediates deka ee 

tion: sometimes to see our goods sold un Mwltintins—~Card aden cabincte. unable eins alesse 

der the hammer to spre ad ten per cent all Sections of steel throughout, which ma ntermembered and stacked in combinations 





aS innumerable as the varying need 





around for everybody but ourselves. If we 






: ; Allsteel Safes—Fitted with Allst filing equipment to meet the ind!vidual 
could only know requirements of the uses 
Office Desks and Tables of ry description. The latest develop- 
ment i the furniture lilder’s art — surpassing the best 





e products. 


R. D. ALDRICH WEDS. 
On Mav 22 Robert Douglas Aldrich and 





Miss Ethel Geraldine Webb were married 
at the ho § the bride’s mother in Oak 
Park Mr. and Mrs. Aldrich are spending 
several weeks touring the Eastern states 


On their return they will make their hom« 


during tl <ummer months at the home 
the groom's mothe 

M1 \ldrick is well known in Sterling 
Ill. where he resided for a number of year’ 
With his mother he 1 ed to Sterling fron 
Tampic« During his residence at Sterling 
he was engaged in several business enter 
prises, having founded what is now the 
Bishop. printing establishment He also 
operated a very general office outfitting 
business. and for a time was advertising 
manager Ol the Sterling Gazette His ex 
cellent wo! in selling office furniture at 
tracted the attention a bie Chicago firm, 


with the result that he moved to that city 









Since moving to Chi » he has been very 
successful, and is n in charge of a big | 
college of sdvertining Allsteel products are rigid—durable— 





fire-resisting—dust, rodent and vermin proof 
FROST STAMP & STATIONERY CO. | cannot warp, shrink, crack, split or come apart. 
ADOPT PROGRESSIVE METHODS. Eve ry piece of the Allsteel line is designed to afford 


+ + 


We learn from thx Y and E” Idea that errective protection and securit' for contents—the maximum 





1 


the Frost Stamp & Stationery Co., “Y and ot utility and convenience, with a great saving in floor space and cost. 


Ti agents i1n Worcester \lass., have pu TI Al] 4 l . . ie . . . 
into operation a plan for holding “Shop ne Allsteel line is attractive in appearance, and its many attractive, 

I practical features quickly appeal to the buyer of office equipment. 
Allsteel office equipment is rapidly taking the place of wood, in line {with 
Allsteel buildings. 


Meetings” every Wednesday evening from 
6:15 to 7:30 p. m., which all nine salesmen 
are expected to attend \t these meetings 
the “Y and E” catalogs and system book- | Dealers: Don’t substitute or make excuses. Don’t be “just out” of the 
lets are thoroughly studied along lines laid | Allsteel line. Get acquainted with this line at once and get in line with 
out by R. E. Maurer, manager of the “Y | the army of prosperous Allsteel dealers. Our 64 page catalog and special 
and E” Educational Department. In fact, dealer’s proposition sent free on request 

the printed lessons of the “Y and E” Edu- | 


cational Department are the text books 


"ese mectines are she veutt of tas} L he General Fireproofing Co. 


originating in the mind of Raymond H | 
Frost as a result of his visit to the “Y and | YOUNGSTOWN, OHIO 
E” factories last fall . 


EXPORT OFFICE: 396 Broadway, New York, N. Y. 
The workman who uses dull tools loses 


much time Keep sharp | 
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S e 9 * e 
uggestions for Dealers’ Advertising 
Th ® ° ] ] Sample Advertisements and Points Intended to Bring 
e Ommercia Va ue Out the Best in Office Furniture Advertisin: I 
. e Enable Dealers to Realize Their Opportuniti 
of Office Furniture 
Fk FICE equipment dealers ar everywhere taking advantage 
of the trend of the times toward better off rniture 
and equipment and are looking about for suggestions to 
strengthen their sales and publicity methods No tendency is 
more marked than the change the attitude of the 1 deri 1S ¢ 
ness man toward the equipment of his office Everyor seems 
to have come to some appreciation ot the psychological effect « 
his daily surroundings upor s stomers o1 
himself and his working for 
No line offers a wider range of opportunity for t er’s 
advertising department than the office furniture line 
ofttice equipment dealers ha een quick to appreciat 
man was th mat Industry an acter of the catalogues and literature which reach this 
pleasant surroundings were incompatib!] Comfort wa trom time t 



































intagonistic to concentration Che offi was a place for 
work only. Comfort belonged tou the home. Even big [he two sample advertisements shown on these t s 
































‘ + ‘ + i es 
business men denied themselves eas irs, harmoniou ' , , 
USINE. : ane vant — . MASEE Hy Shael sini are different trom the ordi \ in othe urn re sing 
office furnishings, bright walls, rugs and hangings So Pat 
we used hard benches, the clumsy desk, the Straight and are intended a Ig@gestior dealers to be us is Sis 
backed chair and gazed at dingy, bare walls and floors. Of a possibile series of ad) : ents carrying the s il 
thought, hammering home the importance of the pet tly ap 
TODAY WE KNOW that omfort fram pointed omee ind the « pacity t the dealer t reat 
> 4 "thy ° vals * ’ 1 + 
modern office equipment customer just such desirable surroundings as his advertisement 
has the opposite effect. Itincreases efficiency. It create pictures 
an atmosphere of system. . An abso- i 
lute essential is unity of part tes including Phe italic paragraphs yw llow include som t re 
desks, chairs, tables, cabinets, waste baskets in the pre- pertinent talking points of office furniture psychol I \ 
vailing colors, (wood or steel) all carefully selected help ha —_ , 
t . M = pagel - eacn r 1S¢ \ adeaters is t ¢ mMmndadividua a 
to eliminate errors, increase capacity for work. With th 
visitor they help to influence decisions, bind bargain werere Os & ements 
Such office appointments are as real in value as mer- aati 
chandise. Their commercial value is unquestioned. 
& Joda ry wu le ce 
IN - « P the were noatuce of the hack | weighty a ! ! ) spa to stretch ( n 
¢ Ve \ DO lT¢ ) He VACK t 
N THE CLERK “e : | , 
: and legs affect profit and loss. fHere a m bids. , ma corner is fitted I 
“he stiff, straight-backed chair hast lew tor the com- view f f ¢ and l el mLLNG é 
fortable swing backed chair because it | Comfort- | must shine shine asuect I ler and method. i i 40 
able clerks are better worker At i { comfort re ;' 
wort! 1 pour ] t ginger | SHape a d . MUGS ANd %& / VTS = / ’ é 
| ts sales-quality in the very | > of ews hai 
|. tomer The pictures are 4 ughit ut selected é ' 
l d Offi ) ener a : | i, 08 
ro) eliilYe wal lus Si itd “A j j z } 
Selecte ice Furniture Pays 
e | a 
| jo ti—no hos 
ooo 
‘ ‘ r y a 11 
THE COMMERCIAL VALUE © wel! a Pies is ea . ; 
e] ted | % L/@SRKS a I cs ca } é wed 4 Ii 
office equipment as installed by Office Equipment | seems almost a 1) lo ass tion. f 
Company is easily demonstrat Exclusive designs, | salesma) r each is a delicate and insic pa 
finest workmanship, harmoniou olors with free sug } 
‘ ' ‘ ‘ } mPa Té ,) ] ; 
gestions on the selection of ) neture on ; 
rugs mark a new era in Service whic] ts vou no mort wide 
than mismated, unharmoniou lesk nd furnishings 
bought “on ' . 
— | | Th rea 1/ i ai irnished he ) 
| | 
| mony—perhay eu isness th y 
| 
" Y ‘ y ‘ Pm) 1 . ‘ + | | 
. : p vour , raf fy ? 
LET US ADVISE « ir new P| | that a luence from. his d pos 
: , | cisions Veanwihile human pf which fier d 
ices, Suggestions an Ivice are free You profit by our | 
| ] 1 ; ] } ] twee } bY 
years ol tudy ind the experience [ the tf tor we senda , ‘is aaa ms , 
represent. You pay only the ilue of the furnitur } [ Mce nd the l l 
selected. You obtain uniforml rt nious, pleasing | fiaru § a [ } if tf if ir f 
and efficient office ¢ é ()y \ ] D | 
you by appointment. Make your appointment by ‘phot —e 
lattar ¢ } 
; 


or 1ette 


r . | . ~ | 
The Office Equipment Co. elections | 
2218 Secor Av., St. Paul, Iowa. | em of geting the wlinate quantity of work fr Ne 


= lem of getting ultimate qua f work fron 
relephone Black 4038 ig? : if 
experime) mad mparison it dis ed thata par ida seer Sas 














back, adapted 1 the worker's ba ecessttated the n 





Y prertins - . , ’ ] > j ; ; 
1 CVE } rou, ra i} les i ri i i 4 
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The Influence of Your 
Office Furniture 





HARMONY 1 design and color in the appoint- 
ments of your business office in- 
‘ganization from office boy to road 


ment coerces the man. 


ranged in a setting with proper color 


DESKS, , tables, cabinets carefully selected 


e h a good influence upon the visitor to your 
, the traveler on the road, and the clerk at his desk. 
Your office equipped for comfort and beauty is a silent 


ordel 


THE VISITOR feels this effect of good taste and 


charm, is at ease and able to 
( entrat the purpose of his call. Psychologically 
t in keeping with his surroundings 


rr as b Tr arries with hi ~ of 
THE TRAVELER <2'ties with him and imparts 
to the trade a subtle feeling 

and service. Proud of his home office 

goods and the firm he represents. His 


effectiveness, his sales increase in 


THE CLERK, omfortable under good working 


conditions, loyal to his firm, un- 
to live up to the ideal set before him. 
arm—the exit its lure. The qual- 


work are increased. 


Good Office Furniture Pays 


IT IS I ire freely to place at your disposal 
tl rces of this house. On invitation ex- 
perts will ad) vith you on the selection of your office 


ent, 1 lor scheme for your walls, rugs, 


SERVICE h as our years of special study and 


cilities of the factories we represent 

r,costs you nothing. Your invest- 
need e greater than for furniture bought at 
there. We outfit any office, large 

| suites, giving increased comfort, 

rece for the cost of the furniture 


Uu nd advice are free. 
Write or phone for your appointment today 


The Office Equipment Co. 


2218 Secor Ave., ST. PAUL, IOWA 


lelephone Black 4038 
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KNOWLEDGE NEEDED TO HANDLE SALES 





ANDLING office furniture today r« 
quires not only the ordinary abil 


ity to explain that a desk is a 
desk, or a chair is a chair, but it also re- 
quires a knowledge of the different woods 
that make up that certain desk or chair 
It also requires a knowledge of the gen- 
eral construction and the finish of the art 
cle. In short, it is necessary for a thor- 
ough, up-to-date office furniture salesman 
to be able to give detailed information as 
to all these different points. In days gone 
by, when there were only one or two repre- 
sentative houses in each line of office 
furniture, the mere mention of the name 
was often sufficient to make sales; but to- 
day, most every line of office furniture has 
numerous manufacturers that well nigh 
reach the acme of perfection in their parti- 
cular article. Such being the case, it is 
necessary for a salesman to have a thor- 
ough knowledge of the materials used in, 
and the general construction of the article 
he is selling. This has been demonstrated 
time and again when salesmen have taken 
large orders for inferior merchandise at 
the same prices others have asked for first 
class merchandise. This can generally he 
traced to the salesman’s ability to convince 
the buyer that his merchandise is better, 
and to do this, he must rely on his detailed 
knowledge of its manufacture 

For instance, a customer's first consider 
ation of a desk is the general appearance: 
we will take for argument that two com 
petitive desks are of the same general 
standard. One may be construtted of small 
flaked white oak, and the other of larg 
flaked white oak. (This is also true « 
mahogany graining, whether Cuban or San 
Domingo, etc.) In point of salesmanship 
there is a vast difference in the two, so that 
the salesman who has the best argument 


+ r ite 


for his particular desk is bound to cre: 
a special impression on the buyer. It can 
be said in favor of the small flaked oak that 
there can be obtained a more uniform aj 
pearance in color and a more general n 


throughout the desk by its use On tl 


' 
| 
mak . s 


other hand, the large flaked 





SoME Goop ADVICE TO OFFICE 
FURNITURE SALESMEN. 





By CHARLES J. LYNCH, PRESIDENT 
BUSINESS FURNITURE COMPANY, 
PITTSBURGH. 


special selection of veneers which are not 
conimonly used, for the majority of the 
large flaked veneers are used by the manu- 
facturers of high priced piano cases. To 
substantiate either statement, a salesman 
can cite the fact that their tactory own 
their own veneer mills, giving them the 
choice of selected veneers 

One might think that the customer cares 
little for this detail, and this may be true, 
but it will usually be found that he will 
be very much interested in such informa- 
tion, which paves the way for a good talk 
on construction,—such as how and why 
the tops are made five ply instead of solid, 
or whether the core ise made of oak or 
chestnut. It is also well for the salesman 
to know whether or not the panels are 
made of three or five ply stock, whether 
the’ pilasters show quartered oak figures 
on all sides, whether the drawer bottoms 
are of solid or three ply stock, and whether 
the bottoms are panelled in on all sides 
He should have a knowledge as to whether 
the locks are cheap or first class brass 
locks, and also the number of possible key 
changes In selling typewriter desks it 
is well to know the different sizes of all 
makes of machines in order that you may 
give the customer a knowledge of what 
sized carriage will fit the -lifferent openings 
in the desks After pointing out these 
different details of construction, it is well 
to bring out the different points of finish, 
and to know whether your desks have a 
varnish of one, two or three coats, or 
waxed, and also whether the varnish is 
dried by natural means, or is kiln-dried 


Handling Desk and Chair Sales. 


These same general points are true of 
filing cabinets, chairs, bookcases, and other 
items of wood furniture, which go to make 
up a general office furniture: businesss. My 
idea of how a salesman should handle a 
desk sale is as follows 

First. find out the style of desk desired, 
whether roll or flat top. then the size, call- 
ing your customer's attention to the gen- 
therl 


IicKNeSS 


eral appearance, quality of oak 











of top and pilasters, whether the panels 


are three or five ply, operation of drawers, 
whether dovetailed front and back, whether 
bottoms are three ply and framed in on 
all sides, kind of locking device, quality of 
hardware, whether bottoms of pedestals are 
mouse-proof or otherwis¢ and also the 
finish of the desk. 

In selling filing cabinets, first find out 
what is to be filed, then get an idea as to 
what your customer wishes to accomplish, 
and suggest the proper equipment to ac- 
complish this end. In some instances, it 
is better to sell “system”, including the 
cabinets; in others, it is best to sell the 
cabinets, and let the customer select the 
system, but the man who is the most suc- 
cessful in getting the business is the one 
who secures: the customer by pointing out 
the advantages of an up-to-date system. 


In selling chairs, first call the custom- 
ers attention to the particular style best 
suited to the purpose for which he intends 
to use them, also the construction of the 
back and arms, and the size of the seat. 
Generally, the best impression is made on 
a customer by a salesman who has a thor- 
ough understanding of the construction of 
the casting and base, together with the 
quality of casters put on the chair 


\lthough I have given the above ideas 
based on a knowledge and sale of wood 
furniture 
familiar 


furniture, it is well for every 
salesman to become thoroughly 
with steel furniture and a like understand- 
ing ot its construction and its 
advantages, as there is a constantly grow- 
Ing demand for steel 

In giving your customer all the details 
ot construction, finish, etc... you must al- 
ways bear in mind that your success as a 
salesman and the success of your house is 
built on truthful statements, always guard- 
ing against misrepresentations \ success- 
ful salesman is one who has built up his 
reputation on his truthfulness and general 
courteous treatment of the trade, always 


being as anxious and taking 


care f small sales as well as large ones 





— 
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Add This Quick Selling 
Specialty to Your Line 


and 


Watch Your Sales Increase! 




























Here Is the INKWELL that 
Writers Demand and Will Have—The Eclipse 


2 , . 
Pn um We should not so urgently ask YOU to stock the Eclipse wells 
e atic Inkwell. were it not so evident from the record of sales that right in your 





locality there is alreadv a LIVELY DEMAND for the ECLIPSE, and it is STEADILY INCREASING. 
sandling the Eclipse Wells Will Mean EXTRA PROFITS for Each of Us 
New, illustrated 1913 catalogue, list of prices and liberal discounts and details of ECLIPSE SELLING AIDS 
is yours by return al Ba BUT YOU MUST WRITE FOR IT 


THE GENERAL SUPPLY COMPANY 


DANIELSON 
DE MEN 
PARTMENT A NCLIDNG CONNECTICUT 























AND 


TYPEWRITER 
CABINETS 






Roll Tops 
Flat ‘Tops 
‘Typewriter 
Cabinets 








Quartered Oak — Imitation Mahogany 


Tops and Panels Genuine Mahogany 


The Quigley Furniture Co. 


oo to Dealers Only WHITESBORO, N. Y. 
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RISKS REDUCED 


BESIDES 


WASTE TURNED INTO PROFIT 


BY THE 


Stee] Frame 
Eesionty 





Waste Balers, Get Our Proposition 


ECONOMY BALER CO. 


Box 31, Ann Arbor, Michigan 











COMMONWEALTH HOTEL 


(Incorporated) 


Opp. State House, BOSTON, MASS. 











Offers rooms with hot and cold water for $1.00 
and up, which includes free use of shower baths. 


Nothing to Equal This in New England 


Rooms with private baths for $1.50 per day up; 
suites of two rooms and baths for $4.00 per day 


an - 
Dining room and Cafe First-class. European 
Plan. 


Absolutely Fireproof 


Stone floors nothing wood but the doors 
Eguipped with its own Sanitary Vacuum Clean- 


i lant. 
“Gesictly a Temperance Hotel 


SEND FOR BOOKLET 


STORER F. CRAFTS, General Manager 














PLACE OF OFFICE FURNITURE 


INTERVIEW WITH A. POMERANTZ OI 


PHILADELPHIA, 


\lr. Pomerantz suggests that all sta 


tioners throughout the country who 


ave sufficient capital and space should g& 
into the ofhce furniture business \ sta 
tioner can handle office furniture more ad 
vantageously than a household furniturs 
store ‘With stationers throughout the 
country handling office furniture,” says Mr 
Pomerantz, “there is a possibility that we 
shall place it in the recommended catalogue 
of the National Association of Stationers 


ind 


Manufacturers, and through these chan 
nels we can educate the stationers as to 
the profits that should be obtained from the 
sale of office furniture, and thus improve 
onditions.” 

Mr. Pomerantz believes that anything a 
consumer uses in his office should be han 
dled by stationers, as it makes their bust 
ness a complete and well rounded whol 

\n office furniture department, he says, 
is not as yet as a rule, a profitable proposi 
tion to the stationer, but it serves to in 
crease the business of other departments 
Oa great extent, since the first equipment 
the business man purchases before opening 
his office 1s the desk, chairs and filing cabi 
nets which he will require as the first and 
immediate tools of his calling When he 

ys his office furniture from the stationery 
store, it is no less than legical for him to 

vy there likewise his stationery supplies, 
printing, engraving, etc He believes 
hat in time office furniture will be handled 
Dv tine Stationer exclusively. because the 
department store and the general furnitur 
store are in no position, because of the very 


nature of their interests, to distribute the 


ds as well as those Stationers vho vO 


nto the business in the right spirit and 

vith a determination to give that service 
7 4 1 ‘ 

vithout which they cannot make any de 


partment of their business a success 


\l }? merant iS Chairmatl Tt the 

ttee on Files and( itice Furniture f the 
National Association ot Stationers and 
\] inutacture Ss, presented the epo! t that 

mm ttee at the Omaha mvel n last 
VCcal he 1 estions there Lci¢ He 
eartily ncurs in, and refers the readet 
o this report, and to the report rf the Salle 
ommittee at the Buffalo convention § in 
1911 Chere are several passages in these 


reports which deserve repetition, and we 
take the liberty of giving them her 
From the 1912 Report: 
(Owing to the fact that this has becom«e 


e stationery 


such an important branch of t 


A. PoMERANTz & Co 
Pa 
the Nat il Association St 
Mant ers to bring togetl 
facture! dealer Ss hey sh 
harm the mutual imp 
conditions and the volishment 
the evil ( isting at the pres 
manu rers filing de ( 
etc., 1ss alogues illustr 
uct ane lish anc idvertis 
nals il Vazines sellit p84 
ons t s ere re 
the. « ilk t here t he 
expe s¢ ning an Office l 
parti s lara ( st I al 
amoul Or space res i 
oods, d ery, capital in ( 
tion stor and othe 
whi t S¢ of the members 
the s¢ lines iré¢ inl iliat ake S 
costly « rtment Phe ect 
tion Ss el ling de es 7 
cle il I arrying aln Ost an ¢ ( 
of his wood stock in steel 
steel lines are made in three 
means l large Stk K al ( te 
house facilities \ll told it 
urnit Department 28 to 30 
do musiness The S¢ perce 
merely guess work, nora ( 
the € ¢ ec! n I ny one ] 
have eel ( efully rile 
ports of larg concerns 
country The manutacture 
er only 30 per cent in op 
33 er Ce t in carl i lots 
can ina pt! 1 this 1 
our We think th the 
vet etre chis¢ 11 
ture Tile mant ( 
to 21\ i better dis nt a ( 
I cs ( ould raise the 
mu ] ‘ lecessal be | 
would not result in a loss 
th ufacturers would a 
We als nd in many 
I re places s |i 
i | ler and £ives 
ivency i certain tert 
m eturt Pure té the ( : 
tising the line, publishing 1 
sale s s ict By the tin 
has done its good work, tl 
decides that he wants t hanee 
iT as ti large cities ) 
store n the riner case, t 
turer withdraws the agency 
wl 5 i it and gives it ft 
he t s could sell n re g 
Tl nly loses the repeat 




















/7 2 
filing de : t whe e customer learns 
that he is rey te ner store to get 
the les, he naturally vs his stationery 
supplies f1 the gent, as most 
people prefer to purchase all their office 
supplies fro one house 

It the manutacturet nds that the rst 
agency is selling theient goods and 
vants ease his siness, he is justi 

ed in pl sg s sale in another 
store, bu s not fair to 
stop selli rs In some cases, 
the ‘ goes as to not only 
ranst¢ \ er dealer, but 

’ 2 al he balance of 
the st i ( This means 
that the s eale is get rid of the 
stock S é 1 t loss 

Standardization Recommended. 
W ( ( ( good thing if the 
nufacturers ling devices and those 
who manufacture desks hairs and tables 
would adopt standart as this would 
greatly assist the deal givng the con 
sumer tl equipment he requires 

“Standar ng, as to size uality, weight 
and col ll s ylies r tiling devices 

e ¢ Vy a adoption by 
The al ~ 
From the 1911 Report: 

( nittee on Files 
and Offi rniture in 1911 was Sanders 
Zz Chalhei T Che report made several 
sugges S ( liscus the matter 

discount the report touches upon a 
subject wherein the dealer sometimes fails 
to d S tf the manu 

{ ( . ugh his own 

eol flere ils to realize 
pre < ( r nis Wi 
ql r 

\\ iler in filing 
de es is e effort of co 
opera ¢ rer 

ll | v that the anufacturers of 
filing cde ( re spendi in some cases, 
vast sums o nev t cate the buying 
publi n tl intages their products 
The ers and catal 
elles ( ce natter of fact, 
ind as s \Vi that by judi 
mus he an make the 
gene fe manufacturer 
1 I ¢ 

One leading nufacturers ol 

ne \ ilizi Q value of co 
yperatior leavorig stimulate the 
dealer t supplemental ertising With 
the app izine advertise 
ment 1 at iler is asked to 
paste S Vit beautiful en 
large he advertisement in the 
sha : e furnished by 
the } 

M call on to both 
f thi P ' S vhose sugges 
tions 

Hi. “ S | should 
ais S 
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Handsome profits are realized 
by dealers who handle 


STERLING DESKS 


7 
Oak 


quartered 
Sterling 
tomers 

he 


tor 1 


money 
enable the business man to secur 
a good, serviceable 


Cost 


moderate 


11m of 
all 


and 


Our medium - priced 
has the characterist1 


- 
desks 


appearance veneral 
‘onstruction of desl 
and 


: +1 { 4 
nection with one o hose 





During the July 
market our line 
will be on exhibi- 
tionon the6th floor, 
south half of the 
Keeler Building, 
Grand Rapids, 
Mich. 


STERLING DESK COMPANY, Grand Rapids, Mich. 




















THE ROSCO GLASS DESK PAD 


(PATENTED) As necessary asadesk. A glass plate that can 
be lifted as easily as your hat. An ornamentand 
a utility combined. Sanitary and economical 

The ROSCO GLASS DESK PAD consists of a 
giass plate fitted into a flanged frame. A holein 
the bottom of the pad permits che insertion of a 
finger to lift glass, and there is NO SUCTION or 
i DISTURBANCE of Papers when glass is lifted or 
lowered. The flanges protect edges of glass from 

ntact and are bound in the heaviest and finest 
quality of leatherette, in finishes that beautifully 
match iight oak, golden oak. weathered oak and 
mahogany desks. 

Its originolity attracts attention every: 
where. 

Desk Dealers and Stationers will find ,this a 
profit maker 

Write for complete descriptive matter and 
prices now. 


Ravenswood Office Specialties Company 
1471 Irving Park Bivd,, Chicago, Ill. 
SCHOHSSHOSSSSSSSSSHSSSSHSHSHHSHSSSI SHHSSSHHSHHOSOHOOSESEOSEOOE 
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JULY FURNITURE EXHIBITS 


Prospects INDICATE BIGGER BUSINESS 
THAN 


EVER. 





In interviewing some of the men wh 
are- in a position to speak with regard to 
the various furniture exhibits in Chicago 
and the condition of the trade in general, 
the representative of Office Appliances 
fawed to encounter once that evasive state 
ment that “all things considered,” business 
is good. No one seemed to feel the neces 
sity for making as favorable a report as 
possible and yet leaving a loophole as a 
matter of conservatism. There was either 
the point blank statement, “Business is 
good,” or some much more optimistic ex 
pression of opinion 

The period of reconstruction following 
the floods and other disasters which visited 
certain sections of the country provides a 
» the office furniture 


pronounced stimulus t 
trade in that firms in general are working 
on even broader lines than before This 
means that there will be bought not only 
furniture to take the place of that which 
was destroyed, but additional equipment t 
provide for expansion. The effort to re 
store conditions to normal will extend over 
a long period, and the furniture market is 
receiving the benefit of the buying now 
and will in a bigger way if possible during 
the July furniture ex- 
hibit It is interesting 
to note in this connec- 
tion that there has 
been an enormous in- 
crease in the percent- 
age of medium grade 
and cheap office furni- 
ture sold in compari- 
son with the more ex- 
pensive lines. The.rea 
son for this «is, of 
course, that business 
houses are making 
what capital they have 





go as far as possible 
However, the furniture 
which they are buying 
will fully serve its pur 
pose, and when _ busi- 
ness has been placed 
on a firm footing the 
number of high grade 
desks sold will at least 
reach its former ratio 

When we find that 
even calamities of a 
national character help 
to increase busi 
ness, we can under 


stand why furniture ex 


hibitors as a whole expect that the July 
midsummer furniture exhibit will exceed in 
attendance and sales even the January 
show, which was a record breaker 

The Karpen building management re 
ports that all available space for the show 
is taken and that the trade, judging from 
the past, expects to get good results 
Chere is no reason why this should not be 
true since the large structure at 900 South 
Michigan avenue is in reality a high grade 
office building being used as an exhibition 
hall. Here are located the permanent dis 
plays of several of the representative oftice 
furniture firms. The location of the build- 
ing and its architectural character should 
make for a large attendance there during 
the coming show. 

The management of the Manufacturers’ 
Exhibition Building Company, at 1319 
Michigan avenue, are quite sanguine about 
the midsummer show \lready practically 
all of last January’s exhibitors and some 
new ones are enrolled and the company has 
little doubt that July as a show month will 
prove better than its predecessors 


The interior of the National Furniture 





Interior of the store of the Wallender-Wilder- Mattes Co. of Decatur, 
agents at that place.—Iit will be noted that they use Shaw-Walker 


Cabinets for their stock. 


Pure S| 
Exchange Chicago, 1407-1413 Michigan 
avenue, has been redecorated from top to 
bottom and looks very attractive with its 
new lighting system. At present every Dit 
ot space from root to cellar is rented, and 
it is expected that several office furniture 


lines in addition to those already in the 


building will be registered for the coming 
exhibitior 

The furniture exchange, at 1531 Wabash 
avenue. looks forward to as’ good an exh 


bition as eve! 
The Ne 


Building 


Market furniture 


anagement reports tha ve ol 


Central 
the leading office furniture manutacturers 
are already represented in the 
that more are expected 

The moral behind all this is that trad 
conditions in general are excellent 

Good Year Among Chicago Dealers. 

The de 


business among the dealers in Chicago 


elopment of the office furniture 
while it has not been marked by the addi 
tion of oftice furniture among those who 
have not heretofore featured office furniture, 
has nevertheless been notable, for, with the 
growth the business as a whole, has come 
a corresponding expansion of the facilities 
of several establishments for the handling 
of oftice furniture. One feature, too, of the 
vear's deveiopment, is the recognition by 
practically all commercial stationers of the 
importance of office furniture in its relation 
to the stationery field, and the preparation 
on the part of more than one dealer to in 
clude office furniture lines in their regular 
stocks as soon as arrangements can be 
made to secure the requisite spacs 


Conspicuous among those dealers 
have added to 
cilities during the past 
year is Ek. Y. Horder 
who has established a 
wholesale an retail 
department in attract 
ive premises oO! North 


Franklin street, wher 


he has leased an entir¢ 
building, the second 
Hoor of which is de 
voted to the office fur- 


niture stock, featuring 
the well known Weis 
lines It is reported 
that even this. space 
has been found too 
small for the business 
of the department and 
that the probal 


are an additional floor 


will have to be de 
voted to the office tur 
niture department 


The Burr-Vack 


Company Ol South 
Wabash avenue vho 
also feature the Wels 
7 1 oO 1 ets 
il., Shaw-Walker line of filing cabi1 
Sectional Display sectional — or 




















facilities, adding 


( ‘ ding tl 

€ storage room and putting in a mez 
zanine floor above part of their main floor, 
all intend: to increase their facilities for 
taking at trade and handling more 
stock | this increase is due to 
their growing trade in office furniture and 


ome ¢ turniture supplies 


Mead & Wheeler, the office equipment 
specialists who handle the Macey and the 
Browne-Morse lines of filing cabinets, sec- 
tional bookcases. and supplies, have been 


forced larger premises, and accord- 


ingly move not long ago to the fourth 
floor uilding at 82 East Randolph 
street. Opposite the Public Library. Here 
they have about four times as much room 
as they has their old location on North 
Dearborn street Mr. Wheeler says his 
ompan\ iddition to the space used by 
the new salesrooms, has had to take some 
storaus spact on the third floor of the 
same building just recently 

While Mead & Wheeler specialize upon 
the heavier equipment, they also handle 


leaf goods and Republic- 
which they 


Irving-Pitt loose 


and carbons, on 


Dodye TIVHONsSs 


do a 


Other well 


usIness 


known dealers in commercial 


lat £7 ¢ 


progress in handling 
becoming an in- 


stationerv have made 


furniture, which is 


ortant factor 


office 


creasingly among the sta- 


tioners > 2.0 


MULTIPOST APPOINTS FOREIGN 
AGENTS. 


The Multipost Company of Rochester, N 
Y., has appointed the Julius Deutsch Com- 
pany, of Hamburg, Germany, its Continen- 
tal agent: Chey will handle the machine 

all of Continental Europe except France 
and Spaii ind have contracted for large 
numbers niachines to be taken during the 
year 


Company is represented in 
Merkham 


The Multipost 
Trading Com- 


London, 


ngland by the 


X-10 Bath street. ity Road, 


pany 
whi ave taken several hundred machines 
and have ntracted for large numbers of 
additional mat hines 
\ Canadian factory was recently opened 
at Toront inder the name of the Multi- 
Ltd 


THE L. C. SMITH IN INDIA. 


Ramsay & Sons, sole agents for the L 
C. Smith & Brothers typewriter in south- 
ern India, renort a very good business dur- 
ing last Apri They have sold as many 
as thirteei C. Smith’s during one day. 
Fight of the were purchased at one time 
for use by the officials of the Ootacamund 


a well known European 
ovedale, in southern India 
after taking machines 
order for eight. When 
commercially 


Lawrence Asylum, 
institutior 

This institut five 
on trial entered an 
and 


we conside rritorially 


S2ons are cover- 
iment them on 


record sale 


Ramsay & 


but comfy 


the ield whicl 
ing, we cannot 
making what we are 


for southert 
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‘“Pelouze” Parcel Post Counter Scales 


Capacity, 11 Pounds By Ounces 

Parcel Post Scales 
ie to conform with 

new Law, effective 

ar Ist, 1913. 

They indicate automati- 


and accurately im 














the ce ol postage 
: ; . 

arcels in the United 
;, according to Zones. 
copy ol the law accom- 

€ Uli ait 
are beautifully en- 
1 appropriate- 
rnamented The Dials are 
listinct and slanting, mak- 

m easy t read 
Pelouze Parcel Post 
are invaluable to every 





No. 1} has glass sash with nickel rim, For sale b the best deal- No. 2 has attractive enameled dial 
in two colors. 


also nickel plated platform Ask for < ‘a “Pe * Scale 
PELOUZE MANUFACTURING CO., ,. o23222.... Chicago 


Manufacturers “Pelouze” reliable Postal Scales. 








Unusual Advantages 


are enjoyed by dealers who handle 


CROWN STEEL OFFICE FURNITURE 


in the line of 


Our products include everything 
flat and roll 


metal furniture, such as filing cabinets, 
top desks, Crown Modern Safes, etc. 


Special Contract Work 
No matter whether a singl —— cabinet or a 
big bank equipment is wante i, our dealers are pre- 
pared to handle the order promptly. We are well 
equippet it F spec contract work for 
banks, courthouses, and other public buildings with 
dispatch, and we operate with our dealers to the 
fullest extent. 
Secure the agency for Crown 
and you will be in line for bigger 
Write 
CROWN METAL CONSTRUCTION CO. 
ROCHESTER, N. Y 





to take care of 


Metal Furniture 
business. 


for Catalog and Jerms. 





Crown Modern Safe 


4-Dwr. Vertical File 








The New Steel Dictionary Holder 


Now made with wood panels 

size of dictionary you own. The head or top auto- 
id nary of any thickness whether the book is but one 
vw International Dictionary. 

et at any angle by merely pressing a button which releases 
| or tilting it to amy angle for use if you are 


Re juires ljusting to fit the 
matically adjusts instantly t licti 
inch thick or a 
The top can be instantly 
r the lock and moving the book t a level 
Sillimg OF Ss standing. 



















This is the ly steel holder which heavy wood panels are used next the book. 
The wi panels ca All other parts are made of finest cold rolled open 
hearth aos ur truction—nothing can ever get loose or out of order. 

Top turn desir 
position. The neu automatic spring 
or nsete d falls as book The All Steel Wall 
is opened or fording per- Bracket Book Holder 
fect protection. When erreghe K Holds any book or dictionary and 


can be adjusted to any angle. 
Made of cold rolled open hearth 
steel throughout. Has no fragile 
parts to get out of order. Pro- 
tects the book and has a quick, 
easy action. Easily attached to 





S tightly compre 
nal shape, prevet 
entering Is mnon-brea and 
has a quick, easy action found in 
no other holder. The au 


friction clutch bs 


fitted with « -g wall, desk or post. Will hold 
strong steel Atlas, Dictionary, “Dun” or 


“Bradstreet.” Two styles of 
finish—Japan and spotted copper. 


Write for Prices. 


521 So. Wabash Ave. 
CHICAGO, ILL. 


easily to an} 
in two styles of finisl 
a che ap he Id 
most discrimir 


GEORGE J. "FLANAGAN, 


eT 





istomert 


Manufactured by 

















Have you ever Mislaid an Important Document? 


$1.25 Keep Contracts, Notes, Receipts, Ins. Policies, etc., safe in a 
BARLER DOCUMENT FILE. Lasts a lifetime. 
Deliv- Made of steel, covered with “Chase leather.” 20 strong 
ered. manila pockets, 44x103 inches, with metal eyelets. Cord al- 
lows expansion and holds without tying. 
Guaranteed satisfactory or money refunded. 
A. C. BARLER FILE CO., 60 West Lake St., Chicago 
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Opportunity 


HE moment an Office 

Appliance Dealer learns 
that Steel Furniture of ex- 
ceptional quality is ready 
for the market----then is his 
golden opportunity. 

In the U. S. Steel Roll 


in desk merit has been attained. Every modern 
need has been met and perfection of artistic finish 


added. 


_ Rush-E-Raser 


. 
A in Eraser 
Indispensabl 
stenographers, book- 
keepers and draught 


K No Rubber 
| No Chemicals 
No Blades to Sharpen 





A strictly high g1 
product made of 
aluminum and sil 
The most ec 
cal, practical a 
cient eraser 
, market 
Send for Sample, 50c in coin postpaid pro- 
viding the name of your stationer is given 
Satisfaction Gesrantesd 
Our handsome display box make mga gen 











Top Desk the highest U 


Fire is no menace, owing to the resisting qual- eal ong ca a 
ities of the construction, and the invasions of mice callin tionery trade, 


Such a desk should appeal to any dealer as a 


“Rush. E-Raser Company 


‘Our patent artisti whee ag 


or other vermin are prevented. y Room 055 A-AK Bag, Spee. 


selling opportunity. 








Ee DUCATE— 


U.S.STEEL FURNITURE COMPANY fog toy onmagee gad om 


4¢41ISOUTH WEST ST. 


SYRACUSE 9 N “e # Papers and Office Supplies. 


SNELLING & SON, Manufacturers 




















— South Brooklyn, N. Y. 
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Espec 


Finishe 





The Perfection 
Copy Holder 





either writ en or printed matter. 

Equipped with liner adjustable to any spacing of line 
The pape 
the same 


The Perfec = m C Ho Ider is an es- 
s opy 
To Dealers: pe cially good seller to county offic ials 


and court house Dealers and office pecialty men 
selling = class « if trade find this copy holder an at- 
tractive profit maker 

Writ us at once for full particular 


The Weber. Knapp Co. 






82. For 
Increased 
Efficiency 


ly o sirable for typewriter operators copying 


sr is moved forward by simply pressing a key, 
as striking a character on a >» irnenaranal 


d in black enamel with nickel trimming 


Jamestown, N. 



















Mr Dealer 


Don’t miss your share of this 
trad P We will ber you by fur- 


The Detroit Coin Wrapper Co. 
4 371 Harper av.,Detroit,Mich., Toronto, Ont. 









TERRELL’S STEEL CUPBOARD 


Makes Your Office Papers Fire and Theft-Proof 





nom manne @ 


} 





Office and factory supplie 
demand safeguarding as ; 
part of your working cap- 
ital. By keeping your 
records, papers and all in- 
flammable articles of valu 
in a Terrell’s Steel Cup- 
board, you can feel safe 
against any emergency, for 
it protects your smaller 
valuables as securely and 
efficiently as a watchmar 
does your vault. 











Shelves and spacing accord- 
ing to requirements. Baked 
enamel finish—black, olive 
green Or maroon. 








Dealers will find their profits 
on this line assured by 


a steady demand. 


mact"weco "I TERRE LL’S EQUIPMENT CO., fiiiseapcihics 





















































sec ! 
1 
< ‘ 
) 
} r 
e s 
1 
4 
1! 
, 
ticabl 
( Statior 


lesman t shave the 


ipital to. start 


By Guy C. McKENZIE « 


PRINTING Co., Oma 





s ce rn ‘ 
Ss ired to the 
ry rtment are 1 
t heavy expense 
damage in shipping. An 
asses expense 
lla yner! salaried 
( rniture requires 
e and sl ld be displayed 


inent part of the store 
light as well 
lighting ef 
the natural beauty of thi 


ock on display 


open and is to be dusted 
( dail 1 more orders 
erage store on account ot 


re of the stock than 

hig Still another ex- 
e inclination of the aver 
selling 
sure of t irdet 


separate 


ces are entirely 
tables, ete., and 
sell the formet 


constructiot1 


ils ( S put mus 
iw ; n he appled te 
ustol rs needs This 

re fession requires years 
| nd application and di 
‘ rn salesman fron 


tv furniture man, with in 


nd bett sition; and any 
i hous arrying both lines 
vork to be the filing di 
instead of the furniture 
cet va { develop either 
ea e firm will sub 


handy the trade journals 
man striv 


vill studv these magazines 


ime and the results will 
dvancement 

furniture is a 

in bringing other busi 


these busy 
ust starting up 
( nrst Or lean stock 
il natur \ ontinue to 
requirements 
as they re 
an rd service 
re line is a profitable 
department for any com 
house to add should they 
right, as it 


ny extra help, 


t large! S ] 
ry é 
nT T ‘ c 
il conta \ 
e larg S 
Y ( 
S é it S 
S ewadaness 
il d ] lve! 
self and devel 
1 ré }¢ 
yer tt? ining 
the head 
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IDEAL 
Tubular Stands 






Purroughs 
Adding 
Machine 
On Our 
Stand 


are now used by practically all leading 
manufacturers of office machinery of every 
kind for which a stand is necessary. 


If you are interested,in a stand that will 
increase the value of your product, send 
us your specifications and we shall be 
pleased to submit sample with quotations 
at our risk. 

The cuts herewith show but two of a 
reat variety of styles. 


Just Out 


New model No. 3 combination portable 
and rigid typewriter stand. Same model 
with all its advantages will be furnished 
for any other office machinery. 


Mount yout machine on our stand, roll. 


it to your work, throw the crank to other 
de, and you have a rigid stand. 


Write for circular with prices and discounts. 





No. 3 Combination 
lypewriter Stand 


Fowler-Manson-Sherman Cycle Mfg.Co. 
1447-1455 Austin Ave., Chicago 
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Office and Directors’ Tables; a complete 


| 
_ 
= TYPEWRITER RACING. 
Under the head of “Typewriter Racing” 
our I rade Wants I his Y | the L. C. Smith & Bros. Typewriter Com 
@ | pany of Syracuse, N. Y., has issued a very 
; attractive brochure, ornamented n the 
F ’ , ; 
ss . - . + , 
OFFICE SUPPLY DEALERS: DON’T OVERLOOK IT rr eet ae eee cae 
TE QUICK FOR THE AGENCY the winsome young woman who made such 
TYPEWRITER STAND a remarkable typewriter speed record at 
H L te | | EEL AND CABINET the New York business show last year. Miss 
15 Frost made an average net spe: if 98 
SAVES TIME, SPACE, RENT and MATERIALS and a words a minute for thirty minut W hile 
’ ° . . . - 
INCREASES EFFICIENCY DAYS | this is considerably behind the record of 
DESCRIPTION: This stand occupies only ea ; F R E E the winner of the big contest, it is neverthe- 
4 square feet as compared with the 10 square : - less a very hig record, and becomes ll 
feet taken up by the old-style desk. Rigid - e5% TRIAL : . sak igh rec a as ” 
steel frame, absolutely indestructible. Ample : . the more remarkable when the fact is con- 
- . I Ed 
space for full week’s supply of stationery, but no draw- | sidered h; Mi F , i , 
ers to gather hair nets, used ribbon, odds-and-ends, | Sidere¢ that Liss rost nev - any 
oo. Bp em ote. Always clean, =e gist. = special training for the development 
oo e 1aer Operation. urning a Simpie iever - 
draws up the casters, changing it from the easiest WARNING speed and was never before in a typewrite 
Closed moved of al] stands to the most rigid and immovable. Beware of i : 
Sides fold up, steel top rolls down and locks. It is ewes © po speed contest 
itations, n- Tt} _— m a mare , ~% ; 
- 1e brochure compares typewrit icing 
Sol — q sist on the original : i hs 
old under ar 100 oO PRACTICAL “Uhl” cabi- with bicycle racing. In bicycle racing the 
unlimited meetin en . whecte . ? 
*Betishar net, perfected nie ¢ ™ trated ; th ee ees 
. i a __ Our national advertising, featuring the 15 Days’ Free y years of = y thing de oe ss ed was the endurancs 
or Mon ey Trial, together with the work of our Sales Department I k experience of the rider (and, incidentally ‘ netr 
Back” guar- in digging up prospects for you in your community, cesta! aig b gegg ey = 9a " . : | 
antee. makes the agency for our Stand a source of big and a eed lock-strike tion of the machine to withstar he great 
steady its for you. plate, =+) | 
steady profits for you. 7 tax made upon it), under such conditions) 
Write Today for Our Special Proposition ° . 
In the professional typewriter ntest 
THE TOLEDO METAL FURNITURE COMPANY, 2331 Dorr Street, TOLEDO, OHIO) where the contestants wrote for one hou 
Makers of Famous Uhl Art Steel Furniture at top speed, there was, indeed strong 
trial of endurance; but the object of thess 
| contests held for several years undet the 
| direction of Office Appliances be 
held for the next two years under th 
management of the Annual Business Show 
Company, is not to prove the endurance 
the respective operators or th periorit 
; of the machines, but the sol: ject has 
OFFICE STORE HOME | always been and will continue to be to ob- 
Keep important records where you can Put a glass top on your dresser or ¢ } } 
and them—where you can refer to them Glass tops are the ideal covering for hiffonier and you'll wonde : tain a record for speed and accu y wnhicl 
ataglance. A glass top on your desk store counters. First: They keep the Chiffonier and you'll wonder how you " ‘ : 
— zen te save your appointment weeSwers free from Get ane scratches. ever did without one. Easily cleaned may -be used to inspire students t typewrit 
sheet, price-lists, salesmen's schedules, Give the store a neat and clean appear- . > Ww , : 5 ee . . , 
maps, discount tables, etc., constantly ance—are absolutely sanitary. Glass and a protection to the woodwork. ing W ith a spirit of enthusiasm nd emula 
before you—clean and unrumpled. In- does not absorb liquids like wood. No ; ‘ , , 
valuable where busi.ess is done over musty smelling counters. Always ‘a tion, resulting in better work an highet 
the phone. clean and fresh. ut ’ : - 
Tell us now the size cover you need. Let us quote you a low price on glass tops—for desk, counter or general average among opera : er) 
dresser, WRITE TODAY. Dealers find this a profitable line to carry. where 
CShicaeago Mirror & Art Giass Co., 223 W. Clinton St., Chicago / The fact that typewriter eine om 
| , C \ ( ani ! 
| whose machines these remarkable record 
have been made have used the incident fo 
H. C. NIEMANN & CO oe ee 
- a i. - ’ 
means lessen the value of thes yntests 
| +r P 
1801 North Rockwell Street a ar Fak eee: See Semieats, wee ae 
| vertised as their results have been, haves 
~ | : { fag 
Manufacturers of cheap and better Store, | brought about an improved capacity for 
| speed and accuracy on the part of the av 
| 


line in oak, birch and mahogany. 


We also 
manufac- 
turea 
typewriter 
stand in 
oak and 
imitation 
mahogany. 


Tables can be had in any 
finish desired. Catalog 
mailed upon application. 














erage operator interested in her profession 


and all business offices have »y beer 
benefited 

Copies of the brochure referred to above 
will be sent by the L. C. Smith & Bros 
Typewriter Company to anyor i 
send a request for them 

A NEW DAVIDS SALESMAN. 

The latest addition to the sales force ot 
the Thaddeus Davids Ink Company is R 
R. Rowe. Mr. Rowe is well acquainted 
with the trade over the entire country and 
has been fifteen years in the field \ large 


portion of his time has been spent repre- 
senting the playing card industry, bu 
numbers hosts of friends amongst the sta 


tionery trade who handle a large part of 
this product. Mr. Rowe’s personality will 
undoubtedly cause him to prove iluable 
addition to the Davids sales force 
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= 
All my work of seven years 


gone up an smoke 





Said the manager of the Cambria Steel Com- 
pany, Cincinnati. <A great fire had swept 
through the fireproof skyscraper (Union Trust 
Building), devastating his office and many 
others. -Mr. F. H. Cordes (office shown in 
oval) kept his valuable papers in 


THE SAFE-CABINET 


“On opening my SAFE=CABINET I found 
the contents to be in perfect 
condition,” said Mr. Cordes. 


Write today for interesting reports of fire tests in which 
THE SAFE-CABINET has demonstrated its supremacy. 


THE SAFE-CABINET CO. 


Dept. A, Marietta, Ohio 





Roll Top Desks 
Flat Top Desks 
Standing Desks 
Typewriter Cabinets 
Office Tables 
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I AM THE WAX STENCIL & INK MAN 
STENCILS—INKS—DUPLICATORS MY SPECIALTY 


wax STENCIL PAPER (all si izes), a little better quality for a little lower cost. Wax the 


ght temper. paper absolutely uniform, the right strength and thickness. Must p 
yu or money back quick. 
aS ull colors). The finest, smoothest, clearest inks to be had. Never fade, spoil or leak 
from the can. Quick dryit 1g and bright colors. Put up in 1, 5 and 10 poundcans. Per- 


é t sat isfaction 1 guaranteec 


di DUPLICATORS | ill kinds), fi ut pans or composition films. Any size at almost any pri 
E. 1 h the best o if its kind. I guarantee quality first, then price But my price is always 
ots 


DEALERS— STATIONERS—TYPEWRITER MEN 


Send for samples, circulars and prices on quantity orders. R 116 N. La Salle St. 
I protect you ir the market, in the quality, and on a con- e . CHIC AGO, ILL. 


tract in advances in price 


















Variety of 
Designs 


Quality 
Service 











you will admit, would be 
an appropriate name for the 
desk shown in the cut. For 
No. 3060, with our Queen 
Typewriter Carriage, is a 
sample of the values we are 
srepared to give the dealer. 
Here is a desk which enables 
you to give your customers, 
at ordinary cost, a corres- 


pondence filing cabinet, a 
card index cabinet, and a 

L typewriter desk, in addition 
- f. < h 


to the functions of the com- 
mon desk. 
No. 3060 gives just a hint 











SOLE MAKERS OF THE ROYAL BRANDS of the reason why all the 
CENTURY BOND LINES—AMERICAN styles in the extensive line of 
LINES—TUXEDO LINES AND FAST Ps 
MAIL LINES OF Marysville 


Desks 


not only attract the cus- 
tomer’s attention but help 
you crystallize his interest 


into a sale by permitting 


you to quote the lowest pos- 
sible price for any given 
stand xt r sty ‘le. 


WALTER H. FURLONG—GENERAL MANAGER 





“The Furniture Man’s Friend,” 





nS EW wees marearg terete os 
200 WILLIAM STREET, NEW YORK “The ‘ileal Cabinet Company 
WESTERN OFFICE-209 SOUTH STATE ST. CHICAGO Marysville, Ohio, U. S. A. 


No. 3000, Patent applied for. 


1an we can in this space. Let us have your name and 
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GEO. J. SIMONS, TREAS., BUSINESS FUR- 
NITURE CO., PITTSBURGH, PA. 


NEW BUSINESS FURNITURE STORE. 

Pittsburgh’s new office furniture store, 
the Business Furniture Company, bears evi- 
dence of future prominence in the office 
furniture business in that city. Their new 
five story building is located in the heart 
of the business district, at 623 Smithfield 
street. This location will soon be excep 
tionally good, as the new fifteen story 
Kaufmann-Baer Department Store is under 
construction next door 

The Business Furniture Company, with 
their representative lines, Horrocks desks, 
Browne-Morse wood filing devices, Art 
Metal steel filing devices, Gunlocke chairs, 
and Durand lockers, coupled with the sell 
ing ability of its officers and salesmen 
make a strong combination, 

Charles J 
pany, has been identified with the office 
Pittsburgh for the 


Lynch, president of the com 
furniture business in 
past eight years, having formerly been con 
Pittsburg Office Equip 
Some of the largest desk 


nected with the 
ment Company 
and file orders placed in Pittsburgh, in re 


cent years, are to his'credit. He is one of 


Badges} 
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HOMER T. NEELY, VICE-PRES., PITTS- 
BURGH BUSINESS FURNITURE CO. 


the best known office furniture men in 
Western Pennsylvania, and is recognized 
by the office furniture manufacturers as 
one “who does things with a line.’ 

To the trade, Homer Neely will be re 
membered as a former member of the 
Pittsburgh Office Equipment Company, and 
brother of the late Frank T. Neely, the 
founder and president of the old Company 
Neely is vice 
After 
f the Pitts 


Of this new Company, Mr 


president and_ secretary. leaving 
school, he entered the employ 


burgh Office Equipment Company, and in 


ten years had worked his way up to a po 
sition as an officer of the old Company. A 
native Pittsburgher, and a member of an 
old and highly respected family, he has a 
following of which anyone might be proud 


George J. Simons, treasurer, entered the 


sales field in 1900, in the employ of Yaw 


man & Erbe Manufacturing Company, at 
St. Louis. In 1908 he went to Buffalo, with 
Vosburgh & Whiting Company, as a sys 


Po 


| 
Burning Brands 











CHAS. J. LYNCH, PRES., PITTSBURGH 
BUSINESS FURNITURE CO. 


tem specialist. In 1909 he moved to Pitts 
burgh and entered the service of the Art 
Metal Construction Company, and is today 
their Pittsburgh representative, with an of- 
fice in the Oliver building. His success as 
a metal furniture salesman is generally ac- 
knowledged 

The new company begins its business 
career under the most favorable auspices 
nal 


and with a personnel whose experience a 


ability are a sure guarantee of success 


[f the devil should appear visibly to 
any of us—if he should enter undisguised 
with visible horns and tail, and offer you 
millions for your soul, you would refuse 
and say Get thee behind m« » B 
when he mes in the form of business, 
and says, ‘Do as other people d t may 
not be te right, but everyone el es it 
Do not too puritanical. Be not righte 
overmuch; why destroy yourselt Chet 
perhaps, we sell our soul to hi: I very 
paltry sum and perhaps he cheat s out 
that small sum, after all.”—Jame n 
Clarke 


ae Ri 











Patrich 





Oilice Supplies 














WINDOW DISPLAY OF PATRICK & CO., SAN FRANCISCO, 
SHOWING WHITING BOX STATIONERY. MEI! 


ANOTHER WINDOW OF PATRICK & CO., SHOWING THE 
EILINK 


LINE OF STRONG BOXES. 
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American 


641 Santa Fe 


ton, Mass., 
point and 7 


These people 


of typewriters, whose 


also maintain the 


Factories: Akron, Ohio 


Newark, N. J. 
, Los Angeles, Cal. 
501 Plymouth Court, Chicago, Ill 
118 Queen Victoria St., 
Thorp & Martin Company, 
with platen grinding plants at that 
79 Queen St. “ 


OOD impressions upon your trade will always be made if 
you furnish Goodrich Standard Platens. 
They are exactly the same quality as those supplied to the manu acturers 


75% of new typewriters are equipped with Goodrich platens. 


List of people grinding typewriter platen c vers for the trade 


Writing 
Departments: 
369 Mulberry St., 
Ave 


Machine Company, Platen 
de Janeiro, 


Mexico, Milan, 
Beaubein & 


Chicago, Ill. 
London, E, (¢ — 


66 Franklin St., Bos- Mass. 


, London, E. C tres al, 
following foreign B. 


There is nothing in Goodrich adver peved that isn’t in Goodrich Goods 


x c, x 
Goodrich Company 
Makers of Goodrich Tires and Everything That's Best in Rubber 
Branches in All Principal Cities 


The B. F. 


preference for Goodrich platens is shown in the 


departments: Paris, 
Manila, 
Bombay 


Booth Company, 


F. S. Webster Company, 3 


United Typewriter Company 
Halifax,Winnipeg, Canada and Vancouver, 













in your repair work 


fact that nearly 


Hong Kong, Capetown, Rio 
Havana, Brussels, City of 


102 N. Fifth Ave., 
32 Congress St., Boston, 


Ltd., Toronto, Mon- 






































Save Your Customers a Stenographer’s Salary 


Cre 


You say, “If I could do that I’d 
be unable to take care of the vol- 
ume of business which would come 
rushing to me.”’ Well, then, if you 
wish with the a device to 
save your larger customers a sten- 
ographer’s salary and vastly in- 
crease the efficiency of your smaller 
stenographers, you will 
be interested in 
this advertisement 
vhich deals with an 
economy for the 
isers of many type- 
writers and of few 


sale of 


customers’ 


And all this is only 


aA to point out to you 
\ ACCURACY what has been recog- 
nized and put to ad- 

ntage by: The 





1 
a 


di 


I 
Ex 


he re. 


well Publishing Company, the Gener- 
Electric Company, the Vogue Con 
uny, Pennsylvania Railroad, (¢ 
‘o., atid others too numerous to m 
All of these firms heartily endorse 
‘ror Proof Speed Keys bec ause the y 
s 
Improve Quality 
Lessen Labor 


Increase Speed 


Save Time and Temper 


ry 


extended striking surface 
yay sib le to trike 
sand the patent spring reliev 
TYPEWRITER SPEED mer C0., | 
Ca We want to hear from the m 
otner too, for that matter ind € Wilt nave 
City, St. Louis, Denve innah, Atlanta 
vaukee, St. Paul and "Vin inn 





atish let your competitors “get the jump” on you. 
Send for a few sets of Error Proof Speed Keys and let your cus- 
mer ythem. What happens with other dealers in nine cases out 
ten will be true in your case. The invaluable service which the 
render and the advertising matter which we supply will make 
st without a word from you. In other words, leave the 


the stenographer in good temper—and we all know 
means in the way of increased output. 

ber of sets sold have exceeded even our expectations, 
uggest that you had better act immediately unless you are 


trial and come back in ten days for your money. 4 Any 
is endorsed and used by such firms as those mentioned 
ssess decided merit. It’s our opinion you'll make a 
you don’t investigate. Write us today. 


86 West Broadway, NEW YORK, N. Y. 


fice specialty man in the following cities in particular 
mething interesting tocommunicate tohim: Chicago, Salt Lake 
Kn ille, New Orleans, Detroit, Buffalo, Indianapolis, Mil- 






a 2 
ake if y 
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S. L. MAXON. 


TWO IMPORTANT REMINGTON AP- 
POINTMENTS. 

S. L. Maxon is a typewriter man of some 

experience—and he is going back home, .to 


Syracuse, to manage the Remington office 


there. Maxon has been in Syracuse before; 
in a sense it is his home city. He started 
in the typewriter business there, selling 
Smith 
went from there to other points in New 
York, and finally landed in Washington as 
Remington 


Premiers on a city territory, and 


assistant manager for the 


T. C. MALONE. 








OFFICE APPLIANCES 


From there he is now going back to Syra- 
cuse aS manager. 

The other appointment just announced 
is that of a Southerner, who is to stay in 
the South—T. C. Malone. The present 
move is from Nashville to Jacksonville, and 
1 


as Malone has moved several times al 


ready, from New Orleans to Atlanta and 
from Atlanta to Nashville, this latest move 
to Jacksonville won’t disturb him much. 
Mr. Malone has a 


makes him one of the strong men in the 


good record which 


Remington organization 


MEXICAN STORM DID NOTE FEAZE 
STANFORD. 

During the height of the recent outbreak 
in Mexico City the Remington Typewriter 
Company cabled to J. R. Stanford, their 
representative in Mexico City, that, in view 
of thé terrible conditions then prevailing 
in the Federal District, the safety of him- 
self and Mrs. Stanford should be the first 
consideration. 

The reply which was received was typi- 
cal. It was short and straight to the pwint: 

“Safe and well.—Stanford.” 

It was evident that Mr. Stanford meant 
to stick it out until the last gun was fired. 
He is the type of Southerner who wouldn't 
permit so small a thing as a bit of gun fire 
to keep him from what he regarded as his 
duty. 

The solicitude of the Remington people 
wasn’t without good reasons. For several 
days up to the time of the cablegram re- 
ferred to, news dispatches indicated that 
the Remington office at Esquina Ave. 5 de 
Mayo y 2a del Teatro National, located just 
beyond the Alameda, and directly across 
the street from the palatial building of the 
Mutual Life Insurance Company, which 
was damaged by shell fire, was in the direct 
line of fire from the insurgent camp 


NEW DAVIDS INK CONTAINERS. 


have 





The Thaddeus Davids Company 


just put on the market a new container 
fountain 


for their silk 
This container is a nickel-plated 


filtered perfumed 
pen ink. 
case which contains a three-ounce bottle 
of their silk-filtered fountain pen ink with a 
fountain pen filler, and is one of the hand 
somest packages of this kind that has ever 
been put on the market. It will retail at 
50 cents and is listed at $9 per dozen. All 
dealers should get full information on this 
article as it will undoubtedly -prove a ready 


seller . 


NEW REMINGTON MANAGER AT 
PEORIA. 

The good ship Remington at Peoria has 
a new captain in the person of George E 
Jacobs. Mr. Jacobs is an experienced type- 
writer salesman, and a man with a record 
He started out for the Remington in St. 
Joseph in 1910, and made good splendidly 

so much so that he was given a Kansas 
City territory that has produced four man 
agers out of five salesmen. He was fully 


awake to his new opportunities, and got 








GEO. E. JACOBS. 


after the business in such fashion that he 
won the prize—which in this instance was 
the managership of the Remington 


in Peoria 


ASSISTANT MANAGER FOR REMING- 
TON ST. PAUL OFFICE. 


E. L. Knott has had quite some expe- 


rience in the typewriter business. For ten 


years he has been selling typewriters, and 
he hasn’t always sold one kind, but he says 
that all of his typewriter experience points 
to the Remington—a statement which is 
well backed up by the business he is scratch 
ing up in some of the Minnesota and Wis 
consin territories under the St. Paul Rem- 
ington office 





e&. .. KNOTT. 
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MEYER FOR PRESIDENT I. S. M. A. 

There is a movement on foot to 
Gus. Meyer of Meyer & Wenthe, Chicago, 
president of the International Stamp Man 
this 


elect 


ufacturers’ Association year, at the 





GUS. MEYER, JR. 


annual meeting to be held this month at the 
Hotel Minneapolis, and Office 
Appliances is We 
jolly, able, clear-headed, honest Gus Meyer 


Radisson in 
for him. endorse big, 
for any job he will take, for there are few 
better qualified than he to fill responsible 
choice of the Chicago 


of the 


positions. He is the 
Stamp Trade Club for next president 
this 


without 


International Association, and maga- 


fallen line 
whisper of and carry 


Meyer banner through thick and thin. 
IA t< 


The 
by the way, will be held June 24 


M. A., 
27, and a big delegation from Chicago will 


into even a 


the 


zine has 


argument will 


next annual convention of the I. S 


for its can- 
will 


be sure to attend and root 
didate Office Appliances 


usual full and comprehensive report of the 


give its 


convention, and, if possible, will illustrate 
this report with its own photographs. 
the 


stamp and steel die men in the United 


Gus Meyer is one of best known 


States. He is a young man, yet neverthe- 


less he may be numbered among the 


OFETC I APPLIANCES 
pioneers in the Chicago stamp trade I 
he was literally born to the business. The 


original founder of the 


business was R. A. Meyer, the paternal 
grandfather of the present senior partner, 
who came to Chicago when the city was 
not much more than a village and started 


a small stamp manufacturing establishment 
He opened a shop-for the manufacture 


House 


and 


seals in Custom 1854 


court in 


business grew prospered and in 


Gus. Meyer, Sr., became a and the 


Meyer & Son 


partnet 


firm became R, A 


In 1876 R. A. Meyer retired, his son 
taking the management of the _ business, 
and on May 1, 1897, Gus. Meyer, Sr., sold 
out to his son, Gus. Meyer, Jr., and H. H 
Wenthe 

Gus. Meyer has always been a strong 
association man. He has been a director 


National Association of Stationers 


Manufacturers and 


of the 


and has held important 


committee assignments. In all positions he 

has acquitted himself with credit and has 

given to the trade some valuable work 
For president of the I. S. M. A,, 


Gus 


gentle- 
men Meyer! 
ROYAL DEALERS AT CARACAS. 
The Montoya & 
been handling the 
Venezuela, for a 


firm of Oropeza_ has 


Royal typewriter at 


Caracas, number of years 


and have built up a very profitable and sat- 


isfactory business. On the occasion of the 
recent visit of Mr. Malleson, foreign field 
representative of the Royal Typewriter 
Company, he found business conditions 


recent change 


Nevertheless 


rather upset on account of a 
of government administration 


the demand for Royal typewriters con- 


tinued good, and it was necessary to cable 
promptly for more machines 

Montaya & 
quarters of the Venezuelan style of archi 
the 


Oropeza occupy very fine 
tecture, built with due consideration of 
climate, as shown by the picture herewith 
Note the 
the Royal posters; 


also excellent prominence given 
also the large show case 
the left 


salesman; at his 


containing Roya! machines At 


stands Sr. Cesar Maggi, 


side is Sr. Victor M. Montoya, of the firm; 


then Mr. Malleson.. Sr. Oropeza, the other 
firm member, was out of the city during 
Mr. Malleson’s visit 


ROYALTY BUYS THE ROYAL. 
Vienna d through 
| hriicl oT Joe | esti N fg t} 


From 


Jacob 


comes wor 


Me yer & Wenthe 
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Royal typewriter was recently purchased 
by Archduke Friederich, a prince of the 
House of Hapsburg. 

Mr. Ehrlich is manager of the business 

















JACOB EHRLICH. 


of Joe Lesti, Nfg., in Vienna, and is one of 
the most popular and enterprising business 
men in that city. He has a number of 
warm friends in the United States whom 
he met last year at the New York business 
show. 

The king of Spain, by the way, not long 
ago purchased Royal typewriters for the 
palace. 





RIBBON TESTING MACHINE. 


shown in the accompanying 
illustration the testing machine of the 
Miller-Bryant-Pierce Company of Aurora, 
Illinois, by the use of which the company 
is demonstrating the quality of its Carna- 
tion and Elk brands of typewriter ribbon. 

The purpose of the testing machine, say 
the manufacturers, is that the company’s 
customers may learn in a minute what it 
takes a month to find out on the type- 
writer. 

Although the use 
is not new, the plan to put 
hands of salesmen to make a thorough 
test for anyone interested, is unique. 

The offer of the Miller-Bryant-Pierce 
Company to thus demonstrate its product 


There is 


of testing machines 
them in the 





ROYAL OFFICES 


IN VENEZUELA. 


MILLER-BRYANT-PIERCE RIBBON TESTER. 
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salesmen have failed to make quota; re- 





view of the daily report; plans ext 
period 

A very valuable general talk by strict 
Managers was given covering approach, 
analysis, securing attention and _ interest, 
creating desire; closing Also upon secur- 
ing trials and attention to same; number 
of machines out and business whic] uld 
result; occasional call on users; and per 
sonality in selling as regards dress, pace 
of interview, keeping interview in and; 
answering objections, knowledge of busi- 
ness, and specific suggestions 

The final work included a discussion of 
experiences in the field, and suggestions 


and inquiries 


Garvin Manages Webster’s Gotham Office. 








Charles P. Garvin, the “Mayor of Pecan 
Gap,” field representative of the F. S. Web 
ster Company, the well-known ind 
carbon paper manufacturers of Boston, 1s 
GROUP PHOTOGRAPH OF THOSE ATTENDING THE BARRETT ADDING MACHINE for the time being, manager t th ym 
COMPANY’S CONVENTION AT PHILADELPHIA ON SATURDAY, MAY 3.—Left to right, pany’s New York office, where he is putting 
front row: R. D. Bryan, Vernon Culver, R. H. Kreibel, the first two of the New York office =" Ses ‘ / ™ 
and the iast of the Philadeiphia office. Second row, left to right: E. W. Henderson, District some of the famous Garvin bran: 
Sales Manager, Atlanta, Ga.; M. A. Walls, Salesman, Winston-Salem, N. C.; A. G. Wood, , +h ! a 
Manager, Service Department; S. W. Moyer, District Sales Manager, Pittsburgh, Pa.; T. C. lation into the campaign for 
Smith, Philadeiphia office. Third row from front of picture, left hand side: J. B. McElroy, Manhattan and the Bronx and 
Washington office; C. . Emmertt, Baltimore office; M. E. Thornton, H. H. Roberts, Jr., ri gie ~ oe : ray 
and A. S. Glenn, Jr., Philadelphia office; J. |. Saul, Reading, Pa.; W. A. Coles, New York tiguous boroughs. If there ever was live 
office; P. G. Scull, Newark, N. The moustached gentleman on the sofa near the window “i 4 , 1 Wee 
is W. B. Hale, District Sales Manager, New York City, and next to him on the sofa is A. B. wire, charged with electrical 
Robertson of the Wilmington office. Last row. left to right: Lewis Walker, Secretary, Bar- Garvin. who is field managet 
rett Adding Machine Company; Miss A. E. Loder, Secretary to General Sales Manager; C. F. 2 Tr ; ete 
iszard, District Sales Manager, Philadeiphia Office: W. J. Peck, General Sales Manager; E. H Webste1 rrces because he al t en 
Pitcher, D'strict Sales Manager, Washington, D. C.; E. E. Fowler, District Sales Manager, , ; ‘ 
Boston, Mass. thusiasm into men at just the moment 
when they need to be awakened and keyed 
certainly illiistrates the faith of the manu and abuse; “not interested; sufficient up again to the right pitch 
facturer in the goods which they offer equipment, old way for twenty years; spe Managine things in New Yorl s a 
to the trade. They claim that the machin« cial problem in calculating mighty sight different from what n 
gives an absolutely fair test of the strength Comments upon the demonstrations in Texas, where the population, tl gh 
of the fabric, color and durability of the were made by the censor and by individual sparse, is as big in heart and spirit as the 
finished ribbon. salesmen. Then followed a discussion of magnificent distances one must travel to 
In last month’s number of Office Appli “period business,” intended to show why get from one point to another. But, though 
ances was shown an interesting reproduc 
tion of one hundred imprints of the word 
“Clean Write,” produced from a _ single 


spot of one of the company’s ribbons on 
this machine 

The Miller-Bryant-Pierce Company is 
one of the oldest concerns in the ribbon 
and carbon industry It has built up a 
substantial business in this country and 


abroad: Complete information of the com- 


pany’s selling plan, with prices, discounts, 


etc., will be furnished promptly on re- 


quest 


BARRETT ADDING MACHINE CO.’S 


CONVENTION. 

The Barrett Adding Machine Company 
of Philadelphia recently held a convention 
of its salesmen in that city During the 
meeting a picture was taken which is re- 
‘produced on this page 

The program included the following fea- 
tures 

Announcements by _ district manager; 


demonstration of salesmanship, covering 


salesman, customers, kind of business, cen- 


sor, district manager. Points on selling 
customers were intended to show how to 
overcome “too busy to talk,” indifference 








L.C.SMITH & BROS. 
TYPEWRITERS 


THE HANDY KE) ROARD 
|. © Soaith & Bros. Typewriter 
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BOOTH OF THE L. C. SMITH & BROS. TYPE WRITER CO. AT THE RECENT SYRACUSE 


EXPOSITION. 





























June 

it is reported that “the Mayor” prefers the 
Lone Star State to the teeming population 
of low Broadway, he is nevertheless a 
good _ soldie noted for his capacity to 


make good in whatever situation the com 


manding general may place him 


AMES & FILSTEAD HANDLE 
THORP & MARTIN LINE. 


It will be of no little interest to the office 


appliance trade in the West to know that 
the well-known house of Ames & Filstead 
of Chicago have taken on the agency for 
the entire Thorp & Martin line of type- 
writer parts and typrewriter sundries for 
Chicago and the West. The Ames & Fil- 
stead Company will carry in this market 
a complete stock and will be in a position 
to handle all orders from this territory 
with promptness. It is their intention to 


stock in quantities so that shipments may 





be made immediately from stock on hand, 
avoiding the delay of ordering goods from 
the head office of the Thorp & Martin 
Company 
The handling of these well-known lines | 

in connection with their large and growing 
platen business will give the Ames & Fil- 
stead Company an even more prominent 


position in the typewriter field than here- 


tofor: With their facilities for handling 
goods and their already extensive conne: 
tion wit vpewriter men, it would seem 
that mpany is ideally equipped to 
handle the Thorp & Martin line in the 
weste eld 

The watchword of the Ames & Filstead 
business is Service They have been in 
business 1 long time and their platen 
products are so well known and have 
gt steadily in the favor of the type- 
writer trade throughout the country that 
they are regarded as standard products 
whos uality needs no other support than 
the name of the company. The addition of 
the western agency for the Thorp & Mar 
tin lit | typewriter parts and sundries 
mal ymplete the chain of service the 
Ames & Filstead Company is prepared to 
give to its customers. The company has 
on hat it its work rooms in Chicago 
New \ k and San Francisco complete | 
sto Thorp & Martin Company type 
write irts, tools and_= specialties No 
stock ywever, is carried at the Denver 
ormnece 

The A & Filstead Company are ex- 
clus igents for the Thorp & Martin lines 
for the P c Coast states, but customers 
in othe s of the country may order 
eith« the Ames & Filstead Company 
or the Thorp & Martin Company. 

The policy of the Ames & Filstead Co 
pany, with regard to handling the T. & M 
line ll be the same as that pursued in 
its p n business—‘Shipment on the day 
the ord s received.” Terms and prices 
n the Thorpe & Martin lines will be iden- 
tical with those of that company 
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The Acme Binder finds its place 
in every business. It has valu- 
able features which readily com- 
mend itself to the discriminating 
purchasing agent. Its versatility is 

| such that it will bind s.curely any 

i r . 

| papers from onion skin to heavy 
||| cover stock. The construction is of 
a character that precludes the pos- 
sibility of the binder getting out of 
order from ordinary usage. It is 
handsome in appearance. 


The Acme Binder No. 2 holds fifty 
staples ready for instant use—a 
quick press on the lever and the 
staple is riveted. It is used for 
fastening correspondence, binding 
orders, shop memoranda, job sheets, 
vouchers, cost and time records, pay 
envelopes, legal documents, state- 
ments, etc. 











DEALERS: 


Write at once for illustrated descriptive 
matter and full particulars. Acme Binders 


||| are sold by all leading jobbers. 
||| = ACME STAPLE CO., LTD. 
112 N. 9th St. Camden, N. J. 


European Agents: 


Typewriter Supply Co. 
P&S Golden Can and and Hatfield 3 oe 
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“Midget” Memo's : 


SS LOOSE LEAP St | 


‘ 





Place a box on 


109-111 Leonard Street 
NEW YORK 


your counter 


The Latest Novelty 
Loose Leaf.Memo Books 





The “MIDGET” 
REMINDER 


Display box contains 12 fine leather 


bound books 
size 3x2. 


in assorted colors, 


Each book contains faint ruled filler, 


gilt edge. 





Just the Book for the Vest Pocket. 
Just the Book for the Lady’s Handbag. 


The books will sell themselves. 


BOORUM & PEASE LOOSE LEAF BOOK CO. 


4000 Laclede Avenue 
ST. LOUIS, MO. 
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AN AUSTRALIAN TYPICALLY PRO- 
GRESSIVE VISITS STATES. 
Among the friends, who, during the past 
month have visited Office Appliances from 
abroad, is Walter T. Maling, of Sydney, 
Australia. Mr. Maling represents Parsons 
& Whittemore, besides their paper 
business in Australia, England, 
Cuba, and Mexico, Australian 
for several American office devices, includ- 
ing the Cox Multi-Mailer, the American 
Leader Machine, _ the 
metal furniture made by the Berger Manu- 
facturing Canton, Ohio, and 
loose leaf goods manufactured by Ander- 
son & Prigge, incorporated, 221-227 Canal 

street, New York, N. Y. 

Mr. confirmed in 
periences in 
every side with regard to American goods, 
namely, that they force 
an entering but 
once established intro- 
duce 
country, 
new department 
effort have attained a 
trade in 
that the 
a continent, 
special force the statement that 


who, 
America, 


are agents 


Envelope Berger 


Company, 


Mailing has his ex- 


Australia what we hear on 
have to 


difficulties, 


usually 
under 
popular. To 
devices into their 
& Whittemore created a 
dint of constant 


wedge 
are 
American own 
Parsons 
and by 
well established 
When we 


Australia is really 


office devices realize 


island we call 
come to us with 


Mr. Mal- 


canvass 


there will 


ing’s firm make it a practice to 
thoroughly at least once in three months 
every part ot Australia which is at all in- 


habited. This, one can readily understand, 


demands a splendid organization and ac- 
tive, enterprising salesmen. 

Mr. Maling will be glad to consider 
handling any American office devices 


which have been tried and proven and for 


which there would probably be an Aus- 
tralian market. Up until the first part of 
July he may be reached at 174 Fulton 
street, New York, N. Y. After that at 


Challis House, Martin Place, Sydney, Aus- 


tralia. 
ADDRESSOGRAPH COMPANY HAS 
CLEVER HOUSE ORGAN. 

The first three numbers of the Addresso- 
graph Company’s new house organ bore 
the appeal upon the title line, “What shall 
we name it?” asked for 
from far and near. As a result of this appeal 


and suggestions 


they received about four bushels of mail, 
and finally, as a result of the many ideas 
presented, they decided upon a name both 
striking and characteristic—‘The Addresso 
graph-er.” 

The Addressograph-er is a weekly paper, 
contains news which 


not a and 


addressograph salesmen and users want to 


magazine, 


know. 
This 


strikes 


little 


strong 


coming 
the 
salesmen to 


periodical, weekly, 


strokes upon inspira 


tional gong, calling get 


out of ruts and think up new ways to make 


upon 


their business 
The Addressograph-er will perform two 


missions 


gZTOW 


help the users with valuable ideas 
and \ddresso 
graph salesmen all the best information as 


suggestions, and collate for 


increasing sales it is 


pos 


to methods of 
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sible to get from the company’s admirable 
and remarkable organization. 


USEFUL TYPEWRITER DESK. 
A typewriter desk which is available all 


time for use as a flat top desk, and 


the 














tents en OT a 





a ell 














A. Edison, 
Offices 


of Thos. 
on Wabash Avenue, Chicago. 
are on 


The new “Edison Shop” 
Inc., 
of Edwin C. Barnes & Bro. 


the fourth floor. 


which, when the typewriter is put away, 
looks like any other well made office desk 
2 in 1 Clemco,” made by the Clemet- 


Rockwell Flournoy 


is the “ 


sen Company, and 


streets, Chicago. 


Characteristics of this desk are _ its 


strength, rigidity, compactness and con- 
venience, due to its ingenious construction 
and its all-steel 
maximum utility with minimum space, and 


the advan- 


mechanism. It provides 


gives the operator practically 





two desks at the cost of and 


space taken by one. 


tages ot 


The Clemetsen Company will be happy 
to give prices and full particulars regard- 
ing this desk to any dealers who y be 
interested 
ANNOUNCES IMPORTANT SALES 

CONTEST. 

The Underwood News for April is an 
especially handsome and creditable little 
magazine. The frontispiece bears a fine 
likeness of D. M. Alkire, manager the 
Chicago office of the Underwood 

The April “news”. tells a most interest- 
ing story of the floods in the Ohio River 
valley and of the cyclone at Omaha, where- 
in Underwood men and managers suffered 
losses and braved danger with the cheer 
fulness and courage characteristic of the 
well-trained typewriter man under all con- 
ditions 

But the principal feature of the nde 


wood News for April is the announcement 
of “Underwood Day—official notic« the 
greatest sales contest in typewriter his 


tory.” 


The date of “typewriter day” is Septem- 


ber 26, and some unusual and attractive 
rewards have been arranged for those in 
the sales organization, who, by faithful 
work, achieve the coveted records. Man- 
agers in the United States will hold ban- 
quets on the date mentioned, all their 


respective salesmen attending, and at these 
banquets the prizes 
Offices have been divided into eight groups, 


will be announced. 


with valuable prizes for the salesmen in 
each group 

This contest is confined to the Under- 
wood sales organization in the United 
States only, under the direction of General 
Sales Manager J. E Neahr. It is to be 
among the salesmen in each office and will 
be based upon sales supremacy along the 
line of individual merit, rather than a con- 
test between branch offices 

The contest began on April 1 and will 
end August 31. Cash prizes amounting to 
$4,375 will go to the salesmen 

The Underwood News is a little maga- 
zine full of class and ginger, well printed 
well edited and. illustrated with a liberal 
number of half-tone cuts of interest the 
big family of Underwood salesme1 One 
of the many pictures in the number under 
discussion is a clever: cartoon of General 
Sales Manager Neahr firing a pistol start 


the big race for sales honors and prizes 


CHAPMAN GETS DESERVED OFFICE 


If the reward for work well done is more 
work, Frank J. Chapman of New Rochelle. 
N. Y., has received his reward in his elec- 
tion to the presidency of the newly organ 
ized Westchester County Stationers’ Asso- 
ciation. For months he has been working 
hard to get the stationers of Westchester 
County organized. His own store was 
used as the first meeting place and he has 
devoted great effort to effecting an organ- 


Hence, it is perfectly appropriate 
should be the first president the 


ization 
that he 
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The pens with 
the velvet 
touch 


26 Styles 


All widths 
of Point. 


All degrees 
of Elasticity. 





Utmost Durability 2 





The Newest Idea in Pens 
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Sterbroda. 


Radio Pens 
26 styles 


Esterbrook Radio Pens are real profit-producers for every 
stationer, and we stimulate your sales by advertising and 
sampling this new and superior line. 








Special MAHOGANY Counter Display Case 


Size, 12 x 14 inches 
This attractive display case is one of the best forms of 
store advertising, and connects your store right up with our ex- 
tensive advertising. The glistening silver pens, contrasting with 


the dark MAHOGANY CASE, are sure to attract the attention 


of your customers. 
This handsome case is given FREE with a first order of 


12 gross or more of Esterbrook Radio Pens. 


Retail Price, $1.50 PER GROSS. 


We have fixed the trade price on the Radio Pens at a figure that will 
make it a very profitable line for stationers to handle. Prices on request. 


ESTERBROOK PEN MFG. CO. 
NEW YORK CAMDEN, N. J. 
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the existence of which is in so 
large a measure due to his efforts. Other 
officers are: Allen H. Seaman of Tucka- 
hoe, vice-president; George H. Mason of 
Yonkers, secretary; Samuel Shapiro of 
White Plains, treasurer. The board of di- 
rectors consists of the officers of the asso- 
and in addition Harry Forshay of 
Mamaroneck, W. Wesley New of Yonkers 
and Jacob Lieberman of Mt. Vernon. The 
membership committee of the association 
consists of Messrs. Shapiro, New and 
Chapman. A number of additions to mem- 
bership have recently been made and the 
organization promises big things. 


association, 


ciation 


NEW REMINGTON WRITES GUJAR- 
ATI. 


During the summer there has been an 
addition to the list of Indian vernacular 
Remington typewriters. This new lan- 
guage which can now be written on the 


Remington is Gujarati. 

Gujarati is the language spoken by ten 
or eleven millions of the inhabitants of the 
of India, with Bombay as 


middle section 
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OFFICE APPLIANCES 
The 


accompanying 


is well deserved Temco pencil as is 


shown in the illustration is 
put out in an elaborately finished triple tin 
that different 
purposes after the pencils have been used 
Six of these packed in an at- 
tractive counter display that will add to the 


box may be used for many 


boxes are 


appearance of any show cases or window. 


The pencils are made in four grades, No. 1 


B B, No.2 H B, No.3 H, No.4HH. The 
grading is exact and dependable and alto- 
gether the product is one that gives satis- 
faction to discriminating users Every 


dealer should get samples and quotations 


on these pencils as the demand is certain to 
prove neds 

IMPORTANT INK COMBINATION. 
National Ink and 


The Powers Company 


the J. H. Johns Photo-Chemical Company, 
two of the oldest ink chemical firms in 
Denver, Colo., have formed a corporation 


Plans for the 
factory of the 


capitalized at $150,000. erec- 
tion of an addition to the 
National Ink 


Streets, are 


Powers Company, Twentieth 


and Arapahoe already under 
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tional Association of Stationers and Manu- 

facturers, to be held in the city of Spring- 

field, Mass., during the week beginning Oc- 

tober 13, 1913, one of the subjects to be dis- 

cussed will be 

“INTERIOR STORE ARRANGEMENT 
AND DISPLAY OF GOODS.” 

The plan outlined for this discussion will 
be as follows: We expect to secure photo- 
graphs of the exterior, general interior, spe- 
cial fixtures and displays of merchandise 
from the leading stationery stores through- 
out the country, 

From the manufacturers we hope to se- 
cure several suggestions of what they con- 
sider model interior plans for 25- and 50- 
foot stores, 

After these photographs have been classi- 
fied lantern slides will be made and a num- 
ber placed on each slide so it can be seen on 
the screen. 





MR. AND MRS. WHITTEMORE’S SIL- 
VER WEDDING. 

Mr. and Mrs William G. Whittemore of 

New York celebrated recently their silver 





the center. It is estimated that at least 
one-third of the inhabitants of the city of 
Bombay, the commercial metropolis of In- 
dia, speak this language, and it is the com- 
monly accepted medium of commercial en- 
terprise. It is also the common medium 
employed in commercial transactions by 
the numerous Indian merchants who are 
scattered in various places along the East- 
ern coast of Africa, and in other parts of 
the Far East, even as far as Hong Kong 
and Japan. 





TEMCO PENCIL PROGRESS. 

The Temco Pencil of the Tower Manu- 
facturing Company Temco.line of station- 
ery supplies is meeting with a remarkable 
reception that has been most gratifying to 
Over thirty-five hun- 
been sold in the last 
are many orders on hand 


the Tower company 
gross have 
months and there 
The extensive advertising campaign on this 
product has brought a handsome return that 


dred few 


. 
= or — 
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TOWER MANUFACTURING 


HOR TEMCOX Wr 


Chi- 
Francisco is contemplated. 


the erection of factories at 


San 


and 
and 
The directors of the new concern are J. H. 
Johns, Max M. Levy, W. H. Kistler, Willis 
W. Case, J. W. and George P. Heinz. 
AN IMPORTANT REQUEST. 

In the editorial pages of the May 
of Office Appliances we quoted the request 
of Charles N. Toledo for pho- 
tographs of interior store arrangements and 


way, 


cago 


3oyd, 


issue 
3ellman of 


displays for use at the next convention of 
the National Springfield 
Mass., in October. 

We repeat here Mr 


Association at 


Bellman’s circular, 


the importance of the subject matter justi- 
fying any repetition, we believe, which will 
keep this matter before the trade and bring 
the results which the committee seeks. All 
dealers should make a sincere effort to 
respond 
Important to Stationers. 
At the next annual meeting of the Na 


Mr. Whittemore is 
head of the stationery department of the 
American News Company. He was born at 
Wellfleet, Cape Cod, Mass., in 1866. In 
1864 the family moved to Providence, R. I., 
and at the age of sixteen young Whittemore 
entered the employ of the Rhode Island 
News Company, working up through its 
various departments to be the superintend- 
He remained with this branch of the 
News Company twenty-eight 
years, and in 1910 he was promoted to his 
present position, on which occasion the 
employes of the Rhode Island News Com- ' 
pany presented him with a handsome loving 
cup. 

Mrs. Whittemore was Miss Jennie N. 
Green, a great granddaughter of General 
Nathaniel Green of Revolutionary fame. 


wedding anniversary. 


ent. 
American 


Mr. and Mrs. Whittemore were married 


in 1888. 
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ARE MADE FROM THE HIGHEST GRADE OF SELECTED GRAPHITE ABSOLUT 

FAR SUPERIOR TO ANY OTHER PENCIL IN THE WORLD FOR GENERAL ALL AROUND U 

ICE OR DRAUGHTING, FOR UNIFORMITY. DURABILITY AND SMOOTHNESS THEY 
MADE IN FOUR GRADES 


NO. 4-H-H VERY HARD, 


MS 2 NOVELTY CO 


NO. 2-4 B MEDIUM NQ 3-H HARD 
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A NEW TOWER PENCIL ASSORTMENT. 
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146 OFFICE APPLIANCES ine 3 
ie desiring to submit bids therefor may apply v 
>» y Seeeseeeaeses consulate in question for éopies of the s] 
Or the direct to the secretary of the associatior 
* ¢ 8 
Segeaeseeeaeaea No LOSS American goods for pern x 
; —'-—— 2 . — bition \ business firm in Portugal has to 
Ses ra open a permanent exhibition of all Ameri ts 
ind goods i order to develop the trade rt n 
‘i r ®) Portugal and its colonies. Two business 
1 —_ now in the United States in the interests of 
sition inform the Bureau of Foreign ar ) ti 
! Ld Commerce that they intend to open offices N York 
A - —___— — weianninineentumaepenans smemtemmmmenianated and will be glad to hear from any America le 
: siring further rticulars regarding this 
‘orn 
Would Take Western Agency. formerly c nnected with the Franklin Press, of Pueb! No. 1LOSS7 Addressing machine { bus 

Office Appliances knows a gentleman who has hv is the manager of the new department Italy informs an American consular officer that he de 
a number of years’ experience in the office equip “AL sires to be placed in communication wit \ 1 
ment and stationery field, and who has been connecte: Stationery Firm Wants Catalogues. manufacturers of addressing machines of tl t vd 
with seme of the best lines This gentleman has ern type erated by electricity. with th: ect of 
those qualities of head and heart which are so «de Manufacturers are requested to send their catalogues importing and representing in Italy, buying wr 
sirable In a representative. He wishes to take the to the Ideal Ssationery Co., either at their New York account. He states that he is in a position t luce 
agency for any good line in the office equipment field office, 262 Grand street, otal to the new store at 346 a good American machine of this kind whic ke 
and will cover any territory, California preferred Fulton street Breckiya, - ee rapidly, and desires catal: gues, terms, pric 

ditions Correspondence is referres t but 
aa Open Philadelphia Stationery Branch. French or English a be a “Batinte: te . es 
An Opportunity in France. rhe Schiff Bros. Co whcse stores were already lo will be furnished 

4 Frenchman who is connected with a prominent con eated in Boston and Providence, have opened a new : 2.4 
cern and who speaks, in addition to his own language retail stationery store at Foursh and Market streets, No. 10895 Office furniture An Ame Aa 
German and English, tells us that he is willing to Philadelphia officer reports that a Government building £ m. 
consider at any time propositions for promoting abroad ’ eke pletion in a South American city is te pped 
the sale of American office devices This gentleman English Firm Wants Novelties. throughout with new modern office furnitu 4 . 
has had extensive experience in the fleld, and because Quadruplex, Ltd., of SS Goswell Road, Londor I office furniture is well known and popula ty 
of his connections is in a position where he can be of (., England, dealers in everything for the office, wish in question, and manufacturers who desire to pet 
great value We shall be glad to furnish his nam to remind the readers of Office Appliances that they for this order can secure the name of the s } 
and address are always on the lookout for novelties in the office the business may be done by addressing B i f 

* ¢ e@ equipment field At she present moment they desire Foreign and Domestic Commerce. Illustrated talogues 
American Devices in Australia. to get in touch with the manufacturer of a_ smali together with a full statement as to terms of payi t 

Be ensthes eolema these fs an article cobcerning typewriter that may not be at present represented i ete., should be sent at an early date. The bui gz wi 
Walter T. Malling, who has made a great success in England This machine should be of standard con be ready for occupancy in about three months i tk 
eelites Amovieen effes devices ta Auntrolie Mr. Mxl struction, light, portable, similar to another’ well- furniture is desired by that time For fur al 
ine fo willing to take on cae cr twe additional Mines known machine which is already on the market it is expected that about $25,000 will be ex 
wrovided they have been tried and proven here. Until ue / : ; a alls 
~ beginning of July correspondence may be directed Frenchman Wants Information of American Devices No 10898 Stationery and  post-offic \n 
to Mr. Maling at 174 Fulton street, New York, N. Y \ Frenchman, experienced in the office equipmen American consul reports that a new post-off ling 
after that, at Challis House, Martin Place, Sydne field, desires to obtain catalogues, prices, terms, ete f in a South American country is about 1 
Australia American manufacturers of office machines and supplies several thousand dollars will be expended 

ss including typewriter ribbons and carbons His home chese of stationery and other articles Thes I 
New Chicago Stationery Firm. in Paris, where he was for some time a salesman for a sist of large quantities of pencils, pens, w g pay 
ij leading typewriter agency He contemplates opening and other articles for office use The pers t ch 

The H. E. North Company, managed by H. E. North offices if he can secure suitable agencies and is prepared whom this order will probably be placed desires t ir 
formerly of the Kalamazoo Loose Leaf Binder Com to furnish any references which may be required from American manufacturers of these goods 
pany. have opened a new stationery store at 108 West i.e @ . spondence may be in English 
Monroe street, Chicago, Il Milwaukee Stationers Expand. * *¢ @ 

ee rhe H. C. Miller Company. of Milwaukee, have leased No. 10907, Goods for Germany Viee ( al 
New Southern Office Supplies Company. in addition to their plant at 242-346 Broadway, a build- James L. A. Burrell, of Dresden transmits f follow 

Among the companies last month incorporated at ing on East Water street, between Michigan and Wis pn gyi ee gpa ght: cme — 
Charlesten, N. C.. was the Proctor Office Equipment consin streets. The firm will carry, besides commercial ri pte gg cen engaged in business . 
Company, Mga has ee stock of $10,000, = stationery, office en — and devices Electric lamp regulators.—Socket regulat 
will deal in office supplies. The incorporators are al! : on at etadtuite. t nein ee ‘ s 4 
Charleston met Their names are: B E Proctor In Business for Themselves. See a tod cos Gane wee. ae pa <: 1 intre a 
Ji C. F. Pool, Arthur B. Hodges, R. G. Walsh, and E. C. Thomas and Arthur Grayston who were formerly Sage ey : 

W. W. Williams. with the Edwin R. Williams Stationery Company, Min- Letter clips.—There is still room for good ips 
es neapolis, Minn., have started in a stationery business of for binding 25 to 10 sheets together 
Miss Balwdin Heads New Concern. their own at 422 Hennepin avenue, Minneapolis es @ 6 
* * « . 

\ capital of 10.000 backs the Baldwin Printing , No, 10963 Office furniture and equipment American 
& Snetiunam peg which was recently incorporated The Federal Government at Your Service. manufacturers of filing cabinets. desks hbookease 
to do a stationery and printing business at 230 South The hints given below come from the reports of for chairs, et would do well to communicate with the 
La Salle street, Chicago, Ill. Sarah Baldwin is presi eign consuls. Information, if desired, may be had upon several foreign legations in a European country, sending 
dent and treasurer of the new company, and B. S$ application to the Bureau of Foreign and Domestic Com catalogues and lowest prices, and calling the personal 
Quackenbusch and B. E. Davis are, respectively, vice merece, Washington, D. C.. giving the file number attention of the officials to the conveniences offered An 
president and secretary. o vera American consul writes that the equipment of his office 

sas No. 10862 Furniture and other equipment A re- has elicited favorable comment from the various officials 
port from an American consular officer in the United mentioned, and it would be to the advantage of Amer 
Open Stationery Department. Kingdom states that the Young Men's Christian Ass« ican firms to get in touch with these persons. Ss ial 

4 new department of stationery and supplies has elation in his district is completing a new building and inquiries have been received from the Ru gation 
been added to the business of the Rocky Mountain will shortly call for bids for the furniture and equip for prices on the filing cabinets, as it is . it 
tank Note Company, Denver, Colo R. H. Jahneke« ment of this building. Any American furniture makers purchase one 

P. CASTELLI & CO. THE REX CO., HUNGARY 
Via Dante 4, Milan, Italy Established Dealers in Office Supplies and Agents * ee ee 
for an American typewriter, Gluck M. Odon 
with splendid offices and show rooms are 
open for exclusive agencies for Italy and Col- VIENNA, AUSTRIA " yt vi. ‘“ 
onies in all new and practical office appliances. are always ready to consider agency propositions iszt Ferencz-tér 18. 
Best references. from American manufacturers is always open for novelties as Dealer or Agent. 
; Louis Fournier-Forquignon F. W. HEYTHEKKER : 

Office Appliance Manufacturers quig 

who want active representation by an established TYPEWRITER DEALER : Sen nee Centar 00 

house in Argentine Republic, the most important 34 ‘a. aaa AMSTERDAM HOLLAND 

market in South America, should write to ; Specially organized for the sale of smal] attractive 

in the market for typewriter specialti crticles, furniture, etc. Will be pleased to receive 
H BILLIET & CIA., ae and allied maetian fee offic Hmong aatalogs and prices from manufacturers. Sole dealer- 
361 Reconquista BUENOS AIRES ships preferred. Wholesale and retail. 
. 
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FURNITURE FIRM QUARTER OF 
CENTURY OLD. 


Twer five years ago the Western Fut 
niture Company St. Louis, began busi 
ness 1 modest way. The most potent 
comn that could be made on the con 
pany’s methods and management i1s_ the 
statement that today the Western Fur 


niture, from a well-equipped factory, ships 
lucts everywhere 
anufactures a good line 


We show here 


ympany n 


of desks at mediun 1 prices 

with a it of the desk No. 308, one 
the popular sellers Other good proposi 
tions ft dealers may be. found in the new 
catalogue which they have recently issued 
and they will be pleased to send 


d dealers upon application. 


interest¢ 


OFFICE APPFPLIAARCES 


NEW OFFICE EQUIPMENT STORE. 
a. < 


Shaaber has opened an office app 


inces store 115 North Fifth street, Read 
ing, Pa. Mr. Shaaber handles Globe-We« 
nicke files, cabinets and office systems; the 
Dictaphone, the Comptograph listing,. add 
ing and Computing Machine and t I 
licke Calculator, and is open for proposi 
tions to handle other suitable lines 


NELSON CORPORATION IN NEW 
QUARTERS. 


The Nelson Corporation, formerly 442 
Wells street. Chicago, Ill, announces to 
the trade its removal to a large new build 
ing at 4114 Ravenswood Park, corns War- 
ner avenue \lthough some slight delay 
may have been caused by the removal, busi 
ness men will understand the situation and 





A NEW WESTERN FURNITURE COMPANY PRODUCT. 


DICTATING MACHINE COMPANY IN- 
CREASES TERRITORY. 


seven counties beginning the 


asa 


Dictating lachine Company now covet 
territory embracing fifty-one counties 
Phe , evidence of the company’s 
crowt is their taking over the Dayton 
S nes which was formerly 
handle G W Shoyer & Co The sto 
! iny has been moved to 
Dir \ 1e@ Company’s new brancl 
it 10 \lain street, in Horner’s Musi 
Store Phe pany are the agents 
Edis Dictating Machine in the 
bus and Dayton territories, and 
now de n iting the latest all steel Edi 
son Dictating Machine equipment at both 
the Harrison building in Columbus and at 
the brancl Dayton. 


will 
position 
fect 


realize tltat the company is 1! w ih a 


to put its new eg ent into el! 


uipn 
i 


and give its customers better service 


than ever before 

TOWER MARKETS SAFETY RAZOR. 
The Te & Novelty 

Company of York City its 

thousands of other lines has taken on the 


the Mark Cross Safety Razor, 


wer Manufacturing 


New ity, among 


marke ting oO! 


guaranteed to be superior to many of the 
expensive razors now on the market As 
a results of the extensive newspaper ad 
vertising inaugurated by the company, it 
is said that several hundred thousand of 
these razors have already been sold Che 
Mark Cross Razor is a fine piece of work 


manship and is very 


The ce 


the 


offers a liberal discount to 
will be very 
list 


interested 


yMpany 


a 
trade and giad tf Tur 


discount and circulars 


be 


nish to any< 


who may in this proposition. 




















JOHN ALLEN & CO. 


478-480 Pearl Street, NEW YORK 


Manufacturers of 


Carbon Paper 


Typewriter, Pen, Pencil and Full 
Carbon. 
Guaranteed Non-Smut. 
Long-lasting, Clean Writings 


Typewriter Ribbons 


For all makesof machines. Will give 
service and Insure satisfac- 
tion to users. 
Write For Samples 
and Prices, 




















Look for 
FILE Trade 
Mark 
on the 
Label 


We manufac- 


ture Loose 














ing Forme, 


Ledgers, and 

Price Books. 

THE TENGWALL COMPANY 
of Illinois 

20 Thames St., New York 


Sreffield Ave. 
CHICAGO 





INDEX CARDS 
40c Per M up 


GUIDE CARDS 
$1.45 Per M up 


FOLDERS 
$2.25 Per M up 


MANIFOLD PAPER 
40c Per M up 
TYPEWRITER PAPERS 
50 Different Lines 


Let's get acquainted—WRITE 


S. A. Landsberg, 29 Beekman St., N.Y City 



















FINE 
GOLD 
PENS 


Pens for fountain pens and 
imprint work a specialty. 
EXPORT TRADE DESIRED. 


Manufactured by 


ACME GOLD PEN CO. 


ESTABLISHED- 1884 


35 Ann Street, New York 
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EVERSON’S 


AUTOMATIC WATER COOLER 
With Filter Attached 


A pure, wholesome drinking 
water, cooled to the proper 
temperature, will greatly in- 
crease the energy and effi- 
ciency of your employees. 


The outfit is very attractive 
and suitable for the finest 
office. 





Send for Catalog No 40 


EVERSON FILTER CO. <i" 
68 W. Lake St., Chicago ’ i ° 











Hotel 


Charlevoix 


Detroit, Mich. 


A 200 room hotel, com- 
pletely furnished and 
uipped. 150 rooms 





without bath, $1.50 up 
with bath. 


GRINNELL BROS., 
Props. 
Rene G. Heag, Mgr. 




















Trademarks and Copyrights 


Bend your business direct te s 
Washington. Saves time and imoures better service. 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Speociaity :—Typewriteng and Adding Mactnocs 


Address E. G SIGGERS 
Suite 18, M. U. Bite. Washington, DY C. 

















TYPEWRITERS 


wholesale at attractive prices 


KINN & PETERSON 
143 N. Dearborn St., CHICAGO 











The dealer’s best investment with 


$1.50 


is a subscmption to Orrice APPLIANCES. 
It is a sure method of keeping thoroughly 
posted on the Office Appliance Business. 




















BALTIMORE STATIONERS’ ASSOCIA- 
TION HOLDS EIGHTH AN- 
NUAL MEETING. 

Tuesday evening, May 20, was the time, 
and the place was the New Howard Hotel. 
Needless to say that the large number of 
men, representative of the Baltimore sta- 
tionery trade, who attended enjoyed the 
banquet which preceded the meeting. Sec- 
ond Vice-President F. Albert Kurtz, antici- 
pating the call to order, directly after the 
close of the meal, presented President 
Charles E. Falconer with a silver handled 
umbrella as a token of the association's 
appreciation of what Mr. Falconer had 
done for its welfare since it was organized 
seven years ago. Mr. Falconer’s speech of 
acceptance had for its moral the idea that, 
although he had worked hard in the past, 
he would with the other members work 
still harder in the future so that the organ- 
ization might constantly progress. The 
members of the trade were urged to ar- 
range their vacations, if possible, to permit 
attendance at the Springfield, Mass., con- 
vention in October. 

Subjects discussed at the meeting were: 
The Standardization of Loose _ Leaf 
Sizes; Advances in Blank Books; the Cost 
of Deliveries; Closing Early During the 
Summer; a Fall Outing; Special Speakers 
at Each Meeting. After discussions had 
closed the officers of the preceding year 
were unanimously elected to serve during 
the coming year. 





BURROUGHS FOREIGN DEPART- 
MENT BANQUETS. 

On the evening of April 14, the Foreign 
Department of the Burroughs Adding Ma- 
chine Company gave an informal dinner in 
honor of several guests from abroad who 
are now in Detroit fitting themselves to 
represent the Burroughs in foreign land, 
or taking special training to give them a 
better understanding of the adding ma- 
chine, its possibilities and applications. 

Those present were: Messrs. Valentine 
and Alfred Block, sons of Mr. J. H. Block 
of Moscow, Russia; Mr. Arvi Kuha of Hel- 
singfore, Finland; Mr. H. J. Vermoulen of 
Amsterdam, Holland; Mr. E. Ohyo of Ja- 
pan, and members of the Department; Mr 


INFORMAL DINNER TO FOREIGN GUESTS OF 
COMPA 





W. L. Hoagland, manager; Mr. J. | 
Thompson, Mr. R. A. Nivor, Mr. N. F. De 
Peters, Mr. C. J. Caupp and Mr. W 
Carpenter. 

Mr. Walter Block has since joined his 
brothers in Detroit, where all three are 
thoroughly preparing themselves for their 


work in Russia 
NEW YORK STATIONERS’ BOWLING. 
LEAGUE HOLDS BANQUET. 

As a fitting close to what is acknowl- 
edged to have been the most successful 
year in the history of the New York Sta 
tioners’ Bowling League, about 150 of the 
men who had all season been contesting 
for the New York Stationers’ Board of 
Trade cup and other prizes, on Saturday, 
April 26, gathered at Kalil’s in Park place 
The menu left nothing to be desired and 
an orchestra helped digestion by playing 
some of the popular airs of the day. Per- 
haps becattse we associate bowling with 
Germans, and Germans with beer, we are 
not surprised to learn that pitchers on each 
table were kept full of beer. Those who 
wished to smoke were provided with ciga 
rettes. 

Mort O’Connell, who is connected with 
the L. E. Waterman Co., as president of 
the league gave the opening address. He 
pointed out that athletic work in general 
and bowling in particular ought to be sup- 
ported by employers because exercise by 
means of the sports makes for greater ef- 
ficiency on the part of the employe and 
getting together in contests promotes good 
feeling in the trade. The progress which 
the league has made during its four years 
was touched upon, and the necessity for 
co-operation in getting up teams and ac- 
tively competing urged. 


The Geyer’s Stationer team won the Sta 


tioners’ Board of Trade cup and five gold 
fobs. These were presented by Stephen 
Farrelly, of the American News Co., and 


received by Edward M. Myers, captain of 
the team. Other team and _ individual 
prizes were won by the Tower Manufac 
turing & Novelty Co. team, the L. E. Wa- 
terman Co. team, the Conrow Bros. team, 
the H. K. Brewer & Co. team, Robert 





THE BURROUGHS ADDING MACHINE 
NY. 
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Price, J. Stack, Frank Petri, L. M. Purdy, 
and Fred Bendham. Speeches of presenta- 
tion were made by Charles A. Lent, of 
Brown, Lent & Pett; President Einstein, 
of the Tower Manufacturing & Novelty 
Co.; Mr. Bridgeman; Andrew Geyer, pub- 
lisher of Geyers’ Stationer; Fred Seymour, 


advertising manager for the L. E. Water- 


man Co.; Charles Brewer; and lastly, Ed- 
win Irvine Haines, editor of Geyer’s Sta- 
tioner. 


WESTERN AGENT VISITS TOWERS. 


Among recent Western visitors to New 
York was John N. Kleff, who travels for 
the Tower Manufacturing & Novelty Com- 
pany, with headquarters in Denver, Colo. 

Mr. Kleff was in New York sizing up the 
fine new quarters of his firm, and seenis 
very much elated over the great change 


and was especially interested in the way 
travelers’ orders are now being attended to 
care taken in the packing of tine 
goods. It is his idea that the shipping of 
orders complete promptly, and having tlem 
arrive in perfect condition at destination, 


has a great deal to do with the traveler’s 
reception on his next visit to the customer. 


He can now see that his firm has the same 
views of this and that they are set- 
tled in their new quarters where they have 
facilities doing this, he feels certain 
that all of his trade will be pleased with the 
prompt and efficient service they will re- 


and the 


now 


for 


ceive. 

He also seems much pleased in the earn- 
est employees throughout the 
entire house show to make a record. The 
heads of the departments and others in ro- 
tation, and even the order boys, all wanted 
to know if he did not think the house was 
giving real prompt service since the change 
to the quarters. In seeing the work- 
ing machinery in action in the new build- 
ing for sending out the immense volume of 
goods daily, he himself is much surprised 
that it was possible for his housé to even 
did while in their old 


desire the 


new 


give the service they 
building. 

In addition to the large complete lines 
ci Tower’s holiday goods samples, Mr. 
Kleff went East to pick up his sample lines 


of dolls, toys, games, books, bibles and cut 
glass. He claims his showing this year in 
these lines will be more complete than 
ever before, and he finds that coming to 
New York to make his own selection of 
samples is the proper thing 

The dolls, toys, books and cut glass 
lines that he will show in connection with 
the Tower holiday line, which is claimed 
to be the best ever, will all be new lines. 

It is push that makes both ends meet, 


and stick-to-it that holds them together. 





THIS IS THE NEW FOX No. 24 


“Better Than the Best of All Others’’ 
SAMPLES AT WHOLESALE 


Agents wanted—big commissions—monthly payments 
—trial shipments—new stock—visible models—low 
wholesale prices. New advertising now ready. 
Mention Office Appliances. 








Write today for Agency offer. 











Use the FROM OFFICE APPLIANCES 
. Coupon i= 
BEMIS .. weer eccccceseeesesesssesesesesesseseses 
Fox Typewriter Company 
GRAND RAPIDS, 3 FY MICHIGAN RB aNGB 06.0.6. 5.6.5-5:4943 46080000 eenk eee 








THE Peenl iam GIANT 


A Brand New Moistener GE The quickest, cheapest, simplest, 


aon — ————_ on the 
market, veral clerks at one 
for Large Mailing and _— 

Shipping Rooms. 






table may use the Giant without 
interference. 
- Used by many large industrials 
such as, Felt & i. Marshall 
Field & Co., wholesale, E. B. Fiske & Co., 
Montgomery Ward & Co., J. M. Smyth & 
Co., Sears Roebuck & Co. 
Size, diameter seven inches, height two and 
one-half inches, water capacity one quart, 
weight two and one-half pounds. 


send for circulars and 
Dealers attractive discounts. 


THE PEERLESS MOISTENER CO., 834 Claremont Ave., Chicago, Ill. | 


Water reservoir made of punched steel! 
thoroughly galvanized, capacity one 
quart. Perforated cover made of brass , 
heavily nickel-plated, warranted for life. 


Wicks and spreader of extra heavy felt 
jnsuring even distribution of moisture. 








You’ll never know what comfort 
p in writing is, until you’ve 
! tried 


ALUMINOID PENS 









6% 


S.NOWOTUS TY 










GIONIMNn I 
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A. L. SALOMON & CO., Makers, 345-347 Broadway, New York 



























(_1HE NEW IMPROVED 
UNIVERSITY BOOK RING 


The Ring with the Deep Locking Joint— 
A Feature Unknown to Other Rings 

It meets every requirement for the temporary 
binding of student’s and stenographer’s note 
books, and various loose leaves. en _ Strong, 
and neat. Made in four sizes. No. 1, 1} inches 
diameter, light weight; No. 1, heavy weight, lf 
inches; No. 2, 14 inches diameter, light weight; No. 2, 17 
inches diameter, heavy weight. Unjointed ring, i 
inches diametur. Write for particulars. 


Otto Kellner, Jr., 4028 State St., Chicago 














Fully Protected 
pee Freee toon 
SAVED 


STERLING ERASE RS—-OVER 8SO% 


are a German Silver Shell containing a 
thin, fat Erager which is fed forward as it 
becomes worn. Best for ink or typewriter. 
Always sharp and alwaysciean. Will not 
eramp the fingers. Can be used aga line 
finder on note-book or manuscript and 
has other desirable features. Agents 
wanted everywhere. Write for circular 





MERIT SELLS THIS ARTICLE 





0S... 
1022 Arch St. Philadelpahi, Pa, 








answer. 








SOMETHING NEW 
Letter Carbon Disc 


A paper Disc, gummed on both sides, for attaching Letter to Carbon 
Doubles the csgonty of your letter file over use of wire $4. 
clipe—50c per 1,000—10,000, $4.00, both prepaid. 


THE CLINCH CLIP CO., 


CLINCH PAPER CLIPS 


1,000, 20c—5,000, $1.25—10,000, $2.25. 
All above prepaid. 
F. O. B. Buffalo, N. Y.—25,000 Clips to box—25,000, $2.50—50,000, 
75—100,000, $8.50—500,000, $37.50. Also put up 250—500— 
1,000 Clips to box for the trade. Ask for prices. 








196 Seneca Street, BUFFALO, N. Y. 
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Ir = ‘\ OBITUARY. 
YOU WANT wiped hog 
Fifteen years ago Mark W. Hat 
. - ) } , 1s T roe ‘ 
Patented Metal Tip Guides, THIS CARD from Kansas City to East Orange, N 
for vertical letter files, card and became New York representa 
» alin nd f ) . 4% omp \ (JI 
systems, and check files. " ea Sa ee the Hammond Typewriter Compat 
i « scarey: ‘desparate. apse nt  rapeadigansvtr ya, Maggi April 30, at the age of torty-nine 
more tor you than any other card, 1n get- Hatch ' i : 
ting some desired interview. The famous latch passed away in his home a 
North Nineteenth street, East Ora 
Peerless Patent Book Form Card be , 
Che sympathies of all who knew Mz: 
ist Ss choice of t » ¢ of distinc- “ie \ 
heexclusive choice of the man of distin are with Mrs. Hatch and her two 
q pays tioneverywhere. Itis one of the evidences 
vone wenuine of his distinction. You cannot appre- ; 
unless stamped ciate or understand the uniquences of this Mrs. Robert S. Breckenridge. 
U.S. Patent 794749 gg a visual examination of .. On Saturday, May 10, Robert S 
he fact th: ou are not now using é ; a 
“Tan dal- Metal Tip (ny nea ent te 7 la tar i _ enridge the Eaton, Crane & Pike 
that youhave not examined it. Examine it forthwith pany’s Chicago sales force, lost his wite 
Send t sam- 7 P : 
ple And ‘sale Mr. Breckenridge, no doubt, has received 
and detach the from his friends many expressions 
| cards one by | é 
éne and note pathy. However, there is without qu 
their perfectly a much greater number of friends and a 
| nooth edges . ] 
their absolute Pernge Kiume quaintances who understand and sy1 t] 
 raggenee oa ize although they have not formulated their 
: ant feelings in words 
Samples will be sent on request.) J “ — 
Discounts to dealers. | Appearance of our neat card incase Joh Th Pixt 
| — s Pixton. 
R. A.SIMONSON & CO.) || The John B. Wiggins Company Mieesiiie ae GARE le th ak tel 
e ° ei; | . P omething Of what the death yt onn 
Engravers Die Embossers Plate Printers 
152 MICHIGAN AVE. 51-53 E. Adams St., CHICAGO Thomas p ixton means to his widow and a 
CHICAGO, ILL. Z five-year-old daughter and also to the 
eanoacremceaies le oman =| National Blank Book Company may be 
judged from the fact that, although Mz 
Pixton was but forty-one years old when 





Mark 
every box 


it to the dealer. 
customer. 


This Trade 


SUPERFINE QUALITY. 
intight Biue Boxes, containing § + ream of Note Paper each, 
and in separate Boxes } th nd En corresponding. 





Our P. 


“CRANES” containing our goods. 


apers are supplied in Bordered Goods and other spe- 
cia\ties by EATON, CRANE & PIKE CO., Pittsfield, Mass., 
and 225 Fifth Ave., New York, whose boxes bear the word 


CRANE’S LADIES’ STATIONERY 


Sold by All Stationers and Booksellers 


These goods are suited to the tastes of the most select trade. 
Their merits are known the world over, and they yield a prof- 
Once tried, the purchaser becomes a regular 


Presented in the Following Styles and Qualities: 


EXTRA SUPERFINE QUALITY 


in Lavender Colored Boxes, containing } ream of Extra 


Fine Paper each; in like Boxes are Envelopes to match. 


ALL THIS STATIONERY CAN BE RELIED ON AS REPRESENTED. MANUFACTURED BY 


1. & W.M. CRANE, Dalton, Mass. 








Bull Frog 
Brand Carbon 
Paper and 
‘Typewriter 
Ribbons 


Send for samples and 





pecial 
proposition to dealers 


and agents. 


THE NEWTON-ROTHERICK MFG. 


36 S. Clinton St., Chicago 


co. 


















Turns Loss Inte 100% Profit 
People buy postage stamps 
(@o profit) to remit small 
amounts when a coin mailer 
would serve the purpose. 200 
“Leonard’s”’ in a neat display 










box 7&¢ delivered. sampies and further infor- 
mation free. The Detroit Coin Wrapper Co., 


71 Harper Ave., Detroit, Mich. Toronto, Can. 








“ALL THAT THE NAME IMPLIES"”’ 


THE FAULTLESS 
PEN AND PENCIL HOLDER 





Satisfactory 
The lever movement makes it easy to apply to 
the ~~ without the use of both hands It 
holds securely and does not pull or crush the 
pocket when inserting the pen or pencil 
Put upin three-dozen lots, assorted 
attractive card with an easel back. 


L. D. VAN VALKENBURG 


MANUFACTURER 
Holyoke, Mass., U. S. A. 


Durable 


Attractive 


sizes, on 











he had held the positions of super- 


he died, 


intendent of the company’s Holyoke tory 
and salesman, covering the “down t 
district of New York, the richest and 
busiest locality on earth. Mr. Pixton als 
traveled abroad in the interests of | 
Twenty-five years of service for the 

firm could not but earn a man 

and fast friends, especially if he possess 
did Mr Pixton, those personal 

which attract people The sym] 

all who knew Mr. Pixton go 

widow and the ighter who 

fully understand 


GOOD EXAMPLES OF WINDOW 


DISPLAY. 

On this page we present s ‘ 
tions showing recent window )] 
Patrick & Co commercial stat 
526 Market street, San Franci 
picture illustrates a display W 
stationery and another a display 
link’s Security boxes and the str 
of the Art Metal Construction Co1 

Chese d splays ire admirable 
of what a clever man can ac 
has attractive merchandis \ 
work 

INTERESTING WEDDING 

On Saturday, April 19, Wall 
Van Valkenburg was married t 
eline Jeffer at the bride’s 
burn, Mass \ reception foll 
emony and late in the ever 
Mrs. Van Valkenburg lef on 
ding trip They will reside 2 
wood avenu lolyoke, Mass I \ 
Valkenburg is associated with S 
L..D. Van Valkenburg, of Hol 
the well-known manufacturer of the lt 
less Pen & Pe ncil Holder 


























USEFUL BROCHURE. 

“Horology; an Historical Sketch,” is the 
title of an interesting booklet of thirty 
eight pages, written by Henry Abbott and 
reprinted by the Calculagraph Company ot 
New York from the Keystone Magazin 
for March, 1913 

The author defines horology to be ‘the 
science of time measurement,” and he gives 
an historical sketch of the subject from the 
earliest ages to the present time. 

It appears that the Chaldeans of Ancient 
Babylonia were the first astronomers 
Their records indicate that the period of 
the flood occurred 432,000 years betore 
Christ—a calculation whose accuracy, of 
course, cannot be determined. But the 
Chaldeans were, it is conceded, the authors 


of the present horometric system at a very 


remote period of antiquity \s early as 
3700 B. C., according to modern archaei 
logical discoveries, there was a great li 


brary in “Ur of the Chaldees,” the home of 


\braham, containing a work of seventy 


two books on astronomy. The Chaldeans 
adopted their chronological divisions from 
the five planets and twelve constellations, 


dividing the day into twelve hours and the 


hour into sixty minutes. Hipparchus, the 
Greek, was a student at Babylon and adapt- 
ed the Chaldean system. Claudius Ptolemy 


took Hipparchus’ ideas into Egypt, whence 


ie Romans about 150 A. D. 

The rst time measuring instrument of 
which we have a record was a water clock 
called by the Greeks a “clepsydra.” Che 


sun-dial was probably in use much later- 


about 700 B. ¢ The sand-glass is said to 
have been one of the earliest time-meas 


uring instruments 

One of the earliest clocks having gear 
and wheels and operated by weights was 
probably that made by Pope Sylvester II, 
at Magdeburg, about 996 A. D- For this 
bold inventive feat Sylvester is said to have 
been accused of the crime of magic and 
banished from France. Many clocks of 
similar character were afterward made and 
used, Nick’s clock in Paris being the most 
famous It is interesting to note that the 
first man to regulate a clock by means of a 
pendulum was Galileo 

Watches, some say, were used as early 
as 1530, the motive power being a coiled 
spring But they were very large an 


heavy, weighing from six to ten pounds 


and requiring a servant to carry it around 

The booklet mtinues the history 
timepieces down to the present day, gi 
ing most interesting historical information 
Doubtless the Calculagraph Company, ‘ 
13 Maiden Lane, New York, will be abl 
to supply a limited number of these books 
to those who n be interested 

When I started in life, young 

the retired Oil Well Contractor 

ked twelve hours a day.” 

Yes,” replied the son, “but in these 

es any one who took twelve hours 


d day's work would get fired.” 
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Photo, Courtesy of “Colliers” 


How a Dayton Bank Saved Its Records 


Ohio Floods Demonstrate Superiority of Byron Weston Paper 
~UCH crises, as cov ered by 


the letter of f é O Up 4G LZ) A “4° Vf jf) 
ae igeced a “ ; z : Vhe Mciten ¢ Nenad Kank 


lative quality of Bryon Dyin, Vhes: 


W eston papers and more Byron Weston Co., April 5, 1913. 
than justify every claim that Dalton, Mass. 

we have made in behalf of Gentlemen:—In the recent terrible floods, 
our records were, in some cases, covered by 33 





ti aa 


4 our product inches of water. I wish to tell you how well 
d your papers have stood the test and we are 
Byron Weston Linen glad to have used your brand. 


Records written on Byron Weston Linen 
Record Paper were in water and mud from 


Record Paper has been 


justly recognized for half a Tuesday morning until Saturday, yet when 
centurv asthe world’s stand- water subsided these documents were quite 


. aa legible and in good shape 

ar ality. his paper "ee g wr P 

ard of qu lity teed Your paper, after submersion, was firmer in 
tests higher than the govern- texture than cheaper stock and the superior 

ment standard and is used quality = po date Weston orp. wan Paper 

. . ‘: was easily Snown Over 1 - 5 

by State, County and City ndi fon of 1 Press af aero —- me 
‘ condition of the sheets after drying. We con- 

Governments, Banks, Insur- ider your paper has no equal. 

ance Corporations and Yours very truly, 


mercantile institutions for Brn Gy, : 
records that must ‘be pre- fant hanes 
served for posterity. President. 











Byron Weston Linen Record Paper has been adapted for Loose Leaf Work by means 
of the Byron Weston patented flexible hinge—processed into the paper during course of 
manufac ture. W € = als + rs of Flexo Hinged Ledger Paper for Loose Leaf Systems 
and the celebrated Defiance Bond 


Send to Dept. U for our new booklet, ‘Paper Making" and samples of our product. 


BYRON WESTON COMPANY 


DALTON per Valley of the Berkshires” MASS. 


} 
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You Can Sell “Simplex” Ink Tablets 


THEY ARE MADE JUST RIGHT FOR 
FOUNTAIN PENS and INK WELLS 


Clean—Convenient—Reliable—Economical 





lars are being spent to introduce “Simplex” Ink Tablets 
and to send them into your store. They will like the tablet 
merchandiser and tell them about the “Simplex’’ Way. 
No Loss No Freezing—No Breakage 
Storage Less Delivery Less—investment Less 


FREE SAMPLES AND ATTRACTIVE PRICES 
FOR DEALERS $ 3 WRITE FOR THEM 


ITS THE “SIMPLEX” INK CO., Cleveland, 0., U.S. A. 


© 
a) 
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APen 
Sharpener 


that cuts pencil 
costs in half 





Points the pencil but 
does not waste it 

















thereby eliminating all waste of 
pencil and time. 


Automatic signal notifies operator 


when work is completed. 
Sets firmly on four solid rubber feet. 


Does not have to be fastened to 
operate. 


Has means for regulating length of 
points. 


Imported tool steel milling cutter does 
the work. 

A strong, heavy, durable machine; 
built for wear and always ready 
for use. 


DEALERS—If you are not already 
handling the ‘‘Roneo,’’ get our 
special sample outfit proposition. - 


RONEO COMPANY 


RONEO BUILDING, NEW YORK 


a ‘ 
' a 
No. 6 Model 
Sharpens any and all pencils— 
automatically feeds and stops feed- 
ing when the pencil is pointed, 








(By Special Correspondence.) 


Chicago, Ill. 

Irving R. Johnson of Mead & Wheeler will spend 
his vacation next month in Michigan and will probably 
visit the big furniture exhibition at Grand Rapids 
before returning home. 

. . > 

Irving Stanton, formerly with the Barrett Adding 
Machine Company and Edward Conlon, formerly man- 
ager of the Stationery Department at Hillman’s, have 
become members of the staff of Mead & Wheeler 

Cincinnati, Ohio. 

J. F. Dietz of J. F. Dietz & Company has been ap 
pointed receiver for the Schacht Motor Car Company 
of Cincinnati, manufacturers of pleasure cars and mo- 
tor trucks. Mr. Dietz is now giving active attention 
to and is in full charge of the insolvent company's 
affairs. 


The movements of Dave E. Bloch are almost he- 
wildering in their rapidity, but since each must be for 
the better, we cannot but congratulate him Mr. Bloch 
has filled the vacancy left by the death of L. H. Mar 
tin, advertising manager for the Globe, Wernicke Com- 
pany, of Cincinnati. He has before him a big task, 
but from what we know of him he will fill his new 
position creditably 

Grand Rapids, Mich. 

0. H. L. Wernicke, president of the Macey Com 
pany. accompanied by Mrs. Wernicke, is spending his 
vacation in Europe. 

> > * 

W. B. S. Mathison, who travels some of the north 
western states for the Macey Company, including 
Illinois and Wisconsin, paid a visit to Chicago recent!y 
He formerly lived in Chicago, but moved to Grand 
Rapids about a year ago. 

Los Angeles, Cal. 

Edward Ball, formerly assistant manager of the desk 
department of Barker Brothers, has joined the sales 
force of the Weber Showcase & Fixture Company, 316 
South Los Angeles street, Los Angeles, Cal. 

> . . 

The Webber Showcase & Fixture Company of Los 
Angeles have added Edward Halstead to their sales 
force 

San Francisco, Cal, 

Articles of incorporation have been filed in San Fran- 
cisco for Wentworth & Boyce, Inc., with a capital stock 
of $100,000 by C. W. Smith, E. G. Post, Julia S. 
Sturtevant, W. J. Gibbons and Jean P. Wentworth. 

> . > 

Joe Fritz, formerly assistant to Dave Bloch with the 
J. K. Gill Co. of Portland, Ore., has taken a position 
with Milton Heynemann & Co. of this city. 

. . * 

The Elear Desk Manufacturing Company has just 
been organized at Portland, Ore., to engage in the 
manufacture of oak and mahogany desks, tables and 
other office specialties. The officers of the company are 
Cc. C. Carpenter, president; W. E. Flanders, vice-presi- 
dent; W. B. Shively, secretary and treasurer. 


LATE MISCELLANEOUS ITEMS. 

The old and well-established stationery business op- 
erated for many years in Merced, Cal., by F. M. Ord- 
way has been purchased by William Farrar of the 
same place. 

> > > 

John Smith of Smith Bros., Oakland, Cal., is in the 

east on an extended trip 
Worcester, Mass. 

The plan outlined by Raymond H. Frost of the Frost 
Stamp & Stationery Company has been carried out ip 
the organization of what are known as “Shop Meet- 
ings’’ for the members of the company’s sales force 
These meetings are held every Wednesday from 6:15 
to 7:30 p. m. The texts used are those of the “Y. & 
E."" educational department and the entire course fol 
lows the lines laid by R. E. Maurer, manager of th 

Y. & E."’ educational department 


A NEW REMINGTON SALESMAN. 

A new Remington typewriter salesman in the Wilkes 
Barre, Pa., territory under Scranton office is J. 8S 
Engel, who has made a fine start He is a brother of 
J. H. Engel, the veteran Remington salesman at Wil 
liamsport Last year J. S. Engel was the high man 
with the Prudential Life Insurance Company It looks 
as if selling ability ran in the Engel blood. 











We can furnish absolutely anything 
you want in 
Eyelets, Escutcheons, Washers, Etc. 
LET US QUOTE YOU 


THE BARRETT BINDERY COMPANY 
181 Monroe Street, » CHICAG® 
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O mean ae economy in typewriters, 
© adding machines and other office appli- 
ances, including office furniture. They 
deaden noise, eliminate destructive vibra- 
© tion, protect furniture from scratches, fa- 
O cilitate moving of machines on the desks. 
© Dealers: These mats are especially adapted to 
the office supply trade. Write us at once for fur- 
O therinformation. 
N. E. BOOTH 
9 644 PACIFIC STREET, BROOKLYN, N. Y. 


oo000000000 
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MORTON’S 
ODORLESS 
TYPEWRITER OIL 


The world’s best lubricant for Typewriters, 

Adding Machines and all delicate machinery, 

Chemically pure, gumless and colorless. 
Write to-day for free sample and prices. 


= MORTON MFG. CO. 
Louisville, Ky., 4 
U.S.A, 
Export orders giv- 


en careful atten- 
tion. 


Ny Wi, . 


IW 





UNIVERSAL 
BOOKMAKING 


FOR PERFECT FILING 


renders any paper or papers in your office— 
current, general, live, or settled—as readily 
accessible as a library book on a shelf. 


We offer an unusual opportunity to dealers. 


- WEBSTER LOOSE-LEAF 
FILING COMPANY 
LOUISVILLE, KENTUCKY 








Wee Herhimer European Plan 


‘§ Se Courteous Treatment 
. Everything Right 


$1.00 5 eee 
a 





$1.50 up—private bath 


Excellent Restaurant Correct Service 
Moderate Prices 


HOTEL HERKIMER 
GRAND RAPIDS, MICH. 


Maximam Comfort at Minimum Cost 

















Be 
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GOLD PENS 


ALL SHAPES AND STYLES 
Gold Pens for Jobbers and Fountain Pen 
Manufacturers 
IMPRINT WORK A SPECIALTY 





PROMPT REPAIR SERVICE 
All makes Gold, Fountain, Stylographic Pens. Pencil 
Cases perfectly repaired and returned day received. 
Satisfaction Guaranteed. 


GEO. P. GAYDOUL, 47 Ann Street, NEW YORK 








Multigraphs, Adding 
Machines, Office Devices 
at half price and less 


Rebuilders of typewriters, adding machines, 
time clocks, dictaphones, duplicating machines, 
New and second hand office furniture and safes. 
We enjoy facilities which enable us to make 
low prices. The goods are cheap in price only. 


Write for price list today 
It will save you money 


Chicago Safe & Merchandise Co. 
30 and 32 W. Lake St., Chicago 








SINGLE SPACE 
UNDERSCORE 


FOR MULTIGRAPH OR FLEXOTYPE 


The only Single Space underscore made for 
rotary machines 


FULL SET $3.00 ° 
Sent prepaid on receipt of price 


O. K. ADDRESSING CO. 


BETZ BUILDING, PHILADELPAIA, PA. 














NEED 


SIGNS 


for your dealers 


NAME-PLATES 


for your products? 
Write 


THE MEYERCORD COMPANY 
DECALCOMANIA 
CHICAGO 

















A QUICK 
SELLER 


Because nothing ap- 
peals to the office 
man more directly 
than an accurate 


Desk Clock 


An attractive paper 
weight; a handsome 
dial, and a case of sparkling glass—3}{n. square. 
The top is on an angle, so the dial is easily seen 
Sent anywhere prepaid for $1.50. 
Bold by Stationers and Office Outfitters generally. 


H. D. PHELPS 


37 Beaver St. Ansonia, Conn, 




















OFFICE 


LOOSE LEAF*9 
SSF. 


APPLIANCES 











(By Special Correspondence.) 


Chicago, Ill 


It is reported that A. Hipshman, who has proved so | 
able an assistant to Western Manager (¢ H, Meyer of 
the Boorum & Pease Loose Leaf Book Company, will | 
bout June 20 make a trip to New York and come 
back a benedict Granting that Mr. Hipshman is as 
engagingly progressive in his courtship as he is on the 


road, we are not at all surprised at the news 


> > . 


It is stated that H. E. Rose will represent th 
Webster Loose Leaf Filing Company in Chicago. Mr 
Rose is said to be a fine salesman and a good manage! 
although without experience in loose leaf. His office {| 
will be at 1158-1159 National Life Building 


Cincinnati, Ohio 


The rapid development of the business of the Anchor 
Loose Leaf Manufacturing Company has necessitated 
their moving to considerably larger quarters at 120 
Government place. The change was effected on May 1 


and the company is now in a position to give the trade 
the benefit of much better facilities. 


Milwaukee, Wis. 
The Heinn Company, manufacturers of the well 
known ‘‘Badger’’ line of loose leaf devices, are said to 
be contemplating the erection of a factory in Ontario 


Canada 
Philadelphia Pa. 


Recently the Manco Club of the William Mann Com- 
pany gave their first outing of the year This outing | 
was held at Valley Forge where General Washington | 
and his army spent one terrible winter Rain, un 
fortunately, prevented the outdoor sports, but indovr 
games replaced them. The occasion was made memo: 
able by the presence of all the members of the Maun 
firm, president H. A. Prizer making an inspiring ad- 
dress of appreciation of the esprit du corps which the 
club has cultivated, presenting two banners, one from 
the William C. Mann Company and the other from 
the retiring governor, William B. Morrison The elec 
tion resulted in the following selections: Governor 
Charles L. Foster; vice-governor, Harry C. McDade; 
secretary, Reuben 8, Fitzkee; treasurer, Robert W 
Turnbull The committee in charge of the occasloa 
consisted of Samuel Rodman Harry C. McDade and | 
Robert B. Campbell. j 


Poughkeepsie, N. Y. 


In connection with an item in last month's issue | 
wherein we made note of the fact that the New York 
police department had placed one of the largest ring 
book orders in history for the Trussel Manufacturing 
Company's Kut-Flush Covers, it is interesting to note 
that the company is to increase its capital stock from 
$10,000 to three times that amount. The additional 
stock will be issued in 200 shares with a par value of 


$100 The company is under the control of Clarence 
D. Trussell, Allen Frost and Herbert R. Gurney, 
> . > 


The Trussell Manufacturing Company have filed a 
certificate of consent. of stockholders in the county 
clerk’s office at Poughkeepsie, N. Y., to increase their 
capital stock from $10,000 to $30,000. Two hundred 
shares for each $100 will be shortly issued. The pres 
ent stockholders of the company are Clarence D. Trus 
sel, Allen Frost and Herbert R. Gurney 


St. Louis, Mo. 


The St. Louis factory of the Boorum & Pease Loos 
Leaf Book Company last month received a visit f 
W. C. Badenheuer, manager of the New York offi 
the ompany 


San Francisco, Cal 


Payot, Stratford & Kerr have added ¢ M. Gibsor 
their force, who will devote his attention to the loos 
leaf department Mr. Gibson is well qualified 





position, having had the agency f the Kalan 
Loose Leaf Co. in Portland, Ore ntil recently, when 
t was placed with the J. K. Gill ¢ 


Walkerville, Ontario 


Walkerville, Ontario, it is stated, is to be the lo 
tion of a new Canadian factory to be built by the He 
Company, the prominent loose leaf manufacturers of 


Milwaukee 
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‘Belden Handypad 
i . 











Lest You Foréget 
MEMO-IZE 


Put all important telephone con- 
versations into writing while they 
are hot on the wire. 


Use a Belden Handypad 
DON’T MEMORIZE 


The Handypad is the new, simple, 
easy way of recording important 
data, gives every ‘phone a memory. 
Made of punched steel with power- 
ful spring clip containing ‘pencil 
or cigar rack. 


EXCLUSIVE FEATURES: Instantly attached 
to any desk telephone, takes any 3x5 
scratch pad or scrap paper. Writing on 
soft paper backing, therefore no noise or 
scratching in the ‘phone. No wheels to 
turn, no unsightly mass of metal in the 
way. Beautifully enameled in black, 
guaranteed not to chip or crack. Light 
yet strong, fully guaranteed in every 
particular. 


DEALERS 
STATIONERS 
SPECIALTY MEN 


We supply advertising slips, counter dis- 
play, window cards, etc., free of all cost. 
We refer to you inquiries from your city 
and co-operate to boost sales. Send your 
order for a dozen—the price won’t break 
you and the quick sales and attractive 
profits will surprise you. 








Sample with four pads of yee 
postpaid on receipt o 


Retail Price 50 Cents 


(Liberal quantity discounts to dealers.) 
Send for Descriptive Circulars 


Belden Mfg. Co. 


2303 S. WESTERN AVE. 
CHICAGO : : ILLINOIS 
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Prevent Your Loose 
Leaves From Tearing Out 


By Using 
Gummed Patches 


Made in 
Eight Styles 


Patch Hole 
No. | Tough Paper inch { inch 
No. 2 Heavy Cloth inch } inch 
No. 3 Heavy Cloth {inch ¢ inch 
No. 4 Heavy Cloth inch 4 inch 
No. 6 Heavy Cloth 4 inch 1s inch 
No. 7 Thin Paper inch } inch 
No. 8 Thin Paper 4 inch 1s inch 








No. 5 
For Pole 
Ledgers 


Made of 
tough 
cloth 


Exact 


Size of 
Illustration 


Denison 


TRACE MARK 


Adhesive Transparent Tape, 
Gummed Cloth Tape and 
Gummed Index Tabs are office 


requisites. 


Samples and prices on request 


Dennison cMamufachucing So. 


THE TAG MAKERS 


NEW YORK NEW YORK 
15 John St. 5th Ave. 26th St. 


ne ADELPHIA 
007 Chestnut St. 
CHICAGO ST. LOUIS 
62 E. Randolph St 905 Locust St. 


BOSTON 
26 Franklin St. 























other contribution on the subie 


& CARBON 
PAPER NEWS 


RIBBON 





(By Special Correspondence.) 


Chicago, Ill. 
known to the trade 


nt concerns s now on the 


H, V Watson, well 
his connections with 
staff of the Ault & 


the company’s Chicago 


promine 
Wiborg Company and works from 
office, 

* * @ 
Chicago, Il. 
force, the 
recently been increased 


Mittag & Volger’s sales Carter & Allen 


Co. inform us, ha 


addition of George E. Hewitt and Mr. Dalton 
> . >. 
H. R. Holden, secretary of the Miller-Bryant-Pierce 


Aurora, Ill., on a recent visit to the 
local representative, James A 
of the excellent 


Company, 
fices of the 
Holden & Co., gave us an intimation 
results which the Miller-Bryant-Pierce 
factory. Taking into 
thorough 


company's 


Company is get 
consideration not 
ation but 


ting in its new 


only the company’s sales organiz 


also its manufacturing facilities in its modern fire 
proof, cement and brick factory and up-to-date ma 
chines equipped with individual motors, we are not 
surprised that sales for the first five months of tft! 

year exceeded by thirty-five per cent those ‘ 
corresponding period last year Among the recent ad 
ditions to the company’s sales force are the nan 

of F. 8S. Cooper, the Downs brothers, Frank S ned 


Ward J., and E. F. Guertin, formerly of Guertin and 
Banforth, Philadelphia Mr. Guertin is one 
experienced men since he was at 
officially with the Union Ribbon & 
Company and later partner in the firm f Guertin & 
Banforth. 


earbon 


connected 


H. W 
facturing 
Toronto, 


Rotherick of the Newton-Rotherick Mann 


Company, returned some weeks 


where his company had a most interesting 


sxhibit of its well known goods at the Toronto Pus 
ness Show. 
. > * 
Rochester, N. Y. 
The American Ribbon & Carbon Company f this 
eity has recently issued a very attractive little cata 
logue of its goods, the well-known ‘‘Arco”’’ line of 


papers The booklet 


describes 


typewriter ribbons and carbon 


itself deals with carbon papers and an insert 


the company's lines of ribbons 
>. * > 
Utica, N. Y. 
Among last month's incorporations is that of the 
Utica Carbon & Wax Paper Company, Inc., who will 
manufacture, as the name indicates, carbon and wax 


papers. The company was incorporated at $25.000 by 


I. R. Gardinier, Utiea; R. A. Willard, Buffalo, and 
F. A. Kaletey, New York. 
SOME INTERESTING FOREIGN PUBLICATIONS. 


GUATEMALA, C. A. 

Guia Oficial (Guatemala) May.—‘‘The Official Guide’’ 
to Central American Editor Valero Puifol. 
The booklet designated on 4 most attractive cover ‘‘Vol 
Number 113,’" is a veritable 
regard to railroad, steamship, and 
rulations, and contains, 
number of pithy and 
tributions ¢« practically the whole range of sub- 
jects which might be of value to the mode 
f bread interests There are several pages of well 
matter and get-up the 
excellent publicatior 


commerce 





informa 
postal 
a sur- 


ume 10, mine of 
tion 
schedules and reg 
prisingly large 


with 
besides, 
instructive con- 
vering 
rn business 
man ¢ 
written English In subject 
Guia Oficial is a most 


* 7 
ITALY. 
L'Impresa Moderna (Milan) March.—This 
tins anot r arti in the series on telegt I les. 
The section devoted to new devices is particularly full 
this number The department headed Commercial 
Correspondence’’ continues to contair Ipful sugges- 
tions fi ndl iles by mai Parti f 
wte is tl irticle on ‘‘Creating Sales for Office Ma- 
chines.’’ L’Impresa Moderna has been choosing from 
a wide range of foreign and domestic advertising good 
examples of publicity work and this issue nt s an 


irticles pertaining to 


manufacturing 














OCO 


ENVELOPE 
SEALER | 











“Built for Service” | 





THE START | 


Not a “Perhaps”— 
but a “Positive” Sealer 


The ROCO will seal large, thick or thin 
envelopes equally well. Just slide the 
envelope over the top with one for- 
ward motion and it is sealed. Slot 
closes automatically, making a flat sur 
SPEED OF ONE A SECOND EASILY 
POSSIBLE. 


Nothing to get out of order 


Size 10x7 inches 


PRICE $10.% 


PORTABLE 
EFFICIENT 
DURABLE 


ALWAYS READY FOR USE 


A complete departure from any other 
Sealer on the market. 





THE FINISH 





It costs you nothing to make us prove 


our claims. Simply send us word. 


DEALERS! ten that your 


salesman can sell from four to six machines 


ad Ly é s there is practi lly no competition 
for a Sealer at this price. 

Write at once for descriptive matter and 
dealers’ price of the easiest selling 4 


you have ever handled. 











G. E. STIMPSON CO. 


Worcester, Mass. 
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AFFIXER 


MODEL E. 


PRICE $15 





Not an Experiment 


but a practical stamp affixer of 
simple construction, the un- 
qualified superiority of which 
has earned for it the title of the 


Best Hand 


Stamp Affixer 
On the Market 


VALUABLE FEATURES 


HIGHEST IN EFFICIENCY 

Because it is mechanically perfect. 
LIGHTEST IN WEIGHT 

Because it weighs only 13 ounces. 
MOST PRACTICAI 

Because it stamps letters and packages. 
ABSOLUTELY RELIABLE P 

Becauseit has no delicately adjusted parts. 
EXTREMELY SIMPLE 

Because it has only 3 moving parts. 
SPEEDY 

Because it can maintain a speed of 100 per 

minute. 
UNBREAKABLE 

Because itis built of aluminum. 
PROTECTS THE EMPLOYER 

ecause it delivers a moist stamp. 

PROTECTS THE EMPLOYEE 


Because it removes temptation 


WE vant su ful general agents to 
represent us in territory still open. 


that possess requi- 
] 


site experience and capital to operate 
age! Big money will be made by men 
Of ty wh ucceed in securing an 
“agen Give full details as to references 
and I 1 first letter. 


Standard Stamp Affixer Co. 


SOMERVILLE, MASS. 


| 


LPPLI 


DUPLICATING 


ANCES 







fa) 





(By Special Correspondence.) 


Boston, Mass 


\ £25 000 rporation has 


Buffalo, N. Y 


J I. OCall n i¢ y 
the We Elect ( 1s 
s h the Duplicator Mar g ( y 8 
pres ive n Buffal Mi ore ] 
ter f usual ability 
v sful in h new pos 
Chicago, Ill 
Morga I Ballou, sales manage f the Duy iting 
Manufacturing Company eports having ently 
equipped the fourth wholesale gro vy concern in Sioux 
City, Iowa wit! his machine f departme lex 
work and has also appointed Mr Wm Davis s local 
representative Mr Davis is i the ebuilt typewriter 
bus ss nd als ndles 1 I f yt t 
Ities His son M1 W I Davis will v 
s » t I Duplicator \ present pros 
1 s »%k exceptionally g x 
gn ine t i ter 
Memphis, Tenn. 
The Printograph Sales Company ind the Busing 
Phonograph Sales Company have moved from 79 Monr 
large l ters a 16 Falls building 
* * * 
I Dupl M: f g npany hav 
pI 1 Abraha Greens f the Bus 3s 
PI graph Sa Company M rent s 
1 repres tive Mr ( enspal is a hus nd 
ex] I | Tic SVs I il d s YT ly 
apt equire! Ss f Du M 
icturing ¢ | \ Me ‘ } 
Duplica il f 
talled 
Reading, Pa. 
tH ( Shaaber has o} tt 
g 115 Nort! Fif s I ling I Vi 
s has lready secured sey g s 
zg l | ninent machir g t D 
( gra ng and pu g M 
( ( Wer! ke flice « 
g pos to dl +} \ 
San Francisco, Cal 
M ( nag g 
} t Tr ( 
: 
S r-I Ss ( 
N styl Sar s 
£ la n Ss Ss 
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S Frat 
S ( 
Washington, D. C 
g. we 3 t M 
zg D l j 
Toronto, O 
N te ( 
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New York. N Y¥ 
D. I 
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TYPEWRITER SALEMAN 


G. 8. D 


TRANSFERRED 


oa 


ui 

















“I Want 
Some More” 


—Oliver Twist 


This natural remark from a sat- 


isfied consumer creates no little 


surprise. 


You will be surprised to see 
how many of your customers will 
say ‘I want some more,” after 
giving BUCKSKIN and DAISY 
BRANDS of RIBBONS and 
CARBONS a trial. 








The kind of trade you like to 
hold are the people who insist on 
QUALITY and know it when they 
see it, always calling for 


Buckskin and 
Daisy Ribbons 
and Carbons 


They know the business getting 
value of neat attractive letters and 
the advantages of clear and distinct 
carbon copies. 

Pleasing this trade means suc- 


increased sales and _ profits 


CeSS, 
to you. 


Satisfy yourself on these points 
before placing an order. A _ post- 
card will bring you free liberal sam- 
ples and our most attractive illus- 
trated catalog, just from the press. 

Our dealers proposition will prove 


most interesting. Write today. 


Neely & Peacock Co. 


116-122 West Illinois Street 
Chicago 
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TURTON’S 
“SPRING CUSHION” 
TYPEWRITER FEET 





—do not deteriorate with age, being a strictly 
mechanical device; each ‘“‘foot’’ comprising 9 dis- 
tinctive parts; made with the same mechanical 
accuracy that is employed in the manufacture of 
the typewriter—conforming with the exact require- 
ments of each make and model, attached securely to 
the machine becoming a permanent and vital part 
of it, giving continued service as long as the ma- 
chine lasts. 


They cost a little more, but they do 
much more and keep on doing it. 


DEALERS 


when you supply your customer with an article 
that gives continued service it means continued 
trade. (Read that again.) 

Table Sets $2.00 Desk Sets $3.00 


Mailed on 10 days trial 


C. M. TURTON 


417 S. Dearborn St. CHICAGO 

















United States Bank-Notes and 
“K.B.” Blanks Are ona Par 


so far as workmanship can go to give 
the stamp of quality to securities. 
They are steel engraved like a bank- 
note. They look like money. They 
feel like money. Crisp currency— 
that’s the idea! The only line of 
steel engraved blanks on the market. 
Do not confound them with other 
or lithographed blanks. This propo- 
sition should appeal to stationers 
and printers. Samples and prices on 
application, 


Kihno Brothers Bank-Note Engravers 
99-103 Beekman Street New York 








AGENTS 
WANTED 


In every business office 
there is some sort of a list 
of names that is addressed 
at regular intervals. 


Every business office would 
buy an addressing machine 
if addressing machines 
didn’t cost so much money. 


We have just perfected a 
$35.00 addressing machine 
that will address 1,500 en- 
velopes, circulars, etc., per 
hour. 


If you have an office appli- 
ance trade, we would like 
to give you the agency for 
this little $35.00 machine. 


If you are interested, write 
to The Elliott Addressing 
Machine Co., Cambridge, 
Mass., for further details. 




















Reynolds 
Envelope Sealer 





Patented in all countries. Seals 
alli sizes without adjustment. 


We Set the Pace 
— Others Follow 


The clean, rapid and efficient work of this 
marvel of simplicity wins the admiration of every- 
one who sees it operate. When it was put on the 
market in 1910, it was the first machine to success- 
fully seal envelopes. Frequent attempts to imitate 
prove the truth of this statement. It is also an ad- 
mission that the Reynolds is superior to all other. 

Price Hand Machine (5000 per hour) $35.00. 
Price Electric Machi" » (12000 per hour) $125.00 


WHAT OTHERS SAY 


We consider the Reynolds the best machine on the 
market. It paid for itself the first month we had it. 
Pittsburgh Gage & Supply Co., Pittsburgh, Pa., U.S.A. 

It is fool proof and can be run by anybody who 
knows enough to manipulate a clothes wringer. Our 
only regret is that we did not know about it sooner. 

Anti-Saloon League, Baltimore, Md., U.S.A 

We use them in all our offices and have never had 
Ly out oforder. We have tried nearly all the seal- 
ers the country and yours is the only one that has 
given us satisfaction. 

American Adjusting Association, Cincinnati, O., U.8.A 


H. J. REYNOLDS & CO. 
157 North State St., Chicago, U.S.A. 


DEALERS: Some territory still open for live agents. 
Send for proposition and booklet with names of 1000 
prominent users. 














(By Special Correspondence.) 


Chicago, Ill. 

The Felt & Tarrant Manufacturing Company, man 
ufacturers of the Comptometer, have taken offices on 
the ground floor of the Otis building at La Salle and 
Madison streets rhe offices front upon La Salle street 

. - . 

John Underwood & Co. have opened offices for the 
sale of their adding machines in the new Westminster 
building on Dearborn street. 

7 . + 

A. S. Johnston, a well known office equipment ma 
has gone to the Pacific Coast in the interests of the 
Adding Machine Division of the American Can Com- 
pany. While on the Pacific Coast Mr. Johnston will 
appoint agents for the sale of the company’s new port- 
able adding machine. 

Chicago, Ill. 

Irving Stanton, formerly a salesman for the Barrett 
Addiag Machine Company, has accepted a_ position 
upon the selling staff of Mead & Wheeler, the well- 
known office appliances and furniture specialty house 

Cleveland, Ohio. 

W. J. Peck, general sales manager of the Barrett 
Adding Machine Company, visited the Cleveland office 
recently on a trip of inspection 

> a 
Detroit, Mich. 

The Burroughs Adding Machine Company recently 
entertained a number of foreign visitors to their fa 
tory at a dinner given in honor of the gentlemen from 
abroad. A photograph of the group is reproduced else 
where in this issue of Office Appliances. 

Harrisburg, Pa. 

The Elliott-Fisher Company has recently sent out 
its annual vacation notice, stating that the factories, 
sales offices and general offices will be closed on Fri- 





day night, June 27, for the second annual Efficiency 


Vacation of the company’s employes. The vacation 
will continue from Friday night, June 27, to Monday 
morning, July 14. Notwithstanding this, emergency 
orders for new equipment, supplies and repairs will! 
be cared for during this time the same as at other 


periods of the year. 
Indianapolis, Ind, 

Wilbur Robinson, the speed expert of the Dalton 
adding machine and creator of the Dalton touch sys 
tem of adding machine operation, has been made sales 
manager of the Indianapolis branch of the Dalton 
Adding Machine Company. Not long after his appoint 
ment Mr. Robinson married a young lady of Indian- 
apolis, thus proving that blessings do not always come 
singly. Further mention of this wedding will be found 
elsewhere in this number of Office Appliances. 


Louisville, Ky. 

Alexander J. Conen has just been granted a patent 
upon a new portable adding machine. The device is 
said to be very small and easily operated. 

Philadelphia, Pa, 

The salesmen and sales managers of the Barrett 
Adding Machine Company recently gathered at the 
headquarters of the company where they held their 
first convention, which was such a success and proved 
so interesting and profitable that like conventions will 
be held annually hereafter. Topics of interest wer 
talked over, the work including demonstrations of the 
Barrett adding machine and a thorough resume of tl 
right sort of selling talk with which to present tl! 
merits of the Barrett machines, both as a first 
sition to a new customer and in competition with other 
adding machines. 

Winnipeg, Manitoba. 

oO. H. Pieres formerly Winnipeg manager for the 
Barrett Adding Machine Company, and who was, it is 
said, very successful in that position, has joined the 
forces of the Modern Office Appliances Company, R 
agents at Winnipeg 


The Winnipeg office of the Remington Type vrite 
Company have recently taken another salesman 
person of H. ¢ Bedison, who will cover the P 
Albert territory Mr. Bedison is an old hand at 
game, having wroked for the Remington in Kansas 
City way back in the days of Mr. Thornton 
of the sales superintendents of the Remington Li 
was only a boy of 18 in those days, but he was 
producer just the same, and incidentally a crack type- 


writer operator 
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while you talk or 
customers. 


I’m the original 


and a mighty good article to handle. 
made and guaranteed by the 


Galesburg Writing Machine Co. 
Galesburg, III. 


and I sell for $2.50 and $3.50 


Better write for discounts 





Let me hold 
your telephone/ 


while 
you're selling me to your 


‘‘Chicago Telephone Holder”’ 


157 



















sharpen. 





quickly. 





of the wrist.” 


I’m 














Permanent — The cutting 
is done with 39 knives in- 
stead of one—these are allon 
one disk which is tempered 
so that they do not get dull 


Dust - Proof Chamber — 
Tocatch shavings and dust. 
Easily removed by a “twist 


The Webster Improved 
Pencil Sharpener 

is easily sold because you can so easily show its exclus- 
ive advantages of fewest parts, durability—light action 
and quickness. 

It is more profitable to you because it sells easily—it 
gives better service to your customers than any other 
sharpener they can buy. 


F. S. Webster Co., 338 Congress St., Boston, Mass. 


A Square Deal for the Dealer 


Actual sales prove the superiority of the 
Webster Improved Pencil Sharpener. 
People want it when they see it, because: 


Simple—Absolutely noth- 
ing to get out of order— 
least turns of handle to 





























$10: olden Gem 
sa Machine 


The GOLDEN GEM 


A Standard Adding 410” 
Machine for only.. - 


ADDS — MULTIPLIES — SUBTRACTS 


Not an Experiment. Over 60,000 in Use. 
Mostly Sold Through Recommendation. 


> and convenient, and will 


The Golden Gem is accurat 
do the work of ‘the average b usiness man as satisfac- 
torily as a high-priced machine. It has a capacity of 
seven to nine lumns—carries and resets to zero auto- 
matics ally hes totals always in sight—dustproof— 
simple. 

It is portable. You can us¢ at your desk, on the 
road, or wherever else you may be 

The Golden Gem is very compact has a highly 
nickeled finish — made of best materials — supplies in 
pebbled morocco leather case tor only $10.00. 

A Money Maker for Dealers 

The Golden Gem is a ready seller. Add this profit- 

able article to your line of office supplies. Write for 


particulars 
Address O. A. GANCHER 
Automatic Adding Machine Co. 

148 Duane St. New York 
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PPROUDFITS 


'FOR EVERY LOOSE 
LEAF PURPOSE 


Inch 
quarter binding. 


No posts or thongs. 
and one 


Absolutely flat opening. Un- 


limited expansion. 





Proudfit Spring Back Current 
Binder open, ready for use. 
Note flat opening and nar- 
row binding margin. 


Poeure 


RAND RAPIDS, MICH., 
BRANCHES IN ALL LARGE CITIES 




















The Typewriter Paper 
YOU Should Sell 


DO YOU? 











THE Greir Typewriter Papers are 

made for the best trade. They 
are made so good that they will se- 
cure trade for you, and HOLD it. 
The few pennies this line might cost 
you, above some other papers, is 
more than overcome by your re- 
duced selling cost. 


That is the test of real value of 
merchandise, to a dealer. 


We want every dealer who is work- 
ing to sell his trade better goods, 
to write for our sample book. 


Greir Typewriter Paper Company 


1213 Arch Street 
PHILADELPHIA 

















OFFICE APPLIANCES 


June, 1913. 























“We want you to 
realize that no 
single trade or in- 
dustry has any 
monopoly on _ the 


benefits of the Dic- 


taphone. It is just 
as valuable to the 
two-typewriter 
office as it is to the 
200-typewriter 
office—for it not 
only doubles the 
efficiency of the 
typist, but it con- 
serves the time and 
facilitates the work 
of her employer, 
and you know that 
thesmaller the busi- 
ness the larger is 
the ratio of work 
that falls on the em- 
ployer’s shoulders.” 


From ‘Dictaphone Dollars’’ 
a free book you ought to 
have. 


TAE DICTAPAVNE 


104 Tribune Building 
NEW YORK 


(Columbla Graphophone Company, Sole 
Distributors.) 


Branches in allithe principal cities. 
















There is a value not to be under- 
estimated in building a business 
with goods of your own imprint 
and brand. Prominent dealers in 
all parts of the country attribute a 
large measure of their success to 
having their goods sold under their 
private brands. 


In the ribbon and carbon field 
this advantage is plain. There are 
so many cheap grades on the mar- 
ket that when a man gets hold of a 
ribbon or a box of carbon paper 
which gives satisfactory service he 
wants to know where he can get 
more of the same kind. That 
means repeat orders 

Goods made by the U. Type- 
writer Ribbon Mfg Co a up un- 
der your own brand, will bring you 
repeat orders. They are made up 
to a standard which will satisfy the 
most particular customer you have. 
And if your ribbon and carbon de- 








m partment is booming it will influ- 


ence and accelerate the sale of 
i~ every article you carry. 


ae » The first step toward this 


proposition is for you 
to write for samples. 





——— =~ There is no time 
RS Cn = like the pres- 


 ERAWE Cw, ent,so do it 
Rb ee eae 
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(By Special Correspondence.) 


Akron, Ohio. 


On May it the Akron Typewriter Exchange moved 
from their ld quarters at 436 Second National Bank 
Building to a ground floor location at 37 South Main 
Street, where they will be in position to take care of an 
increasing business to the best possible advantage. The 
new store is located on the principal street of Akron 
in the | rt of the retail district The company will 
continue to carry a complete line of rebuilt typewriters, 
ribbons, carbon papers and al other typewrite icces 
sories 


Augusta, Ga. 


I J. Henry, the veteran Remington typewriter rep 

resentative in this city, is recovering nicely from a 
. 

recent attack of appendicitis. For a while his condition 


was critical 
Bloomington, Il. 


Ek. E. Reynolds, formerly head stenographer of the 
South West National Bank of Commerce in Kansas City 
has taken charge of the Bloomington territo oe? the 
Peoria office of the Remington Typewriter Company, 
and is making an excellent showing without I pre 


vious selling experience 
Boston, Mass, 

Db. W Estabrook, who has been a member of the 
city sales division of the Oliver Typewriter Company, 
has taken the Eastern Massachusetts territory where he 
will have charge of the organization and development 
of the local agency division 

. 

Barney Mulloy of the Oliver Typewriter Company 
service department is one of the best amateur pitchers 
in Boston baseball circles He pitched the Oliver team 
to victory onsistently last season and may e expected 
to repeat this year, 

Cedar Rapids, Iowa. 
H. |} rripp, one of the Remington typewriter workers 


under thei Des Moines office has been appointed to 
th istt I gership of tl Remingtor f 
this y 


Charlotte, N. C. 


There has been some shifting and promoting the 
territory f the Remington typewriter branch office at 
Charlotte I ( Brawn, who has had charge f the 
Charleston sub-office since May 1, 1912 as taken 

harge of Greenville and Spartant t tory 
His successor in Charleston is 1 I MacLeod 
|} has had a long typewriter experience 


Chicago, Il, 


A H. Post, formerly of St. Louis 1 as 
The rypewriter Doctor now located . at 164 West 
Washington ebuilding typewriters and repairing ma 
chines; also supplying the trade with rel ts, reé ts 

| business getting better every day 
* * «¢ 

Edw I. Goldblatt, who recently joined the s 
of the R il Typewriter Company ender first 
month's service on May 20, with sales ‘ dred 
id twotr ! es to his credit 

Cincinnati, Ohio 

Francis I MeDonald has just closed t t for 
the Oliv gency in Portsmouth, O i fut 
he will k after the ever increasing business f this 
company n this ustling southern Ohio tow Mr Mi 

| Donald is stranger to the Olive 
usit ber of t 
ov t Printyy H y 
brig bu 
and 
> 

I 1. MeDe t ver 

! W l ! tl 
Oliv fl ney M ta 
button hel; him to make sales, fé W tells his 
p t t tl ly t : 

i wive p without any f 





Columbus, Ohio, 
rhe ¢ n s office of the Remingtor ‘ f the 


i ‘ r I tion 
| 
| 
| I > 
Ren etor ffices which have just expa They 
moved onth into new and larger juarte at 51 
BR East G Street This Columbus office : ated 
P ‘ 
# 


nd be tifully decorated with plent f I for 
rery 
7 > . * 

W Hf. Hubbard, an old typewriter mat is joined 
the sales force of the Remington typewriter Columbus 
office, and will travel in a country territor Mr. Hub 
bard is another man who takes to the three machine 


idea, plus the Wahl. 
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Just received a very large and choice lot 
of L. C. Smith’s, offering them at special 


summer prices. Place your orders early 


We have a fine assortment 
of all makes 


Typewriters in the rough, guaranteed complete as 
to parts and in good running conditi 


Send for Price Lists 


YOUNG T. W. CO., 62 W. Madison St., CHICAGO 

















UNDERWOOD STYLE'O BINDER 


Complete Line of 











Loose Leaf Devices 





Forms and Metal Parts 





Send for Catalogue 
For the Trade Only 





Underwood Mfg. Co., cincinnati, Ohio 














OUR SPECIALTY 





Engraved or printed. 

For the wall. 

For the desk under glass. 

In cabinets for the tack system. 

On cloth on three-ply veneer basswood: 





MAPS 


3" and silent der 


Maps with special proportions to 
any business requirement Rack 
maps, cabinets for maps, tacks and all 


read how to keep track with maps and ta om essortes for the map and tack tem 
business according to geographical location. , . 
Write us concerning your 


Attractive Terms to Dealers. individual needs. 


JOHN W. ILIFF & COMPANY, wensiscturers, CHICAGO, ILL. 











AZORA 
Air Cushions 


For Typewriter Feet 


Stop the racket. Save the machine. Reduce repair bills. 
High grade live rubber. Big proposition for agents. 








ACTUAL SIZE VACUUM CAVITIES 


Buy at Factory Prices Direct from Manufacturer 


AZORA RUBBER CO. 171 N. Green Street, CHICAGO 
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THE “SATELLITE” TYPEWRITER STAND 


DEALERS 


There Are Big Profits 


in This Business for You 


As an illustration, The Larkin Company, 
of Buffalo, —, their initial order for 
only two “Satellite” stands. A few 
months later they placed orders for nine. 
In another month or two they ordered 100. 
They are now using 282 “Satellite” stands. 


THE REASON 


The “SATELLITE” Adjust- 
able Stand increases the effi- 
ciency of typewriter and 
operator 100 per cent. 


A typewriter on a “Satellite” stand can Me 
placed in position best suited to the o 

ator. The stands can be easily mov at 
will to get the best results from lighting 
and other conditions. When the machine 
is not in use it can be pushed aside, thus 
allowing use of all parts of the desk for 
other purposes. 


The “Satellite” A m greg Stands are 
made of metal and are practically in- 
destructible. 


We make strong claims for the “Satellite,” 
but we can prove them. We know what 
it willdo. The stands have been demon- 
strated in thousands of offices and have 
made good every claim. Many of the 
largest concerns in the country have 
placed trial orders for “Satellite” stands 
and followed them with repeat orders for 
larger quantities, just as the Larkin 


Company did. 
Any dealer who will take hold 
of this line and push it intelli- 
gently and vigorously will find 
this one of the best sellers 
and profit makers he has ever 
handled. 


WRITE FOR OUR PROPOSITION 


Adjustable Table Co. 


Grand Rapids, Mich.,U.S.A. 


Mt. Vernon Ave. & G.R. & LR.R. | 
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Business Promotion Through Trade 
Press Efficiency 


is to be the keynote of the most notable gathering of technical, class and trade journal editors and pub- 
lishers ever held in America. No live manufacturer, sales manager, advertisirg man, trade paper editor or 
publisher can afford to overlook the 


Eighth Annual Convention of the Federation of Trade Press Associations 
in the United States at the Hotel Astor, New York, Sept. 18, 19, 20, 1913 


Two sessions will be held daily. ‘There will be editorial, circulation, advertising and publishing symposiums 
under competent leaders. Many of the leading editors, business managers, buyers and sellers of advertising, 
and authorities on modern merchandising methods will take part. On Friday afternoon, September 19, there 
will be a mass meeting with addresses by representative business and professional men, on subjects of timely 
interest to editors, publishers and advertisers. Distinguished guests and worth-while speakers will be at 
the annual banquet. which will be made a memorable social occasion. No matter what may be your con- 
nection with the trade journal field, if you are interested in the idea of business promotion through trade 
press efficiency, if you believe in business papers for business men, you wil] be welcome at all sessions. 


Full information may be cbtained from The Committee of Arrangements 
WM. H. UKERS, Chairman, 79 Wall Street, New York 


The Federation of Trade Press Associations in the United States 
President Secy.-Treas. Vice-President 
H. M. SwetLanp, New York Epwin C. JoHNSTON, New York E. C. Hoe, Chicago 








IN and OUT 


A* indispensable tabulator for office use. This 
sign shows whether an office man has left the 
place or is somewhere in the building. Especially 
useful for large offices and offices in large factories. 
Salesmen on the floor of wholesale houses. Keep- 
ing track of delivery wagons, etc. Made of oak, 
and polished, with names on brass plates in black 
letters. Several hundred in use. 


Satisfaction Guaranteed 
IN & OUT SIGN COMPANY 
PORT CHESTER, N. Y. 


Reliable Agents and Brokers Wanted 





Size 15 in. x26 in. 


















PNEUMATIC CUSHION KEYS 


FOR 


TYPEWRITERS AND ADDING MACHINES 


Prevent errors, sore 
fingers and split 
nails, relieve strain 
on eyes, dispel fa- 
tigue, save repairs 
and increase speed. 
Put on with the fin- 
gers, no tools re- 
quired. Made of 
either black or white 
rubber. 











A Keyboard 
Equipped with 
Cushion Keys. 

Gives Comfort, ay 5 J. 4-5 yeeros 


Speed, Delight » ee ha da de on on ee 
and Ease. ee | 


Single Keyboard Sets $3.50. Double Keyboards $5.00. 
Adding Machine Sets (8 columns) $5.00. 


If not at your dealer’s, write us for set on trial. 


IMPERIAL MANUFACTURING CO., 222)Scr‘e> Newark, N. J. 


Py Ea) Pia fs 


| ae ae | 
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Concord, N. H. 

Charles F. Nichols & Son are pushing the Oliver 
most enthusiastically in this city, co-operating with 
H. A. Bidwell, traveling in southeastern New Hamp- 
shire. Mr, Nichols, Jr., is giving his personal atten 
tion to the Oliver agency, which promises to become 
one of the most active and profitable departments of 
their stationery and printing business 

Denver, Colo. 

There are two additions to the Remington type 
writer selling force in Denver. P. R. Lynch, form 
of the Remington office in Wichita, Kan., takes charge 
of the sub-office of the Remington at Pueblo under 
Denver. F,. T. Barnes has taken charge of the western 
slope territory with headquarters and sub-office at 
Grand Junction 





Detroit, Mich. 
H. J. Pollock has joined the forces of the Remington 


branch in Detroit as Remington-Wahl specialist Mr 
Pollock, by the way, is one of the first men who took 
up special work on the Wahl. He sold Remington 
Adding and Substracting typewriters in New York and 
later in Philadelphia, and in both cities made a good 
record. 


East Orange, N. J. 

The Hammond typewriter lost, in the death of Mark 
W. Hatch on April 30, a valuable New York repr 
sentative Mr. Hatch, who was forty-nine years old 
passed away at his home, 166 North Nineteenth st 
His widow and two children survive him 

Farmington, N. H. 

Frank L. Bean, one of Farmington’s leading bus 
ness men, has acquired the Oliver agency which, wit) 
the assistance of Traveler Bidwell, he is handling most 
successfully rhe Oliver interests in Farmington could 
not be in better hands. 

Louisville, Ky. 

w. W Yerkes, the Remington manager her¢ has 

just returned from New York 


Mexico City, Mex. 

J. R. Stanford, manager of the Remington typewrite: 
office in Mexico City, has just advanced to the 25-year 
group of the Remington Roll of Honor. He is one of 
the typewriter veterans who is still youthful in heart 
and spirit Mr. Stanford’s typewriter birthday is Fel 
ruary 16, 1888, the day he began work as a salesman 
under W. T. Crenshaw, then the Remington dealer for 
Georgia, Alabama, Florida and South Carolina At 
that time the No. 2 Remington was the current model 
and it was only in the 23,000 series. One of Mr. Stan 
ford’s* first sales was a No. 2 to Mr. Will N. Harben 
the well-known novelist, and it was on this machine 
that Mr. Harben wrote his first complete novel, ‘‘White 
Maria.’’ Mr. Stanford believes that Mr. Harben is stil 
using the same typewriter. 

New York, N. Y. 

The building at 300 Broadway has been secured by 
the Monarch Typewriter Co. on a lease extending 
two years from May 1. 

> . >. 

The New York City office of the Hammond Type 
writer Company, for many years at 171 Broadway, is 
been moved to 261 Broadway, in the midst of the typ« 
writer district 

Ottawa, Ill. 


F. J. Laing, who was recently a salesman for the 
International Harvester Company and formerly a Rem 
ington typewriter salesman under their Des Moines 
office, has re-entered the Remington fold He will 
have charge of the Ottawa territory under their branc! 


in Peoria 


Philadelphia, Pa. 


F. J. Strobe a former Remington man, has 
enlisted under the banner of the Red Seal, and is eov 
ering an important Philadelphia territory for the 
Remington people Mr Strobel is a seasoned 
writer man, who has a splendid chan peat 
good past work 

. * . 

J. C. Graff, a former Remington man, has ret d 
to the Philadelphia office of the Remington t take 
charge of their supply Department Mr. Graff, who 
was with the Remington people in Philadelphia 


several years, has had experience in this departm: 
and excellent results should follow from his efforts 
San Francisco, Cal. 


The San Francisco branch of the Underwood Typ 


writer Co. is now settled in its new location in t 
Crocker estate building on Market street, I ] 
tion makes this the most conspicuous typewriter estab 
lishment in the city. It has a floor space of 25 by 105 


feet, is finely lighted and the broad expanse of Market 


street show window affords unsurpassed opportunity for 


display, while the interior is a model of elegant and 
business-like furnishing. 
. . > 
J. E. Sheehan, formerly in the office appliance de 
partment of the Isaac Upham Co., is now with the 
Underwood Typewriter Company. 
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“The Same as 
Last Time” 


How often you have heard a cus- 
tomer use the phrase. It has 
revealed to you as a dealer who 
thinks, and does not merely hand 
out goods automatically, a pecu- 
liar mental trait. Most of your 
ribbon and carbon customers 
have no hard and fast prefer- 
ence as to brand. As long as 
they are satisfied they will ask 
for the “‘same as last time.”’ 
However, once they get some- 
thing which does not satisfy, the 
chances are, nine out of ten, they 
will not again come back to your 


store. 





Ribbons and 
Carbon Papers 


have demonstrated beyond the 
shadow of a doubt that they sat- 
isfy and, hence, bring repeated 
re-orders. 

Just as certain is it that our 
props sition to dealers will be 
highly satisfactory to you, pro- 
vided you are among that small 
yet rapidly decreasing number of 
dealers who supply trade not yet 
thoroughly acquainted with 
Du-Ra-Bul quality 

To prove that our proposition is 
one which possesses possibilities 
for you, we'll submit to the sure 
test of your knowledge of type- 
writer ribbons and carbon papers 
some samples of our products and 
also our co-operative sales terms. 
to drop us a line 


[will pay you 


Republic -Dodge 
Mfg. Co. 


Pearl and Prospect Streets 
BROOKLYN, N. Y. 


Ever had 
your show 
window 
blown in 
like this? 


Petz Metal 
Store Front 
Construction 
prevents this. 
Has prevented 
it many times. 
Petz bars hold plate glass up to wind storms—they’ve been tested by an 
86-mile-an-hour gale and made good 

This is the strongest metal store front bar made—it has a steel back- 
bone. It grips the glass tightly but without clamping metal to glass, so 
there is no danger from cracking. It is neat and compact. 

Saves hundreds of dollars in plate glass every year just because it’s 
rigid—unbending. 

See illustrations of differe tyles in catalogue B. Write for it now. 

Plate dens deaious and contractors sell Petz Bars. 


Detroit Show Case Co. 


486 WEST FORT ST. : : DETROIT, MICH. 











THE! 
Handy Baling Press 


Simplest—Best—Made in Two Sizes. 
This Press Turns Waste Into Money. 
All Steel—No Danger From Fire. 


SIMPLEST — CHEAPEST — BEST 


Entirely open at top. 

Most convenient to fill. 

Best possible place to store waste pape! 
as it accumulates, or is gathered from waste 
baskets 

Besides revenue derived from sale of wast« 
paper, a Baling Press will reduce your fire 
risk and save valuable space. 





Write for terms and discounts 


The Handy Press Company, Inc. 


435 Ionia Ave., S. W., Grand Rapids, Mich., U.S.A 
































Drawing Inks, Blacks and Colors 
Eternal Writing ink 


9 Engrossing ink 
Photo Mounter Paste 
Drawing Board and Library Muollage 
Office Paste 
Liquid Paste 
Vegetable Giue, eto., eto. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Supplied to the 
Trade. Discounts and Trade Prices give good profits. 
Consumers, emancipate yourselves from the use of corrosive and 
ill-smelling inks and adhesives and adopt the Higgins’ Inks and 
Adhesives. They will be a revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto. 











"CHAS. M. HIGGINS & CO., Snore aanutctrers 
Main Office and Factory, Brooklyn, N. Y., U. S. A. New Yerk—Chicago—London 
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FEATURE THE 
GOODLINE CALENDARS 


Every man wants a calendar for his de sk and especi: ally 
having the memorandum feature. The *Service’’ Memo js 
n keeping with the finer things on 4 mans desk. The base 
is of Solid Brass with handsome brush finish, the pad of 
good quality paper. A nove! and exe lusive feature, and 
one that has attracted much attention, is the slot for 

the individual name, making the cale ndar dis- 

tnetly individual. A tab, ‘Insert your name _. 

here,”’ is inserted in the slot protected by 

celluloid Size of base 3}x6in.; Size of ~~ 
pad 3x4 in. The only Memo cal- | 
endar made having class. 

The Retail Price $1.00. 

The * Nifty" in assortments 

of all initials is a big seller. For 

gift purposes they are excellent; 

your customers will buy them by 

the dozens. The initial is hand etched 

rightintothe brass and these calendars 
may be had in all assortments 

The Retail Price 35c. 
The “Nifty,” plain, without the initia! 


feature is snethes exceptionally fine seller SOLID BRASS 
he Retail Price 25c. 


Write for special dealers’ proposition GOODLINE 


GOODLINE MFG. COQ, T2PHONE HOLDERS 
KENT, OHIO 


Address All Correpondence to Factory, - 














SGKu ss 


THE “SERVICE” 
MEMO DESK CALENDAR 


INITIAL 
GOODLINE 


THE “‘“NIPFTY" 


“ALL METAL" GUIDE CARDS 
NEW YORK BRANCH: 75 John Street 








Keen Competition Demands Modern Methods 


Dispense with wire baskets and trays 


The 








Bristow Radial Distributor 


Serves the purpose of many— 
occupies about the space of 
one. Made in special sizes for 


— purposes. Affords all 
e advantages of accurate, 


rapid and economical distribu- 
tion of papers. A ombination 
of facility and durability. 


Write for complete catalogue. 


FREDERICK BRISTOW 
East Orange New Jersey 


> 


a 














H. H. STEWART 


LOOSE LEAF 


- JEMISON 


FREDERICK J. WERNER & CO. 


“ANCHO 


MFG. CO. 





NEW YORK, U.S.A. 


WERNFACTUR" 


17 Battery Place. 
Cable Address, ** 


The only exporting house making a specialty of 


Office Furniture, Stationery 
and Supplies 


of all kinds for the Foreign Trade. Agents 
in all principal markets. Weare open for 
afew additional lines and invite corres- 
pondence of interested manufacturers 


Established 1910 


CINCINNATI, O., U.S. A. 


BINDERS, HOLDERS or 
METAL PARTS only 


Sectional and Solid Post, Center and End Lock; 
Ledger Transfers, with Metal Hinges; 
Current Ledgers, Steel Back; 

Ring Book; Prong; Price Book; 
Aluminum and Canvas Bound Holders. 

All our Devices are interchangeable with goods 
of Other Manufacturers. 














VIEW 


SECTIONAL 





Highest Grade 
Easiest Cleaned 


Absolutely Sanitary 


In Polished Bronze, Heavy Spun Brass and Fine 
CATALOG AND PRICES UPON REQUEST 


ESTABLISHE D 1890 


-CUSPIDOR MEG. CO., Inc. 


NEWARK, N. J 


Manufacturers of Quality 


CUSPIDORS 


Gray 


Iron 


rt Roy l Company g 
juarters at 404 M st t ind is ‘ z 
irge sto tl Ss don building facing I 
street, whe s al t three times tl spa tt 
old locatior Besides th 3) feet of w l x s 
on First street t is mnected with t ma ‘ 
leading to the vyators with a plate glass 
extending | k about if length of the st 
This gives mu light and adds greatly t g 
ippearance if 

* 

ID. Goldblat Royal Typew ‘ 
who had le f absence in the east f i i} 
months s \ ck on the coast ind has 
harg f Sa to branch of the business 

Scranton, Pa. 

r Retr gton typewriter manager \ I Ha 
made a 8s t | » the home offices of tl I V 
in New York ecently ind came back chuck f 
enthusiasm H makes some good 8s s 
Remington 

“a ea 

Mr. G. B. Tiffany of the Remington Scrant ftic 
has just returned to the fighting zone after al! 
tion for appendicitis While Mr. Tiffany was 
hungered for a sight of a prospect He would ve 
used his doctor for one if he had not sold hin 
writer just a little while before 

St. Joseph, Mo. 

R. ID. Small. formerly of the Remington typew 
office in Fort Dodge, Iowa, has been appointed 
managership of the sub-office of the Remingt 
writer, under their Kansas City branch, in this 

veteran 


pe writer 
St. Louis, Mo. 


until recently in the 


Mr. Small is 


United States 

















We want important firms to handle our 
ONION SKIN CARBON PAPERS and EAGLE BRAND 
RIBBONS in all countries. 


AMERICAN RIBBON & CARBON CO., ROCHESTER, N. Y., U. S. A. 














Frank P. St} i 
government employ on the Panama canal, is a N 
salesman at Remington St, Louis office An Zg . 
other qualifica s, Shedd is a fast operator 
erack demonstra 
Syracuse, N. Y. 
H, Gilsehe f Montreal office of the Ren g 
rypewrite ( ny vas called to Syracuse May 12 on 
account of s illness of his father 
. Ss 
rhe fi of he sea es l 
g tl I t (Chas Stout Mi 
h w ks gl Mr. S i 
fe une I vr WW l 
tT eve 
‘ 
Anders S vife f Goteborg 
n Syra s I yy 4 Mr Skog 
mobil I nt I bus ss 
Sweden N M Skog ho s 
nd office S P 
ks He g i Su I 
s ae ‘ S 
unt s M M Ss g s I S 
use by W I S nd S l 
business I BR vis 
raise Ss I y a 
United S t ding 
Ss. I Mor | vile | 
Ju \ s old n § ' 
Mr Pt g ! “ 3 
vhis gy | i ‘ 
¢ + ® 
\ \ J B I x 
itiv I Sy \ 
|} spending t M S I 
works * 
Free i s id rg f ti 7 
| Sr I ks i signed |} pos ] 
| 1] iv I ningto Cvypew ( 
n eX] * * * 
Ww I l \ ilia epresentative 
Smit « I Ss Cypewrite ( DI v } 
spending so ‘ n Syracuse the pas i 
guest f ¢ S gu M Fisher is a f si 
dent ir I IS93 he wel! Syd 
} nterest es Smit! Premier Compatr 
hold of the I ( Smith machine Speaking 
ness, M I s Australia it is Al t | 
vool l 1 tl was 1 | 
oO; I living s Is x 
\us i ig ff | s 8 
they a tis Ss! s s 
Ihe tv] ers d g 4 
] 
} duty 4/ s ed 
t ess f s \ 
Syd 
Tacoma, Wash 
( W f m R g 
S S \ sig ' 
E 
s firs V Mi } 3 
ve g H lis \r u 
sales ng s 5 
‘hx. ee = iH s glad t 1 \ 
[ ington agan sales = 











OFFICE \PPLIANCES 163 


CHARACTER IN LOOSE LEAF DEVICES 
is best exemplified by 


THE P. & M. STEEL LEDGER 


which has the greatest strength at the greatest 
expansion of all post ledgers, and 


THE SILVER CAP 


sectional post binder—the everlasting unbreak- 
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When selecting a staple ar- 


nee. 


ticle which you intend to han- 


dle extreme care must be ex- 


= 
= 
= 
> 
=" 
= 
‘= 
f= 
=f 
Sia 
=| 


ercised to secure goods that 
— able modern type. 
will satisfy your customers. 


The article should be subjected Liberal discounts to the trade for domestic 


use or export. 


to inspection and criticism as 


strict as you would use in buy- 





ing a house. 


INDELIBA 


RIBBONS 
and 
CARBONS 


are made to stand such tests. 





— 


Center Ave. and Monroe St. 
CHICAGO, U.S. A. 











The Plew & Motter Co., Inc., 


‘Pipa Manifold 








We welcome opportunities to 


demonstrate the merits of 





Indeliba quality. 
Indeliba Hard Finish Car- 


bor. Paper is made for partic- 


he Perfect Manifold Copy Paper 
Made from Pure Mitschfibre Superfine 


It is strictly Pure Mitschfibre, a cellulose 


ular trade. It is a favorite 


with progressive business men. - 
Japan Folio is our new sheet that we have 


Indeliba Mfg. Co. 





Indeliba Bichrome and Tri- 
chrome Ribbons are made in 
all standard colors, and for 
every make of machine. 

Indeliba goods run true to 
their respective grade. The 
colors are clear. All materials 
used measure up to a stand- 
ard above the ordinary. 

Write us for samples and 
price ;. Put our goods to the 


vest. 


Rochester, N. Y. 




















developed especially for use in making car- 
bon copies of letters. 


You have heretofore probably used french 
olio or railroad writing, both good papers, 
but not especially adapted to this particu- 
lar use. 


We used both in our own office and found 
from experience their short-comings. 


We began experimenting and kept on ex- 
perimenting until at last we found how 
to make the perfect carbon copy sheet 


JAPAN FOLIO, 


A trial of JAPAN FOLIO is the only thing that will 


convince you, and we are willing und the exy 
Fill out the attached coupon and Parcel Post will 
you enough to satisfy you our claims are honest 
Try JAPAN FOLIO once, and we won't havetot 
you again. 
Give us the one chance to pro things—then t 


own judge. 
We await the coupon. 


DETROIT SULPHITE PULP 
& PAPER CO. 


Makers of Papers of Strength 
DETROIT, MICH. 


fibre produced by our special chemical for- 
mula which invests it with the greatest 
strength producing and back-bone giving 
qualities known in the paper world. 

Exceptionally light weight, but. stiff 
enough to support itself upright in a verti- 
cal file. 


A specially rough texture on one side, 
takes the carbon perfectly—no blur—no 
mut—no rub-cff. 


Made in Gold, Blue, Pink and White, all 
pleasing colors to use. 


I 

1 Detroit Sulphite Palp & Paper Co. 

| Detroit, Mich. 

I Please send me test package of Japan Folio 
! advertised in February Office Appliances. Color 
I preferred.... oe ; 

! 

| 

l Name 

I 

Address TT ee pee 
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qualities 


guishable from letter received- 
in texture— 


For letter use, cut 8}x11—1 ream—500 sheets, 


Mann Yale Cylinder Lock Ledger 


Manufacturers of 


529 Market Street, 


NEW YORK BRANCH FACTORY 
105 Chambers Street 21 to 27 N. Sth St., Phila 





is made with particular care for just such purposes. 
-of light weight—will not wastefully fill up file—tough 
insuring good handling and long wearing qualities. “SHEN-KING” is also 
especially prepared for manifolding on the various billing and tabulating machines. 
This paper is already cut in reasonable and convenient sizes for your special purpose. 


May we mail you our booklet ‘“The Interchangeable Leaf Ledger’’? 


WILLIAM MANN COMPANY 


ielphia 


“SHEN-KING” 


(Registered U. S. Patent Office) 


Manifold Paper for Billing and Carbon Copies 


A carbon copy is required by most firms of every letter, telegram and message 
leaving their office. This copy, together with the letter to which it replies, is filed, 
and should be different in color from the letter, light in weight, but of wearable 


Mann’s “Shen - King” Manifold Paper 


Golden yellow in color—distin- 


40c. 


Please state sizes and quantities and how used, and allow us to send samples and prices. 


Manco Yale Book Lock 


COPYING BOOKS AND PAPERS 
. LOOSE LEAF DEVICES 


It will not obligate you. 


Uy 


Philadelphia 


COPYING PAPER MILLS 


Lambertville, N. J. 














Beach’s 


“COMMON 
SENSE” 


Travelers’ 
Expense Book 


The Cheapest and Best 
Books in the Market. 
Traveling Men, Book- 
Z keepers, Business Men 
all like them. 





“The Man They All Know”’ 
Samples Free Uvon Application. 





**l have used your books for several years, they are the 


best of the kind there is. "—ARTHUR BARLOW 


PRICES: 


Weekly Common Sense Expense Books, per 100... ... $2.00 

Monthly Common Sense Expense Books, per 100... ... 4.00 

Personal Expense Books, per 100.................. 4.00 
Liberal Discounts to Dealers. 


E. H. BEACH, Publisher 


DETROIT MICH., U.S.A. 











MONDAY 

















Sleeping Car, . . 


Street Car, . . 


Telegrams, Postage, Etc. 


Baggage Transfer, "Bus, Etc. 





Name..... ° chee conse oebes 
De sind dbgenwusaan 19 
ITEMS AMOUNT 
Hotel at..... 
Cash Fare from eeeeeeseceese 
- er eee racer 
, ane mere epee 
a ee 
Mileage Books, ‘ | 
Excess Baggage, . «. .« | 
1am e « «© « « 








i Expenses for the day, 




















STATIONERY *“Y 
SED 














oN. ee 
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(By Special Correspondente.) 


Baltimore, Md. 


The Fink-Guyes Company, stationers, 7 Nort How 
ard street, has gone into the hands of receivers The 
company owes its creditors for merchandise about $4,- 
000. The assets of the company are $11,774 But 
against this, it is stated, there are considerable loans 


to be paid off 
Brooklyn, N. Y. 


Under the name of the Ideal Stationery Company, a 
hew stationery store has been opened at 346 Fulton 
street. The New York office of the company is at 262 


Grand street 
Charleston, N. C. 
Four Charleston men are the incorporators of the 
Proctor Office Equipment Company, which recently be- 


gan business with a capital of $10,000 The company 
will sell office equipment. It was incorporated by B. E. 
Procter, Jr Cc F. Pool, Arthur B Hodges R a. 


Walsh and W. W. Williams. 
Chicago, Ill. 

A recent entrant into the stationery field is the H. E. 
North Company under the managership of H. E. North, 
who was formerly connected with the Kalamazoo Loose 
Leaf Binder Company. The firm will act as repre- 
sentative of the Kalamazoo line, and we extend to it 
every hope of success in its new store at 108 West 
Monroe street 

. . > 

Now that Thaddeus Davids & Company are quite 
well established in their new quarters at 18 West 
Kinzie street, the firm is in a position to do a bigger 
business than ever before The space at the new 
location is considerably larger than at the old Market 
Street quarters, since the firm occupies both the main 
floor and basement in this more favorable location 

. . . 

The Chicago trade will be interested to hear that 
Sarah Baldwin is the president and treasurer of the 
Baldwin Printing & Stationery Company, recently in- 
corporated at $10,000 The company will handle sta- 
tionery and do printing at 230 South La Salle street. 
Miss Baldwin was formerly connected with Keene & 


DeLange Co. and the Baldwin Stationery Co B. 8. 
Quackenbusch is vice-president of the new company 
and B. C. Davis, secretary 

. > . 


The sympathies of the trade are with Robert 8S. 
sreckenridge, of the Eaton, Crane & Pike Company’s 
staff, in the loss of his wife, who died on Saturday, 
May 10 
Denver, Colo. 
The trade will be glad to know that R. H. Jahncke, 
who was formerly connected with the Franklin Print- 


ing Company of Pueblo, Colo., has been made manager 


of i new stationery and office supplies department 
which the Rocky Mountain Bank Note Company, of 
Denver, have added to their business 

Philadelphia, Pa. 

Several weeks were spent in remodeling and improv 
ing the Fourth and Market streets store, which had 
been occupied by William R. Gordon However, the 
store is now open as a branch of the Schiff Brothers 
Stationery stores in Boston and Providence 

New York, N, Y. 

On Wednesday May 14, the National Blank Book 
Company lost from its New York branch one of the 
most valuable men on its staff, John T. Pixton Mr 


Pixton was forty-one years old His widow and a 


five-year-old daughter survive him 
San Francisco, Cal. 

rhe old firm of Cunningham, Curtiss & Welc! vhich 
some time ago was merged with the H. 8. Crocker Co., 
has filed application for voluntary dissolution, thus 
bringing its long and prominent career to a close 

e 6.4 

J. T. Gilmartin, manager of the H. S. Crocker Co., 

is in the Yosemite Valley this month on a vacation 
> > * 

Sanborn Vail & Co. have closed their branch in 
Portland Ore and are now covering that territory 
from the San Francisco headquarters. The stock from 
the store was shipped down here, and W. I. Vail, who 
had charge of the northern store is now making his 
home in this city 

> 7 > 

Patrick & Co. have added two new grades, No, 1 and 
No. 4, to the line of pencils sold under their private 
brand 























Cut Her Work 
In Half a 


—_———" 


x sn lila ‘ 

Your stenographer’s time 
is too valuable to spend dupli- 
cating letters. This work can 
be done just as well and 
twenty times faster by your 
office boy in his spare mo- 
ments with an 


UNDERWOOD 


Revolving Duplicator 


He can also take care of most of 
the work you now send out to a 
printer—circulars, announcements, 
office forms, bills, cards, etc. This 
means a big saving in any business. 

The Underwood Revolving Dupli- 
cator takes up no more room than 
a typewriter—it is neat, clean and 
almost noiseless. It does as good 
work as the big complicated power 
machines, at the rate of fifty perfect 
copies a minute. It will earn and 
save money for you every day. 

Sold free from license restrictions. 
Supplies can be bought anywhere. 


ay 







New 
Style 
Supplies 


New 
1913 
Models 


No. 4 Mode 


Write today for booklet 


Underwood Typewriter Co., Inc. 
Dept. B. Underwood Building, New York City 


Branches in all principal cities. 
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The ‘‘Irreducible Minimum?”’ in 
Production Cost is the big factor 
placed to your advantage in 


NEIDICH PROCESS 
CARBONS ans RIBBONS 


Unique methods produce superior 
cleanliness, durability, depth of color, 
and “Absolute Permanency’’—i. e., the 
finest qualities at the lowest prices. 


CANDO 


r 
- 
Ei) « 


Another factor: 
Promptness! 





sheet of carbon is backed by 
our Unreserved Guarantee. 


You have nothing to lose! 


Write us TODAY. We pledge you the 
attention YOUR CONFIDENCE commands, 


Neidich Process Co. 


Burlington, New Jersey 




















i 


ENSDERFER 
Typewriters 





BLIC 


Visible 
Writing 


Light 
Action 


Interchange- 
- able Type 


Back- 


Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 





SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 
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BANK, PYRAMID 


AND 


CUSHION PIN ROLLS 
CRESCENT BRASS & PIN CO. 


DETROIT, cantuaricnorta 








Whitney Fountain Pen No. 40, $3.00 


Here’s a self-filling fountain pen that will meet the The Whitney Self-Filling a (patented Oct. 10t h, 
varied, exacting writing requirements of any user. It’s as 1911) is used exclusively on Whitney Fountain Per 
ood as expert designing, modern machinery and the very It is convenient to use, quick acting, effective ood 
est materials and workmanship can make it. No fountain reliable. This feature and many others have made the 
en of other manufacture, can even distantly approach it Whitney the recognized standand of perfection, which it 
in point of writing perfection. represents today and accounts for its great demand and 
The Whitney is made right—it writes right—and use in all parts of the world. 
writes when you want it to. There's nothing to clog or get DEALERS:—Write at once for terms, sales plan and 


out of order. That’s why the Whitney “writes on the catalog de: eagtive of the W hitney Line, including Regular 
— That’s why it never leaks, blots, scratches or Self-Filling, Non-Leakable and Non- Leakable Self-Fillir ig 
ails to write. That's why we can guarantee it to give ab- Safety models. There are many styles and sizes at prices, 
solute satisfaction for at least one year. retail, ranging from $2.00 to $10.00. 


The Whitney - Richards Co., 237 West Superior Ave., Cleveland, 0. 


An Ideal Carbon 


| always bears the name 


CARTER’S 


and can be relied upon to 
bring profit to the dealer 
and satisfaction to the user. 
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Be sure your customer has the “Ideal’’ 
Carbon best suited to his needs— 
there’s a Carter’s ‘“‘Ideal’’ for each 
different class of work. 





Carter’s “‘Ideal’’ Typewriter Ribbons 
stand alone for excellence. 


Catalogue on request. 


The Carter’s Ink Co. Boston New York Chicago 

















A Word with the House Organ 








The issue f the Addressograph-er for Saturday, May 
contains a lot of interesting matte! rhere is 

a thrilling account of how Addressographs were {f 
into service by the National Cash Regist Company 
aid the flood sufferers in Daytor This story is very 
interesting and shows one of the many uses » which 
the Addressograph may be put rhe name . 
sufferers in Dayton were listed and metal plates 
their names and addresses were made for the Addre 
graph. Copies were then run off and distributed 
all the relief stations 

On the front page of this house organ is EXT! 
stating that the Addressograph Company is going 
the publishing business and will publish a co-operative 
newspaper for the use of agents and sers of the Ad 
dressograph, suggesting new uses for this machine. Put 
one issue of this paper a month w il be devoted espe- 
cially to helping the thousands of Addressograph users 
to get more efficiency from their equipment rhe three 
remaining issues of the month to be devoted ] ¥ 
the other branches of the Addressograph family 
manufacturing, selling and office forces 

There are a lot of pertinent and interesting t gs 
this periodical ill of which are of i 
equipment dealers 

* * * 

Office Appliances is in receipt of l 
house organ entitled ‘The Imperial N 
published in the interest of the Impe . 7 
Company of Leicester, England. This hous g s 
evidence of the extent to which tl i 
perial Typewriter Company is pushed lwo ers 
the front page from Mexico give in Sp 8 l 
plimentary expressions from Mexican p ie 
Imperial, w e within the pap i some g 
general matte egarding the typewrite sit 

A photograp! f Mr Allen, the Impe i g 
Mexico, is presented sitting at s desk il e Y M 
C. A. building This picture was take i 
before the bombardment of the City f Mex 
other picture adjoining is shown of the buil g 
the bombardn t The cornices of the t ld g 
pretty well wrecked and one corner s 
to be entirely demolished Windows a s 1 
debris is scatt d about the premises One can 
ily imagine that the effect of the quick-firing batt 
on a modern office building would be to render e 


least comfortable place in which to remain 


time 

The Imperial News, although it contains but 
pages, is full of interest and should be a val 
periodical t agents of the Imperial Typewriter ¢ 


pany everywhe 
. . . 
Captain Alexander Scarlett, one f the best 
office equipment men in the northwest, and s¢ 


and manager of the Scarlett Office Outfitting Company 


of Minot, N. D has favored Office Appliances wit 
No. 1 of the Western Office Outfitters and Statior 
This is an interesting, four-page size b cet sheet 
The salutatory was written by Captain Sca 
self and is a document calculated to bring 
to the minds of North Dakotans the sentimental 
well as the practical side of trading at 


Another article written by Captain S« lett is 1 
fine vein of enthusiasm for the sovereign of 
North Dakota 

The interior f the paper is filled t 
matter and lustrations of the various s, office 
furniture, loose leaf goods and stationery supphes ! 
dled by tt Searlett Office Outfitting C 
the back page sts a valuable line of get 1 blar 
s k t Ss eal state and , is 3 
« is nd S laneous i ns 

Office Ap} s hopes that Capt Ss ll 
keep this s rgan going regularly f s 
nformatior is of immediate | 


his customers 


o sf £ 
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Note Our 
The Article et in Demand Another New Binder PP xd 


PARCEL POST SCALE 


with a computing dial that shows everything at a glance Built to fill a need and 
“ ” is as perfect as a Sec- 
TRINER DISPATCH tional Post Binder can 
— be built. 
Note Some 
of Its Features 
Metal Hinges—No 






Capacity wearing out or getting 
42 Ibs. by ozs. wobbly. 
Price Aluminum End Tips— 


$3.25 No wearing out of cor- 
ners when the hard ser- 
vice is given. 
Aluminum Hinge Lugs—No rusting or corroding. This binder should with 
ordinary care last a lifetime; always looks well, carrying a ‘‘tone’”’ with it. 
Costs a little more than the other kind, but you will make customers by sup- 
plying it. 


Most practical and up-to-date scale for weighing 
packages for Parcel Post. U. S. Government got 
20,000 of our Parcel Post Scales in Dec. Large profits 


and satisfied customers by selling o ales, T T 

TN ane THE NELSON CORPORATION 

TRINER SCALE & MFG co Master Craftsmen in the Art of Quality Building 

2716 W. 21st Street - < Sines lll. 4114 W. Ravenswood Park (Cor. Warner Avenue) $3 $3 33 Chicago 
































= RUBY RUBBER BANDS 


LIBRARY ASSORTMENT NOEBO 








Oe ee i ee 


RHARD F-. | ed ~ oa¢e ° ° rie 
a 6 Ee HIS brilliant red band, unusual not in color alone but in elasticity 


and strength, is now put up in twelve different assortment boxes 
retailing from 10 cents to $2.00 each. The RUBY is the best 
band of the times. The boxes are in keeping. 


Samples and full information sent upon request. 








EBERHARD FABER: NEW YORK 

















—— 

; : 99 » | ACCOUNT FOR EVERY 

| = The “Cado” Brand “L. E. B. LABOR MINUTE 

B | N D E KK C L I ke Here is the one logical method of keeping an 
accurate account of when you receive and when 
you send out letters, orders, contracts, etc. It 


will avoid all disputes, 
as.it records eveny 








Will instantly make a book of any papers, 


> 
with the title on its back. You can in- Follett's minute of the day or 
stantly remove any paper therefrom, or NEW MODEL @N night. 


Absolutely automatic. 





| ‘i; add any paper thereto. It is the simplest, Time requires ne attention 
/ “}'i cheapest and most handy filing system ever and is the only POSI- 
devised. It also adapts itself perfectly as ™ _ TIVELY AC- 

CURATE 


a valuable auxiliary to present filing sys- 
tems. Letter files are kept on shelves just 
. the same as books. 


-registeron 
the market. 


Liberal prop- 
osition to 
live and re- 


PRICES 
*No. 2 ( %in. capacity), 4c each; 40c per doz. 
No. 5 ( %in. capacity), 5c each; 50c per doz. 
*No. 6 ( %in: capacity), 5c each; 50c per doz. 


No. 10 (1% in. capacity), 10c each; $1.00 per doz. sponsible 
*No. 11 (1% in. capacity), 10c each; $1.00 per doz. dealers and 
*Witk tabs on back for INDEX. See illustration above. agents. 


Write for circular and trade prices. 
Write for Full Information 


CUSHMAN & DENISON MFG. CO. FOLLETT TIME RECORDING COMPANY 
240-242 West 23rd St. 33 33 New York, U.S. A. 671 Hudson Street NEW YORK CITY 


Western Office: 126 Russ Bldg., San Francisco, Cal. 
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If you are in the market for ribbons 
and carbons, send us your order. We make 
everything known in these goods including car= 
bon papers, stamp ribbons, typewriter ribbons, car= 
bon rolls, also transfer papers, typewriter oil and 
numbering machine ink. 

Get acquainted with us. You will find the 


goods and prices right. 





J. A. \ HEALE &CO, 
94 JOHN ST, NEW YORK 


Quan 











# EYE SHADES 





If you haven’t our catalog, let us send 
you a copy showing the largest line of 
shades on 
the mar- 
ket. 


MANUFACTURED BY 
CHICAGO EYE SHIELD COMPANY 


134 South Clinton Street, CHICAGO, ILL. 














McM MULTIPLE-RING PRICE BOOK 
Sheets Do Not Tear Out 


Seven rings scientifically made 
Automatic openers for rings 
1-8” thinner than other bcoks 
Cost no more than the old kind 


OVER 350 STOCK SIZES AND STYLES 


Does a book which corrects the trouble 
you have had—sheets tearing out— 
appeal to you? 











Dealers should provide this 
book. It corrects trouble and 
broadens the field for Ring 


SHEETS DO NOT TEAR OUT Book uses. 


McMILLAN BOOK CO., Syracuse, New York 























HOWSERING MACHINES BAGGAGE CHECKS CORPORATE SEALS POCKET NOTARY TRADE CHECKS RUBBER STAMPS 





We are “MANUFACTURERS” not Agents for these Goods 


sv SEALS, STENCILS, BADGES, STEEL STAMPS 


CHECK PROTECTORS METAL CHECKS, POCKET COINS, RUBBER STAMPS, ETC. 
MEYER & WENTHE 


toe N CEARBORN ST CHICAGO 2470308 Serrenson St 






































Digest of Foreign Press 








CANADA 
Revue Economique Canadienne (Montreal) April.—As 

usual, the magazine gives a very important e to 
Canadian industry The opening article is d to 
the manufacturing industries The treatment f this 
subject occupies about one-half of the mag Pr 
fessor H. Laureys is the author of the article h ta 
generously illustrated with diagrams to sh grap! 
ally the growth and status of the various Canadian in 
dustries Among the shorter contributions which ver 
a wide range are two on ‘‘The Concentratio { 
tal’’ and rhe Constructior of Grain Elevators in 
Russia." 

* ¢ « 

FRANCE. 


La Revue Dactylographique et Mecanique Paris) 
April.—We must at the outset congratulate M. A 
Navarre and his co-workers upon the Anglo-Saxon page 


which has hee incorporated as a regular featu he 
ginning with this number. This new department is ir 
the hands of M. Louis Vallot-Duval who was for twelve 
years American correspondent for The Journal a 
French daily, La Revnue becomes better with each 
number. as any live magazine should Seve da 
half pages of this issue are occupied by a c stive 
treatment of the functions of ‘‘Commer Secre 
taries."’ A most interesting Remington Paris adver 
tisement is reproduced It is a poster representing 
a typist working at such a rate that the typewritten 
pages swirl around her. The poster, we were told by 
one of our Parisian friends who visited us, att ted 
much attention We suppose that the scattered rect 
angles which represent the typewritten sheets give the 
poster a Cubist atmosphere, hence its popularit Other 
interesting contributions are ‘‘Transparent I En 
velopes,”’ Correcting Typewritten Copy Pierpor 
Morgan's Stenographer.’’ ‘‘The Mechanism of Calculat 
ing Machines,’’ and ‘*Typewriter Ribbons 
> > . 


L’Avenir Stenographique et Mecanographique (Paris) 
April.—We are glad to welcome this newcomer among 
our exchanges This issue although devoted quite dis 
tinctly to the stenographic and typewriting world con 
tains much of interest for any student of industrial con- 
ditions. Some of the more important contributions to 
the number are a mechanical drawing illustration and 
technical description of the Schiesari syllabic type 
writer, a digest of the governmental clerical positions 
to be filled, a three-page spread of words arranged in 
groups for stenographic speed trials, and articles en- 
titled: ‘‘Statistics of the Unemployed,”’ ‘‘The Waste of 
Printed Matter,’’ and ‘‘A Union of the Comme il and 
Industrial Bodies of France.’’ 


* > . 

Buro-Bedarf Rundschau (Berlin).—We |! bee 
favored recently with two special numbers i 
the publishers great credit These two editions are t 
far larger and contain many .more pages thar sual 
They are the Exposition Special’’ and the Export 
Number Cover designs. inserts, advertisements te., 
are new The exposition number, as may |! lily 
concluded deals with the Frankfort business show which 
was described in last month's Office Appliances rhe 
Export Number is devoted entirely to descr g¢ men 
prominent in the field 

7 > 

Das Kontor (Berlin) April-May.—The cover design for 
this number adapts very effectively the head f Me 
cury, who seems to be the patron of Germa ff 
pliances expositions If the exposition at Frankfort has 
been less successful than it was, the fault w d cer 
tainly not have been with the German trade papers ir 
the field, for they have been giving the project their 
heartiest support and now that it is over. Das Konter 
and other publications are doing everything possible to 
turn to advantage for the whole office equipn t in 

hes t ds 


dustry as well as for particular bran 


the interest which has been aroused by the s \ In 


addition to the pages devoted to the Frankf lt 

tion are articles on: ‘‘Examples in the Orgat ition of 
a Successf American Undertaking Does the In- 
dustry Need Outdoor Advertising “A Pract Cata- 
logue Index Communication with Moving Trains,*’ 
“What Results Will the 1918 Munk Exposition 
Bring? and five-page story of the English business 


world 
* * * 


Schreibmaschinen. Zeitung Hamburg April 5,—7 


issue is known as the “Exposition Number ind is 
taken up entirely by descriptions of the pla 1 
ucts, and personnel of the companies who ex t at 
the Frankfort exposition 
. os. ¢ 

Schreibmaschinen Revue (Berlin) April 10.— . 
a large number of articles describing exhibitior and 
giving something about the manufacturers represented 
at the Frankfort business show These with a sual 
ly large number of advertisements comprise the entire 


number 
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| 
| Catalogues & Bulletins Established 1875 Incorporated 1900 Still at it 1913 
A clever little catalog of twenty-eight pages, entitled WE M A K E C O ‘ E RS 
Brief Bits About Baird Machinery,”’ is of vestpocket 
size ant describes : large er achines fo 
v wo Bare scioniae tue presen Bas ty gee FOR TYPEWRITING, COMPUTING AND ALL 
Fe ee ae perteyas Ec cg ge OTHER KINDS OF MACHINES HAVING 
hooks and eyes and various others devices, Baird Spring BRIGHT AND POLISHED SURFACES 
Making Machines Wire Straightening and Cutting Ma- 
ecohe” aad edie ees Eee Ge gall poe Covers have become a necessity in protecting machines and furniture from 
Presses, Hand Presses, Eyelet Presses, Toggle Presses. | dust, motsture and scratches while in stock and in transit. 
ete., ete | 
* * « } 
The Library Bureau of Chicago has sent us a very oO F F s & E F U R N i T U R E 
ang mnie Gee cae suas tea Ge ae and everything with bright surface should be so protected. We are the largest concern 
1 calendar on one side below which is noted the sched- | making these goods and believe we make the largest quantity and variety. 


ule of the various games of the Cubs and the Sox On 
the front of the card is a picture of the Montgomery 
Ward building, in which the new Library Bureau offi 
ces are located 

rhe front page of this little announcement shows 
the picture of piles of goods crated and ready for vr 
moval, on top of which sits a young lady stenographet 


with notebook open Below are the words—‘‘A Re¢ 
moval’’ dictated. The next page starts: ‘‘We beg to 
announce to our friends and patrons’’— Then at thr 
bottom of the page, ‘‘No, that’s the same old begin 
ning.’’ The next page starts: “It gives us grest 
pleasure’’ and at the bottom the words: ‘‘That’s no 
better."’ The third page says: “Owing to the tre 
mendous increase in our business’’ ‘‘Hold on, they all 
say that.’’ “When in the course of business events 
it becomes necessary"’ ‘Wait a minute.’’ 

Then on the sixth page: ‘Oh, well, what we want 


to say is that we have moved from 37 South Wabash 
avenue to 6 North Michigan avenue, where our latch 
string is waiting to be pulled.’’ The last page of all 
presents a cartoon of Buster Brown pulling the latch 
string of a gtrongly hinged door bearing the numeral 
six. Below the door is our old familiar friend the door 
mat with the ‘‘Welcome’’ sign on it. ‘Tis safe to say 
that whoever receives this removal notice will not for 
get the address of the Library Bureau. 
. > * 

One of the handsomest catalogs we have seen fur 
some time is Catalog No. 16 of the Automatic File & 
Index Company of Green Bay, Wis. This book, which 
is bound in brown limp covers with an embossed title, 
contains sixty pages of highly finished cream tinted 
stock The matter is printed in brown, giving a rich 
effect both to the type and to the halftones. The com 
plete line of the Automatic File & Index Company is 
listed—an astonishing variety of valuable filing dk 
vices, each of which is equipped with peculiar and 
novel features of utility, which this company has made 
so well known The book includes a fine line of ve1 
tical files and gives a clear, accurate, illustrated dé 
scription of the mechanism of the file drawers in this 
system, a feature which itself is of great practical 
interest both to dealers and users of office equipment 
Various sectional units are shown, together with draw 
ers for all manner of purpose. Basesm tops, slides sin 
gle and double sections, bookcase sections, combination 
sections, truck bases; in fact, the whole gamut of fil 
ing equipment is covered in this most interesting cata 
log, not forgetting the automatic desk combination 
which is described in the May issue of Office Appli 
ances 

The “Pride of the Office,”’ a flat-top filing desk, is 
one of the features of this catalog. Vertical filing sup 
plies are fully described and complete information is 
given with regard to the supply lines. One interesting 
feature of the catalog is reserved for the last page, 
wherein is shown the Automatic music cabinet for 
music dise records, etc 

* * > 

The Cameragraph Company of Kansas City, Mo., has 
favored Office Appliances with an illustrated catalog of 
the Cameragraph, an interesting photographic machin 
which is used for the purpose of making facsimile cop 
ies of almost everything It is especially useful in 
the recording of public documents because each copy is 
absolutely accurate, being a photographic reproduction 


of the original The photograph is taken directly on 
sensitized paper and is developed and fixed within the 
machines The Cameragraph Duplex machine ‘is 


equipped with two mercury vapor lamps, batteries 
lens, camera, easel, exposing chamber, paper magazine 
and developing and fixing mechanism, all above the to} 
Below the top is a storage cabinet for the copies 
turned out The floor space occupied by this machine 
is 36 in. x 64 in. The focusing is accomplished by a 
ingenious automatic device which brings the matter to 
he “photographed mechanically in sharp focus. Several! 
different sizes of the Cameragraph are made. The 
machine is not sold outright, but is leased for twenty 


years 














Send us sample or diagram of your article and we will quote you prices and send sam- 
ple of the material. 
No article too large or too small for us to make and figure upon. 


WM. H. WILEY & SON CO., Hartford, Conn. 

















“Steel-tye” Expanding Envelopes 





FASTEN instantly, securely, automatically. 
They save 90% time, 25% space and 50% labor used in fastening 
the old style expanding envelopes, because they are 


WITHOUT tapes, strings or rubber bands. 
The flexible steel band adjusts itself instantly to the thickness of the 
package. Holds securely from one to hundreds of papers. Send for 
tree illustrated catalogue. 


George B. Graff Company, Boston, Mass. 


Manufacturers of Leatherlike Flat Wallets, Expanding Envelopes of all 
kinds, the Vise Paper Clips, Index Tabs, Etc. 




















THE FRIEND to the book- 


erases sie of pen Bed a te wa 
BEEGEE 
Perfect 


witha tie uae ot Biden 
Ink 
Eraser 


fabric of the paper. 


The cutting surface is a brush 
composed of ecientifically 
Mthe fibres that cannot 

e C4 is always ready S 
immediate use. 


Now used in The White House 
and various departments of the 
‘ere oe 
toe. R, C..gad to, State oleae * 
) 
iver State of the Union — 
by all the la: Banks 
Corporations in the Suan. 


DEALERS 
Every user of a pen is a pros- 


THE BEEGEE 
“ur one mre eases 


1133 Broadway Write us for further informa- 






































WeaReBes] TYPEWRITER RIBBONS 


, Are made with the idea of providing a ribbon of exceptional SMEARLESS, 
WEAREBEST wearing qualities which will retain its strength and smoothness of 
color until it is actually worn out and give a clear and distinct 
impression to the end. 


“SMEARLESS’’ Carbon Papers 


Long ago we discovered the need for certain kinds of carbon 
paper for certain kinds of carbon work. We developed that idea 
and the result is our ““Smearless"’ series of high-grade and efficient 
carbon papers, each made to fulfill a definite purpose. 





Agents wanted in all parts of the world. 





Made in all colors Wri 8 l 
for all machines wete for Samptes Carbon Papers 


VACUO-STATIC CARBON CO., 71 St. Paul St., Rochester, N. Y., U.S. A. 
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1,058,721. Tabulator for Type-Writers. Alfred Bul- 
lock, New York, N. Y. 

1,058,756. Fractional Line Spacing Mechanism Os 
ear C. Kayle, Syracuse, N. Y., assignor to Harvey A 
Moyer, Syracuse, N. Y. 

1,058,770. Rotary Envelope-Sealing Machine. John 
A. Markoe, St. Paul, Minn. 

1,058,810. Combined Adding and Type-Writing Ma 
chine. John Newton Thornton, Bridgeport, Conn., as 
signor to New York Adding Typewriter Company, 
Orange, N. J., a corporation of Missouri. 

1,058,815. Type-Writing Machine. Samuel William 
Turner, Canonbury, London, England, assignor to Yost 
Writing Machine Company, Ilion, N. Y., a corporation 
of New York. 

1,058,818. Ink-Receptacle. Ivan M. Waldron, Gil 
christ and Minnie Wilson, Viola, Mich. 

1,058,836. Holder. Robert Young, Fitchburg, Mass. 

1,058,863. Currency Shipping Envelope. Henry N. 
Hellman, St. Louis, Mo., assignor of one-half to Frank 
H. Hamilton, St. Louis, Mo. 

1,058,871. Spring Binder for Loose Sheets. Reinhold 
Krumming, Milwaukee, Wis. 

1,058,901. Envelope. James C. Rader, Kansas City, 
Mo. 
1,058,907. Type-Writing Machine August Schnee 
loch, New York, N. Y., assignor of one-half to John 
E. Thomas, New York, N. Y., and one-half to E. C 
Stearns & Co., Syracuse, N. Y., a corporation of New 
York. 

1,058,951. Credit Account File John E. Dungan, 
Harrisville, Ohio. 

1,058,965. Type-Writing Machine. George E. Griffin, 
New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware 

1,058,971. Type-Writing Machine. Willam F. Hel 
mond, Hartford, Conn., assignor to Underwood Type 
writer Company, New York, N. Y., @ corporation « 
Delaware. 

1,069,154. Combined Blotter Holder and Ruler. Henry 
E. Hawkins, Clovis, Cal. 

1,069,162. Registering Device of Cash Registers. 
Edouard Janik, Paris, France, assignor to Societe Gen- 
erale Francaise des Caisses Payeuses et de Controle 
Systeme Janik, Paris, France. 

1,059,198. Filing Cabinet. Lawrence Olton, Philade}- 
phia, Pa., assignor of one-half to Michael Di Paolo, 
Philadelphia, Pa. 

1,059,199. Loose Leaf Binder. William A. Overbeck, 
Salt Lake City, Utah. 

1,059,209. Desk Attachment. Porter A. Inlow, Mar 
tin, Tenn. 

1,059,385. Envelope-Sealer. Abel Olson, Winlaw, 
British Columbia, Canada. 

1,059,389. Paper Roll Holder. Nathan W. Perkins, 
Jr., East Orange, N. J. 

1,059,398. Fountain Pen Cap. Philip J. Schreiber, 
Toledo, Ohlo. 

1,059,519. Index Tab George E. Bissex, Philadel 
phia, Pa 

1,059,522. Adding Machine. Adolf Bordt, Mannheim, 
Germany. 

1,059,614. Type-Writer Cabinet. Eugene L. Keltz. 
Vernon, Tex., assignor of one-half to John M. Rhoads, 
Vernon, Tex. 

1,059,725. Pencil Holding and Sharpening Device 
John S. Furst, Philadelphia, Pa., assigner to Lippincott 
Pencil Company, Philadelphia, Pa., a corporation of 
Pennsylvania. 

1,059,755. Time-Stamp. George Elliot Perry, Chi- 
cago, Ill. 

1,069,782. Type-Writing Machine. Vasili Stern, Mos 
cow, Russia, assignor by mesne assignments to Rem- 
ington Typewriter Company, Hlion, N. Y.. a corpora 
tion of New York. 

1,059,801. Safety Ink-Well. Arthur E. Wilde, New 
York. N. Y., assigner to Arthur E. Wilde Manufactur 
ing and Sales Company, Inc., New York, N. Y., a cor 
poration of New York. 

1,059,856. Type-Writer Holder Louis C. Fox, Stev 
enson, Wash. 

1,059,924. Type-Writing Machine. Walter J. Barron, 
New York, N. Y.. assignor by mesne assignments t» 
Remington Typewriter Company, Ilion, N. Y., a cor 
poration of New York. 

1,059,926. Type-Writing Machine William E. Bar 
nett, Ilion, N. Y., assignor by mesne assignments to 
Remington Typewriter Company, Ilion, N. Y., a cor 
poration of New York. 

1,060,008. Ball-Bearing for the Type-Bars of Type 
Writing Machines. Oscar C. Kavle, Syracuse, N. Y 
assignor to Harvey A. Moyer and Emmit G. Latta, Syra 
cuse, N, Y. 

1,060,004. Carriage Backsetting Mechanism for Type 
Writers. Oscar C. Kavle, Syracuse, N, Y., assignor to 
Harvey A. Moyer, Syracuse, N. Y. 





f 


1,060,020. File Case. James William Pennewill, Sil 
ver City, N. Mex. 

1,060,074. Laoose-Leaf Inserter. Nicholas J. Fox, Mil 
waukee, Wis 

1,060,099. Pencil. Albert J. Keck, St. Paul, Minn. 

1,060,135. Type-Writing Machine. August Schnee 
loch, Syracuse, N. Y., assignor by direct and mesne as 
signments of one-half to E. C. Stearns & Co., Syracuse, 
N. Y., a corporation of New York, and one-half to the 
Oliver Typewriter Company, Chicago, I1l., a corporation 
of Illinois. 

1,060,137. Self-Filling Fountain-Pen Julius L 
Schnell, Arlington, N. J. 

1,060,282. Envelope Moistening Device. Esther De B 
Pettibone, Butte, Mont. 

1,060,292. Type-Writing Machine. Arthur W. Smith, 
New York, N. Y., assignor by mesne assignments to 
Remington Typewriter Company, Ilion, N. Y., a cor 
poration of New York. 

1,060,321. Type-Writing Machine. Cornelius B. Cor- 
ecoran, New York, N. Y., assignor to Underwood Type- 
writer Company, New York, N. Y., a corporation of 
New Jersey. 

1,060,431. Envelope. Morton H. Dague, Newport, 
Ark. 

1,060,561. Pen Point Releaser. Andrew Anderson, 
Bingham Canyon, Utah, assignor of one-half to Charles 
Nygord, Bingham Canyon, Utah. 

1,060,582. Type-Writing Machine. Lee S. Burridge, 
New York, N. Y. 

1,060,592. Type-Writing Machine. Walter L. Gale, 
Syracuse, N. Y., assignor to the Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York. 

1,060,599. Temporary Binder. Joseph D. Hughes, 
Chicago, Tll., assignor to Workman Manufacturing Com- 
pany, Chicago, Ill., a corporation of Llinois. 


1,060,615. Combined Vest-Pocket Pencil and Pen 
Holder and Electric Light. Everet A. Metcalf, Forbes, 
Mo. 


1,060,635. Process of and means for making Resilient 
Inking Pads. Jeorge H. Rowley, Chicago, Il. 

1,060,646. Type-Writing Machine. Herbert H. Steele, 
Marcellus, N. Y., assignor to the Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York 

1,060,666. Pencil, Book and Card Holder. Edwin M. 
Chandler, Salt Lake City, Utah. 

1,060,782. Ink Well. Ellsberry Newby and Warner 
Newby, Reedley, Cal. 

1,060,806. Type-Writing Machine. Frank A. Young. 
New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware 

1,069,878. Caleulating Machine. John Otto Almen, 
Spokane, Wash., assignor to Continental Computing 
Cash-Register Company, Spokane, Wash., a corporation. 

1,060,997. Interest Calculator. Jason BR. Moody, Dal 
las, Texas. 

1,061,018, Type-Bar for Type-Writing Machines 
August Schneeloch and John L. Smith, Syracuse, N. Y., 
assignors by direct and mesne assignments of two-thirds 
to E. C. Stearns & Co., Syracuse, N. Y., a corporation 
of New York, and one-third to the Oliver Typewriter 
Company, Chicago, I1l., a corporation of Illinois. 

1,061,077. Safety Envelope. Ferdinand Hoffmann, 
St. Louis, Mo. 

1,061,133. Calendar. Hugh E. Shedd, Minneapolis, 
Minn 

1,061,137. Resetting Mechanism for Calculating Ma 
chines Ferdinand Stemmler and Carl Schaller, Bruns 
wick, Germany, assignors to Grimme, Natalis & Co, 
Commanditgesellschaft, auf Actien, Brunswick, Germany 
a corporation of Germany 

1,061,155 Ink-Well. Linus H. Allen, Battle Creek, 
Mich 

1.061.193. Clin for Fountain” Pens, Pencils and the 
like. Henry C. Martz, Maywood, N. J 

1,061, 194 Extension and Lifting Lid for Desks 
Thomas E. MeNulty, San Francisco, Cal 

1,061,340. Account File. Edwin J. Vickers, New 
Philadelphia, Ohio. 

1.451,541. Envelope Fastener Matthew Vierenge! 
Brooklyn, N. Y. 

1,061,464. Type-Writing Machine Bernard F. Friz 
zell, Washington D. C. 

1,061,600. Type-Writing Machine Cornelius B. Cor 
coran, New-York, N. Y.. assignor to Underwood Typ 
writer Company, New York, a corporation of Delaware 

1,061,045. Caleulating Machine. Hivman Eli Gold 
berg, Chicago, Ill. assignor to Goldberg Caleulating Ma 
chine Company, Chicago, 111. 

1,061,618. Type-Writing Machine. Alfred G. F. Ku 
rowski, New York, N. Y., assignor to Underwood Type 
writer Company, New York, N. Y.. a corporation of 
Delaware 

1,061. 639 Type-Writing Machine. Arthur W. Smith 
New York, N. Y., assignor by mesne assignments to 
Remington Typewriter Company, lion, N. Y., @ cor. 
poration of New York, 


1,061,693. Fountain Pen. Daniel W. Schnebbe, New 
York, N. Y¥ 

1,061, 707 Latch for Type-Writer Desk Platforms. 
Jens Vaaler, Chicago, Ill., assignor to the Clemetson 
Company, Chicago, Ill., a corporation of Illinois 

1,061,748 Filler for Ink Wells, ete. James W 
Jacobus, Great Neck, N. Y 

1,061,790. Record-Indicating File Wilmer M. Webb, 
Philadelphia, Pa 

1,061,819. Calculator Maud Lowry Cleary, Boiss 
Idaho. 

1,061,820. Combined Book and Pencil Holder. Charles 
W. Colbert, Westhoff, Texas. 

1,061,862 Stamp-Canceling Device William Molt, 
Spalding, Neb. 

1,061,897. Loose-Leaf Binder. Ferdinand Bodenhofer, 
New York, N. Y. 

1,061,896. Type-Writer Support. Thomas H. Boal, 
Philadelphia, Pa 

1,061,901. Adding Machine Alexander J. Conen, 
Louisville, Ky. 

1,061,924 Cash Register with a Single Set of Keys 
Roberto Taeggi Piscielli, Florence, Italy. 

1,061,957. Type-Writing Machine. Jacob Felbel, New 
York, N. Y., assignor by mesne assignments to Reming 
ton Typewriter Company, Ilion, N. Y., a corporation of 
New York. 

1,062,009 Type-Writing Machine. Benjamin F 
Hutches, Jr., Allendale, N. J., assignor to Underwood 
Typewriter Company, New York, N. Y., a corporation 
of Delaware. 

1,062,019. Type-Writing Machine. Carl F. Lunde 
berg, Hartford, Conn., assignor to Underwood Type 
writer Company, New York, N. Y., a corporation of 
Delaware 

1,062,027. Type-Writing Machine Construction Otto 
Petermann, Groton, N. Y., assignor to Standard Type 
writer Company, a corporation of New York 

1,062,076. Type-Writing Machine. Walter E. Bar 
nard, Hartford, Conn., assignor to Underwood Type 
writer Company, New York, N. Y., a corporation of 
Delaware. 

1,062,194. Type-Writing Machine Jacob Sokolov, 
New York. N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y.. a corporation of Delaware 

1,062,265. Type-Writing Machine. Clio B. Yaw, Ar- 
lington, N. J., assignor by mesne assignments to Rem 
ington Typewriter Company, Ilion, N. Y., a corporation 
of New York 

1,062,266. Type-Writing Machine. Frank A. Young, 


New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware 
1.062,274 Pencil Howard L. Fischer, St. Paui, 
Minn. 
1,062,277. Traveling-Case for Type-Writing Machines 


Caleulating Machines and the like Arthur Bernhardt 
Guricke, Glasshutte, Germany. 

1,062,309. Caleulating Machine John C. Wahl, Chi 
eago, Ill., assignor by mesne assignments to Wahl Add- 
ing Machine Company, Wilmington, Del., a corporation 
of Delaware. 

1,062,371. Type-Writing Machine. Herbert H. Steele 
Marcellus, N. Y., assignor to the Monarch Typewriter 
Company, Syracuse. N. Y., a corporation of New York 

1,062,386. Type-Writing Machine. Cornelius B. Cor 
coran, New York, N. Y., assignor to Underwood Type 
writer Company, New York, N. Y., a corporation « 
Delaware. 

1,062,428. Platen for Type-Writing Machines. George 
S. Anderson, Harrisburg, Pa., assignor to Elliott-Fisher 


r 


Company, Harrisburg, Pa., a corporation of Delaware 

1,062,569. Type-Writing Machine. John C. McLaugh 
lin. Jersey City, N. J., assignor to Underwood Typ< 
writer Company, New York, N. Y., a corporation of 
Delaware. 

1,062.62). Penholder John Cooke Tweedale, Toronto 
Ontario, Canada 

1,062,681. Type-Writing Machine Frank A. Young 
New York, N. Y., assignor to Underwood Typewrite: 
Company, New York, N. Y., a corperation of Delaware 

1,062,729. Type-Writing Machine Morris W. Pool 
New York, N. Y., assignor by mesne assignments t 
Remington Typewriter Company, Ilion, N. Y., a cor 
poration of New York 


1.062.735 Type-Writer George W. Ramsey, Peoria 





Ill., assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware 

1,062,767 Cash Register Willam C. Chambers, Day 
ton, Ohio, assignor to the National Cash Register Com 
pany, Dayton, Ohio, a corporation’ of Ohio (Inecor 
porated in 1906.) 


1,062,835. Type-Writing Machine. John C. MecLangh- 


lin, Jersey City N. J.. assignor to Underwood Typ 


writer Company, New York, N. Y., a corporation of 


Delaware. 
1,062,851 Envelope William Radcliff, Burgetts 
town, Pa. 
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\é L004, 457 I rider patented Feb 1913, by Willa Mabelle Miller of Ninev 
by Julius L. Schnell Arlington, N. J No. 1,062,019 Line spacing mechanism on type 
desired fraction of a full line space; patented May 20, 1913, by Carl F Lundeberg 
New York, N. Y¥ N 1,061,464 Improved form of carriage shifting mechanism; pate 
1,060,646 Paper feeding devices for typewriters; patented May 6. 1913, by Herbert H 
of Syracuse, N. ¥ No. 1,062,755 Mechanism to prevent excessive vibration of ribbor 
eases use the machine patented May 27, 1913, by George ®\ Ramsey of Peoria. Il 
No 1,061,748 Filler for ink-wells, ete.; patented May 13. 1913. by James W Jacobi 
13, 1915. by Alexander J. Conen of Louisville, Ky No. 1,060,615. Combined vest pocke 
Metcalf of Forbes, Mo 
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1,054,437, 


Vi No. 1,066,157. Self-filling fountain pen; patented April 29, 1913, 
write hereby itch may be released and the paper may be moved any 
of Hartford, Con assignor to the Underwood Typewriter Company of 
nted May 1 191 by Bernard F. Frizzell of Washington, D. C.—No. 
Steele of M s, N. Y¥. assigner to the Monarch Typewriter Company 
brator and to permit the ribbon to expose the printing when the operator 
ssig t Underwood Typewriter Company of New York, N. Y.— 
is of Great Neck, N. ¥ No. 1,061,901. Adding machine; patented May 
t penholder, | nd electric Nght; patented May 6, 1913, by Evert A. . 








170 





OFFICE APPLIANCES 


June, 1913 





PATENTS 





1,058,721. Tabulator for Type-Writers. Alfred Bul- 
lock, New York, N. Y. 

1,058,756. Fractional Line Spacing Mechanism. Os 
ear C. Kayle, Syracuse, N. Y., assignor to Harvey A 
Moyer, Syracuse, N. Y. 

1,058,770. Rotary Envelope-Sealing Machine. John 
A. Markoe, St. Paul, Minn. 

1,058,810. Combined Adding and Type-Writing Ma- 
chine. John Newton Thornton, Bridgeport, Conn., as 
signor to New York Adding Typewriter Company, 
Orange, N. J., a corporation of Missouri. 

1,058,815. Type-Writing Machine. Samuel William 
Turner, Canonbury, London, England, assignor to Yost 
Writing Machine Company, Ilion, N. Y., a corporation 
of New York. 

1,058,818. Ink-Receptacle. Ivan M. Waldron, Gil- 
christ and Minnie Wilson, Viola, Mich. 

1,058,836. Holder. Robert Young, Fitchburg, Mass. 

1,058,863. Currency Shipping Envelope. Henry N. 
Hellman, St. Louis, Mo., assignor of one-half to Frank 
H. Hamilton, St. Louis, Mo. 

1,058,871. Spring Binder for Loose Sheets. Reinhold 
Krumming, Milwaukee, Wis. 

1,068,901. Envelope. James C. Rader, Kansas City, 
Mo. 

1,058,907. Type-Writing Machine. August Schnee 
loch, New York, N. Y., assignor of one-half to John 
E. Thomas, New York, N. Y., and one-half to E. C. 
Stearns & Co., Syracuse, N. Y., a corporation of New 
York. 

1,058,951. Credit Account File. John E. Dungan, 
Harrisville, Ohio. 

1,058,965. Type-Writing Machine. George E. Griffin, 
New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware 

1,058,971. Type-Writing Machine. Wiliam F. Hel 
mond, Hartford, Conn., assignor to Underwood Type- 
writer Company, New York, N. Y., a@ corporation of 
Delaware. 

1,059,154. Combined Blotter Holder and Ruler. Henry 
E. Hawkins, Clovis, Cal. 

1,059,162. Registering Device of Cash Registers. 
Edouard Janik, Paris, France, assignor to Societe Gen- 
erale Francaise des Caisses Payeuses et de Controle 
Systeme Janik, Paris, France. 

1,059,198. Filing Cabinet. Lawrence Olton, Philadel- 
phia, Pa., assignor of one-half to Michael Di Paolo, 
Philadelphia, Pa. 

1,059,199. Loose Leaf Binder. William A. Overbeck, 
Salt Lake City, Utah. 

1,059,299. Desk Attachment. Porter A. Inlow, Mar 
tin, Tenn. 

1,059,385. Envelope-Sealer. Abel Olson, Winlaw, 
British Columbia, Canada. 

1,059,389. Paper Roll Holder. Nathan W. Perkins, 
Jr., East Orange, N. J. 

1,059,398. Fountain Pen Cap. Philip J. Schreiber, 
Toledo, Ohio. 

1,059,519. Index Tab. George E. Bissex, Philadel 
phia, Pa. 

1,059,522. Adding Machine. Adolf Bordt, Mannheim, 
Germany. 

1,059,614. Type-Writer Cabinet. Eugene L. Keltz. 
Vernon, Tex., assignor of one-half to John M. Rhoads, 
Vernon, Tex. 

1,059,725. Pencil Holding and Sharpening Device. 
John 8S. Furst, Philadelphia, Pa., assigner to Lippincott 
Pencil Company, Philadelphia, Pa., a corporation of 
Pennsylvania. 

1,059,755. Time-Stamp. 3eorge Elliot Perry, Chi- 
eago, Ill. 

1,069,782. Type-Writing Machine. Vasili Stern, Mos 
cow, Russia, assignor by mesne assignments to Rem- 
ington Typewriter Company, Ilion, N. Y.. a corpora 
tion of New York. 

1,059,801. Safety Ink-Well. Arthur E. Wilde, New 
York, N. Y., assignor to Arthur E. Wilde Manufactur 
ing and Sales Company, Inc., New York, N. Y., a cor 
poration of New York. 

1,069,856. Type-Writer Holder. Louis C. Fox. Stev 
enson, Wash. 

1,059,924. Type-Writing Machine. Walter J. Barron. 
New York, N. Y.,. assignor by mesne assignments t» 
Remington Typewriter Company, Ilion, N. ¥., a cor 
poration of New York. 

1,059,926. Type-Writing Machine William E. Bar 
nett, Ilion, N. Y., assignor by mesne assignments to 
Remington Typewriter Company, Ilion, N. Y., a cor 
poration of New York. 

1,060,008. Ball-Bearing for the Type-Bars of Type 
Writing Machines. Oscar C. Kavle, Syracuse, N. Y 
assignor to Harvey A. Moyer and Emmit G. Latta, Syra 
ecuse, N. Y. 

1,060,004. Carriage Backsetting Mechanism for Type 
Writers Oscar ©. Kavle, Syracuse, N, Y., assignor to 
Harvey A. Moyer, Syracuse, N. Y. 


1,060,020. File Case. James William Pennewill, Sil 
ver City, N. Mex. 

1,060,074. Loose-Leaf Inserter. Nicholas J. Fox, Mil- 
waukee, Wis. 

1,060,099. Pencil. Albert J. Keck, St. Paul, Minn. 

1,060,135. Type-Writing Machine. August Schnee 
loch, Syracuse, N. Y., assignor by direct and mesne as 
signments of one-half to E. C. Stearns & Co., Syracuse, 
N. Y., a corporation of New York, and one-half to the 
Oliver Typewriter Company, Chicago, I1]., 2 corporation 
of Illinois. 

1,060,137. Self-Filling Fountain-Pen. Julius L 
Schnell, Arlington, N. J. 

1,060,282. Envelope Moistening Device. Esther De B 
Pettibone, Butte, Mont. 

1,060,292. Type-Writing Machine. Arthur W. Smith, 
New York, N. Y., assignor by mesne assignments to 
Remington Typewriter Company, Ilion, N. Y., a cor- 
poration of New York. 

1,060,321. Type-Writing Machine. Cornelius B. Cor- 
coran, New York, N. Y., assignor to Underwood Type- 
writer Company, New York, N. Y., a corporation of 
New Jersey. 

1,060,431. Envelope. Morton H. Dague, Newport, 
Ark. 

1,060,561. Pen Point Retleaser. Andrew Anderson, 
Bingham Canyon, Utah, assignor of one-half to Charles 
Nygord, Bingham Canyon, Utah. 

1,060,582. Type-Writing Machine. Lee S. Burridge, 
New York, N. Y. 

1,060,592. Type-Writing Machine. Walter L. Gale, 
Syracuse, N. Y., assignor to the Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York. 

1,060,599. Temporary Binder. Joseph D. Hughes, 
Chicago, Tll., assignor to Workman Manufacturing Com- 
pany, Chicago, Tll., a corporation of Llinois. 

1,060,615. Combined Vest-Pocket Pencil and Pen 
Holder and Electric Light. Everet A. Metcalf, Forbes, 
Mo. 

1,060,635. Process of and means for making Resilient 
Inking Pads. George H. Rowley, Chicago, Il. 

1,060,646. Type-Writing Machine. Herbert H. Steele, 
Marcellus, N. Y., assignor to the Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York 

1,060,666. Pencil, Book and Card Holder. Edwin M. 
Chandler, Salt Lake City, Utah. 

1,060,782. Ink Well. Ellsberry Newby and Warner 
Newby, Reedley, Cal. 

1,060,806. Type-Writing Machine. Frank A. Young. 
New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware 

1,069,878. Calculating Machine. John Otto Almen, 
Spokane, Wash., assignor to Continental Computing 
Cash-Register Company, Spokane, Wash., a corporation. 

1,060,997. Interest Calculator. Jason B. Moody, Dal 
las, Texas. 

1,061,018. Type-Bar for Type-Writing Machines 
August Schneeloch and John L. Smith, Syracuse, N. Y., 
assignors by direct and mesne assignments of two-thirds 
to E. C. Stearns & Co., Syracuse, N. Y., a corporation 
of New York, and one-third to the Oliver Typewriter 
Company, Chicago, Ill., a corporation of Illinois. 

1,061,077. Safety Envelope. Ferdinand Hoffmann, 
St. Louis, Mo. 

1,061,138. Calendar. Hugh E. Shedd, Minneapolis, 
Minn. 

1,061,137. Resetting Mechanism for Caleulating Ma 
chines Ferdinand Stemmler and Carl Schaller, Brune 
wick, Germany, assignors to Grimme, Natalis & Co, 
Commanditgesellschaft auf Actien, Brunswick, Germany 
a corporation of Germany. 

1,061,155. Ink-Well. Linus H. Allen, Battle Creek, 
Mich 

1,061.193. Clin for Fountain” Pens, Pencils and the 
like. Henry C. Martz, Maywood, N. J. 

1,061,194, Extension and Lifting Lid for Desks 
Thomas E. MeNulty, San Francisco, Cal 

1,061,340 Account File. Edwin J. Vickers, New 
Philadelphia, Ohio. 

1,461,341 Envelope Fastener 
Brooklyn, N. ¥ 

1,061,464. Type-Writing Machine Bernard F. Friz 
zell, Washington D. C. 

1,061,600. Type-Writing Machine. - Cornelius B. Cor 
coran, New-York, N. Y.. assignor to Underwood Typ 
writer Company, New York, a corporation of Delaware 

1,061.64. Caleulating Machine Hyman Eli Gold 
berg, Chicago, Ill. assignor to Goldberg Calenlating Ma 





Matthew Vierenge! 


chine Company, Chicago, II. 

1,061,618. Type-Writing Machine Alfred G. F. Ku 
rowski, New York, N. Y., assignor to Underwood Type 
writer Company, New York, N. Y.. a corporation of 
Delaware 

1,061,689. Type-Writing Machine. Arthur W. Smith 
New York, N. Y., assignor by mesne assignments te 
Remington Typewriter Company, Ilion, N. Y., a@ cars 
poration of New York, 


1,061,693. Fountain Pen. Daniel W. Schnebbe, New 


York, N. ¥ 

1,061,707. Latch for Type-Writer Desk Platforms. 
Jens Vaaler, Chicago, Ill, assignor to the Clemetson 
Company, Chicago, Ill., a corporation of Illinois 

1,061,748 Filler for Ink Wells, etc. James W 
Jacobus, Great Neck, N. Y 

1,061,790. Record-Indicating File Wilmer M. Webb, 
Philadelphia, Pa 

1,061,819 Calculator. Maud Lowry Cleary, Boise, 
Idaho. 

1,061,820. Combined Book and Pencil Holder. Charles 
W. Colbert, Westhoff, Texas. 

1,061,862. Stamp-Canceling Device. William Molt, 
Spalding, Neb. 

1,061,897. Loose-Leaf Binder. Ferdinand Bodenhofer, 
New York, N. Y 

1,061,896. Type-Writer Support. Thomas H. Boal 
Philadelphia, Pa 

1,061,901. Adding Machine. Alexander J. Conen, 
Louisville, Ky. 

1,061,924. Cash Register with a Single Set of Keys 
Roberto Taeggi Piscielli, Florence, Italy. 

1,061,957. Type-Writing Machine. Jacob Felbel, New 
York, N. Y., assignor by mesne assignments to Reming- 
ton Typewriter Company, Tlion, N. Y., a corporation of 
New York. 

1,062,009. Type-Writing Machine. Benjamin F 
Hutches, Jr., Allendale, N. J., assignor to Underwood 
Typewriter Company, New York, N. Y., a corporation 
of Delaware. 

1,062,019. Type-Writing Machine. Carl F. Lunde 
berg, Hartford, Conn., assignor to Underwood Type 
writer Company, New York, N. Y., a corporation of 
Delaware. 

1,062,027. Type-Writing Machine Construction. Otto 
Petermann, Groton, N. Y., assignor to Standard Type 
writer Company, a corporation of New York 

1,062,076. Type-Writing Machine. Walter E. Bar 
nard, Hartford, Conn., assignor to Underwood Type 
writer Company, New York, N. Y., a corporation of 
Delaware. 

1,062,194, Type-Writing Machine. Jacob Sokolov, 
New York. N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y.. a corporation of Delaware 

1,062,265. Type-Writing Machine. Clio B. Yaw, Ar 
lington, N. J., assignor by mesne assignments to Rem 
ington Typewriter Company, Ilion, N. Y., a corporation 
of New York. 

1,062,266. Type-Writing Machine. Frank A. Young, 
New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware 


1.062,274 Pencil Howard L. Fischer, St. Paui, 
Minn. 
1.062 Traveling-Case for Type-Writing Machines 





Calculating Machines and the like. Arthur Bernhardt 
Guricke, Glasshutte, Germany. 

1,062,309. Calculating Machine John C. Wahl, Chl 
eago, Ill., assignor by mesne assignments to Wahl Add- 
ing Machine Company, Wilmington, Del., a corporation 
of Delaware. 

1,062,371. Type-Writing Machine. Herbert H. Steele 
Marcellus, N. Y., assignor to the Monarch Typewrite1 
Company, Syracuse, N. Y., a corporation of New York 

1,062,386. Type-Writing Machine. Cornelius B. Cor 
eoran, New York, N. Y., assignor to Underwood Type 
writer Company, New York, N. Y., a corporation of 
Delaware 

1,062,428. Platen for Type-Writing Machines. George 
S. Anderson, Harrisburg, Pa., assignor to Elliott-Fisher 
Company, Harrisburg, Pa., a corporation of Delaware 

1,062,569. Type-Writing Machine. John C. McLaugh 
lin. Jersey City, N. J., assignor to Underwood Typ 
writer Company, New York, N. Y., a corporation of 
Delaware. 

1,062,648). Penholder John Cooke Tweedale, Toronto, 
Ontario, Canada 

1,062,681. Type-Writing Machine Frank A. Young 
New York, N. Y., assignor to Underwood Typewriter 
Company, New York, N. Y., a corperation of Delaware 

1,062,729. Type-Writing Machine Morris W. Pool 
New York, N. Y., assignor by mesne assignments t 


Remington Typewriter Company, Ilion, N. Y., a cor 
poration of New York 
1.062.735 Type-Writer George W. Ramsey. Peoria 


Ill., assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware 

1,062,767. Cash Register Willam C. Chambers, Da 
ton, Ohio, assignor to the National Cash Register Com 
pany, Dayton. Ohio, a corporation’ of Ohio. (Ineor 
porated in 1906.) 


1,062,835. Type-Writing Machine. John C. MeLangh- 


lin, Jersey City, N. J assignor to Underwood Typ« 


writer Company, New York, N. Y., a corporation of 


Delaware. 
1,062,851 Enve lope 
town, Pa. 


William Radcliff, Burgetts 
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N 1,054,457 I k le patented Feb 17 by Willa Mabelle Miller of Ninevy \ No. 1 i Self-filling fountain pen; patented April 29, 1915, 
: by Jt s L. Schnell of Arlington, N. J.—No. 1,062,019 Line spacing mechanism on typewrite whe t may be released and the paper may be moved any 
: desired fraction of full line space; patented May 20, 1913, by Carl I Lundeberg H f ( issignor to the Underwood Typewriter Company of 
New York, N. Y N 1,461,464 Improved form of carriage shifting mechanisn patente May 1 1913, by Bernard F. Frizzell of Washington, D. C.—Nv. 
1,060,646 Paper feeding devices for typewriters; patented May 6, 1913, by Herbert H. Steele of Ma s, N. Y., assigner to the Monarch Typewriter Company 
of Syracuse, N. ¥ No. 1,062,735 Mechanism prevent excessive vibration of ribbor ! t t ermit the ribbon to expose the printing when the operator 
ceases to use the machine; patented May 27, 191 by George WW. Ramsey of Peoria, | ssig t Underwood Typewriter Company of New York, N. Y¥.— 
No. 1.061.748 Filler for ink-wells, ete patented May 13. 1913. by James W. Jacobus of Great Neck, N. ¥ No. 1,061,901. Adding machine; patented May 
13, 191 by Alexander J. Conen of Louisville, Ky No. 1,060,615. Combined vest pocket pe nd electric light; patented May 6, 1913, by Evert A. 
Metcalf f Forbes, Mo 
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It Skips Columns 
ana it Jabulates- 


One Gis 
Operation 
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Speaking of Sesiensitess: 


It is a great thing to be able 
to tabulate figures in columns, 
just as fast as you would write 
on a straight line. 


It is a great thing to be able to jump the 
carriage instantly to the correct writing 
point, skipping as many columns as you will. 


It is a greater thing to combine these 
two operations in one. 


The Decimal Tabulator of the Smith Pre- 
mier Typewriter does the first. The Col- 
umn Selector of the Smith Premier Type- 
writer does the second. And you can 
operate them both at one and the same 
time. This is one of the exclusive features 
of the 


Smith Premier 
Typewriter Visible Model 10 


This latest Smith Premier Model has many new 
and exclusive features—fourteen in all. Our il- 
lustrated booklet on the ‘‘Key for Every Charac- 
ter’’ typewriter, which is yours for the asking, will 
tell you all about them. 


329 Broadway, New York 
QUVVVIVVUALUJLUNUUI0OL44ALJLADLLEOOOUETEOLL4 10004) LLL 0010000000 





SOUTH HADLEY FALLS 








A Bond of 


Mutual Interest 


There should be a bond of mutual 

interest between the new printer 
and the manufacturer of branded paper. 
For the printer whose customers force 
him to juggle with price, and who has 
not yet seen the wisdom of abandon- 
ing such customers, there may be some 
excuse for “making up”’ on stock and 
ink, and in any way that will give him 
a chance to get out on a price that has 
been ‘‘squeezed’’ too low. 


The new printer should welcome a 

standard paper like Old Hampshire 
Bond, a paper his customers know, for 
his opportunity of building a profitable 
business does not lie in his ability to 
fool his customer on stock, but to offer 
real printing service. 


With service the printing business 

is one of the foremost industries of 
this country; without it the business is 
one no ambitious or capable man should 
enter or remain in. Write us. We 
would like to talk it over. Perhaps 
we can help each other. 


HAMPSHIRE PAPER CO. 


We are the only Paper Makers in the World 


Making Bond Paper Exclusively 





MASSACHUSETTS 
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CLASSIFIED INDEX TO ADVERTISERS 





ADDING MACHINES. FILING CABINETS, METAL PEN AND PENCIL CLIPS. 

American Can Co 117 Art Metal Construction Co 107 Van Vee, .2 Mase keas DSescesevanstass 150 

Barrett Adding Machine Co 77 Berger Mfg. Co 115 PENCILS. 

Bu ihs Adding Ma e Co 2 Crown Metal Construction ( 131 rrr or ee ee 167 

Dalton Adding Machi e ¢ 26 Edwards, O. M.. Co 89 PENCIL SHARPENERS. 

J nsign a ( 14 General Fireproofing C« 123 Boston Specialty Corporation. ...........6.60005 ’ 
! 157 Globe-Wernicke Co 83 Memee COMO sos o00b00 00s benkene shee veekesn 152 

ADDING TYPEWRITERS Safe-Cabinet Co 13 Wanneet. B, G., Ghescivcas skit 73-157 
Ellic tt-Fisher ¢ I FILING CABINETS, WOOD. PENHOLDERS. 

Moon-Hopkins Bill x Machine Ce¢ 2 Automatic File & Index ¢ 5 Centershaft Penholder Co........sccssctesecsce 53 
Remi gt , azper riter ¢ 5 Browne-Morse Co 112 PENS (STEEL). 
ypewriter ( 7 Globe-Wernicke Co S83 Esterbrook Pen Mfg. Co..........ccseeeeeess 145-144 
ADDRESSING MACHIN Imperial Methods Co 176 Satemen, A. Tay B Geo ccccc restwes eeeedeeesude 149 
graph Co 8 Macey Company, The 105 PINS. 
i tt ——_ gz Machine Co 1G Melton-Rhodes Co 103 Crescent Brags & Bim OO. .6ccnccccaccesneesess 166 
Montag failing Machinery Co 1S Wabash Cabinet Co 114 POSTAL SCALES. 

AGENCIES "WANTED. Wagemaker Co., Ltd 9 POND Bs. C60 bob cence oc okecewd that aneyes 131 
Billiet & Cia ; 146 we is Mfg. Co 97-98-99-1%) Triner Beale BO DMO, Oe. cocnsscveccwrescesesss 107 
Castelli, P., & ¢ 14¢ awman & Erbe Mfg. Co 11 REBUILT OFFICE MACHINERY. 

Fournier-Forquignon, Louis ; 146 FILING DEVICES. Chteame Bate & BGO. OO. occ cecccseccvccavces 153 
Heythekker, F. W 146 American Clip Co 115 RIBBONS AND CARBONS. 

Odon, Gluck M 146 Barler, A. C., Mfg. Co 131 pee ae EE rr eee er 147 
Rex ¢ . 146 Cushman & Denison Mfg. Co 167 American Ribbon & Mame ORS 8s oxwo sn chess 162 
Werner, F. J., & C 162 Smead Manufacturing Company 61 Ault & Wiborg Co... ..cscccsesescccccesecscces 2 

BALERS. Webster Loose-Leaf Filing Co ‘52 en ad ee era eae eee 166 
Economy Baler ‘ 128 FILTERS. Columbia Ribbon & Carbon Mfg. Co........... 79 
Handy Press ( rhe 161 Everson Filter Co 148 Crown Ribbon & Carbon Co......ccscsscssccese 53 

eo FOLDING MACHINES. eee. Be Mia Wes wis ddisnncts0suscbseenn deena 168° 
Kihn : oe coos 156 American Multigraph Sales Co 17 Indeliba Mfg. TMG iow din bk ns co oerk eka eaennos 163 

BOOK CASES. Dick, A. B., Co 59 International Carbon Paper GO ccKxtancduena bows 74 
Danner, The John, Mfg. Co oth 121 FOUNTAIN PENS. CaUn Bir Ws. a had chavs 5 iodcksweteneiis anaes 6 

BOOK RINGS. W. Beaumel Co 17 Manifeld Supplied Od... ...ccscscecsedesenveves 44-45 

BUSINESS sHOoW: "4 149 W hitney-Richards, The, Co 16 Mittag & Volger............. ee Ves ee <6 dats ae ose 

F > Moshe 2 PORGOCE kid scccccccctavessevevsepation 5 

\ iness Show Company 20 LAs 7 rr Glass Co 124 Neidich Process O00. .....cccsccocccscccssaveses 165 

cash REGISTERS. Ravenswood Office Specialties Co 129 Newton-Rotherick Mfg. CO. ...-.0ceccceceeeeee 1h 
National Cash Register Co 57 yy . es Repebiie-Dodwe Mig. 00... .cccncdccvcessnsove 161 
GOLD PENS. - % ine 

CHAIRS, OFFICE. Rome Gael fen Oe 147 oe reer rrrerreti re ne 
Cook. C. A 104 Gaydoul. Geo. P 152 Straus, ‘ibbon& On 0 0sansccpshbdstadensbeeenee br 
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Rush Orders Our Specialty 


We ship EMPORIUM REBUILT or ROUGH Typewriters, one or one- 


hundred the day your order is received. 


’ ‘ EMPORIUM SERVICE and Quality make money for you, Mr. Type- 
-E | J writer Dealer. They please and satisfy your customers. 


CE heme | ceteatis stock of 
/\ “0 | VISIBLE TYPEWRITERS 


he / ready for your commands. 






































Every Rebuilt machine thoroughly 6verhauled. Every suspicious part replaced by new. Every 
alignment and adjustment carefully cared for. Dealers can guarantee Emporium Rebuilts in 
perfect condition, ready for many years of hard service. We back that guarantee. 

June discounts enable you to sell lower and make as much money. Send as your rush orders 


UNDERWOODS L. C. SMITHS REMINGTONS 
OLIVERS SMITH PREMIERS 


Largest complete line of all Standard Machines in Chicago. Free catalogue on request 


TYPEWRITER EMPORIUM 























GOES' LTHOGRIPHE STOCK CERTIFICATES AND BOND BLANKS 
— ss esign sullable fr Merchandise an i Crt scans 
GOF L THOGRAPHED CALENDAR PADS 
FOr 19O15 

F ne vos Gaalagand Dries. 

a G0 F Corporation Record 

Can be used in any ,STATE or | 

GOES LITHOGRAPHING CO. CHIC AGQ 
Originators and nimeeal eas | 


30-32 West Lake St. CHICAGO, ILL. 
~ 88s and Prices on Hfpli casion 
THE GEST AND MOST UP-TO-DATE 
9 a 
The Blanks of Quality 
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The Eureka Blotter Bath 
The Eureka Sanitary Copying Cloth 


constitute a perfect sanitary system of letter press copies. The impregnated 


stone composition bath affords an absolutely even distribution of moist- 
ure to the cloth, at the same time 


precluding bad oder, mustiness or mil- 
The wire net in the composition makes the bath practically unbreak- 
They are furnished in all aioe “8 from correspondence to ws ayDill. 

The patent chemical surface cloth which we furnish with non-raveling 
edge, insures clean cut copies. 


There are more Eureka baths in use than all others combined 
Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


THE EUREKA BLOTTER BATH CO, 
6215-17-19 Wentworth Ave., CHICAGO, ILL., U.S. A. 


aew. 
able. 
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No. 20 
End Opening. 


Birch Mahogany- 
This is the greatest variety now being offered. When 
Unusual Discounts to Dealers. 


These Stationery Racks are made of Quartered Oak in G: 


customers actually see their value m: 





No. 25 


x0olden, Antique and Weathered Finishes and als 


any sales result. 


IMPERIAL METHODS CO., 204 W. Monroe St., CHICAGO 


Three Ready Sellers 





No. 
Side Opening, with Cover. 





31 











W ANT 5S 


NOTE—‘‘Want” Advertisements are received 
for this department at 4 cents a word. Mini- 
mum charge one dollar, payable in advance. 
Only legitimate advertisements received, and 
those relating to trade necessities. 


HELP WANTED. 








PERMANENT INCOME FROM SALE OF 
TRANSO (transparent face) envelopes. Every 
business house a possible customer. Commis- 
sion basis. Local or traveling salesmen. State 
particulars. Transo Paper Co., Chicago. 


WANTED—A WELL-KNOWN LOOSE-LEAF 

house is seeking the services of a manufac- 
turer’s agent calling on the stationery trade to 
handle their line in the South. A good opening 
for a good man. Address H-19, care Office Ap- 
pliances, Chicago. 


HIGH GRADE OFFICE APPLIANCE SALES- 

men—We want high grade men to represent 
us in every city in the United States. Men 
who have made good with the office appliance 
line; men who have an entree to the big men in 
business. A real practical Motor Driven Let- 
ter Opener can be sold to any firm with an in- 
coming mail of 200 or more letters a day. Are 
you the men to successfully handle it in your 
city? If you are, we want to know all about 
you; what you have done and what you are 
now doing. Fine proposition for progressive 
salesmen. The field has only been scratched 
Address Lightning Letter Opener Co., 299 State 
St., Rochester, N. Y. 








SITUATIONS WANTED 


POSITION WANTED AS REPAIRMAN; FIF- 

teen years’ experience on all classes of type- 
writers. References Al Address R-19, care 
Office Appliances, Chicago. 


TYPEWRITER REPAIRMAN, 18 YEARS’ EX- 

perience, familiar with all makes, has selling 
experience, is 35 years of age and wishes po- 
sition, domestic or foreign. Address H, care 
Office Appliances, 508 Tribune Bldg., New York 


A LIVE, PRODUCING SALESMAN, THOR- 
oughly familiar with wholesale and retail sta- 
tionery—department store and wholesale drug 
trade—well acquainted with and now coverin.,s 
including Texas, will 


entire southern territory, 
take up question of representing several small 
manufacturers or one strong line Address 





Appliances, 508 Tribune 


‘‘Salesman,”’ care Office 
Bldg., New York 


EASTERN MANUFACTURER, NOW PRODUC- 


BUSINESS OPPORTUNITIES. 


ing line of stationery specialties, is open for 
the purchase of some small, new office devices 
which could be added to the line, and which 
could be sold to the same trade Address G 
20, care Office Appliances, Chicago 





PROFITABLE SIDE LINE FOR TYPEWRITER 

repairmen. We have a proposition that will 
bring considerable extra income without inter- 
fering with regular duties. A dollar article of 
merit which will fit any typewriter Repair- 
men find it an attractive money maker. Write 
for particulars Typewriter Sundries Co., 38 
South State St., Chicago, I 





THE INVENTOR OF AN UP-TO-DATE office 

machine needs the assistance of additional 
capital to manufacture. Several of the machines 
have beer made and are giving excellent ser 
vice. Will consider disposing of interest in 
whole or in part. The machine is a winner and 
offers substantial returns on the investment 
Address X 19, care Office Appliances, Chicago 





NEW FORGERY DETECTOR—I WILL GIVE 

half interest in profits to the man who will 
and takes sales management of this 
novel device which absolutely prevents forgery 
and alterations of checks, etc. Also a new way 
of certification for banks. I anticipate a sale of 
at least 3,000 machines first year. Cost under 
$5.00, seil $40.00 to $50.00. Owner and Manu- 
facturer, care Office Appliances, 508 Tribune 
Bldg., New York 


finance 








AGENCIES WANTED. 





PHILIPPINE ISLANDS — OFFICE SPECIAL- 

ties for cataloging. Send us exclusive agency 
offer covering territory. References: Office Ap- 
pliances. Frank & Co., Stamp Mfrs., Manila, 








Ft 
to represent East- 
ern firms or special- 
ty lines on the Pacific 


Coast. Nothing but first class lines 
considered. References given. Com- 


municate at once with 


W. F. HENZE 


408 Lumberman’s Bidg.. PORTLAND, ORE 














A COMPLETE 
typewriters ane 

best towas in the 

a half interest 


FOR SALE. 


STOCK OF STATIONERY 


Ik 


office supplies, in one of the 
middle South; will sell all o 
or particulars address X-9 


care Office Appliances, Chicago 





OLD ESTABLISHED BROADWAY NEW 

York Typewriter Repair and Exchange fo! 
sale. Fullest investigation invited. Principals 
only. Address Sincerity, care Office Appliances 


Chicago 


FOR SALE AT 


\ 


BARGAIN—PRACTICALLY 


new Flexotype duplicator, with two full sets 
of type and complete set of tools. Hand power 


Automatic feed 
tached easily an 


d 


id electric drive can be at 
quickly. An opportunity to 


secure a fine duplicating machine at a good 
discount. Address 


Chicago. 


I, 18, care Office Appliances 





FOR SALE—NEW AND SECOND-HAND OF- 

fice machinery and devices of all kinds and 
makes, including duplicating machines, ad- 
dressing machines, folding machines, envelope 
affixers, time recorders, gum 
tape sealers, pencil sharpeners, check protect- 
ors, etc. Also supplies. Write us before you 
several real bargains. Collins 


sealers, stamp 


buy. We have 
& Co., 1324 Arct 


1 


street, Philadelphia, Pa. 





BOOK AND STATIONERY STORE FOR SALE 


The largest 
tionery and offic 
middle-west city 
$35,000 annually 
sale Large and 
in county. Stor 
lease four years 
established over 


Y 
al 
é 
( 


id best appointed book, sta 
supply store in a thriving 
»f 50,000 doing a business of 


nd increasing, is offered fo 


only doll, toy and game stoc! 


n heart of retail district 


to run; very slight competitior 


t 


teen to twenty th 


meaning busines 
pliances, Chicage 


LIVE PAYING 
rving tn0 to 
tvpewriter sper 


dealers, stenogr 


Ss 


Bl 


la 


ip 


wentyv vears Investment fif 
ousand required Only those 
appl) J-19, care Office Ap 


SINESS FOR SALE CAR 
per cent profit High grade 
It conceded b tvpewrite 


hers, etc., to be best dey 


made for the purpose Has been in the marke 


three vears B 
ness established 
inder contract 

ago) may be a 


easons for Sé 


stock patents 
Will sell for $ 
first-class 


Office Appliance 


Joth 


n* 


Z Manufacturing equipme 


foreign and domestic bus 


nd increasing Manufactured 
headquarters (now in Ch 1 
vhere Owner has splendid 
nt 
ill invoice ibout $6,000 i 
0 and consider part payment | 
tate Address T-20 
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Dt UTOPIAN 


Library Paste 





Sticks instantly. Pure white. 


Will not discolor. Never 
: dries out. The ideal paste for oe 


office and for general pasting. 


The Original 


For Sale by All Leading Stationers 


CHICAGO 


FC CO, CHICAGO 





Water-well Jar 


SANFORD MFG. CO. 


NEW YORK 
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KFICIENCY 


The Best and most economical device on the market. 


Loose 


Leaf Devices for every requirement. No office is fully 


equipped without Kalamazoo Loose Leaf Devices. 


LMAZOOQO, 


MICH. 




















THE PERFECT WRITING MACHINE 
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| The .PRINTYPE 


OLIVER 


Typewriter 











